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“GOLDIE” 


cA very dainty and airy two strap with a 
lacey design cut-out quarter. This shoe 
is made on medium French toe lasts car- 
rying either 13/8 or 16/8 heel; also on a 
more conservative toe last carrying a 
12/8 heel. In patent leather, black satin 
or white kid this shoe is a particularly 
attractive Spring number. 


F. E. Adams Shoe peo 


Seabrook, N. 


New York 
Marbridge Bidg., Room 433 Chicago ‘te Fetes 810 


Address all correspondence to the factory 


SALESMEN 


Pacific Coast —Geo. R. Rule New York—Frank Harris Southern States—Ernest and Harry White 
New England—Louis Bonin Chicago District—Frank Parker Eastern States—Frank Law 
Middle States—Chas. Reedholm 
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. 1. Published every week the Boot and Shoe Recorder Publishing Co, 201 South St., Boston, Mass. Entered as second-clase mat- 
a 1922, at the Post Office at ton, Mass., under the act of Congress of March 23, 1879. Subscription price, $5. ipargean. Printed in U.S.A. 
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THE WARRANTY OF STABILITY 


Levor Grain Kid Fifty Years Behind the Brand— 


White and Colored Centuries Ahead 
Grain Cabrettas 











Levor Buck 
Black, White and Colored QA 
Suede Cabrettas > 2 
Tanners 


White Levor Grain Goat Cleviserille. New York 


(Chevrettes) 




















SALESROOMS EXPORT DEPT. 
Boston St. Louis 100 Gold Street 


Levor M at Kid Milwaukee Cincinnati New York, N. Y. 


Agents in Great Britain 
Black Mat Cabretta FRED. RUEPING LEATHER CO., LTD. 


Northampton, England 
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Style No. 230 


<< 
——- 


Ready For Immediate Delivery 
Patent, 13/8 or 8/8 Covered Heel 
$4.25 


Grey Kangaroo Suede, 13/8 or 8/8 Covered Heel 
$4.50 


Sizes: B, 3144-7, C, 3-7 
In twelve pairs on ajwidth only. 
Terms: 5%-30 
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Sm CCL CER NO 


One of the most practicable and best selling 
styles this season. Also Made-To-Order in all 
colored Kid and colored Elk Leathers. 
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Gregory & Read Company 
eMakers of Womens High Grade Shoes 
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The LAST WORD in 
PATENT LEATHER 


E are receiving the most enthusi- 
astic reports from factory after 


‘factory on the remarkable satisfaction 


which DONKEY COLT, produced under 


our newly developed process, is giving. 


One prominent manufacturer states that 
he has cut and lasted thousands of sides of 
DON KEY COLT without a break of any 
kind, and a summary of the reports we 
have received thus far indicate the re- 
markable average of 98 per cent perfec- 
tion in lasting without breakage. 


You may have this remarkable patent 
leather in your orders without increasing 
the shoe cost. 


For those makers and re- 
tailers who want the very 
latest style advantage we 
are making 


DONKEY COLT 
in 


High Colors 


TURKEY RED 
PYRAMID.GREEN 
CHINESE BLUE 
MANDALAY BROWN 
ORIENTAL GRAY 


TOLMAN, Dow & Co. INC. 
176-180 LINCOLN ST. BOSTON, MASS. 


Rochester, N. Y. Greater New York 
Mr. ye L. Kirk New om Leather Co. 


ndrew St. 


100 Gold St. 


St. Cincinnati, Ohio 
T. M. Fliegerald % Co. Mohr-Holters Sales Co. 
1602 Locust S 202 E. 7th St. 


General Representatives for Continental Europe 


BS Ae > 
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* New Castle Leather Co. 
Headquarters: Paris, France 
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BLACK OR 
BROWN VICI 
No. 018-One Strap $2.50 
No. 019-Two Strap $2.50 
5 %—30 days 
IN STOCK 


No. 019 


“Rely on steady 

producers like this 

graceful FISHER Comfort to build 
your business. Any profit you make 
on high-styles will then be velvet. 
When you get stuck with some bad 
guesses, FISHER Comforts will still 
furnish bread and butter. No. 019 
Arch-Supporting Pump is one of the 
several reasons” 
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Eoston Office: 216 Lincoln Street Chicago Office: 189 W. Madison Street 
Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Shoes by PREMIER 
SHOE CO0., 808 
Driggs Ave., Brooklyn 
Made of Vode Kid 
color 62 Apple Green. 




















Shoes by F. ALBERT 
& SON, 557 DeKalb 
Ave., Brooklyn, N. Y. 
Made of Vode Kid 
color 340 Cloisonne 
Blue. 
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“Sell It With Color’’ 


As winter leaves the stage, color 
again appears in more delightful 
guises than ever. 


And, judging by the way “Vode Kid. 
colors are being ordered by the 
most successful buyers, the color 
wave will continue through spring 
and summer. 


Right colors are all you need to 
make the sales records you want 
and mean to secure. 


Right colors are “ode Kid. colors. 
They have that richness and bril- 
liance that produce the all impor- 
tant “liveliness,” without which 
shoes are “color weak” and un- 
interesting. 





Our Brighter Shades, Matched with Textile Colors 


Color 46 RED 

Color 38 BLUE 

Color "39 MIDNIGHT BLUE 
Color 140 LIGHT BLUE 


Color 340 CLOISONNE 
Color” 61 YU CHI 

Coler 62 APPLE GREEN 
Color 6 CHINESE YELLOW 


Color 16 KARA 

Color 47 PLUM 

Color 48 LAVENDER 
Color 147 PATRICIA 


Color 546 CHINESE RED 


Our More (Conservative (olors Are as Follows: 


Color A HAVANA BROWN 
Cole B GOLDEN BROWN 
Color 19 CAMEL 

Color 17 AIREDALE 


Color 117 LIGHT AIREDALE 
Color 11 TAN 

Color 112 BOMBAY 

Color g FOG GRAY 


Color 70 JACK RABBIT 
Color 170 ORIENTAL PEARL 
Color 50 WHITE 

Color 51 FAWN 


Color 114 APRICOT 


The Standard Kid Co. 


209 South Street, Boston, Mass. 


> oe - Branch Offices 


21 Spruce Street 
New York 


70 North 4th Street 
Philadelphia 


A decided finishing touch to 
the shoe — quarter linings 
of GRAY, WHITE, 
CAMEL, andF AW Nshades 


of “Vode Kid. These 


also lessen rocking of 
hosiery. 


A gencies 
Chicago Cincinnati 
Los Angeles St. Louis 
Montreal Rochester 


and all leather centers 
of the world 


so 
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VICI KID - there 
never has been any other 
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PATENT LEATHERS 


129 SOUTH ST. BOSTON 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Lrophy Gros. 
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Fanchette 


In building our line of Modish’ McKays we have definitely 
in mind our customers’ desire for popular priced foot- 


wear having all the qualities essential to guick and prof- 
itable turnover. 


You will find BrophyBros. shoes to be of dependable mate- 


rials, honest workmanship, positive style at a moder- 
ate cost — 


Quality shoes popularly priced. 


Have you seen them? 


BROPHY BROS. SHOE CO. 


SOUTH BOSTON,§MASS:' 


BOSTON SALESROOM NEW YORK SALESROOM 
89 BEDFORD ST. 755 MARBRIDGE BLDG. 
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BLEECKER 


Brought This New Spanish Style 
Back from Havana 
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4500—MEDIUM TOE 4502—MEDIUM TOE 
BLACK SATIN ALL WHITE KID 


Black Suede Trimmed 

4505—ROUND TUE 4509—ROUND TOE 

4503—MEDIUM TOE aeott Eaieece 
AIREDALE NUBUCK Grey Calf Tri , 


Tan Calf Trimmed 
4508—ROUND TOE 
4507—ROUND TOE U 


4501—Women’s Patent Colt One Strap Sandal with Apron, Center 
Strap and Quarter Collar of KAFFOR KID. Black Silk Braid- 
ing*’on Vamp, French Silk Corded Throughout. 16/8 Full 
Breasted Spanish Heel, Medium Vamp Graves Process. Widths 
AA to C. Sizes 24 to7 

4506—As 4501 with Round Toe, Carrying 15/8 Full Breasted 
Baby Spanish Heel. Widths A tc C. Sizes 24 to7 $4.50 

FOR IMMEDIATE DELIVERY 


Always Ready Lo Serve snd 


SONSDARAR SRA RENNER ARN TRAM AMA AMMAN EA A 


T Cr 2 SHOE CO. inc: 
“138-140 DUANE st. 79/979 newyork city he 


BOSTON OFFICE, 216 ESSEX ST. PHILA. OFFICE, FORREST BLDG. 
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Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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THE PRESTON 
A smart oxford for general daytime wear. 
Made of a rich shade of selected imported 
tan Gauntlet calf on a semi-brogue last. 
Medium weight soles and rubber heels. 
Also made in black as The Funston. 


——_~S 


Se 
The BATON Shoc 


Style in men’s fine shoes 


Men of affairs want correct style—not conservatism 


Your best customers—successful 
business men—who buy fine shoes 
demand perfect workmanship and 
selected leathers but are not satis- 
fied to wear the same style of shoes 
month after month, for all pur- 
poses. They want style—correct 
style. ' 

Style in men’s fine shoes is that 
subtle something that either makes 
them correct or leaves them 
stodgy, antiquated, conservative. 
The correct style of Eaton Shoes 
comes from exact knowledge on 
the part of our designers who have 
made a study of the trend of men’s 
wear. Style in men’s fine shoes is 
not the same as style in cheaper 
shoes—it means the right pattern 
made in the correct leathers and 
over the proper last for each defi- 
nite requirement. 

The Eaton line is the firstamong 
men’s fine shoes to apply style in 
this manner and so arrange their 
merchandising plan that their 


style keeps abreast of the times. 


In addition to this style advan- 
tage, you have those special fea- 
tures that make it the most active 
selling line of men’s fine shoes 
offered today. The very construc- 
tion makes orthopedic shoes un- 
necessary and gives to the wearer 
of fine shoes a comfort and plea- 
sure hitherto unknewn. 


Eaton shoes are “In Process” 
ready for immediate and continu- 
ous delivery. Every desirable type 
of shoe is included from the dress 
oxford to the street boot. 


The Preston illustrated above is 
an excellent example of an Eaton 
shoe in active demand today by 
men who want style in fine shoes. 

If you sell men’s fine shoes, the 
Eaton proposition to retail at 
“Most Styles Ten Dollars” will 
interest you. If you do not, write 
us for details at once, on how to 
begin profitably. 


Made uncer the A. E. Little patents 


BROCKTON 


CHARLES A EATON (3) 


ss 


SHOE INDUSTRIES 


MASS.,U.S.A. 

















Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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C.H.ALDEN CO 
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Us. 


An Alden Style 


that can be 
delivered promptly 


Lot No. 130 
Medium Light Shade Brown 
Chrome Calf Oxford 
Lot No. 140 
Glazed Calf Oxford 


840 Last 
Rubber Heel 
A 7-11 C 611 
B 6-11 D 611 








The past four years during which we 
have concentrated upon a limited 
range of standard styles, leathers, 


lasts and patterns have proven beyond 
doubt that the economies we have 
effected have greatly assisted Alden 
dealers in’ giving better value, at no 
sacrifice of profit. 


Our plan also includes quick 
delivery service on certain lines 
altho’ this is not an tin-stock 
proposition. 


*¢ ¢ ¢ 


C. H. ALDEN CO. 


FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH ST. 



































Dealer Influence is secured thru advertising in the Boot and Shoe Recorder: 
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In Time for Easter 


These and about fifty other styles carried 
in stock—Every one can be shipped same 
day as receipt of order— 


Each One 
a Good Price $450 





O a Dolly One Strap, Dull Kid Cut-Out 
Black Suede Patsy One Strap, Cut-Out Vamp ne Trim, Single Sole, Militar —— 
and Quarter, Single Sole, Military Wood Grease rer ‘Newport 

Covered ie Newport Last. oC. 


to C. No. 135—Same in yee Suede. Price $4.85 
No. 139—Same in el Gray Suede. 


Why We 
Stock Them 


: Airdale Suede Lazette One Strap, Cut-Outs, 
Airdale Suede Lazette One Strap, Cut-Outs, Single Sole, Full Covered Spanish Louis 


Single Sole, Military Wood Covered 
leel, Newport Last. AA to C. Heel, Beacon Last. AA to C. 


Get Our 
Illustrated 
Catalog 


No. 583 
Price $4.65 





Price $5. 00 Patent Kiki Sandal, Cut-Out ro gan 9 and 
Good Welt, 8 
Silver Suede Dolly One Strap, Cut-Out on ener ee Heel, a sted may 
Saddle and Quarter, Single Sole, Full AA to D. 


Wood Covered Spanish is Heel, 
Beacon Last. AA to C. No. 584—Same in White Kid. 


| 
| 
| 
| 
, 
| 
| 
| 
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Thomson-Crooker Shoe Co., 18-26 Station St., Boston, Mass. 


°° ee 6 ee 6 6 © ee © © © ee © ee 0 0 ee 6 eee 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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The Church of La Cruz, City of Queretaro, Mezico 


- a2 
_ LEATHERS) 


oa 


P & V BUCK SIDES. A leather that will meet every demand of 
fashion. It has a smooth, velvety feel and uniform color, so desirable in 
shoes made from this kind of leather. Particular care is taken in select- 
ing skins for P & V Buck Sides. These skins are put through a special 
tannage that gives them good tensile strength. Produced in the follow- 
ing shades: White, Oriental Pearl, Jack Rabbit, Airedale, Racquet 
Autumn Brown and Mandalay. 


When specifying leathers bearing the P & V trademark, you are assured 
of getting the finest and best. 


, 


Mareh 22, 1924 
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B 1419-L 
Women’s patent quarter, vamp and center 
strap, patent ball strap, one strap Skipper 
sandal, McKay sole, Sheik last, one inch 
military heel with rubber top lift. 


Price $4.00 


Not in stock. Can make in thirty days. Also 
made in‘other materials. \ ‘ 


A number -of other is he, airy 
patterns are in odin’ ae: 
our new sample:ling ~ 


Styles for 


Summer Selling 


In accordance with our recent 
Sales Policy of four selling seasons, 
our salesmen are now starting on 
their trip with a new line of 


samples, designed especially for 


Summer business. The new pat- 
terns are unusually attractive and 


.dealers who are in sympathy with 
and who have endorsed the four- 


season plan as being correct, will 
find that it is to their advantage 
to place their orders with a manu- 
facturer who has pledged not to 
bring out in-between-season styles. 


Shall we have one of our 
salesmen call on you? 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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cans W Rewwe 
Mr. Herbert T. Drake 


President 


EMERSON SHOE COMPANY 
ROCKLAND, MASS. 





‘“*‘JUDGE IT BY ITS USERS’’ 
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To HERBERT T. DRAKE 


Mr. H. T. Drake, 
Emerson Shoe Co., 
Rockland, Mass. 


Dear Mr. Drake : 


When Mr. Emerson wrote his creed for Emerson quality, ‘I 
insist that Emerson shoes shall always give their wearers the same 
measure of satisfaction I demand for myself,’’ he appealed to the 
men of America in man fashion. 


And you have kept the Emerson shoe so well apace with his creed 
that most men who wear Emerson’s know there is just as much 
reason as rhyme to your slogan, ““The Emerson Shoe—Honest all 


Through.” 


You are one of our long-time customers, so we should be in a 
position to know your leather standards. 


We, therefore, regard your adherence to New CastleJHAVANA 
BROWN Kid as a most convincing assurance that.it satisfies your 
severe requirements. 


Very truly yours, 
NEW CASTLE LEATHER COMPANY 


By 


President 


NEW CASDLE KID 
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Self Starters 


The Practical Infants’ First Walking Shoe 











You are naturally interested in quicker turn-over 
and bigger profits. Below are listed six numbers that 
have proved to be real repeaters in all sections of the 
country. 











FLEXIBLE 
DURABLE 
COMFORTABLE 
SENSIBLE 





Sizes 1 to 4 




















Combination No. 10 Send for Combination No. 10 
Per Doz. and join the hundreds of live 
6 Pr. 1058 Pearl Elk Sandal @ ° merchants that are cashing in on 


6 Pr. 105S Patent Leather Sandal@ 9.50 this practical Infants’ first Walk- 
6 Pr. 96S Pearl Elk Moccasin @ ; é' 
ing Shoe. 


6 Pr. 200S Tan Calf Button @ 
6 Pr. 200S Black Calf Button @ . Fill in Coupon and mail to us, 
6 Pr. 200S White Kid'Button @..... and upon receipt of shoe if not 

3 Doz. Sure Sellers for $30.75 satisfied, return to us—no obliga- 
tion on your part. 








Terms: 5/10, Net 30 








gacpenter shoe co» \\ Gifo( ARPENTER HOF ( OMPANY %c 


Send Combination No. 10 to: 





Sailer Inficense'te cscured thre dleerdising te the Best end Shee Mociede’. 








March 22, 1924 BOOT AND SHOE RECORDER 





— 









































theVeda 


A one-button Strap cut-out 
Sandal made in Rtent Colt 
over our #//20 lact . close 


edge Welt carryind & /g 





eather hee opalar SGP 

atyle and S fendi Titer /' ies * i ae ; \ 
Not in stock but can be ~ , 14 a \ 
macle up a} the present time % 

within 450 s. 


\\" (} 
| / ‘y es | *& 
Ay Y da \ 
Price 4.65, 3%n 30 days. 4 f 
me \ 
\ 


ip \ wi 


MOORE- 4HAFED to \ 


‘HOE “MFG *°CO° 


BROCKPORT. N.Y. U.4A. ! 
NEW YORK OFFICE 545-547-549 MARBRIDGE BLOG.BWAY AT 34tST : A 
JACK E. JESTER, MGR. Liiien OT res. 
a ee — 
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BROWN and GRAY NUBUCK 


No. B301— Jack Rabbit Gray Nubuck Strap 
Pump, Gray Kid Trimmed, 258 Last, 12/8 
Wood Cuban Heel, Welt. Price........ $5.85 


No. B303— Same as above in Airedale Brown 
Nubuck. Price 


STRAP PUMPS 


In Stock 


Sizes and Widths 


AAA .. 4408 





Terms: Net 30 Days 











No. B304— Jack Rabbit Gray Nubuck Strap 
Pump, Gray Kid Trimmed, 255 Last, 14/8 
Spanish 4 Louis Heel, Welt. Price. .. .. $5.65 


No. B306— Same as above in Airedale Brown 


C. P. FORD & CO., Inc., Rochester, N. Y. 


NEW YORK CITY, 127 DUANE STREET 











For Children, 


Active feet demand sturdy shoes. 
The finest materials, hand sewed 
by skilled Indian Moccasin 
makers, constructed in true 
moccasion fashion, make 

“KIDDIEMOX” 
exceedingly sturdy. They add 
new life to your Children’s 
Department. 


THE “HIGH KIDDIEMOX” 
IN-STOCK 


No. 3251 Tan Elk 

No. 3254 Smoked Elk 

No. 3253 Chocolate Elk 

Infants’ 2-64%..... . .... $1.85 
Childs’ 7-11 ovo Que 


BERKSHIRE MOCCASIN CO. 


' 





’ Teallctwear 
Sw, 


"Y Children 











“Take the Cake’’ 


The novelty of wearing a genuine 
Indian Moccasin Shoe is quickly 
recognized by the children of the 
neighborhood, and they sell like 
the proverbial “hot-cakes.” 


Maygwe send you atrial order? 
Latest, circular on request. 


This illustration represents a 5” x 8” window card 
sent out with each first order of Kiddiemox 


THE “SANDAL KIDDIEMOX”’ 
IN-STOCK 
No. 1651 Tan Elk 
No. 1654 Smoked Fik 
DOE DU Rcbed dcncccuactar nol dean 
Childs’ 7-11 . 


HOLLISTON, MASS 











Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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KIN KIN 


SPORT SHOE LEATHER 


HEN you show a pair of golf shoes to a man, 
won’t it help business to be able to show wherein 
they help his game? 


When they’re made of KIN KIN you can do just that. 


KIN KIN is elastic—therefore, an aid to a natural 
stance and unimpeded foot action. It retains the shape 
of the shoe longer and is less affected by moisture than 
any tannage that might be offered you in place of it. 
Moreover, it is as fine-grained, smooth and soft as 
sport shoe leather can be made. 





Write for color card 





“‘Playmore’”’ Golf Shoe 
made by F. S. Kauder 
Co., Brooklyn, N. Y. 








FRED RUEPING LEATHER CO. 


FOND DU LAC, WISCONSIN 


Branches: Boston Cincinnati Milwaukee St. Louis New York 
Chicago San Francisco Montreal Northam; ton, England 


FR DRE“ LEATHERCO. 
t - ~ wis, 























22 
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ankle-fashioned 


9 


IN STOCK 


The Marne 


4996—$5.40 1996—$5.45 
Medium Brown Calf. Black Kaffor Kid. 
Rolled Tip. Rolled Tip. 
SquareGroovedEdge. SquareGrooved Edge. 
A to D. Ato D. 


“Faithful to the Last” 


Nunn-Bish & Weldon Shoe Company 


MILWAUKEE, WISCONSIN 








FORESEES TESTO TES ATER SATS eS eS Se 


Boston Office: W. H. BYRNES, Room 421 Rice Building, 10 High Street. 
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Oxfords that hug the ankle. (gy 
—No gapping, no slipping. Ankl 


March 22, 1924 
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IN STOCK 









The Boulevard _ 
1982—$5.30 4982—$5.30 
Black Kaffor Kid. Medium Brown Calf. 
Rolled Tip. Rolled Tip. 
Beveled Edge. Beveled Edge. 
A to D. Ato D. 
: 
; 
“Faithful to the Last” . 








Nunni-Bush & Weldon Shoe Compariy 


MILWAUKEE, WISCONSIN 








MI Nett HH PS HPS ITs HHS HITS ISA IC eS Pe A A 


Boston Office: W. H. BYRNES, Room 421 Rice Building, 10 High Street. 
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A Style Show 


In Itself —— Displaying 345 shoe models for every occasion and 


purpose — Representing 93 of America’s best-known shoe factories 





ALL MODELS MADE ON UNITED LASTS 





This exhibit has caused so much en- welcome to view the models and lasts 
thusiasm in CHICAGO, MONT- on which they are made. 

REAL, TORONTO and BOSTON, 

that we intend to carry it toa number Nothing could illustrate more force- 
of other large cities where all inter- fully the completeness and thorough- 
ested members of the shoe trade will be ness of United Last service. 


United Last Company 


Headquarters — Boston, Mass. 


TEN FACTORIES SEVEN SHOW ROOMS 
BROCKTON ROCHESTER BOSTON 

r ssex St. 
NEWARK HAVERHILL ' RW TORE 
LYNN AUBURN “> apy, 1402 Bush Terminal Bldg. 
CHICAGO ST. LOUIS es tf CINCINNATI 


a 803 Syracuse St. 
NEW YORK MILWAUKEE ST. LOUIS 


Adv. Bidg., Rm. 303 
. / CHICAGO 
Affiliated Company 2 Peoples Life Bldg., Room 902 
United Last Company, Ltd. ox y=) ee 


Montreal MILWAUKEE 
with Branch Office at Toronto 10 Metropolitan Bidg. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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A'DECIDED SUCCESS! 
“The Dragonty” 
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The attractive appearance 
of an Insolite Shoe is 
matched by the virtue of its 
construction. Made not 





INSOLITE only to look well, but to 
REG.ULS.PAT.OF F 
The wearer of Insolite 


shoes walks in comfort. 
The innersole conforms 


wear well. 


TT 








iihitine ¢ Y. 
iN" ghz OF FASHION 








oe 


WEEE een 


C00 Eee i, 








4 
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PA.Fre._p SHOE Co. 


BEVERLY, MASS. 


tyle Shoes for Velene’ Trade 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorcer. 
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Onverse 


ry the new hookless gaiter 
—adjustable, “fool-proof,’’ easy to fasten. 


The secret of this new galosh is amazingly 
simple. When it is first fitted to the foot, the 
single movable snap is adjusted (as shown 
at the left) to the right position on the strap 


so as to bring the jersey upper snugly around 
the leg. The strap gives almost twice the 
adjustment possible on a 4-buckle gaiter. 


Once fitted, the “‘Spryte”’ fastens or un- 
fastens with a single motion of the hands, 
(as illustrated at the right). Nothing could 
be easier or quicker. Nothing can possibly 
go wrong. No “hardware” shows. 


With the snap in place, the fit is always 
the same, snug and trim on eithera largeor 
small ankle. The fastener when in place is 
concealed by the cuffin its normal turned- 
down position. For cold weather the cuff 
turns up to the full four-buckle height. 








-Simplicity 
Plus! 


That is the beauty of the 
“Spryte,’— absolute sim- 
plicity of operation plus a 


“sure-fire,” adjustable fas- 
tening device. Good looks 
plus perfect fit. Novelty ap- 
peal plus utility value. By 
all means see the “‘Spryte” 
before you buy. 


Made in all popular lasts; - 
Women’s, Misses’ and 


Child’s sizes. 


Converse Rubber Shoe ©. 


FACTORY AND GENERAL OFFICES AT MALDEN, MASS. 
Boston Chicago New York Philadelphia 
175 Purchase St. 618 W. Jackson Bivd. 142 Duane St. 25 No. Fourth St. 

wee 
Makers of the famous @ABOOSEHeavy Duty Rubber 
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This advertisement appears in The Saturday 
Evening Post, issue of March 22; in the March 
issue of Harper’s Bazar; the March 15th issue 
of Vogue and the April Vanity Fair. 
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‘The FOOT 
ARISTOCRATIC 


2 ES DO a. 


DSTI SEO IERIE 


‘> 





There is so much oo m 
the shoe of Vici hid 
Se es eae 


shoe craftsman to give added 
distinction to his choicest 


Color satisfaction. Smooth 
texture and perfect finish con- 


: 


ing for which Vici kid is noted. 
Service satisfaction. Vici kid is 


ROBERT H. FOERDERER, Inc. 


PHILADELPHIA 
Selling Agents LUCIUS BEEBE & SONS. Boston 
Selig Agemcnes = at) pores of the etd 


VICL kid 





0 oan ore 


VICI 


Reg. U. S. Pat. Off. 








rR —— 


Dealer Influence is secured thru advertising in the Boct and Shoe Recorder. 
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VICI kid~ 3 
the exclusive product of 


Robert Ji. Foerderer, Inc. 


tT § 


CI” (I have conquered) was the 

name given by Robert H. Foer- 
derer to the kid leather he produced 
when he revolutionized tanning 
methods nearly forty years ago. 


From that day to this, VICI kid has 


been produced exclusively by the com- 
pany founded by Robert H. Foerderer. 


With color as an outstanding factor 
in the current mode, VICI kid is 
entrenching itself still more firmly in 
popular favor. 


No showing of footwear fashions will 
be complete without the new models 


in VICI kid. 


Ask your manufacturer what he has 
to offer in shoes of VICI kid 


ROBERT H. FOERDERER, INC. 


PHILADELPHIA 


Selling agencies in all parts of the world 





Robert H. Foerderer, Inc., 
is the sole manufacturer of 
the one and only VICI kid. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recordcr. 
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Reg. U.S. Pat. Office 


Rialto shoes make 
for quick turn-overs 


Ask the buyers 
who handle them 


Styles that are timed right 
to retail from $6.50 to $8.50 


Good All Ways 


Rialto Shoe Co. 
110 K St., Boston 27, Mass. 















































Ce 








~ sro ETI ae 
: y: 2 ee P 


cA GooD LUCK COIN 


WITH EVERY PAIR, 


With Excelsior Medai 
Shoes for Boys 
Carried in Stock 


There are hundreds of boys in your community who don’t pay 
particular attention to their footwear. But this Spring they're 
going to be made shoe conscious! The parents, too, will do some 
thinking about their boys’ shoes. And when they buy they'll, be 
directed to Excelsior Medal Shoes and you. Here’s the reason. 


This two-tone sport oxford 
is making a big hit with all 
the boys because it’s just 
the kind of style their big 
brothers are now wearing. 
It comes in tan with dar 


chocolate trimmings, Car- , 


ried in stock for immediate 
delivery. Boys’ sizes only. 
The number is $-391. 


This trim trouser crease 
oxford has set the pace in 
spring footwear and is going 
to be “the thing” this 
Spring and Summer. Car- 
ried in stock in tan or black 
—all sizes and widths, The 
number is S-379, 


a series of telling sales arguments on 
Excelsior Medal Shoes for boys (soon 
to appear in the above magazines) 
pel be able to come in on direct re- 
sults. Several new styles will be thor- 
oughly -merchandised—through ads 
designed to reach the boys as well as 
their parents. And since each ad will 
carry the number of the shoes featured, 
together with the injunction to “ask 
your dealer”’—this means more busi- 


Take 
Advantage 


In order that you get the most from 
this national publicity, we planned a 
complete series of dealer helps as well as 
a localized sales plan, which’ you can 
use effectively. They're explained and 
fully illustrated in our business builders 

klet. Write for it today—also for a 
copy of our new booklet entitled 7ips 
on Tent Life shown herewith which you 
will want to distribute to your boy 
friends and customers. 


The Excelsior Shoe Company 








Portsmouth, Ohio 
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A Note of Color 
for a Spring Display 


OU can make an attractive spring display 

that is brighter and more interesting to the 

feminine shopper, by including a window of these 
dainty Comfy boudoir slippers. 


March 22, 1924 





22, 1924 





Here is another attractive item for milady’s 
spring wardrobe—a style attraction as appropri- 
ate for spring as for colder weather. 





There are no “off seasons” for Comfys, especially for those 
edai dainty and colorful models that are so dear to the feminine STYLE 7904 


, : Women’s Satin Opera 
heart. We suggest a Comfy display below that will have a Heavy plain satin, bound Pith fancy 
; x silk braid. Satin bow. Leather sole. 
direct effect on your sales sheet. 


ok More and more: progressive dealers are learning that 
Comfy profits are not confined to any one season, but can 


on’t pay 
be made to extend throughout the year. 


zy they’re 
do some 
ney’ ll, be 
ison. J 


DANIEL GREEN FELT SHOE 
COMPANY 
DOLGEVILLE, NEW YORK 





STYLE 7539 
Women’s Quilted Satin Boudoir j 
New York Sales Office, 116 EAST 13TH STREET Quilted sateen ii , Fancy silk braid 
Chicago Sales Office, 189 WEST MADISON STREET tin bow. Leather sole. 


Boston Sales Office, 10 HIGH STREET 
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Daniel Green 
| Comfy Slippers 
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Trade Mark Reg. 


No. 52—Infants’ Soft Sole 

No. 29—Infants’ Soft Sole Two-Strap. White, Black or ; 

Sport Sandal. Tan Kid, or Patent Leather. er 

No. 34—Infants’ Soft Sole Lined. Per Doz $ Wt Qdicss itcteont ers $8.00 s 
Button Boot. White Washable No. 461—First Step Tackless 
Kid Top. Patent Leather Stitchdown Blacher Boot 
Vamp and Foxing, Flat Pearl White, Tan or Smoked Eik, 
Flexible Sole. Per Doz. . $16.50 


er Doz a ™ is ° ? 

Batons, Ber Dos.805 A Complete Children’s Department 
always sells Infant’s Shoes. There are still a few stores which are overlooking the profit opportunities represented 
in baby feet. By selling Infant’s Shoes you kéep the mother’s interest in your store as a complete shoe store, and 
gather in the easiest shoe profits imaginable. 

The IDEAL Line is the most complete from which to choose. It comprises 190 styles in Soft Soles and First Steps, 


carried In Stock. 
Complete color catalog will be gladly sent. 


Udoad Daby SA oe Qmpany 


De ‘y President 


ro ff 
on vers, SS ane ee tts 


NEW YORK OFFICE 320 FIFTH AVE. 





Mr. Retailer: 





Your answer to bigger business and satis- 
fied customers is here: 


Genuine Calfskins, solid leather shoes, 

finish Union Made—four colors in Tan, and 

PRICE $4.75 Black to retail-at $6.00 and $7.00 with a 
Terme 3% 50; profit to you. 


Net 60 
We also have a line for your $5.00 ‘cus- 
tomer. Don’t wait. 


UNION-MADE 


Weber Bros. Shoe Co. 


NORTH ADAMS, MASS. 
New York Office, H. Harris, 1328 Broadway, Marbridge Building 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 











ONG before rubber heels were in general use 
or were even made commercially, we had 
an office in Devonshire Street, Boston, 
where our friends on the police force used 

to drop in for rubber “lifts” for their working 
shoes. The policeman, on his feet all day, was 
quick to appreciate the cushion qualities of a 
springy rubber heel. We carried sheet rubber 
packing in stock from which engineers and steam- 
fitters cut gaskets for steam pipes, and our friends, 
the cops, would plant their heels firmly on a sheet 
of packing while the office boy traced the outline 
of a shoe heel with a pencil. Then the heels were 
cut out with a sharp knife and attached to the shoes 


by the nearest cobbler. 





The idea spread so rapidly that before long 


“policeman’s lifts” appeared on the market. They 
were the first rubber heels. Letter-carriers soon 
adopted them. Nurses and hospital attendants then 
took up with the idea, attracted by the comfort af- 
forded them and the silent treading feature as well. 


Perhaps you can remember the curiosity with 
which you viewed for the first time a pair of rubber 
soled and heeled tennis shoes. Then after the first 
hardy adventurer in a town had worn a pair of rub- 


—— —_— OUR FACTORY 


ate IN 1884 



























ber heels without suffering any ill effects, the more 
conservative element began having them put on. 


56 Oe CTT me 


Millions and millions of rubber heels have been 
made and worn out since then; an increasing num- 
ber of millions each year as people learn the com- 
fort and economy of walking on tough live rubber. 
We have kept on making rubber heels until we 

P have a capacity in this department of 200,000 heels 
; a day. 


For the first time we are telling the story of our 
leading brands of heels to the American shoe trade. 
BULL DOG, our highest grade, is made for manu- 
facturers who want the best of everything to put 
into the highest grade of shoes. VIM, the middle 
grade, is our largest seller—a quality heel full of | 
life and resiliency. EVER GRIP, our popular 
priced heel, is for manufacturers who want a thor- 
oughly reliable heel but in line with the strictest 
economy when figuring costs. 





BOSTON WOVEN HOSE & RUBBER CO. 
CAMBRIDGE, MASSACHUSETTS 


Pioneers in RUBBER HEEL MANUFACTURE 








. om 
paue 
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OUR FACTORY 
AS IT IS TODAY 








BULL DOG 
Our Bull Dog trade-mark has _ identified 
exceptional value in manufactured rubber 
goods for half a century. Bull Dog heels 
are no exception. For long service, for full 
service, for one hundred per cent excellence 
in everything you can ask of a rubber heel, 
the Bull Dog heel is paramount,—a super- 
quality heel. No shoe is too aristocratic for 
this aristocratic heel. 


VIM 


Our standard first grade heel—good 
enough for any shoe, to be worn by 
anybody. Only with our notable 
volume of production could a heel of 
this quality be manufactured at its 
price; but with Vim, volume makes 
value, and value increases volume. 
Vim is rapidly taking the precedence 
it merits as the rubber heel of all- 
around adaptability and worth. It 
has fully answered every demand 
made on it, and will continue to do 
so, holding first place in its character 
of universal usefulness. 


A popular priced heel for the popular 
priced shoe at substantially less than 
the customary price. Rubber heels are 
a particularly strong sales attraction in 
shoes of this character. EVER GRIPS 
give added wear to the shoe, and full 
wear of their own. EVER GRIP is the 
solution of a difficult problem for buy- 
ers who know values yet must keep down 
costs. 





These three standard heels are advertised to the trade in the trade papers, and are 
known favorably to consumers through wide experience, as well as through the prestige 
of our standing as rubber manufacturers. They are heels with a reputation, firmly 
established and as firmly supported. When you buy them, you buy an asset for your 
business. 


BOSTON WOVEN HOSE & RUBBER CO., Cambridge, Mass. 
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STRAPS and SANDALS 


IN STOCK 
At Popular Prices 
“EVANGELINE” and “AMERICAN BEAUTY” 


(Goodyear Welt) (Flexible McKay) 


PS 


a GST y = PRB CD a eae 

elt. Rubber Hee idths No. 5906—Patent One Strap Sandal, 

No. 5838—Smoke Elk. Black Calf Collar and Strap, Covered 

No. 5840—Dark Grey Elk. a Louis _ Heel. Flexible McKay, 
Price $3.85 idths B, C, D. 


Price $3.60 


No. 5904—Black Kid | Strap, 13-8 Cover- 
ed Cuban Heel, Flexible McKay. Widths No. 5901—Patent 1 Strap, 8-8 Covered 
B, C, D. Heel, Flexible McKay. Widths B, C, D. 


Price $3.60 7 Price $3.60 





MADE BY 


A. H. Berry Shoe Company 


186 Lincoln Street, Boston Portland, Maine 





a a 
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NEW STYLES IN GENUINE 
HIGH GRADE TURNS READY-TO-SHIP 


No. 573 Gray Buck Marion Turn, one-strap. 
364 last. Cut-out front. Silk Cord. Leather 
lined. Spanish junior yy: Louis covered 
= Hi - oe 234-8. Price $4.50. 
t once 

on 603 Airedale Buck. Exactly as above. 
B-C. Price $4.50. At once Del. 

No. 813 All Pat. Chrome. Exactly as 573. 
Price $4.25. At once Del. 


Neo. 006 All Patent Chrome. Marion T 
one-strap. geet front. 14 last. Silk pine 
Leather oe Hi rade sole. 8-8 Celluloid 
covered heel. a ther Counter. B-C. 
24-8. Price $4.25. At once Del. 

No. 586 Airedale Buck, as above. B-C. 244-8. 
Price $4.35. At once Del. 

No. 546 Gray Buck Exactly as 806. B-C, 
244-8. Price $4.35. At once Del. 


You can order from this advertisement with 
confidence of having the shipment open up 
right. The big expense of traveling men is not 
figured into our , as we have none. 
Advertising is our salesmen. What we do 
does not add to the cost of our shoes. 


CONFIDENCE is the foundation of busi- 
ness, more so today ever, and-to attain 
confidence one must give honest merchandise 
for a reasonable price. 
=» When you sell our line of Genuine Turns to 
vous customers they will be pleased with the 
fit, style, quality, wear and wor! ip, and 
above all you will gain their good-will — 
means more sales. ~~ 

Don’t delay, order at once, right now: Our 
stock is limited. Buy what you need and when 
you want it. 


No. 623 Black Satin Turn two-strap. Black 
suede strap and collar. 364 last. Silk cord. Solid 

ther grain counter. Leather lined. Full junior 
Spanish syoes heel. B-C. 244-8. Price $4.60. 


At once 


No. 616 Black Satin two-strap. ay last. “3 
actly as above. Carries 8-8 covered heel. 
244-8. Price $4.25. At once Del. 


No. 613 stock & Satin Turn. Black suede collar. 
364 last. Silk cord. Solid leather grain counter. 
Ae a ‘lined. Full j junior Spanish covered heel. 
B-C. 244-8. Price $4.25. At once Del. 


No. 413 tov wed Imp. Brocaded Silver Turn, 
one-strap. 364 last. Genuine Fr. Cord. Leather 
lined. ry leather grain counter. High ones 
soles. 13-8 Spanish yb junior Louis heel. A-C. 
2-8. "Price $4.75. At once Del. 


No 406 Same as above. 14 last. 88 heel. 
Price $4.75. 


> G ‘Buck Marion Turn one-strap. 
No. S3¢ scout’ 25 last. Silk cord. Leather lined. 


covered heel. High grade sole. 
oe eaete, Counter. BC. 234-8. Price $4.38. 


At once Del. 


No. 564 Airedale Buck. Exactly like above. 
B-C. Price $4.35. At once Del. 


No. 814 All Pat. Chrome. Exactly like 524. 
B-C. Price $4.25. At once Del. 


Regarding Prices—Prices quoted are low for 
turn shoes of dependable quality. Single pairs 
can be had for 25 cents per pair more than ad- 
vertised prices. This is to cover extra cost of 
handling and shipping. Terms on all shipments 
are 2 per cent, 10 days, net 30 days. 


| KARELIS SHOE co. 
HAVERHILL, MASS. 
WOMEN’S TURN SHOES OUR SPECIALTY 
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“THE 
GREATEST 
TRIUMPH 
IN 
PRESENT-DAY 
SHOEMAKING” 


> 


PIED PIPER SMOKE ELK COM- 
BINATION MOCCASIN OXFORD 


ee 
t > 
leather throughout. A number for 
_ Spring and Summer selling. 
In Stock in C and D ths, sizes 5 34-8. 
B and E 


wid 
ps = On and 114-2. (Made 
widths.) 


PIED PIPER BROWN ELK SPORT 
- OXFORD 


No. 713—Brown elk blucher cuted; 
smoke backstay; 


In stock in C and D widths, sizes “| 
8 4-12 and 1234-2. (Made to order B and 
widths.) 

Also in stock as above, style No. 712 
patent colt with smoke elk cut-out apron 
and backstay. 


Many other new numbers in stock in 
combinations and plain oxfords,{sandals, 
and straps. 


F INE stores everywhere are building large vol- 
ume business with Pied Pipers. 


And only in Pied Pipers can be obtained to 
the utmost smoothness, flexibility, comfort, and 
long wear. 


All Pied Piper Shoes are made by the Pentler 
& Short Patented Improved Welt Process—the 
secret of their phenomenal success. 


Patterns and lasts for little infants, infants, 
children, misses, and growing girls. 


Maiathon Shoe Co; 


WAUSAU, WISCONSIN 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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“THE ZEV” 


ONE OF THE SEASON’S LATEST MODELS 


I = 


l 
( 
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WOU OWNo 


Miitetiit 


OUR SALESMEN ARE NOW OUT WITH 
THE COMPLETE LINE FOR FALL 1924 


Howard €9 Foster Co. 


Brockton, Mass. 


OUR APRIL IN STOCK CATALOGUE BOSTON OFFICE 

IS NOW ON THE PRESS AND 183 ESSEX STREET 
WILL BE MAILED SHORTLY. . NEW YORK OFFICE 
ADDRESS ALL COMMUNICATIONS MARBRIDGE BUILDING 


TO THE FACTORY CHICAGO OFFICE 
SECURITY BUILDING 
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WOU OUWOL 


ARE YOU 
PREPARED? 


3 HERE ARE FOUR OF MANY STYLES WE HAVE 
IN STOCK FOR EASTER SALES 


Ooo 


Back of these shoes are four im- 
parses acts— 

f No. 58x 
They are shoes that will sell on sight. 


| ~*~ ha i - - Strap Turn Slipper 
They are styled to the minute but not as a re 
| = over styled. 8%g-2 3.25 


TET eT} 


| They are shoes you will never take a 
° Ioss on. 


They are shoes you can size up on right 
through the season without a risk or 


No. 60 
Diana 


Turn Slipper 


In planning your Easter purchases, it will 
be worth your while to get in touch with 
Dr. Posner. Your stocks for this important 
selling season need replenishing and spruc- 
ing up. Our new art catalogue, just issued, 
pictures many new and styletul numbers, 
supplemented by helpful merchandising 
suggestions. 


No. 58 
Sylvia 


Send for it today, and in the meanwhile Pat, Lea, Sylvia Turn Slipper 
look over the salable numbers illustrated 84. if ere 


| here. You may perhaps want us to ship 
some of them right away to fulfill your im- 
mediate needs. 
i Dr. A. POSNER SHOES, Inc. 
= SALESROOMS No. 59 
WOW: 140 WEST BROADWAY 





WO Ol 


o 


™~* ; ea. Baby Gators 
vs rf + 3 





NEW YORK CITY_~ - = N. ¥. 





BOOT AND SHOE RECORDER March 22, 192% 


Smart Easter Novelties 
IN STOC 


qe 


“ 


TERMS 
Net 30 Days 


No. 5048 


Patent ‘Priscilla’ Colonial. Large nickel buckle 
8-8 box-wood heel. Plain toe. Imitation turn. 
Sizes — A, 4 to 8. B, 3% to 8. C.3 to 8 


Price $4.00 


No. 5060 
Patent Leather “Cho Cho San™ Chinese San- 
dal. Perforated quarter and vamp. Fringed 
front strap. 6-8 leather heel. Imitation turn. 
Sizes A, 4 to 8. B, 3 4% to 8. C, 3 t0 8. 


Price $4.35 


No. 5030 
Tan Calf Blucher “Ascot™ Oxford, Red Calf 
apron. Perforated quarter and apron. Plain toe 
welt 8-8 leather heel. Rubber top lift. Sizes A. 
4108. B.3%t0 8. C, 34 to8h. D. 3 to 8. 


Price $4.25 


All patent Leather two-strap Eleanore. 14-8 
Cuban celluloid covered heel. Imitation turn. 
Sizes A, 4 to 8. B, 3% to 8. C.3 to 8. 


Price $4.85 


Patent Leather “Colleen™ one-strap. 11-8 heel 
rubber top lift. Imitation turn. Sizes A, 4% to 8. 
B, 4 to 8. C, 3 to 8. 


Price $4.00 





No. 5063 
Reuping’s K.K. bamboo side. Clico crepe 
rubber sole and heel. Tortoise calf saddle trim 
sport oxford. Sizes B, 4 to 8. C, 3 to 8 


Price $4.75 


No. 5046 


Patent “Cinderella” one-strap Sandal. Du! 
trim cut-out front. Dorsey quarter. Plain toe 
14-8 wood covered Cuban heel. Imitation turn 
Sizes A, 4 to 8. B, 3% to 8. C, 3 to 8. 


Price $4.50 


No. 5020 


Patent ‘Patricia’ one-strap Sandal. Perforated 
quarter and vamp. 9-8 leather heel. Rubber top 
lift. Imitation turn. Sizes B, 3 4% to 8. C, 3 to 8 


D, 3 to 8. 
Price $4.00 


No. 5028 


Regent Kid “Yvonne” two-button cut-out 
strap. 12-8 leather military heel. Rubber top 
lift. Imitation turn. Sizes B, 3% to 8. C, 3 to 8 


D, 3. to 8. 
Price $3.85 


STOCK DEPARTMENT 


THE UNITED STATES SHOE 
COMPANY... CINCINNATI 
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2s] Seasonable Satin Styles 
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lain toe 
on turn 
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No. 5026 


Black Satin “Lucia” Sandal, with black suede 
front strap. 9-8 covered wood block heel. Imi- 
tation turn. Sizes B, 3% to 8. C, 3 to 8. D, 


’ Price $4.60 


Suede Trimmed 


No. 5067 


Black Satin Cozy three-strap. 14-8 satin covered 
Spanish Louis heel. Imitation turn. Sizes A, 
4%w08.B.3%w8. C.3to8 


Price $4.85 





No. 170 


Black Satin “Asbury” two-strap black Suede 
throat strap. Turn. 8 last. 14-8 Spanish covered 
heel. Sizes AA. 5 to 8. A, 4% to 8. B, 3% to 8. 


C, 3 to 8. 
Price $5.50 





No. 5059 


Black Satin One-Strap with black ooze apron 
cut-out. 14-8 satin covered Spanish Louis heel. 


No. 5056 


Black Satin “Marigold” side-gore, black ooze 
cut-out front. 14-8 wood covered heel. Imita- 


No. 5052 


Satin Saddle Pump. 14-8 satin covered Spanish 
Louis heel. Imitation turn. Sizes A, 4 to_8. B. 


foratec Imitation turn. Sizes A, 4 to 8. B, 3% to 8 tion turn. Sizes A, 4 to 8. B, 3% to 8. C, 3 to 8. 3% to 8. C.3 to 8. 
ber toy C 3008 ‘ : ek MH Price $4.85 
308 , Price $5.00 : 


._ 


cut-out 
ber top 
3 to 








Price $5.00 





No. 5029 


Black Satin “Elaine” prong two-strap. Black 
suede-trim perforated. 10-8 wood covered hee! 
Imitation turn. Sizes A, 4 to 8. B, 3% to & 


D 3 tS. 
Price $5.35 





No. 5068 


Black Satin “Dainty™ one-strap. !4-8 satin 
patent covered Cuban heel. imitation turn 
Sizes AA, 5 to 8. A, 4% to 8. B, 334 wo 8. C. 


3 to 8. 
No. 5070 


Same in Patent Leather. 14-8 covered Louis 


heel. 
Price $5.25 


No. 5053 
Same in Black Suede. 





“No. 5045 


Black Satin “Cinderella” one-strap Sandal. 
Suede trim. Cut-out front. Dorsey quarter, 
Plain toe. 14-8 wood covered Cuban heel. [mi- 
tation turn. Sizes A, 4to 8. B. 3 4 to 8. C,3 to 8. 


Price $4.50 


STOCK DEPARTMENT 


ew 


THE UNITED STATES SHOE 
COMPANY....CINCINNATI 
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The Outstanding 
Leather for Summer 
is White Glazed Kid 


HROUGHOUT the shoe trade 

there is a general agreement 
that WHITE GLAZED KID is 
unquestionably the leader in sum- 
mer shoe leathers. 


We have never known a time 
when so much general agreement 
and confidence was centered on 


WHITE GLAZED KID for sum- 


mer. 


Wise shoe men are planning ac- 
cordingly, and ordering early. 


As usual, the demand is earlier 
and greater than ever. Don’t post- 
pone your orders if you want them 
made of the most perfect white 
shoe leather—F. B. & C. WHITE 
GLAZED KID. 


The Outstanding 
White Glazed Kid 
is F. B..&§ C. 


N the judgment of the best 

makers and merchandisers of 
shoes, F. B. & C. WHITE 
GLAZED KID stands alone. 


They know from experience that 
for the woman who has once worn 
this most perfect of all white 
leathers, no substitute will ever be 
satisfactory. 


THE GLAZE THAT STAYS 


makes F. B. & C. WHITE KID 
the most practical as well as the 
most beautiful of all white shoe 
material. 


Dirt and dust cannot penetrate 
the pores. Therefore, it is a simple 
matter to keep 
the shoes clean. 


Amalgamated Leather Companies 


INCORPORATED 


22-24 North 5th St. 


Factories: Wilmington, Del. 


Philadelphia, Pa. 
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OOD NAME isa valuable asset, Uf 
No merchant can establish a 
permanent, profitable business with- 
out building on the solid foundation 
of reputation. 


You cannot afford to risk your repu- 


tation on “near shoes.’ You cannot 
prosper on “looks” alone. Style is 
important but style alone will not 
hold trade. There must be reputa- 
lion behind it—yours and the manu- 


facturer’s. 
Just one of our Newest Origina- 


The time has come when dealers tions¥ that indicates JG K style and 
attractiveness. 

must get back to sound methods of 

merchandising. Buy shoes that will 

have quick turn over, without ac- 

cumulations of odds and ends at the 





> 
season's end. 


J&K Shoes are not “inventory 
shoes.” We can cite you to some of 
the best dealers in the country who 
have cleaned up on J&K Shoes year 
after year for over 25 years. 


Buy J&K Shoes and add J&K rep- 
utation to yours. The combination 


of two good names will win for you. We amt sqeniiy Goh 


matk. It means over 25 years of 
wie faithful service to the trade. Stamped 
Write us today for samples or sales- on shoes it is woman’s assurance of 


man. Get our plan of co-operation eatiefaction. 
on “Foot Savers” and our In Stock 
Catalog. 


The JULIAN & KOKENGE Co. 


THE FOUNTAIN HEAD OF SHOE STYLE 
East Fourth Street Cincinnati, Ohio 
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Dealer Influence is secured thru adpertising in the Boot and Shoe Recorwer. 
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Trouser-Crease—In Stock! 





CIV LAINE POITIER, 
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No. 2195B—Best Tan Calf (medium ate my the “Plain-O” Last. 
No. 2190B—Same, except made of Black Calf... ..............5.. 5.00 


Bas dealers have made and ate continuing to make interesting profits 
from our Trouser-Crease models. This striking style, popular every- 
where, has withstood the whimsical changes in Men’s fashions. 


Anticipating the demand this spring, we have stocked Style 2195B and 
its companion in Black Calf, Style 2190B, fully in all selling sizes. Pre- 
Easter orders for them are arriving in every mail and we therefore urge our 
retail customers to size in without delay. 


The Bates trademark on a Trouser-Crease is a selling asset for this much- 
wanted fashion. As we build it the crease stays permanently. Our best 
materials and construction are put into every pair. 





Send for our complete Spring Portfolio showing 
six special groups of Bates “Shoes for the Occasion” 


A. J. BATES CO. 


WEBSTER MASSACHUSETTS 
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OCCASION 


‘i: character built into “Just 
Wright’’ Shoes has commend- 
ed them to well dressed men since 
1875. Style distinction and in all 
leathers. Priced $10.00 and 
$11.00. 


E. T. WRIGHT & CO., INC. 


Department, S-206 Rockland, Mass. 
Makersalso of men’s Arch Preserver Shoes 


Write for name of dealer 
and Correct Dress Folder 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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SEYMOUR TROY & CO., INC. 
Introduces 


SUMUR-IN 


sure to win! 
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A COMER FOR SUMMER 





SEYMOUR TROY & Co., INC. 


75 FRONT STREET BROOKLYN, N. Y. 
? Telephone Main 9057 





SEE MORE TROY SHOES 
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j/ BECOME THE LIVE STORE IN YOUR CITY BY HANDLING 


PNY 9 
mA 


IN STOCK 


— = Or 


No. 910 No, 915 


No. 915—Biack Satin with black ooze Calf trim- 
mings. 14-8 Covered Spanish H $3.00 
No. 919—Exactly as above only Airedale Nubuck 
No. 911—Exactly as above in Grey Nubuck. . $3.00 bg Sicodee vie adh -25 


severe Cuban 


No. 910—P. Leather Mary Jane, 88 Covered 
> atent Leather yJ Sn 85 


Red, Green and Blue Kid in Stock on this style 
after April 10th. 


Sizes 214 to 7 C Width 


No. 916 


No. « 916—Black Satin with Black Ooze Calf 
Throat with “cut out.” 14-8 Covered Sonal 


No. 920—As above in Airedale Nubuck with 
Airedale vici kid throat, with “cut out” $3.25 
No. 921—Patent Leather with Black Ooze Calf 
throat with “cut out.” 14-8 Covered Spanish 


Heel 
No. 805—Ail Genuine White kid as No. 916, 15-8 
Covered Spanish Heel 

No. 805 in stock after April 15th, 





No. 801 


No. 801—Patent Leather Gloria Sandal, 8% 
Goveses Heel "$3. 50 
No. 806 —Genuine White kid exactly as a 85 No. 917—Black Satin with inlay of Black ooze 
No. 820—Sunset Tan Calf exactly as above. . $3.60 cali “cut out”, 14-8 Covered Spanish Heel. . $3.75 
Nos. 806 and 820 in stock after April 10th No. 918—Airedale Buck with inlay of Airedale 

kid “cut out.” 13-8 Covered Cuban Heel... .$3.75 


Many More Good Styles in Stock—Samples Gladly Submitted 


B. FRIEDMAN 


ESTABLISHED 1880 
NEW YORK CITY 
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For McKays of Superior Quality 





a 





Depend on 





sINBAc 


Genuine Patent Chrome, high waist with cut outs. 


R6329—Child’s Spg. HI., 84% to 11, C D... 


R6331—Y. L., 244 to 7, BCD 

Same in Medium Round Toe 
R6232—Y.L., 3 to 7, BC D 

As Above with Smoked Inlays 
R6333—Child’s Spg. Hb, 84% to 11, C D... 


R6334— Misses’ Low HI.,11% to 2, C D.... 
R6335—Y.L., 244 to 7, BCD............... 


Same in Medium Round Toe 


R6336—Y.L., 3 to 7, BCD....:............ 


. $2.25 
R6330— Misses’ Low H1., 11% to 2, C D.... 


- $2.35 


2.65 
3.15 


$3.15 


R6397 —Child’s Spg. HI., 84 to 11, C D.... 
R6398— Misses’ Low HI., 114% to 2, C D.... 


R6399—Y.L., 244 to 7,C D 
All Chinese Red, Weited Sole 


R6387—Child’s Spg. HL, 8% to 11,C D.... 
R6388— Misses’ Low HI., 1144 to 2, C D.... 


R6389—Y.L., 24% to 7, BCD 
Ail Chinese Blue, Welted Sole 


R6390—Child’s Spg. H1., 834 to 11, C D.... 


R6391— Misses’ Low HL, 11% to 2, C D... 


The line of Sinbac Helthy-Fut all 
solid McKays is one of the clean- 
est lines on the market. They are 
flexible and of the best material 
and workmanship to be had at the 
price—the best we have ever of- 


fered in McKays. 


Best Number One Bend Soles, 
leather quarterlined, leather sock 
lining, best upper leathers, one- 
piece leather innersoles are fea- 
tures that make them appreciated 


everywhere. 


Carried in stock for sizing at all 


sINBAc 


SINSHEIMER Bee. Fh eS 
2211-13-15 W. M 


CHI CAGO 


R6392—Y.L., 24 to 7, BCD............... 3.35 


All Chinese Green, Welted Sole 
R6393—Child’s Epg. HL, 8% to 11, C D.... $2.60 
R6394— Misses’ Low Hil., 114% to 2, C D.... 2.85 
R6395—Y.L., 2% to_,7, BCD 
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for the entire family, 
the 


DUCATO 
: SHOE® © 


HAVE YOU 


Prepared to Fill M 4165 —Growing Girls’ Log Cabin 


seeee, Monee, i'd Kid trim E ansaeee 
xfor 4-7 
Modified 4165—Same, Misses’, C-D, ilys2 


2812—Women’s Black 
Educator Oxford. Leeper 
AAA-EF. 2%-10.. 

. $5.50 


2514—Same in Brown Kid.. 
DEMANDS a 
on this nationally known and ad- 
vertised line of footwear? The ever 
present qualities of style, comfortable 
fit, and excellent workmanship, to- 
gether with the pleasant reputation 
of Educators is bound to create a 
further demand during the greatest 
footwear season—Easter. Children’s 
Educators in delightful patterns 


should be the basis of a rapid turn- 56 4000—Guonten Chit’ Aisdele 
over stock. Remember that there is Buck Educator Nancy Pump. Rus- 
an Educator for every member of OF abenemegrestond 
every family in your community. Order 4469—Same in Misses’, 1124-2 


today to be prepared for Easter 4469 X—Same in Child's, 834-11. 
Spring_heel.. -15 





VUOPC VOC VOC OVeveTvTTeuevueueveeeveee;ns 


7826—Blacx Kid Men’s Educator demands. 


Blucher Oxford. A-E, 544-11. $5.75 
In Stock Now 


8012—Same in Brown Kid... $6.75 
at 
INCORPORATED 
13 High Street Boston, U.S.A. 

Distributing Branches: 

Rice & Hutchins Atlanta Co. 

Rice & Hutchins Baltimore Co. 

Rice & Hutchins Chicago Co. 

Rice & Hutchins Cleveland Co. 


Rice & Hutchins New York Co. 
Rice & Hutchins St. Louis Shoe Co. 5368 X—Patent Colt Child’s 
Atlas Shoe Co., Boston, Mass. Educator Claudia fone. Turn. 
345—Boys’ Tan Russia Blucher os. I. Meany & Co., Inc., Phila., Pa. Spring heel. D, 844-11 $2.65 
Educator Oxford. Goodyear Welt. —Same, nfants’, D, 4-8. 

C-E $3.50 $2.15 


{S02 SWE WN WOE Sd SO SW SA SOT Od SO SW Wd Wr SW Wd We Wd Sd Sd Sd Wd Yd Yd 0d Wd Odd WO? Wd 02 Vd SW Od YO SW WW Wd Wd SW SOs} 


EE EE SE 0 SS SSS 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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And There’s Big Money in Selling Shoes 
to Their Majesties 


By MAURICE J. YOSKIN 


Here’s a workable, practical plan for 


The reason that it is not good in 


\ \ 7 HEN you stop to-consider . , : j 
conducting your children’s shoe business some eterna. ie bacemse the men. 


that forty per cent of the sored exclusively for the RECORDER 
population of the United by Mr. Yoskin, who, as everyone knows, 


States consists of children under buys and merchandises all the thousands 
of pairs of juvenile shoes sold every year fault and not that of the public 


by the A. H. Geuting Co. of Philadelphia. 
” And incidentally, Mr. Yoskin is chair- 
to grow up into men and women man of the N. S. R. A. committee on 
children’s styles. 


ten years of age; when you reflect 
that all these children are going 


needing shoes; and when you 
recognize the fact that it is mighty 
convenient for the mother to take her children to the 
same store in which she herself does her footwear 
shopping, the advantage of carrying juvenile footwear 
in your stock becomes instantly and painlesslyapparent. 

And I know of no easier stock to sell, no pleasanter 
stock to merchandise, than these same shoes for the 
youngsters. lt means volume and profit. 


agers and proprietors of those 
stores don’t make it so. It is their 


whom they serve. 

For the guidance of those mer- 
chants who may not have a chil- 
dren’s department or for those who 
have one which is not making money, I am going to 
start off by laying down a few simple rules. 

First—Study the needs of your community with the 
idea of finding out where your biggest market is. Do 
most of the children in your town come from families 
who dress them well, even stylefully? Do children gather 
frequently for little “parties’’ on which occasions they 
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are expected to dress up more or less? Do they go to 
private schools or to public schools? In other words, 
size up your potential market just as you size up your 


potential adult market. And as a matter of fact you 


will find that they grade about the same. 


If your chief business with adults is in 
the higher grades, then your chief chil- 
dren’s business will also be in the higher 
grades. If 80 per cent of your adult busi- 
ness is in high grades and 20 in medium 
and lower grades, then the children’s 
business will be in the same ratio. 


Second—Is there a place in your store which can be 
dedicated to the sales of children’s footwear and can it 
be so arranged as to seem a separate store tn itself? 
This is not absolutely necessary but those stores which 
have such a department seem to be uniformly more 
successful than those which do not. Of course, if your 
floor space is extremely limited, it may be better to 
forget this feature entirely as a large percentage of the 
space devoted exclusively to children’s shoes would 
militate strongly against the sale of adult footwear. 


Here’s a Minimum Stock 


Third—Decide on what constitutes an adequate 
stock. This will vary, of course, with your community 
and the type of trade which you serve, as well as with 
the volume which you do in adult shoes, although here 
it might be well to point out that many a store has been 
able to increase its volume of adult shoes by installing 
a stock of juvenile footwear. 

One of my manufacturer friends once told me that he 
believed it would be possible to devise an extremely 
small, yet adequate stock of children’s footwear 
by figuring on two numbers in soft sole shoes, two 
in shoes of the first-step class and three each in 
each of the larger size runs. For instance, in the 
classes usually known as growing girls’ and misses’, he 
said he could do business, he believed, on a sport 
oxford of two shades of calf or 
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but the resemblance is there just the same. For in- 
stance, just now, I firmly believe in cut-out patterns 
of one kind and another, in strap and sandal types 
for misses and growing girls, and even in shoes for 
children considerably younger. The youngsters want 
"em pretty and they like to have “shoes like mother’s.” 

For boys, the popular men’s styles are good, but made 
of course over lasts which are right for the growing 
foot. Crepe soles seem extremely good and so do grained 
leathers. 

Among novelties for girls might be mentioned the 
side gored patterns. They are well liked, practical, 
splendid fitters and easy to put on and to take off. 

In discussing style, while we are on the subject I 
don’t think I can do better than to repeat what I said 
at the last meeting of the styles conference. Here it is: 


School and Play Shoes 


“Oxfords, straps and play sandals for children this 
year look as big as ever when worked out in such pat- 
terns as moccasins, plain toes, creased vamps, saddle 
effects, in leathers such as elk in its various colors, 
depending upon locality; made with soles so flexible 
that every muscle of the foot and ankle is brought into 
play with every step, giving strength and developing 
action, so important for the growing feet. Crepe 
soles should be also considered from this standpoint as 
they give excellent wear. Children really love them, 
so why put stiff, rigid shoes on their tiny feet? Give 
them plenty of barefoot action. 


Dress Shoes 


“Smart strap patterns in one and two-strap effects, 
with smart cut outs that are just a little bit different, 
will be worn for dress occasions. There has never been 
such a variety of cut-outs to choose from as there is 
this year. 

“Dress sandals in the newer effects look very good 
in such leathers as patent leather, tan calf, white 
calf, a few colored suedes and even a few colored kids 

such as we experienced last 





of suede and calf; a patent 
leather strap model; and a 
sandal type in not more than 
two leathers. The sport oxford, 
he said, could be used both as 
a sport oxford and as a play 
or school shoe, while the other 
two would serve well for more 
dressy occasions. So much for 
the quantity of stock. 


Children ae Mother's a for adult 
6 ° 


Your juv 


women. 


Fourth—Study women’s and 
men’s styles, for you will find 
the best of them faithfully re- 
flected in children’s and boys’ 
shoes—not so extreme, perhaps, 


mrs 


ad these 
<4 Meee ftps benny 





Here Are Some of the 
Author’s Main Points 


Forty per cent of the popu- 
lation of the United States is 
composed of children under ten 

years of age. The chances 

that this also represents the 

--* «4 market for children’s shoes in 
your town. 

footwear should be in the 

same grades as your shoes for men and 


Size up your community, your probable 
competition and gall cece ie 
twear 
ve an adequate size run is much more 
n= wens than to have a large number of 


Study women’s styles for they are accurate- 

be bet will p proba Sibty be ta the puny hoy tas 
t in y 

hardest wear and have to be 


year, reds, blues and greens. 
The new alligator leathers in 
brown as well as in colors can 
be worked out for the warmer 
months. 
Growing Girls’ Shoes 

“The same ideas may be car- 
ried out for growing girls as for 
misses, that is, the broad toe 
should not be neglected, as it 
is surprising to note that the 
average youngster of eight and 
nine years today wears from 
size three to five. It is therefore 
essential that the broad toe is 
carried up in these sizes and 
even up to size seven, 
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“Many of the girls are demanding shoes that follow 
the women’s styles very closely, especially in sandal 
effects which could also be worked out with box covered 
heels ranging from 8-8 to 12-8, in the dressier effects. 


Boys’-and Youths’ Shoes 


‘Boys’, youths’ and little men’s shoes, of course, will 
follow the trend of men’s to such a degree that the 
minute a new feature appears in a 
man’s model, it will be worked out in 
boys’ footwear. This has been a great = 
help to the boys’ business this year. 4 

“Work out such styles as plain toes, 
creased vamps, moccasin and saddle 
e‘lects, in such leathers as elk in tan 
and smoked, and boarded {and ““ 
grained leathers such as veal, kids 
and calfskins. The usual broad 
toe will continue and the real sell- 
ing last of course is the so-called 
brogue. 


Crepe Soles Will Be Good 


“I believe crepe soles ought to 
be worked for all ae 
they are worth in / \J9 


boys’ shoes. If 97 
there was ever an \ LY 
opportunity to sell A aa, 2 
lots of boys’ sport Zo 





oxfords, it is this year, because in the past a boy 
would buy a pair of sneakers and a pair of black calf 
oxfords and he was finished, while now since he can 
buy moccasins and such styles as are shown in men’s 
shoes, and especially crepe soles, there should be a 
greater demand than ever for boys’ low shoes. The 
boys’ business ought to be put over with a lot of 
enthusiasm and played for all it is worth just like 
the children’s, misses’ and girls’.”” 

To this might be added a mere mention of brocades 
or metal cloth shoes, some of which, I understand, are 
salable in some parts of the country but which should 
not be allowed to play a very prominent part in your 
stock. Now to get back to the things to do, and we come 


to-— 


What Is a Proper Mark- Up 


Fifth—the Determination of mark-up. In general 
you will be safe in following the same line of reasoning 
as in the determination of the mark-up on your adult 
shoes. The mark-up varies, of course, in various parts 
of the country and varies with the class of stock, in the 
same way and for the same reason as the mark-up va- 
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ries with adult shoes—lower for staple numbers than 
for those to which a style risk is attached. 

It is very important to realize that children’s and 
boys’ shoes can be sold at a good profit and that the 
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stock, wisely selec- 
ted, will turn satis- 
factorily.Children’s 
and boys’ shoes, in my opinion, 
should have a mark-up of thirty- 
three and one third per cent to forty 
per cent on the s®lling price, with the stock turning 


- three times. 


Sixth—Have enough sizes and widths to fit the feet 
properly. I know of no crime greater than to fit a child’s 
feet with shoes that are too short or too narrow, merely 
in order to make a sale. It’s almost inhuman. Therefore, 
keep an accurate record of sales by sizes and widths 
so that you will know exactly what sizes and widths 
to buy when re-ordering. 

Getting back to boys’ styles for a minute, the usual 
full toe for little gents, youths and boys will continue. 
Added to this there is a last on the order of the “Haig” 
that will answer all purposes for dress and sport shoes. 

It is needless to say that the boy is more particular 
about his shoes today than ever before, and he seeks 
leathers, tips, perforations and the effects of the 
regular men’s styles in the lasts above referred to. 


Grained Leathers Are Good 


Elk leathers will be very strongly bought. The 
plain Russia is not recommended excepting for dress 
and high-grade sliées: Leathers that are boarded and 
pebbled, including Scotch grains, will be largely in 
demand. Some patent leathers and whites may be 
considered, but must be bought cautiously. There is 
also an increasing demand for black shoes as many of 
the colleges are today making black shoes compulsory. 





BOOT AND SHOE RECORDER March 22, 1924 


‘THE Reta, SHOE SALESMAN 


Getting More Shoes 
Sold Right 


- a 


Devoted to the Interests of that Great Army 
Which Personally Serves the Public 


Edited by ARTHUR L. EVANS, A.M. 
President of the Retail Shoe Salesmen’s Institute 











lf you want to increase your value to yourself, fall in line and read every word of this section. 
We are all capitalists—the only pauper in the world is a dumb, deaf and blind idiot. You have got 
real assets inside your head. We have asked Arthur L. Evans to show you how to develop these 
assets and he will at the same time point his finger at your liabilities. 

Mr. Evans undertakes this job—the preparation of a monthly message to retail shoe store 
salesmen—after an experience of twenty years in the guidance of young men in the profession of 
shoe selling. He organized the Retail Shoe Salesman’s Institute, and it stands out conspicuously as 
one of the outstanding contributions to shoe store selling service. He has been honored by the 
University of Syracuse and made a Master of Arts for his contribution to the development of shoe 
store salesmanship. 

We are happy to make him a member of our teaching staff—a guide to “getting more shoes 
sold right’’—a man you can talk to face to face, a counsellor and your friend. He knows your problem 


from your angle—and he knows how to solve it. Enroll as a reader, and watch this department every 
ARTHUR D. ANDERSON 


month. 
Editor 





and phases. Therefore, respect your 
work as a useful, splendid service to 
humanity. 

Be assured, moreover, that his great 


high personal service. Expert too, because 
no other item of wear even approaches 
shoes in complexity. Shoes cal: for specific 
knowledge of a hundred different elements 


ETAIL salespeople, this is your 
department—a portion of a great 
magazine devoted to you, your 

work, your purposes and your ambitions. 


Here we shall attempt to as- 

semble that which will aid you to 
do your work better, to further 

your purposes and your ambitions 
—facts that will be useful instru- 
ments to you, ideas, experiences 
and opinions to guide you into 
newer, better ways, data to inter- 
est and things to inspire. 

You are engaged in the highest 
form of business, because, in addi- 
tion to the usual routine of waiting 
on customers you serve them as 
do no others, excepting corset 
salesmen, at the vastly important 
point of personsal health and com- 
fort. 

A man buys a tie, hat, shirt, or 
even a suit of clothes or overcoat 
—the purchase perhaps on later 
judgment doesn’t suit him—in 
color, texture or fit, but there is no 
harm to his health nor very likely 
to his actual comfort. Not so with 
shoes,—if they do not fit, all the 
other good things are as nothing. 

So you render a very real and 





el 


G 





CNY 
i, 
1s 


Ue 
rn 


r. 

















He serves the world 





industry respects and values your 
part in it. Indeed it is the most im- 
portant part and determines the 
prosperity of the whole industry. 
To you is entrusted the final act, 
the “consummation devoutly to 
be desired.” 

Many hundreds of American 
factories produce three million 
pairs of shoes a year—for YOU to 
show, elucidate, explain, fit and 
sell to a hundred million people. 

Thousands of houses join hands 
to bring together from the remotest 
corners of the earth materials of 
many natures, and fashion these 
into some form or shape for the 
shoemaker’s assembling—for YOU 
to execute the last sale-of-all-sales 
to the man, woman or child. 

If you fail in this final act you 
modify, or minimize or nullify, the 
work of full three hundred pairs of 
hands that preceded your effort. 

Is your work therefore so very 
well worth the doing well? Su- 
premely so; agreed. 
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If they do not fit, all the other good 


things are as nothing 


We salute you therefore, members of a 
great army, placed at the front of this our 
battle of business, to whose duty all others 
are but tributary. 
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Service is a glorious thing. The measure 
of a man must ever be that, and not, as 
some suppose, what he has accumulated. 
For what a man gathers of property must 
in the fullness of time be again scattered 
but what he does in the way of service is 
never lost, nor ever can be lost. 


You can be proud of the great industry 
you so signally serve and of the profession 
you can and should respect and honor, 
because it touches service to your fellow- 
men, as does nothing else that is worn of 
men. 3 


For many years I have been devoted 
to the cause of the retail shoe salesman. 
Not''ne gives me. greater pleasure than to 
help promote your welfare..I do not 
believe that your place has been suffici- 
ently recognized in this industry. It is my 














If you fail you nullify the work of 
300 pairs cf hands 


earnest purpose to endeavor to make this 
Department useful and helpful to you, 
and I ask your co-operation in it. 





“Knowledge Applied is 
Power’ 


Service such as yours calls for many 
aitributes and many-sided capacity. Let 
us see— 

Knowledge of shoes of all kinds, shapes, 
sizes, widths, patterns, materials, con- 
structions, for all sorts of uses, purposes 
and occasions. 

Knowledge of human nature in a 
thousand varied manifestations. 

Knowledge of the human foot in its 
true, perfect form, construction and use, 
and also in its all too frequent abuse. 

Knowledge of the manners, forms and 
customers of business in general, the 
retail shoe business in particular, and 
your own part in it in especial. 

Knowledge of YOURSELF and what 
makes up true manhood allied to useful 
service. 

And many other things besides knowl- 
edge is required—more of this some other 
time. 


A Bit of Self-Analysis 


Up to the fifteenth of March there have 
been 61 working days this year. Tonight 











Knowledge of shoes of all kinds 


when you are at home, ask yourself, and 
truly answer, these questions: 

1. How many of these 61 days have I 
worked full time. 

2. How many of these days can I 
truthfully say that I gave 100 per cent of 
myself? 

3. How many pairs of shoes have I sold 
in these 61 days? For how much money? 

4. How does my record compare with 
the same period last year? 

5. What new ideas have! brought tothe 
business? 

6. How many new customers have I 
brought in? 

7. How many double-pair (or better) 
sales have I made? 

In connection with these questions a 
few other thoughts naturally arise; let us 
review some of these in the form of self- 
questioning: 

1. Have I improved, physically, ment- 
ally and in a business way? 

2. Can I improve still more? 

3. Have I, in fact, been an earnest, 
eager, enthusiastic salesman—among my 
friends and acquaintances, out of the 
store as well as in? 

4. Have I made. suggestions or given 
ideas to the management for the improve- 
ment of the business? 





Things You Ought to 
Write Us About 


Consider and remember this:— You 
are earnestly urged and invited to 
write to the editor, to give your experi- 
ence and ideas, to ask pertinent ques- 
tions and give any information that 
will benefit others in this fine pro- 
Session. 

You all know the old, but always 
true, story: “You have a dollar and I 
have a dollar. You give me a dollar and 
I give you a dollar and we each have a 
dollar. You have an idea and I have an 
idea. You give mapeur idea and I give 
you my i . @ we both have two 
ideas.” 


Moving End Sizes 


According to the best authorities, 7 
per cent net profit is good business for a 
retail store. This means that, out of every 
hundred pairs of shoes, seven pairs, the 
last seven pairs, represent the true profit. 
The left-overs, odds and ends, reduce this 
profit by so much, often to the point of 
loss. This shows how important it is for 
the salesman to help move these items. 
Particularly is it true of “end sizes.” 
Many stores have their entire profit tied 
up in end sizes. Retail salespeople have a 
tremendous responsibility in this: They 
should never overlook the least opportun- 
ity to sell end sizes. 


You are the Firm, to Cus- 
tomers 


A natural law says: “One person can 
only be in one place at one time.’’ That’s 
a true saying and especially applies to your 
work. The heads of the business cannot 
greet each customer, so to your customers 
you are actually the firm. Well, you know 
what the firm stands for to your customers 
—the best possible service to every customer 
every time. It is your duty and your 
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Knowledge of the human foot 








opportunity to giveeach customer 
“100 per cent plus’’ attention and 
service. You want every person 
who comes into your store to go 
away a better friend than when he 
or she came in. You want every 
person who comes in your doors 
to be a real booster for your busi- 
iness. Your goods are honest and 
right. It only remains to supply 
that wonderful thing that we call 
a pleasing personality, expressed 
in the finest kind of service, and 
the business, your business, will 
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People whose work requires much 
standing, should walk to and from 








work, or elsewhere, several miles 
a day.” 

One of the greatest of all mis- 
fortunes is the inability, for any 
reason, to work. It is therefore a 
real blessing, not to be considered 
in the light of drudgery or carking 
necessity. Just imagine yourself 
unable either to get work or to 

















perform it! Nor should we make 

















the mistake of supposing that the 





money return is the sole, or even 
the chief goal of work, for it is 








grow. 
The one best way to increase 


the business is through your 
efforts, your service. 

It isn’t enough to be courteous to every 
customer, to fit every foot correctly, to 
treat everyone as a guest of the store. 

Every customer can be handled in such 
a way that he not only comes back reg- 
ularly, but brings or sends his family and 
friends. 

Let us caution you at this point in one 
thing: Every customer is entitled to 100 
per cent of your attention every time. 
Treat them as if they had called to see you 
at your own home. The store is your home 
for several hours a day—let it be a hospit- 
able place, where your customers are glad 
to come and bring their friends. The little 
details of attention must be carefully 
practiced. 

Every person who comes to your store 
must be met with a pleasant greeting; 
made to feel at home, served with expedi- 
tion and adequacy, and ABSOLUTELY 
SATISFIED, whether he or she purchases 
a pair of laces, a pair of shoes or rubbers, 
or a dozen pairs, or NOTHING at all; 
and go away completely satisfied, a 
BOOSTER for your business, and re- 
solved to come back and bring his or her 
friends. 


Retail Salespeople the Great- 
est Publicity Force 


The shoe manufacturers meet in August 
session and to increase business adopt a 
good slogan—‘‘Walk and Be Healthy’’, 
and never say a word about it to the retail 
salespeople, the great army that fights 
their battle for business. You are the 
people who can make that slogan effective. 


The sole leather tanners get together 
and inaugurate a campaign to convince 
the people that there is nothing like 
leather-—and ignore the fact that a well- 
informed vetail salesman is a consulting 
expert to whom men and women go for 
FACTS about leather and other materials. 
The retail salesman who has the confidence 
of his customer is believed when he says 
something. 

The greatest force for educating the 
public on any possible point in relation to 
shoes, is the retail shoe salesman. 


It’s up to You to get the Customer 


Manufacturers, tanners, wholesalers, 
allied concerns, even some retail dealers 
themselves, sometimes forget this great 
fact—the retail shoe salespeople every 
year meet face to face, every adult in the 
land, once or more. And what is discussed, 
if not shoes? 


Suggest Walking 


Even though some of these so-called 
“higher-ups” in the industry, in their 
blindness, fail to see and utilize this 
tremendous force under their very noses, 
you can nevertheléss, on your own initia- 
tive, help along the cause of popularizing 
walking. , 

Suggest walking to your customers. 
Tell them that Gladstone, when over 
eighty years old, walked several miles 
every day—often twenty or thirty miles. 
He always walked much every. day. 
That’s one big reason he lived to be eighty- 
nine years old. Quote Dr. John J. Walsh, 
Medical Director of Fordham University, 
who says: “Walking should be done every 
day in the year, not merely a little stroll, 
but a brisk walk of three or four miles. 



































Profits tied up in end Sizes 


not. Achievement, doing useful 

service as we go along, keeping 
“eyes front’’—these are the greater 
objects. 

Suggest this to customers: “After a 
hard day’s work or play—at the office, in 
the home, along the streets, at the beach, 
etc., you naturally feel tired. Try this at 
the end of the day, before dinner: Re- 
move the all-day shoes and stockings and 
put on fresh ones. This eases the irritated 
condition, opens up the more or less 
clogged foot-pores and provides welcome 
relief.” 


Double-Headers 


Why shouldn’t customers buy extra 
pairs? There are a hundred reasons why 
they should do so—it’s up to you to have 
these reasons, arguments, and suggestions 
on the tips of your tongues, ready for use 
at the proper time, and in the proper way. 

Extra pair sales mean better business 
for the store—one of the greatest possible 
means to help build this business for the 
firm and for yourselves. 


Time! 


If any one of us is ten or fifteen minutes 
late in the morning or afternoon, we run 
a real risk of losing a sale; and every sale 
counts when the commissions are figured 
up. 

The days do go by so rapidly and work 
into weeks and months and years almost 
before we know it. There doesn’t seem to 
be time enough to do half the things that 
call for our effort. 


Comrades 


Shall all remember that y “are there 
to be happy as well as to our. duty? 
You spend a third of your lives there with 
your associates at the store. Let all try to 
help one another; let all try to be cheerful 
and contented and glad to be together. 
There’s so much more in life than merely 
making money. Think of all as being 
friends, a happy family, united in a com- 
mon purpose, rejoicing in the good fortune 
that comes to each one, and sharing with 
sympathy the harder things that are bound 
to come to all. 
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The Proper Start 


Three hundred boys in the senior com- 
mercial class at the Boston English High 
School, last year subscribed to this creed, 
proposed to them by the writer:— 

“I will know my business. I will preserve 
high character. I will co-operate. I will try 
to develop a good personality. I will be- 
tieve in God. Thus I will succeed.” 


Interesting Shoe Facts 


George Fox, founder of the Quakers, 
vas a shoemaker. 

Congressman Frank Murphy, of Ohio, 

a retail shoe dealer. Congressman 
\aron S. Kreider of Pennsylvania, is a 














Gladstone took long daily walks when 
was over 80 


shoe manufacturer. The most famous 
political American shoemaker was Henry 
Wilson, who was Vice-President with 
Grant. 

Elwin T. Wright, treasurer of E. T. 
Wright & Co., Rockland, Mass., shoe 
manufacturer, is a member of the Gover- 
nor’s Council. Frank G. Allen, president 
of the Massachusetts State Senate, is a 
tanner, president of Winslow Bros. & 
Smith. 

Waldo M. Oakman, past president of 
the National Shoe Travelers’ Association, 
has completed his 89th consecutive trip to 
the same territory, the Pacific Coast. This, 
we believe, is a world’s record. Mr. Oak- 
man represents the Pels Co., of Brockton. 

Raymond Hitchcock, the comedian, 
was once a retail shoe salesman in Auburn, 
New York. 

Over 500 different machines are used in 
making American shoes. Most of these 
machines were American-invented and 
produced only for shoemaking—so that 
men, women and children might have the 
best-made and finest-fitting footwear in 
the world at the lowest cost. 





What Merchants Owe to 
Manufacturers 


More than one retail shoe merchant 
owes his success to the helping hand of 
the manufacturer or wholesaler. One Mid- 
Western dealer is today reaping ; the 
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Problem 


The Recorder will give a two- 
year subscription to the retail 
shoe salesperson who submits 
the best answer to this problem: 

Why, When and How Should 
a Customer Be Turned Over to 
Another Salesman? 


There will be a second prize, 
also, of aone-year’ssubscription. 
Send your ideas on this problem 
to the Boot & Shoe Recorder, 
Editor, Retail Salesman’s De- 

ment, 207 South Street, 
ton, Mass. 


The award will be made 
wholly on the basis of the ideas 
presented, regardless of spelling, 
grammar, punctuation or pen- 
manship. e winning letter or 
article will be published in this 
Department. 











reward of kindly assistance rendered him 
several years ago. 

At that time he had a small store off 
the main street, carried a stock of $3800 
and owed $1800. This was the answer to 20 
years in the retail shoe business; but he 
was honest, and economical, and his two 
sons and a daughter were ready to assist 
as far as their capabilities would permit. 
He enjoyed a moderate family trade, but 
insisted that the store had bigger possi- 
bilities, but lack of capital prevented him 
from taking advantage of the opportuni- 
ties he knew existed. 

It was therefore arranged that the 
manufacturer would extend him credit 
to an amount proportionate to his sales on 
condition that a report of the previous 
week’s business showing sales, profit and 
expenses be in the manufacturer’s hands 
every Monday morning. This was a safe 
liberal proposition for the retail shoe mer- 
chant. All he had to do was sell shoes. 
The burden of where to get credit or how 
to meet his debts was off his shoulders and 
he could now for the first time in 20 years 
throw off all worries and utilize his efforts 
toward getting the trade he was so con- 
fident could be obtained and to which he 
felt he was entitled. He had a heart to 
heart talk with his family who all agreed 
to do their share and by economy and 
work take advantage of the manufactur- 
er’s offer. 

After five years of close application to 
the principles as laid down by the manu- 
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facturer and by his guidance and advice, 
sales increased from $16,000 to $80,000. 
Today this retail merchant is enjoying the 
reward of the assistance received. He has 
two stores, each in excellent locations and 
he is considered in the trade one of the 
keenest merchants engaged in shoe retail- 


ing. 





Things to Avoid 


Avoid at all times using the overworked 
“Nothing Else Today?” This suggestion is 
in the negative and your customer always 
agrees with the sales person by answering 
“No.” 

Avoid using expressions like these: 
“You don’t like a tan, or, you don’t want a 

















You tell ’em why they should buy two 
pairs 


high heel?”’ Or phrases of similar char- 
acter. These queries all receive the same 
answer. Show the article and let the cus- 
tomer decide. Practice suggestions. but be 
positive in your statements, such as— 
“These are popular, the best styles we 
could find.”’ In other words, back up the 
judgment of the store by pushing the mer- 
chandise you have to sell. Your buyer be- 
lieved in the shoes, or hosiery, or findings, 
he bought, and so your salesmen should 
have confidence in these goods when you 
try to sell them to the possible customer. 

Do not try to sell the lowest priced 
articles in the store. Try to gauge the 
customer’s ability to pay by suggesting a 
higher priced article first; it is easier to go 
down than up in price. The more the 
customer pays, the better the article. The 
average person wants quality, service and 
style, and for all of this, he expects to pay. 
It is the salesman’s duty to see that this is 
accomplished. 

Every one entering a store has a pur- 
pose in view, or he would not be there—so 
it is up to the salesman to find out what he 
wants and if he wants to buy, he should 
surely be sold. Never let a customer, who 
comes in when you are busy, stand; sug- 
gest to the customer to have a seat. Tell 
him that you will wait on him presently. 
This has a tendency to cause the one on 
whom you are then waiting to make a 
quicker decision, for he or she realizes 
then that some one else desires. your 
services. 
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NEXT WEEK—WHITES 


After Easter comes the white season—this year 
with great promise, for never were white shoes 
prettier and more salable than those which we 
have seen going through the shoe factories of the 
country. Also there are some new wrinkles in 
merchandising them. And there will be a com- 
plete expose of both in our issue of March 29—to 
say nothing of several pages of practical selling 
ideas gleaned from merchants all over the country 


en) 


What Makes Life Worth Living? 


HEN you feel that service to children is a thank- 
less and profitless task just pick up this little 
editorial and thank God you can serve. 
Down in Nashville, Morris Ellis sells shoes. He just 
loves to sell children’s shoes. He says: 
“TI very much dislike to hurt anybody’s feelings; but 
I try never to hurt the feelings of a child. I always 
carry a lot of little balloons in my pocket and I have a 
lot of fun blowing them up and handing them to the 
children I meet on the streets. We always give balloons 
to our juvenile customers; and we do not wait to see 
if we are going to make the sale before we give the 
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balloons. If a child is restless, nervous or cross a balloon 
will usually pacify them quicker than anything else. 

“I would rather give a child a baloon than to have the 
mother give it @ spanking—especially when we are try- 
ing to fit it with shoes.” 

He is a merchant. He is no mollycoddle for sentiment. 
He’s a big, broad shouldered “he” man, quick of 
thought, speech and action. He loves his work. 

But here is the story:—He had been very sick and 
in a hospital. One day a letter came to his bedside. It 
read: 

Dear Mr. Ellis:—Just a few days before Christmas I was in your 
store and you gave me a dime. I was so glad, for then I could buy 
my little sister the tea set she had wanted for so long. I appre- 
ciated your goodness and yesterday I was in your store and 


learned of your sickness. I am so sorry and I pray that you will 
soon be well again. From a little boy who thinks you are fine. 


Signed “John.” 


Well, that letter was to Mr. Ellis better than medi- 
cine. He said to Sam Davis and Earl Logan, and this 
was a year ago—as soon as I get out of here I am going 
to look that boy up. There is something to that chap. 
Maybe he needs some more of my help, and who knows 
but some day he may be part of my organization.” 

Yes indeed—there is something more to the selling 
of shoes to children than cheap leather, roughly put 
together and price plus profit. 


Too Much Loose Talk 


T one of the conventions a chance remark, “‘oh, 

those are dead,” made head line copy for the 
newspapers with damage to a worthy style, injury to 
store stocks and uncertainty to the customers who 
contemplated buying spring footwear. The danger of 
loose talk in this case came about through general ad- 
mittance to the convention. Damage might have been 
averted if the chairman had pounded the table and 
said, ““What do you mean dead—there is no such con- 
dition in any merchandise, for somewhere such shoes 
are selling. I will not permit such a statement to go 
unchallenged.” 

An observing merchant makes the observation that 
at that meeting several speakers said the same thing— 
the news broadcasted itself around the halls, and it 
still rumbles around the state that the “style is dead.” 
Who did more to kill it than those present. A fair esti- 
mate of the number of pairs of thist ype of shoesandma- 
terial is given at 40,000 pairs on the merchant’s shelves 
in a circle of one hundred miles of the place where the 
story was uttered. 

The average cost per pair was close to $5.50 at whole- 
sale and the total is no mean sum of money left un- 
guarded by a chance whisper, thrown to merchant and 
also tothe public when the truth of the matter was, the 
style is selling as a big number in every section of 
America and will sell up to Easter in volume. 

First off—build a strong back fire. Plug the style as 
a real footwear fashion for the next thirty days. 
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Second—Get all the stores back of it, all the adver- 
tising brains you have got, and every clerk in line. 

Third—Put a guard on your mouth—boost instead 
of knock styles and materials—sell like your business 
life depended upon clearing up these numbers. 

Fourth—Get together and make a rule that the term 
‘dead style” shal! never be used, anywhere, any time 
and anyhow. 

Fifth—Put it up to your committee to give the news 
inen something worth talking about—the dictionary is 
full of words and your business is full of ideas—why 
let the poor cuss of a reporter sit in ignorant solitude 
in a corner to mop up head-line stuff dangerous to busi- 
ness and worthless to the public. 

Sixth—Cultivate a style sense that makes everything 
you own “‘good style” and plan ahead so you will be 
ioaded on something that is slowly slipping. Keep alive. 


The Universal Monday Holiday 


EN years ago the Recorder advocated the selec- 

tion of the Monday nearest to the date of our 
standard holidays as the actual “day off’’ from busi- 
ness. It was taken up the country over and generously 
advocated by the press. 

It is obvious that a plan of that sort can only be put 
over when business common sense outweighs sentiment. 
It is, of course, the great sentimental fact that an 
anniversary of a holiday should be celebrated on the 
actual date of that holiday, but when you get Washing- 
ton’s birthday on Friday, the 22d, it automatically ruins 
February 23, as far as business is concerned. Also, as 
far as being any good as a week-end holiday for the 
majority of people who must be on the job “in case 
business should make its appearance.” 

Look at the other order of things this summer and 
see how a universal Monday 
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buying public cannot do its trading on any other 
time but Saturday afternoon, so there you are. Event- 
ually we hope some common-sense plan of holiday 
making will be established. 


What Do You Know? 


ID you ever meet John Bush of St. Louis? Have 

you ever heard his first utterance in meeting 
you anywhere? It is, “What do you know?” Let him 
catch you on the street or in a meeting and pull that 
on you and let me see how your brain jumps to an 
answer. 

We have a good cue to open up a real department for 
retail shoe store salesmen and we supplement the ques- 
tion with an opportunity for everybody selling on the 
floor to read, ‘““What you ought to know.” Read the 
four pages in this issue and if you want every clerk in 
your store to get a copy to take home with him, just 
write us, giving his name and your store address. 

Nature has made each man with some faculty which 
enables him to do some feat better than any one else. 
There are born shoe store salesmen, but no two go at 
it exactly alike. Therefore this series of articles will give 
practical methods of thousands of salesmen for which 
each can get some little aid to the betterment of his own 
methods of selling. 


Schools for the Trade 


OMEHOW they do the instruction work a little 
better in England than we do over here. A dozen 
technical colleges in the shoe and leather trades func- 
tion, year in and out, in England. The graduates slip 
into business trained for the jobs. The boy looking for 
a trade does not have to go far to find precisely the 
school best suited for his 











holiday would help. This year 


educational foundation. He 


May 30 comes on Friday, and 
July 4 on Friday. Just con- 
sider the predicament of the 
merchant in Massachusetts 
with a legal holiday, Patriots’ 
Day, April 19, coming on 
Easter Saturday. The shoe- 
men of Boston tried to get 
the Governor to issue a proc- 
lamation making Monday a 
holiday, but it was turned 
down. Therefore the mer- 
chant in eastern Massachu- 
setts who wants to get the 
most out of his Easter busi- 
ness and who looks on the 
Saturday payroll as his big- 
gest cash register feature, 
must get it on April 12 or do 
without. : 

The great majority of the 





Warning 


Our subscribers are warned against cashing 
checks for anybody claiming to be a represent- 
ative of the Boot and Shoe Recorder. Sev- 
eral complaints have come to us recently of a 
so-called agent operating in Texas, Arkansas, 
Missouri, Mississippi, Tennessee, Alabama and 
Georgia signing himself by different names in 
different territories. Some times he goes under 
the name of C. L. Springer, again under the 
name of E. A. Otis, again under Ed. Little, and 
probably under a number of other aliases that 
we have no record of at this time. 


We authorize no one to solicit the renewal of 


. your subscription, so pay no money or checks 


to any so-called agent claiming to have au- 
thority to collect for your renewal. If you are 
approached by anyone soliciting the renewal 
of your subscription or requested by anyone 
to cash a check made payable to the Boot and 
Shoe Recorder we suggest that you communi- 
cate with your Chief of Police and in this way 
help to protect other merchants. 








learns by doing. He sticks 
to the job of studying. 

Not so, over here, a scant 
5% of the enrollment ever 
complete a correspondence 
course. A scant 15% of con- 
tinuation school classes com- 
plete their courses. The easy 
way out into a paying-job 
takes the boy or girl from 
the schoolroom. 

Perhaps we sometime will 
study for the job, “not fall 
into it.”” We say all this in 
preface to acknowledging in- 
ternationally the 30th anni- 
versary of teaching service of 
F. Y. Golding, Principal of 
the Cordwainers’ Technical 
College in London. What a 
staunch advocate he hasbeen. 
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California Convention in 
June 

Los Angeles, Cal., March 19 
—The sixth annual convention 
of the California Shoe Re- 
tailers’ Association will be 
held at Hotel Biltmore, Los 
Angeles, on June 23, 24, 25 and 
26. There was a special meet- 
ing of the officers and directors 
of the association on Feb. 25 
and it was decided to hold the 
event on these dates. 

There will be 110 special 
sample rooms. According to 
preliminary plans the morn- 
ings will be devoted to the in- 
spection of samples and the 
afternoons to business sessions. 
Charles McWilliams, with 
headquarters at 706 South 
Hill Street, Los Angeles, is 
chairman of the reservations 
committee. 


Crimped Vamps 

Boston, March 20—Crimped 
vamps have re-appeared. Three 
creases there are across the 
vamp, instead of one crease 
straight up the front of the 
vamp. The style has been seen 
before. 


Black Satins Strong 
Portland, Ore., March 20— 
week of warm weather 
greatly stimulated the sale of 
women’s shoes, but*it did not 
have the same effect on men’s 
trade. In women’s lines, black 
satins are leading. Brown shades 
of suede are popular and patent 
leather models are gaining in 
strength. 


Bobolink Linings 
Peabody, Mass., March 19 
—Bobolink leather for lining 
novelty shoes is new here. It is 
sheep of bobolink color. 


Predicts White Shoes 
Lynn, Mass.—Charles Mc- 
Laughlin of McLaughlin, Con- 
way Co., is epee | white 
shoes, of the light and dainty 
type, for summer. 


Higher Heels 
Lynn, Mass., March 20— 
Higher heels, all of wood, are 


ee by one of Lynn’s 
ding style men. 


Colors Are Shown 


Los Angeles, Cal., March 19 
—The Hanan store is featur- 
ing several new styles in Chi- 
nese blue and green. It is antici- 
pated that the colors will not 
show the same strength that 
they did a year ago. 


The Reddest Yet 
Boston, Mass.—Red apple 
leather is offered as the red- 
dest red yet. It’s a patent fin- 
ish. And it shines like the red 
apple that the schoolboy pole 

ished to give to teacher. 


Charles W. Eliot Walks 


Boston, Mass. — Shoemen, 
believing in the slogan “Walk 
and Be Healthy,” note with 
satisfaction that President 
Emeritus C. W. Eliot of Har- 
vard University, now cele- 
brating his 90th birthday anni- 
versary gives full credit for his 
long and active life to his habit 


while ago, they were often 
snuffed. That was to prevent 
plain pumps from slipping at 
the heels. These days, straps 
hold pumps to the feet, and 
glazed linings are used. 


Buy New Shoes 
Philadelphia, March 20— 
In featuring a lot of boys’ and 
women’s shoes at a low price, 
a shoe department advertised: 
“Don’t Have Shoes Fixed— 
Buy New Ones.”’ 


New Hosiery Shades 
With springtime, new ho- 
siery colors blossom forth. 





a speaker. 





President Alexander at Cincinnati 


Cincinnati, March 20—Seaton Alexander, president of 
the National Shoe Retailers’ Association. addressed the 
meeting of the Cincinnati Shoe Retailers’ Association 
Tuesday. He delivered an instructive message to the 
members, declaring that application of intelligent mer- 
chandising methods is the remedy to survive what he 
called a chaotic condition in the shoe industry. 

Sam Davis, field secretary of the N.S. R. A., was also 
a speaker. Harry C. McLaughlin was toastmaster in the 
absence of Robert Pogue, who was ill. Frank Weber rep- 
resented the National Shoe Travelers. Henry Lape was 








of walking much. which he has 
kept up from the days of his 
youth. 


Change Shoes Often 


Boston, Mass.—A_ business 
man was recently caught in 
one of those streaks that called 
for day and night work. He 
-went for three days without 
changing his shoes, for he 
slept when he was forced to 
seek rest with his shoes on his 
feet. After three days his feet 
began to ache, and soon after- 
wards they were so lame 
and sore that he could not 
stand, let alone walk. He had 
to call a doctor, and to rest for 
two days, in his s ing feet. 
For several days after, he had 
trouble in walking. inci- 
dent is related to show that it 
is worth while to change shoes 
often. 


Pushing Men’s Blacks 

Philadelphia, March 19— 
A retail shoe merchant in stim- 
ulating interest in men’s black 
shoes used the phrase: “Cor- 
rect as Law after 6 P. M.” 


Glazed Lini 


The Holyoke Silk Hosiery 
folks mention two new light 
shades for their heavier weight 
silk stockings—namely aurora, 
which resembles the bobolink 
shade, both being a little more 
pink than a French nude, and 
a Rosee, resembling the sun- 
burn shade, except that it has 
a more rosy glow. 


Shoes of Ostrich Skin 

Philadelphia, March 20— 
Favorable comments have been 
made concerning recent show- 
ings of shoes made by the 
Laird Schober of this city. 
Shoes of very skillful workman- 
ship in a broad range of ma- 
terials and colors attracted 
much attention. Shoes made 
of ostrich skin and also lizard 
were shown. 


Square Heels 

” Philadelphia, March  20— 
Several shoe stores are fea- 
turing the strap and cut-out 
effects with square heels and 
cubist toes. They are shown in 
several colors in suede, patent 
and calf materials. 


E. Coffin, shoe manufacturer, 
died in Lynn, March 16, after 


an operation. He was born in 
West Newbury, Mass., 58 
years . He learned shoe- 
making from his father, worked 
for Dodge Bros of Newbury- 
port; became superintendent 
of the factory of Brophy Bros. 
Shoe Co., Lynn, and next 
joined with Frank E. Colton 
in forming the Coffin-Colton 
Co. Later, he organized the 
George E. Coffin Shoe Co., of 
Lynn. A. J. Mahoney was his 
partner in this enterprise. The 
firm was moved from Lynn to 
Boston last year. 


Monograms on Shoes 
New York, March 21- 
Rhinestone monograms _in- 
stead of buckles are appearing 
on women’s shoes here. One 
store recently devoted a gener- 
ous amount of display space to 
the feature. Already they are 

being worn on the street. 


Elk for Children’s Shoes 

Boston, Mass.—The useof elk 
leather for children’s shoes, for 
dress, sport, school and play 
wear, has steadily increased in 
recent years. The leather is 
made of selected skins, usually 
kips, which are a trifle heavier 
than calfskins, and are lighter 
than cow hides. They are 
chrome tanned. and are given 
an elk finish. They are made 
in the browns, grays, and even 
in the whites, red, blues and 
green. They meet the color 
requirements of style. 

he leather is pliable, and 

readily conforms to the feet. 
There is no need of “breaki 
them in.” They fit right off. 
But the big merit in kip leather 
is its durability. Sturdy young- 
— do not kick out uppers of 
elk. 


Whites on Display 
Philadelphia, March 21— 
White shoes are an shown 
in some of the stores. The Claf- 


lin store is offering a white kid 
in a combination front and 
cross strap. The same pattern 
is also featured in black and 
gray suede. 


New Woolskin Slippers 


New woolskin slippers are 
made with soles and a 

ing heel. For a long time, 

y like a 

tha and 
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T’S another one of these “human 

I is selling in the 
Children’s Department. 

The child, mother, and merchant 

are the principals of the triangle and 

(he proposition is about as human as they come 


triangles,” 


these days. 

The Recorder Ad-Visor, after 
: viewing the tremendous amount 
of thought, care, and money ex- 
pended upon hundreds of Chil- 
dren’s Departments has the profit 
side forced upon it. The develop- 
ment of such a department is 
both interesting and profitable. 

The selling is just as big a 
proposition as the men’s or wo- 
men’s departments, just as im- 
portant and necessary to the full 
development of a business. 


The Principals 


The three-cornered sale except 
in the Children’s Department is 
an unusual case. Therefore, the 
necessity of taking up the matter 
from this angle. The woman who 
invariably brings along a friend 
to fortify her own judgment; men 
patrons with a friend who hap- 
pens to come in with them. They 
are the vacillating type of which 
every store has a few. Sales waver 
back and forth from the buyer to 
the buyer’s advisor, then to the 
merchant, and which of the two 
opposing the merchant finally 
settles the sale is hard to tell. 
The exception in other depart- 
ments becomes the rule in the 
Children’s Department. It’s the 


only kind of sale that’s made. And it calls for a distinct 


selling knowledge. 


The technique is made up of psychology, acting, pa- 


That’s in face-to-face selling. In advertising the feel- 
ing that actuates the selling idea in the store must shine 
through illustrations and type. 

Advertising to Principals 
Before the child has experienced the warm friendliness 


of the salesperson’s smile, or seen the interesting things 
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One of those perfect toes crowded today may 
forever be a cause for pain and suffering. 

Some shoes fit—others don’t. Ii all depends 
upon the skill in manufacture. Some merchants 
specialize in the anatomy of the growing foot— 
others don’t. We have customers now grown 
whose first pair of shoes came from here. It 
means that for years we have made a specially 
of footcoverings that allow natural growth in 
infants’ feet. In years to come YOUR young- 
ster will appreciate your wisdom in taking care 
on the very first pair. 

(description under shoes) 

Dainty bows—satiny kid—colored, and inside room for 

restless loes. 


Watch the little foot squirm in this. It’s as though it 
were bare, but the protection is there. 


with which the modern depart- 
ment designed to promote an in- 
terest in its shoes is fitted, there 
must be some message through 
which its elders may interpret 
the welcome held awaiting the 
arrival of the child. 

One may safely, in couching 
the message, take it for granted 
that the parent holds many times 
the interest in the youngster that 
you writing the message does, so 
there should be no toning down of 
enthusiasm as ideas are put on 


paper. 
What and When to Say It 


But in writing an entirely 
different set of circumstances 
govern the ideas and principles 
than would be if mother and 
child were present. The size of 
the shoes advertised determine 
the thought in copy and cuts. 
There is a time to treat the 
novelty of the new baby, a time 
for educational work in guiding 
parents into a proper realization 
of the importance of correct 
footwear for the fast-grow- 
ing foot, a time when 
durability becomes the 
prime requisite, a 
time when the 


advertising begins to take cognizance 


of the child’s ideas, a time when the 


mother’s ideas are placed at a 


lience, resourcefulness, and an innate love of children. safe distance in the back- 


In addition, there must be the regular attributes of the 
successful salesperson, knowledge of goods, etc. 

The child looks for attention and things of interest. 
The mother looks for value whether it be in looks, fit, or 
durability. The salesman must divide the selling into 


equal parts between the two. 


or at least with 
grown-up ideas 


ground and then the time 
when the advertising goes 
outright to the young- 
ster now grown up 
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and perhaps away from home at 
school. 
Children’s Influence 
There isn’t a time in a child’s life 
when the child does not influence 
the parents. Before it is old enough to express a prefer- 
ence the mother becomes versed in sensing its needs 
and this tendency to please the child grows with the 
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“Taking Johnnie to get a new pair of shoes 
used to be as bad almost as taking him to a 
dentist. 

“But, now, just mention Blank’s and he’s 
ready for the trip. I don’t know whether it was 
the litile gift of candy you gave him, or the 
rocking-horse, or the sand pile. « So PE pay 

“I confess I never realized there were so 
many interesting ways of engaging a child’s 
allention for a good fitting.” 

New Walkers 
(descriptions) 

“* Up o° day!"" The venturesome foot takes a firm step in 
this style. Correct support prevents falls. Colored tops or 
all black, etc. 


Every inch will give mazimum wear; the toe, heel 
counter wear equally. There is no weak part, etc. 


passing of each year until one finds children influencing 
their parents in the purchase of furniture, automobiles, 
even houses. 

The cultivation of members of the family about 
whom the family life revolves cannot begin too early. 


“‘Where a man’s treasure lies, there you will find his 
heart,” applies equally to the mother in the case of her 
child, and there isn’t a better opportunity of reaching a 
woman’s heart than through the child. This subject 
isn’t half developed in advertising. A Children’s Depart- 
ment could be made the center of development of an 
entire store. 

In the ads here you will find each one based on some 
specific service. Facts are clothed in an easy-to-read, 
action-producing fashion. The relative positions of 
child, mother, and merchant are held in the handling of 
infants to that of growing girls. The Children’s Depart- 
ment is displayed in its true light. 

Perhaps here you will find the thought that will open 
to your mind the very way in which you can best 
develop your Department. We’ve searched for usable 
material and sales-producing viewpoints. 

The three-cornered sale is made in the store, but the 
three-cornered idea is conveyed in advertising before 
the sale becomes possible. 






































That was when they stuffed cotton in the 
toes to make shoes fit. 

If you, when young, gol the attention kids do 
today you'd feel “‘made.”” 

And the shoes—unheard of. 

Style, fit, finish, workmanship, wear are as 
good in our children’s shoes as in the grown-ups, 

Those copper toed ones never made a better 
record for economy than ours will today. 
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Foundation for Message 


Advertising is display and display- 

y ing is selling. The merchant who 

Y tried the experiment of waiting to 

be asked for a certain line of goods 

one week and the second displaying them found that 

his sales the second week on that line, a popular one, 

jumped to three times those of the first week. Display 
sold three times the quantity. 


e Boy s & Girls 

ay Wen Prizes 
for Best Ad 

—~ $5o0 









































Other Prizes 
None Disappointed 
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ADDRESS 























Copy for Ad 

Think what you could do with $5.00 of your 
very own. All you need do to win it is write 50 
words on why you like our shoes. Write on a 
postal card. The only requirement is that you 
are now wearing a pair. Prizes are. awarded 
weekly. Every one stands an excellent chance of 
winning. There is a prize for every one who 
writes so even if you do not win the_$5.00 you 
get something. 

Other Prize 
None Disappointed 

Tell how long the shoes you are“wearing have 
been worn; how many times they have been 
resoled; how they fit; how they take polish. Tell 
of any unusual usage to which you have put 
them. Start today. Don’t forget you will get a 
surprise gift for just writing if you don’t win the 
big prize. Write name and address plainly. 
(GerGtind 
4 ghey her sme Gael manic fads Af 
bw pong hs ‘or months of 


ey ay afer latest women’s styles. For the girl 
ike to enter our contest. 
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In Black or Tan Kid 


Patterned after women’s. It is hard to tell 
which came first. 

One thing is certain, if the grown-ups could 
wear a style so absolutely youthful in line, 
leather, and size as this one they'd surely do so. 

It marks the difference between “child” and 
“grown-up” sizes. 

It doesn’t ignore the parents’ ideas of value 
either. The quality will cut down shoe bills at a 
lime when “sweet sizleen’s’’ demands on the 
family purse grow too numerous to mention. 


The Children’s Department remains an infantile part 
of a store many times just because it is not displayed. 
It hasn’t any of the characteristics of Topsy who “jest 
growed.” It needs attention, care, and a place in the 
store if it is to thrive and grow to the men’s and 
women’s department. 

Base Advertising on.Facts 


There must be some real promise of service to parent 
and child. Then advertising can give facts that arouse 
the interest of parents. Advertising holds the mirror up 
to goods and service. If both are not right the reflection 
cannot possibly be right unless like the freak mirrors on 
the midway, that make the lean look plump, advertis- 
ing makes a weak case look strong and the other way 
about. But advertising based on fancy alone cannot 
any more change the actual form than the mirrors. In 
both cases one is impressed only when looking at the 
mirror or the advertising. 
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Sell Shoes for Occasions and Have Lots 
of Sizes 


But of the Two, Fit Is Much More Important Than Style 


By HENRY H. DAHL 
Manager of the Children’s Shoe Dept. of the Thayer, McNeil Co., Boston 


HE children’s shoe business 

; has big possibilities for the 

retail shoe merchant. Prac- 
tically, my entire shoe business life 
has been spent in studying the mer- 
chandising of shoes for little feet. 
It is an interesting study, as well as 
a pleasing and profitable one. Shoes 
for the little folks are being madé 
better and better. During the last 
decade, the march of footwear 
progress has been steadily advanc- 
ing. 

It lies within the power of every 
retail shoe merchant selling chil- 
dren’s shoes to make a success of 
this business. And his success will be 
great or small in accordance with 
the real brain work which he applies. 
Just as the healthy child is a veri- 
table dynamo of activity from top to 
toe, so must the healthy children’s 
shoe business radiate energy—from buyer to bundle 
clerk. 


Plenty of Toe Freedom Necessary 


The chief essential in correctly guiding growing feet 
is good fitting shoes; comfortable shoes; shoes that have 
flexible soles for the younger child, especially, and 
plenty of toe freedom. The small or snug heel measure- 
ment is good, also a straight side line. The grading of 
lasts is most important. The moccasin is a very good 


type for the young child. As the girl advances to the © 


age of 12 or 13, buy narrower toes, but still on lasts that 
must give just as much freedom for the foot that is 
developing. 


More Style in Children’s Shoes 


A few years ago, the element of style became an 
important selling factor in children’s shoes. For the 
spring of 1924, style in children’s shoes has attained 
large proportions. Many smart-looking fashions in 
men’s and women’s styles have been “translated” to 
children’s patterns. With the popularity of the low 
heel in women’s shoes, a little girl of eight or ten may be 
fitted in exactly the same model as her mother. Nor 
does father have it all his own way, for the nine-year 
old son is now sporting brogue styles. Or, he may choose 


Shoes for the little folks are being made 
better and better, says Mr. Dahl 


plain toes with crepe rubber soles 
in sizes from 8 to 11. 

I am a firm advocate of low heels 
or even no heels, in children’s shoes 
However, heels are first worn when 
the child is seven or eight years old 
then the child proceeds from th 
spring heel to the 34-inch heel. From 
eight to twelve, little girls usually 
wear the inch heel; from twelve o: 
thirteen to fifteen or sixteen, the 9-8 
or 10-8 heel—and there the children’s 
shoe department ceases to function. 
They must befitted towomen’ssizes. 

I have referred to ages in speak- 
ing of shoe sizes, but there is much 
variation in this regard. While the 
size for the average nine-year-old 
is about a 2 to 3, yet I have seen 
girls and boys of that age who have 
required an 8. These irregularities 
are of frequent occurrence. So that 
a stock of shoes cannot always be purchased through a 
knowledge of the number of children in a merchant’s 
community. He must get the little ones into his store 
and make their “foot” acquaintance. And it is for this 
reason that it is well to sometimes have “A Children’s 
Hour” when stories may be told. Or why not a radio, so 
that a concert of special appeal to children may be 
enjoyed? Attractively printed invitations to the chil- 
dren to attend these functions would be in order. 


Wide Range of Smart Patterns 


With the introduction of style into the children’s 
shoe business, we see many straps and cut-outs, fancy 
stitchings, bright colors, and all the popular leathers. 
For instance, one of my new lines for Easter selling is 
in airedale suede. Buckles and ornaments, slightly 
smaller than big sister’s, but nevertheless in the same 
designs, are carried in this spring’s line. And children’s 
hosiery was never more alluring than at present. 
Especially interesting are the new hosiery shades—in 
apricots, various new grays, airedale, tan bark and 
bombays, the banana yellows, and the lighter shades of 
brown. A new number which is a good seller with us is a 
golden brown silk sock, daintily piped at top in pink, 
and emphasized with little pink silk embroidered 
“diamonds.” 
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An “elk skin” ribbed carried a cuff in airedale. There 
are also some new Roman stripes—in fact, every color 
almost in all the “grown-up” shades are reproduced, 
with special reference to lisles. 


Whileanattractiveatmospherein which 
to sell children’s shoes is a great asset, it 
has always been my theory that the retail 
shoe merchant’s big seller is good mer- 
chandise—well made and _ serviceable 
shoes and stockings. For when all is 
weighed and measured, a mother comes 
with her boy or girl to the children’s shoe 
department, or store—primarily to buy a 
pair of shoes which will give comfort and 
fit well; second—to buy a pair of shoes 
which will wear well. The third big selling 
point in children’s footwear is style. This 
latter characteristic is combined with the 
right shaped lasts. We can now intelli- 
gently talk “‘Shoesfor Occasions for Child- 


ren.”’ 


And we may apply this slogan to “King Baby” 
himself, who wears brown kid soft soles for morning, 
and white soft soled moccasins for afternoon. He, too, 
has his slippers and knitted leggings. In addition to 
moccasins, ankle ties in black patent and in other 
leathers, are a necessary part of the child’s shoe ward- 
robe. Ankle ties are popular dress shoes for the little 
folks; they must also have play shoes. There are some 
little girls, who at the age of two and a half years, 
require ballet slippers, for they start the girls at dancing 
in these days when they are mere babies. 

At the age of five, the small boys like double runner 
skates and should have shoes to accompany same. At 
five, the small boy starts out to follow in father’s foot- 
steps—he likes a plain toe, and a mannish oxford or 
boot. One of my assistants relates that a small girl of 
three, barely able to talk plainly, “recently demanded a 
shoe like mother’s, with a high heel.”” However. this 
was a time when the young lady’s request was dis- 
regarded, although had it been more reasonable, there 





The Lighter Hose Makes a Hit with 
Growing Girls 


The read combination is the banana colored hose and 
patent leather for misses and growing girls. To Be 
add the pattern of the ankle strap which gens 
ways — either around the ankle or over hers 
and under the shank. Three talking points are 
yours with sandals, straps and hose. 
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is no doubt but that it would have been heeded. More 
and more the mothers are allowing the children to take 
a part in deciding the styles which they shall wear. 
This tendency is particularly noticeable in the case of 
the great middle class. Many of the wealthy people’s 
children are apparently perfectly contented in the very 
plain and sensible models which are selected for them. 
Shoes for students in private schools are also required 
to be of plain and serviceable types. 

Between the ages of 5 and 8, when the children go to 
school, the boy’s wardrobe should then comprise a 
sturdy and flexible high shoe; the same model in an 
oxford for school and play—or better still—an extra 
pair for play. For dress or party wear, the boy should 
have a patent leather oxford. The girl’s shoe wardrobe 
would be the same as the boy’s, except instead of an 
oxford, she would take a slipper. Both children would 
wear with the party shoes, silk stockings or socks—for 
school, lisle hosiery in the summer and soft wools in the 
winter. Ribbed hosiery models with turn over cuffs 
are also popular. The boy of eight should have baseball 
shoes or sneakers, and a little girl would want a pair of 
sneakers, or gymnasium shoes. She would also want a 
pair of swimming shoes. And from 5 to 12 or 13, a 
children’s shoe department should also aim to equip the 
kiddies with felt slippers for the house, rubber boots 
and arctics and rubbers with every pair of school 
shoes. 

From 8 to 12, comes the “parting of the ways.” 
Boy’s footwear is growing more and more masculine. 
He requires practically the same number of typeés,of 
footwear in his wardrobe as he did between the ages of 
5 and 8—but he would also require skating shoes, and 
perhaps riding shoes. And so would the little girl, with 
added styles for dress and party, for it is between the 
ages of 8 and 12 that “mother’s” footwear styles are the 
most strikingly interpreted. Two-straps are among the 
popular new numbers for girls’ wear and when the 
weather gets a little warmer, young children, and 
particularly the girls of 5 to 13, will wear many colored 
sandals. There will also be many white and light tan 
buckskins and elk leather. 
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Pending Sale of Geo. E. Keith Co. 
is Denied 

Brockton, March 20—Current rumors to the 
effect that the George E. Keith Company is plan- 
ning to sell out to the International Shoe Com- 
pany of St. Louis, are emphatically denied here 
by officials of the Keith Company. A statement 
issued by Vice-President George H. Leach says: 

**There is no truth in the report that the George 
E. Keith Company is to sell out to the Interna- 
tional Shoe Company and there is no foundation 
for the origin of such stories. There never have 
been any overtures from either party to the other 
in regard to purchase or sale. 

“It is, perhaps, timely to state further that the 
company has had an excellent year of business 
and that all indications are that this, our fiftieth 
anniversary year, will be another. Decidedly, this 
business, or any part of it, is not for sale either 
now, or at any time.”’ 





E. T. Shipp Dead 


Denver, Col.—Edward T. Shipp, one of the best 
known shoe salesmen on the Pacific Coast, is dead. 
For thrity years he had covered the big cities of the 
country, and from Denver West for the Field & Flint 


Co. He was also a director in this concern. Mr. Shipp 
was stricken witha paralytic shock in Denver on March 
11 and passed away at the 

Mercy Hospital in that city 

on March 12. Funeral ser- 

vices were held on March 17, 

from the home of his mother, 

Mrs Blannie J. Shipp, in 

Lexington, Ky. Fred F. 

Field, Jr., represented Field 

& Flint at the funeral. In 

addition to his mother, Mr. 

Shipp left a sister and two 

brothers. 


Phillip Rosenwasser 
is Dead 


Long Island City, N. Y.— 
Phillip Rosenwasser, Vice- 
President of Rosenwasser 
Bros, Inc., of Long Island 
City, N. Y., died at his home, 
87 Hamilton Place, New 
York, on Saturday, March 
15, at 4 P. M. He was 54 
years old. 

Mr. Rosenwasser was un- 
usually popular with all who 
knew him. His funeral on 
March 17 was very impres- 
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sive. The more than two thousand employees of the 
Rosenwasser factories turned out en masse and stood 
with bared heads in a tribute of silence as the long 
procession of coaches and mourners passed the Queens- 
borough Bridge Plaza in Long Island City. Organiza- 
tions and lodges of which the deceased was a member 
were represented at the interment, as were many 
prominent citizens who were numbered among his 
friends. 





Joint Style Committee Meeting 
April 10 


To plan the style program for July, August, and 
September. 

The quarterly styles conference of the National Shoe 
Retailers’ Association, National Shoe Retailers’ Asso- 
ciation, Tanners’ Council of America and National 
Shoe Travelers’ Association will be held at Hotel Astor, 
Monday, April 10. 

The general meeting will be held in the morning when 
all factors pertinent to style in garments, colors and 
materials will be discussed. The smaller working com- 
mittee who actually draft the conference report will 
devote itself to outlining the styles for July, August 
and September in the afternoon session. 


Good Demand for Dollar Hose 


There is, for example, a good demand for a mock- 
seam silk stocking to retail at $1, and there are some 
manufacturers who feature 
an excellent article at the 
price. There are other manu- 
facturers who put out a 
stocking to retail at the same 
price which is not nearly so 
good. Naturally a buyer 
won't take this latter except 
he is tempted by an excep- 
tionally favorable quotation. 
In buying lower-end hosiery 
buyers should be especially 
careful of quality. Because of 
the very keen competition 
there is more danger of sub- 
stitution here than in the 
finer lines. And the woman 
who pays $1 for her hosiery, 
is just as particular about 
getting quality for her money 
as the woman who pays $3 
or $4. 

While there is a fair de- 
mand for the staple weights 
in silk hosiery the chiffon 





This is a full fashioned 1924 spring style ingrain silk s ; ; 

inet the ebeforsed tap. citer A port weights have the big call. 
rib. It comes in a variety of color combinations and is de- 
signed to he the perfect color link between foot dress and 
apparel. Sho-on by courtesy of the Triple A. Hosiery Co., Inc., 


New York 


in or with a Richilieu 


They are bigger than ever. 
Good chiffons cannot be pro- 
duced to sell for a low price. 
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store is something more than pick- 

ing a style, riding it for mass sales 
and then slumping into end sizes. There 
is an order mathematically correct for 
the selection, sizing and sale of shoes in 
a children’s footwear department. We 
picture a logical sequence of shoe styles 
and sizes. Every juvenile want in foot- 
wear is within the range of sizes and 
styles herewith featured. 


7 “HE complete footwear service of a 


IVIDE your juvenile shoes into 
D classes with reference to sizes such 

as infants’ 0 to 5, children’s 5 to 
8, children’s second run 8% to 11, misses’ 
11% to 2%, boys’ and girls 2% to 5%, 
with little gents’, in their proper place, 
10 to 13%, and youths 11% to 2. See 
that each run of sizes blends into the next 
and don't be afraid to show the public the 
runs of footwear sizes and shapes in your 
store putin logical progression. Make a 
feature of continuity of service. 
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HE real buyer of children’s shoes 
T tooks first at the last, then at the 

pattern, then at the sole, then at the 
heel, then at the fitting qualities, then as 
to how the shoe balances. He almost in- 
variably asks to see the inside of the shoe 
so that he can examine the grip at the 
sides, the grade of lining and the type of 
insole. If all these are appropriate, he 
finally asks the price 
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HE outstanding talking point in 
te to children is the complete- 

ness and correctness of footwear 
shapes and sizes in the children’s shoe 
department. We have tried to illustrate 
on this page, ten shoes with sole patterns 
indicating a logical progression. Good 
shoe fitting today in children’s footwear 
considers both length and width, for many 
a child needs a narrow shoe to give actual 
support to feet when growing. 
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Basic Styles and How You (an Vary Them 


EGIN right with soft soles. The merchant who realizes 
that the first sale is the first step in the service of foot- 
wear, is only too willing to show his selection of pretty soft 
soles to the parent who feels that the child's first footwear 
is of great sentimental consequence. 


Sell ‘em soft soles with 
“soft music” salesmanship 
OME of the finest shoe departments of this country 
‘ make no pretense of making a big profit on soft soles. 
[hey have all the styles from plain white kid through the Sastihe odie aul enaile tn Put 1 
cloth materials, satins and brocades, and stock a wide turns and as time goes on 8 an 
variety of hand embroidered soft soles so that there is a the shoes grow in weight 
price range from fifty cents a pair up to five dollars a pair. and substance. 


T is possible in some of the top grade stores to get soft 
soles as high in price as ten dollars a pair for those 
having solid gold buckles at the throat of the little one- 
strap silk slippers. Some stores carry slipper materials and 
Try silk and satin and urge the mother to cut, stitch and make the slippers 
embroidered soft soles as herself. 
well. 
METHOD of publicity that has been very profitable 
in future business is that of watching the birth lists 
and presenting the parents with stock soft soles providing 
the adult comes into the store and registers the baby's 
name and date of birth. There is no end of possibilities with 
soft soles. A bright southern merchant evolved a plan 
whereby a Colonial cradle was given to the customer hav- Cradle lines are the most Colo 
ing the lucky number, this number being one of 144 drawn attractive in the store. the 
from a hat at the annual baby show. 


Over the counter selling is T is such features as these that make the first soft soles 

the most profitable you do. as much a publicity feature of the store as an actual 
profit number to carry. From soft soles to the first flexible 
soles worn by the child in creeping around the house is but 
a matter of a very few months and a letter reminding the 
customer usually makes the second sale. 


se (You grow as they grow sess | x 
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Style Has Its Place in the (hildrew’s Run 


LL of the cleverness in children’s footwear is not 
reserved for the misses and growing girl's sizes. There 
is a real appreciation of smart patterns in children’s 5-8 
and 8'%-11. In this run of sizes is perhaps the trades 


biggest opportunity for a profit. Leathers for this run of 
sizes makes a market for 


light weight skins. 


MART strap patterns have come into this range of 
Put more style in your 5 to styles and all of the leathers are being used. In the 
8 and 8% to 11 runs of 7 . : 
tal order of their prominence comes-patent leather, tan calf, 
white calf, some combinations and some colored kids. The 
opportunity for colored leathers in children’s footwear is 
greater than it is in any adult line, because children's 
clothes this year are more colorful than ever before. 


HE broad toe is the general characteristic of this run 

of sizes. The foot is in its greatest growing period and 
the merchant makes or mars children’s feet in this impor- 
tant period. The foot is very much like a mass of putty that The play period is ahead— 
can be moulded in any form, and if sizes are not carried and keep the shoes flexible. 
sales are made simply for the business, it is good-bye for 
the future trade of that possible customer. 


HERE is a lot of opportunity in dress-up shoes in this 
grade for both boys and girls. Too many stores keep 
: only a play and school type of shoes in these grades. 
ged * be lb se ee Brighten up by putting some in that has smartness in it. 
day—try it. People have money for children’s footwear. It is up to you 

to get it. 


UST the ballet business alone keeps two salesmen busy Leaders in color steady 
in one New York store. If you are in a big city, put the sellers in patent and tan. 
manager of your children’s department on to the amount 
of business that can be had in this business. If the price at 
retail is reasonable, the number of pairs per year worn is 
considerable and no children’s department is complete 
without some effort in that direction. 


comms (fo grow as they grow 
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The Oxford (an Be Made the Foundation of Your Trade 


Pick your leaders in ox- 
ords and be sized at all 
times 


The sport oxford run gives 
you opportunity for grain 
and fancy leathers. 


Balance your stock by a 

real assortment of oxfords 

—but see that they are 
smart. 


UNDAMENTALS are the things to consider—there- 

fore look over all of your juvenile stocks—boots, 
sandals and oxfords, and refigure the new demand. For 
year round selling—the oxford leads. Use it more in the 
materials for new tannage, the lizards, elks and fancy 
grains. Try more combinations. See how diversified you 
can make a stock that fills up a section of the children’s 
department. 


OME of the best shoes of the season are in fancy 
leathers. This is a good move because children like 
styleful shoes in summer. The demand will continue into 


the fall. 


PORT oxford types are many. In growing girls and 
misses shoes, try the combination of two grains of 
leather or a saddle of grained leather and a vamp of plain 
calf. The dressier oxfords can be made up in calf and suede. 
Never try more than two leathersto a shoe. Look to quality 
of material, for shoes in these grades get a lot of hard 
service. 
N a well-balanced juvenile department play the style 
game on a few numbers. Some stores can make juvenile 
customers feel that all the selections in the world is pos- 
sible on twelve patterns. Another store will have one 
hundred styles and a mess of odds and ends and the little 
customer will say, “haven't you got something else.” 


HEN a run of youths’ and misses’ shoes are styleful 

they make profits in proportion to adult footwear. 
Some departments give the men’s and women’s sides of 
the store a run for honors in selling records and turn- 
over, but only when patience, and persistence go together. 
It is a real job to buy and sell in volume, children’s shoes, 
but it is being done. 


TUDY these pages for the key styles of the season. 

The leading pattern is shown above and possible 
variations below. This is the way to buy—pick your 
leaders and then fill in to balance your lines. 


(You grow as they grow 





The oxford for children is The 03 
getting to be a year around so un 
favorite. aside j 

domin 

Don't be afraid to make pw 
boys’ shoes smarter and res le 
dressier. 8 ro 
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The Sport Type Is Needed in Every Fuvenile Line 


HE outstanding pattern in children’s footwear of a 
serviceable character is the moccasin. Its develop- 
ment in the past four years has been remarkable. Its 
origin was the heavy winter moccasin. Its next step was 


the welted sole moccasin in a high boot worn by boys Play and school shoes 


should be in flexible soles 


and girls as a winter storm-proof shoe. Then it got its or crepes for real foot de- 
fashion impulse by being put into a hiking boot for velopment 
women and men, all in the high lengths. 


The oxford and low cut is 
so universally worn that 
aside from camp wear it is EDUCED down to an oxford, it is sweeping the 
dominant in your stock. country in children’s footwear, the moccasin vamp 
effect being obtained either by hand stitching, like the 
Indians did it of old and like what is being fashioned in 
Maine in the thousands of pairs today, or by stitching. 
As a stitching room proposition in shoe factories, it 
developed into a very neat moccas‘n-cut vamp with one, Select moccasin patterns, 
two and three rows of stitching and with pinking to outline plain toes, saddle effects 
it. The balance of the boot was the usual blucher effect with in elk and soft finish lea- 
or without an apron. thers. 


S a specialty to take the place of the regulation ox- 
fords, it is to be had in tan veal, smoked horse, 
boarded and grained leathers, and in many combinations. 
Outdoor footwear should 


include hiking boots of a ; y 
leg length for boy scout and HE soles are either of a flexible weight of good sole 


girl scout camping. leather or of fibre with or without heels. It comes in Move cuntens in teate teat 
all the runs from five up. It is the outstanding children’s wear can be Aad by picking 
shoe of the 1924 season. In some parts of the country it a good pattern and throw- 
has been the leader for a year past. If the moccasin pat- ing it into tan, smoked, 
tern is made right, it gives excellent toe room to the foot eae > ained lea- 
and gives a short stubby appearance to the foot that gives , 
an optical illusion of smallness of shoe. It can be made 
with crepe soles to perfection. It bids fair to make salable 
more leather shoes in the summer and fall of 1924 than in 
any previous season. 
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The Sandal Type is Dominant in Children’s Shoes 


HE sandal is the emblem of youthfulness. It was 
taken up by the adult because it gave women an op- 
portunity to capture some of the spirit of youthfulness. 
Shall we say that shoes for girls are closely following the pla 
footwear for women or that the reverse is true. At any rate, 
one type of pattern goes both ways. 





Cut-outs—because the flesh 
colored hose are worn by ANDAL effects with box covered heels are the smartest 
children too. shoes that young girls have had in years. When one 
merchant in Los Angeles has sold nearly 200,000 pairs of 
sandals, it shows the opportunity for this type of footwear a 
the country over. The demand has but begun—the op- P aie ye Rade a we on 7 
portunity of the sandal is before you. a 


san 
HERE are two important types of sandals to buy. One sali 
the play sandal with its heavier leathers, a soft sole i 

and flexible sole, its elk and soft finished leathers. th 
e 
HE other, the sandal for dress, made up in many os 
Strap and anklets are good materials in both the leathers and in satin and in el 
for the dressier shoes. many cases, in white canvas. Growing girls’ sizes from two | 
up, have all the advantages of style smartness this season. to 
' sell 

N the play types, be sure to include some of the alligator sli 
finishes and some of the smart combinations because 8 
they are salable at sight. There is also a place for shoes for T 

camping and hiking as well as for beach wear. Most of the PN pon yong 

stock selected in the next thirty days are salable up to ; Pra Panny \ 
October. cor 
| HE sandal which appeared in California has two tha 
possible variations; the strap around the ankle or the pro 

Never limit your stock to same strap around the shank. This gives two adjustments h 
short selections—buy smart : he on h It i he OI 
patterns and diversify your in the same shoe. It is a g number. shc 
—_ NE strap slippers with the addition of a stitched-on ter 
Scotch front are also a profitable number. This is a ine 
good idea for you to remember. There are many ways of 


making pretty shoes‘salable by such adaptations. 
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Five Things to Do if You Want a Profitable 
Children’s Department 


By W.S. CAQUETTE 
Of the Retail Department of Rice ¢ Hutchins, Inc. 





Pe ips RIZED for the busy reader, here are the five points made by Mr. Caouette in this 
article on the possibilities of your children’s shoe department. 


First—Make the department a separate unit. 


Second—Be generous in your window displays. 


Third— Have souvenirs for the “kiddies.” 


Fourth—Insure proper fitting by carrying plenty of sizes even if you have to cut down on the 


number of your styles in order to do it. 


Fifth—Talk about your children’s shoes in your advertising and let-your newspaper space carry 


a definite message. 





FIRST—A Children’s depart- 
ment well planned and conducted 
is like good seed sown in fertile 
ground ;—it brings forth excellent 
results. Without a doubt, the Chil- 
dren’s department in the average 
shoe store is sorely neglected, 
whereas, honest effort and careful 
planning will make it a successful proposition. 





To be successful it should be a separ- 
ate unit by itself, and there must be 
someone in charge, preferably a good, 
smart likable girl, whose interest must 
be wholly in children’s shoes. 


Too many stores have Children’s Departments on the 
same floor with women’s shoes, and have the same 
salesmen sell both women’s and children’s shoes, as a 
result of which the children’s department suffers, and 
the dealer wonders why his department does not show 
results. The reason is simply this: It is so much harder 
and slower work, and requires so much more patience 
to fit and sell children’s shoes than it does to fit and 
sell women’s shoes, that the average salesman is apt to 
slight the former. 


The Smaller the Shoe the More the Salesmen Should Get 


We have found that it is necessary to give the men a 
comparatively larger compensation on children’s shoes 
than we do on women’s, in order to make it really 
profitable for a salesman to 
honestly fit and sell children’s 
shoes. This plan has been ma- 
terially successful in produc- 
ing results in our stores. 

Inoneof our stores we have 
a woman whose entire duty 
is to sell children’s shoes 
and take care of that de- 
partment. This store has 





shown the greatest success in the children’s depart- 
ment of any of our stores. 


How One Firm Quardrupled Its Business 


1 know of a store that formerly had its children’s 
department on the same floor with the women’s shoes. 
When the store was remodelled, an entire floor was 
given to the children’s department, with a buyer in 
charge, and every fitter was a woman. They quadrupled 
their children’s business the first year, and now have 
one of the most successful children’s departments in 
this section. The principle involved was right. 

SECOND: Window display is very necessary. Give 
your children’s shoes a chance to be seen. Be just as 
anxious to get your children’s shoes to the front as you 
are the other departments. We think it a good scheme 
to have a section in the women’s window for a group 
display of nothing but children’s shoes, with new styles 
well displayed. Get a children’s atmosphere into your 
display as well as into the department. In our best 
children’s store, we have an entire window given over 
to children’s shoes, and it has paid big dividends. 


Souvenirs Are Good Business Builders 


THIRD: Gifts or trinkets for the children is money 
well invested. During the past holiday season we had 
Christmas trees in all our stores where space would 
permit, all trimmed, and a gift was provided for every 
child customer. This created lots of good will and pro- 
duced results. If children like your store they are the 
most loyal customers of all. 
Why not make sure of these 
potential buyers of men’s and 
women’s shoes? 

FOURTH: Proper Fitting. 
Children’s feet should be fit- 
ted properly and carefully -if 
the feet of the coming gener- 
ation are to be free from 
many of the foot ills 
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which ‘are |\prevalent”“among the older people of 
today. 
Few Styles Better than Few Sizes 


If you are limited from a standpoint of the amount of 
money you can invest at the present time in your chil- 
dren’s department, your first consideration should be 
the carrying of the fewest styles possible, rather than 
the carrying of the fewest possible widths and sizes. 

In our own instance we have found that the carrying 
of the fewest number of styles in children’s staple shoes 
is very profitable. 1 have in mind a few years ago when 
we had a number of styles of children’s tan boots on a 
nature last. We sold some on each style, and were com- 
pelled to carry a full stock of the best sellers. This 
policy has been eliminated and in its place we have but 
one children’s tan boot in our best price range, and in 
our next grade we have a children’s play shoe, and a 
moccasin play shoe. Our sales have since proven the 
wisdom of this procedure. 

My suggestion would be for the retail merchant to 
analyze his stock so that he may determine what one, 
two, or three-staple numbers in his children’s depart- 
ment are really the ones he should continue. A mer- 
chant may say: “How are we going to carry a stock 
number with the various size runs calling for a different 
height in tops?’’ We found that the best way around 
this was to carry a regular cut bal in sizes 5-8; a pony 


cut bal in sizes 814-11, and a 7 inch cut bal in sizes 
11-2, having the same style features in all size runs. 


How to Play the StyleGame 


When it comes to children’s fancy shoes, the treat- 
ment should be. to give your tiny customers what you 
think they really want. I have seen real pretty shoes 
following closely the trend of women’s shoes, in colors 
and patterns, and if these were duplicated in women’s 
shoes, they would form an enviable layout for a women’s 
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department. Do not discount the trend in children’s 
footwear toward stylish merchandise. The children of 
today want shoes like those the older people are wear- 
ing, and they will not be denied. This is a pertinen: 
fact that the retail merchant must face if he wishes t: 
make the most out of his children’s department. ! 
think that in the children’s business, as in any othe 
business, you get as much out of it as you put into it. 

I think that while I have the opportunity I might sa’ 
something about children’s Moccasin pattern shoes 
Here is a style that in my opinion, merchants canno 
pass lightly by. Our first experience with children’ 
moccasins was this last Fall and it has turned out to b 
a very desirable business. 


Light Weight Welts Are Good 


It seems to me that not enough attention has bee: 
given to children’s light welts in sizes 4-8. Formerly : 
lot of this business was done on turns and I feel tha 
there is great need for children’s light soles on thes: 
sizes. The average children’s welt sole in sizes 5-8 ha: 
been a little bit too heavy, in my opinion, for children 
wearing these sizes, because they are not flexible, for 
one thing, and they very rarely are worn through before 
the child outgrows the size he was wearing, and in 
many instances, the mothers keep the child wearing 
that shoe until he wears it out, not realizing thai 
children’s feet grow very fast, particularly in this size 
range. Also instead of going to the store to buy another 
pair, very often the mother has had the shoes resoled, 
much to the child’s discomfort and often resulting in 
the furthering of weak feet. 


Don’t Neglect Advertising 


FIFTH: Remember your children’s department in 
your advertising. Have something really definite to 
talk about. Be thoroughly enthusiastic, for the pos- 
sibilities are unlimited. 





The Buckleykins Shoe Store for children in Houston, 
Texas, is 35 feet in depth and 22 feet wide. The shelves 
are 6 feet 6 inches high. In the center of the shelves, on 
fe etd edges Sha kek ead B fol borg 
‘or dis \ ig ng. 
Wiose Be ndioes on both sides is an 18-inch panel with 
| kins, in blue, and in the 

he ceiling is steel with beams run- 
On these beams are painted 

|. Little lattice doors open on the 
electric lights are 


on ends and the front 


of shelves are painted nursery pictures 

} iP no 7 Br brmmnnnthy ss fe feie 
is juven’le furniture 

with blue pictures painted on the sal 
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Brooklyn Sees Increased Retail Profits in 
Style Simplification Program 


Manufacturers Urge Entire Industry to Aid in Getting Rid of 
‘Excess Fashion” Evil 


for style control, or the elimination of excess 
varieties of novelties begun by the shoe manu- 
fa ‘turers in the Brooklyn section, is that of profit. 

[he manufacturers are quick to explain that they 
exvect their movement to result in more profit for the 
re.ail merchant, and incidentally in more profit for 
themselves, for it is becoming 


Oy: of the actuating motives in the campaign 


cases, have been buying through fear, 
rather than through desire or need. 
Many have felt forced by competition to 
buy merchandise they knew would not 
be profitable.”’ 


This, the merchants believe, is the keystone sup- 
porting much of the excess 





invreasingly evident that un- 


variety that is found in foot- 


less the merchant is pros- 
pevous, the manufacturers 
cannot hope long to enjoy 
any degree of prosperity. 


‘tyle Speed—Slow Profit 


[he rapid style or rather 
novelty pace in the shoe 
trade, according to the Brook- 
lyn producers, has left profit 
out in the cold in the vast 
majority of instances. When 
fashion was first injected in- 
to the shoe trade a decade 
ago it was hailed as the one 
thing that would lead to 
bigger business and a larger 
net profit. Both manufactur- 
ers and retail shoe merchants 
operated on this theory un- 
til fashion or what was 
thought was fashion (but 
which was merely a quick 


First the Diagnosis 
Then the Cure 


IRST comes the four-season plan with 

its promise of more stability, and now 
comes Brooklyn’s move to eliminate the waste 
of present day style conditions by advocating 
that very frequent pattern changes, often made 
without any regard for the style trend, be 
ulterly eliminated. 

Both good in their way and still better as an 

indication that manufacturers as well as 
retail merchants have wakened to realization of 
the fundamental weakness in their merchan- 
dising policies and are giving thought to the 
cure. 
The BOOT A ND SHOE RECORDER will 
be glad to open its pages to any intelligent 
discussion of how to get on a more stable basis 
—a basis which will take at least some of the 
guesswork out of buying and give merchants 
and manufacturers alike an opportunity of 
making an honest profit. 


wear. Ten minutes of con- 
versation with any manu- 
facturer of women’s shoes 
will bring out stories of any 
number of specific instances 
in which retail merchants 
have informed their manu- 
facturers that certain pat- 
terns are bought purely to 
have something new to show, 
or to keep up with a com- 
petitor. At the time the 
shoes are bought, there is no 
idea of profit in the mind of 
the merchant. Often he 
knows in advance that the 
handling of a particular pat- 
tern will involve an actual 
loss. It is this type of mer- 
chandising that the Brooklyn 
people hope to eliminate. 


Buy for Your Customers— 
Not for Yourself 





change of patterns without 








regard to a real fashion 
trend) overwhelmed the trade and cut down profit. It 
is this condition that the Brooklyn manufacturers hope 
to remedy by their campaign, which they expect will 
grow into a general trade movement. While the Brook- 
lyn producers started the campaign they have no desire 
to keep it a purely Brooklyn affair. 
‘Let us remember,” said one Brooklyn 
leader, “‘that fashion should and can 
mean net profit. Like many other things, 
good in themselves, fashion becomes an 
evil when carried to excess or when mis- 
understood, In that event, fashion is 
regarded as a necessary evil. We plan 
ahead in fear and hesitation or do not 
plan at all. Merchants, in too many 


Then too, there is the case 
of the merchant in one locality who guides his buying 
by that of a merchant in another locality. What is good 
in one section often is poor in another. More thought 
should be given to buying shoes that will suit the partic- 
ular clientele of each retail merchant, it is believed. 

With plainer style tendencies definitely established, 
the task of buying with an eye to profit will be easier. 
Fashion is being stripped of its non-essentials and the 
business is moving toward a bed-rock basis. 

A few basic ideas being exploited by the 
Brooklyn producers are fewer lines, better 
balanced sizes, larger turn-over, fewer - 
mark-downs, less p.m. merchandise, 
more confidence, less hesitation; and 
more profit. 
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Facing An Orgy of Unfair Competition— 
What Is the Cure? 


From an address made before the Dayton Convention of the 
Ohio Valley Retail Shoe Dealers 


By JOHN J. BAIRD 
Treasurer of the N.S. R. A. 


The good name of American busi- 
ness has much to lose because of 
the oil scandal. Regardless of the 
question of guilt (and knowing the 
many factors involved, it should be 
the last thing in the world for us to 
prejudge the case) all business suf- 
fers. 

During a period roughly twenty 
, P years ago, confidence in business 
peel hyo was shaken, and it has been a tedious 

and heartbreaking struggle to win 
it back. Progress has been made however, and lately 
there has been less bitter attack, less restrictive legisla- 
tion in state capitals and in Washington. Business 
leaders became less gun-shy in offering help and counsel 
to the Government, and politicians became less wary 
about being seen with business leaders who, in most 
cases by the very attacks of politicians themselves, were 
looked upon with suspicion by the public. 


Dishonesty on the Increase 


Now the country is in danger of another orgy. Public 
sentiment slips back twenty years, business has no 


tices as he meets them, and quicker still to purge his 
industry of trade bandits and moral outlaws. But in 
this process of purging he should be equally alert that 
no man is driven out without his day in court. 


Return of Confidence Absolutely Necessary 


Confidence in business is our priceless heritage. 
Through the hard centuries we have earned it, until! 
today an expression of that confidence is found in the 
fact that 90 per cent of our business is conducted or 
credit, and credit is nothing more or less than confidenc: 
of one business man in another that he will keep hi: 
word. 

Consider for a moment. Trade in the early days was 
conducted at fairs. Merchants came from remot: 
places and the fair served for our present-day marke! 
system, and its most developed stage, the stock ex 
change. Usually a hill top or other advantageous loca- 
tion was chosen and quickly covered with streets of 
tented or wooden shops. In one, merchants from India 
with fine cottons, cloth made from the hair of camels; 
in another Egyptians and Syrians with fine linens. Here 
were goldsmiths in a row; there the drapers. All around 
the whole was a wooden palisade with guarded entrance. 


ethics, its code is to battle, 
and slash, and tear; piracy, 
brigandage, a money-grub- 
bing contest where everything 
goes. Great success becomes 
synonymous with pillage and 
loot. Politicians will thunder, 
and the next eight months 
will see business pilloried on 
many a rostrum. Many dras- 
tic laws will be proposed, the 
new generation will sniff—as 
its fathers did—at any re- 
ference to business morality 
and practice. 

What is the moral? He who 
runs may read. The responsi- 
bility upon the individual 
business man is double. He 
should watch lest he bring 
into disrepute his fellow busi- 
ness men. He should be quick 
to frown upon sharp prac- 








Specific Examples of Unfair 
Competition 
(Cited by MR. BAIRD) 


Giving discounts on the side. 

Not living up to agreed hours of opening or 
closing. 

Hiring clerks or other employees away from 
your competitors. 

Marking merchandise up in order to cut it 
down for a sale. 

Selling leaders below cost—creating a false 

impression in mind of public as to values of - 
fered by the store. 

Placing shoe display in window with prices 
on the merchandise—dealer up the street puts 
the same on a similar show display in his win- 
dow marking just a little lower. 

Advertising or giving of articles away free 
when they are not free but rather subject to 
and dependent upon a purchase of merchan- 
dise first. 

Slurring competitor’ 8 products or merchan- 
dise or service or equipment. 

Spreading rumors that tend to undermine 
or that are detrimental in any way to a com- 
petitor. It finally hurts the credit, undermines 
the confidence, and tends to effect unfavorably 
the business of both. 

Misleading or fraudulent advertising. 








On came the buyer. He 
felt and handled the specific ° 
article that he was to buy and 
then the seller on his part, 
felt and handled the specific 
coinor commodity with which 
the buyer was to pay for that 
article. 


How Confidence Was Born 


Years passed, and from the 
fair, the purchaser became 
willing to buy from a sample. 
He trusted the integrity of 
the seller to furnish the 
article in strict conformity 
with the sample. 

More years passed and 
from the sampling came the 
selling by description and 
specifications in a catalogu:, 
or by word of mouth. Confi- 
dence had been achieved. 
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cA Word with a World of 
Meaning to Buyers of 
Smart Shoes for Women. 
 eliGrof 
Walk Croft, 


LKER COM PAN Y 
BANCROFT WALKER COMER 



































Copyrighted 1924—Bancroft Walker Co. 
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eAs Usual 


CRESCENT LEADS 


Here It Is! 
The Last Word in Style 
“Kid Boots’ 
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REG US PAT OF FICE 


| See-HAGERSTOWN-Spring | | 


8 
IN STOCK b 
No. 598—Patent Colt, Mat Calf trimming. 17-8 covered {full- . 
trimming, 17-8 Celluloid full- breasted Spanish Heel. Sizes S 
breasted Spanish Heel. Field ¥ 
Mouse Kid quarter lining, pd fe 
illustrated. Sizes 2% to 7. No. 602—Same as No. 599 in re 
No. 599—Same stvle with e Black Satin, Ooze Calf trim- 
covered celluloid military heel. min 14-8 Covered Military re 
a 3 to 8 $3.85 Heel. "Sizes 3 to 8 $3.85 " 
‘0. 600—Same style with 14-8 
celluloid full breasted. Baby Bleck Satin, Gos Cail wine tl 
Spanish Heel. Sizes 3 to 8.94.00 = ring, 14-8 full-breasted Baby 
No. 601—Same as No. 598 in Spanish Heel. Sizes 3 to 8. 
Black Satin, Black Ooze calf $4.00 g 
° sk 
—And Not Forgetting the Young Folks Q 





Everything ; 
In Stock 


Stitchdowns st 


2733 Maho ney F Elk Sanda 

2433 «OC Elk oat Uskide sole 
773 «Patent Sandal 

873H Patent Sandal, Eng. 


CHILDREN’S, MISSES’ or ~ GROWING GIRLS’ 
No. 2238—Child P —— bo 
Colt One Strap, “Sule Eye Pate Siece | —* “$2.56 McKays 
tern. Crescent Rubber 9338 8 Py 11 114 /2 24/8 
sbove. Sizes ig a $2.90 62 Patent Sally, red inlay 4s $3°bo 


Lift. Sizes 84 to 11 
’ Sally, red inlay, E 2.00 $2.40 
Please understand the styles shown here are SS Reet EID’ womeash ute cupccts «= 2.00.88 


but two of the many beautiful new spring styles > Fee cave vamp and side cutouts, 230 2.65 
we have In Stock for immediate delivery. wreck , 


Sample orders solicited. Prompt Shipment 


Complete stock list gladly 
co furnished on request. 


Hagerstown Shoe & Legging Co., In. 
Hagerstown, Maryland, U.S. A. 











159. DUANE ST., NEW YORK CITY 

















Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Men es Better Grade 
of Footwear in Chicago 


HICAGO—“There is at present a 
rong tendency on the part of men to 
» better shoes,” says W. J. Welch, 
suager of the O’Connor & Goldberg 
cre at 159 W. Madison street. “We 
nerly carried a line of cheaper shoes to 
ail around $5. but I cut them out 
ently because I find that the large 
majority of my trade call for, and buy, 
the best grades of shoes for all occasions.” 

Mr. Welch also reports a remarkably 
good volume of business on plain toe 
shoes, both high and low cuts, with the 
creased vamp. His best selling colors are 
dark tans and black, which he is of the 
opinion is due to his class of trade being 
the more conservative class. 


Enthusiastic Meeting of 
Trades Association 


The monthly meeting of the Chicago 
Shoe Trades Association at Great Northern 


Hotel, Thursday, March 13th, was the 
largest and most enthusiastic in many 
months. The principal topic of discussion 
was “The Power of Advertising,’ and the 
principal speaker was L. E. Swinehart of 
Henri, Hurst & McDonald Advertising 
Agency. Mr. Swinehart brought out that 
advertising is really a means of accom- 
plishing in a shorter time the same thing 
that used to be accomplished by word of 
mouth. The power of advertising, accord- 
ing to him, is no longer invisible, but is a 
constructive builder of confidence and 
belief in the firm and the product. 

The association had as its guests, W. L. 
Ware, Trade Commissioner, and Paul 
Fanning, Foreign Trade Adviser of the 
Chicago Association of Commerce. Mr. 
Ware spoke of the activities of his depart- 
ment in bringing merchants to Chicago 
and the plans to establish a clearing house 
for the exchange of methods and ideas in 
promotion of the market. The addresses of 














On, of Chinas. Hees fern the 
1 misses’ shoes voiemca mney 
ints in Chicago in 1895, aa Sinaheomer Back 
ines Cheap 189, at Sinaia Back § Co. 
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which eran continend ealii 
jinsheimer Bro. ¢ Co., 
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both speakers were enthusiastically re- 
ceived. 

The subject of the April meeting will be 
“Training of Salesmen” and an effort is 
being made to secure a speaker from the 
National Cash Register Company, Day- » 








ton, Ohio, whose success in salesman 
training has aroused national interest. 


Foster in Europe 


F. E. Foster, prominent Chicago and 
Kansas City retail shoe merchant, sailed 
recently on board the S. S. Aquitania for 
Europe. He will be joined in London by 
Mrs. Foster before going on to Paris. 


I. Miller Shoes 


I. Miller & Sons, Inc., in its store at 39 
S. Statestreet are showing black slippers, in 
patent leather and satin, gore strap and 
button oxford patterns to go with the new 
light. shades in hosiery. 


New Douglas Store 


The W. L. Douglas Shoe Company will 
open a new store at 64 W. Washington 
street on March 26. Paul D. Miedtke, of 
Milwaukee,’ will be the manager. This 
makes the seventh Douglas store in 
Chicago and the third in the Loop district. 
Unlike the other Douglas stores in the 
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Wear with the 
new “BOYISH” 


costume. 


Wz 





Patent with Celluloid Heel 
Tan Calf with Covered Heel 
Dull Calf with Covered Heel 
Suede—Any Color 


GOODYEAR WELT, 5-IRON SOLE 


can make deliveries in this style in any 
material within Four Weeks from receipt 
of your order. Don’t hesitate to use the 
Telegraph, Telephone or Mail immediately. 











Che P. Sulliban Company 


Makers of 
PRETTY SHOES FOR WOMEN 


Cincinnati 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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oop, which carry only men’s shoes, both 
»en’s and women’s shoes will be carried 
. the new store. 


Gable Joins Nettleton 


W. T. Gable, formerly manager of the 
‘\ettleton Shoe Store at 26 N. Clark 
treet, Chicago, has recently been appoint- 
‘ general manager of the Nettleton Chain 
Stores with headquarters at the Nettle- 
a factory in Syracuse, New York. Mr. 
ible received his first training in the 
ioe business with Marshall Field Com- 
.any which firm he was with for eight years 


@® mee @ a 4 








prior to his accepting the position of mana- 
ger of Nettleton’s Chicago Clark Street 
and Michigan Avenue stores. 

R. D. Way, for ten years manager of the 
boys department of Marshall Field’s shoe 
department, has succeeded Mr. Gable as 
manager of the Chicago Nettleton Stores. 


Elias Leaves Chicago 


Ray Elias, formerly buyer and manager 
of Marshall Field’s rubber goods depart- 
ment, recently resigned to accept the 
position of manager of the rubber depart- 
ment of the Kent Waters Shoe Company 
at Buffalo, N. Y. 





Sales Forces in 


Conference 


Report Prospects are Good 


ST. LOUIS—During the week ending 
Mar. 15, practically all the large manu- 
facturers have brought into the house 
iheir entire selling forces. Conferences have 
been held and new fall lines inspected. It 
has been to the advantage of the Recorder 
correspondent to attend three of these 
important conferences, at which there 
were approximately 500 salesmen in 
attendance, together with several leaders 
in the industry. Enthusiasm reigned 
during these meetings as to the business 
prospects of 1924. Never before has the 
optimistic attitude mounted the heights it 
has, as during these conferences. Facts 
submitted were to the effect that business 
competition would be keener, but in spite 
of this, every salesman voiced the con- 
fidence that his sales during the coming 
year would show a gain over that of 
1923. 

The many apparent elements which 
pessimists have attempted to use why 
business would not be good were exploded 
with facts. It was shown that business 
never was anything but good during pre- 
vious presidential years, with the excep- 
tion of one. Salesmen have gone back to 
their territories with a determination to 
sell shoes and if honest efforts and promises 
make sales much will be heard from the 
selling organizations of these respective 
houses, which have been in convention 
here. 

Many Concerns Show Gain 


All of the large general line houses as 
well as the specialty manufacturers are 
ahead of the sales for the corresponding 
period of a year ago. This is encouraging 
and prospects appear to be even brighter 
for the coming months. One of the 
principal specialty manufacturers showed 
a gain in February of approximately 45 
per cent. This is another of the many 
instances. where gains are being scored, 
majority, of course, not being of such large 


proportions. 


Brown Shoe Co. Sales Banquet 


On Monday evening, March 10, at 
Hotel Chase, 300 employees of Brown Shoe 
Company, including the executives, de- 
partment heads and the entire sales force 
were tendered a banquet by the company. 
This affair culminated the sales conference 
of the first division and opened the con- 
ference of the second division. The sales 
force was in the house a week inspecting 
the new fall line and attending meetings on 
important matters. 

An elaborate program of entertainment 
provided by P. M. Fahrendorf, advertis- 
ing manager of the company and Clarke 
Gamble, divisional sales manager, was one 
of the best features of the evening. 

A complete film showing the opening of 
the new stitch-down factory at Union 
City, Tenn., received an enthusiastic 
ovation. Dave Stern, the New York 
representative of the company, was pre- 
sented with a portrait of himself for 
accomplishing great results. The real 
Buster Brown was the surprise of the 
evening. He gave an inspiring sales talk 
on selling Buster Brown shoes. T. Frank 
James, sales manager of the company, was 
toast-master. In his opening remarks to 
the salemen he urged bigger sales in 1924 
and predicted that conditions would be 
just as good during the coming year as in 
1923. A number of cash prizes were dis- 
tributed to the salesmen for particular 
accomplishments in sales. 

Chas. E. Williams of the C. E. Williams 
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Shoe Company, in a brief address, urged 
that the sales force sell more women’s 
comfort turn shoes. He stated that he as a 
retail shoe merchant sold many pairs of 
the company’s shoes. He recommended 
them highly to the sales force. 

John A. Bush, president of the company, 
made a short talk. A number of other 
speakers were on the program. 


McElroy-Sloan Sale Con- 
ference 


The final event of the McElroy-Sloan 
Shoe Company sales conference was a 
banquet held at Hotel Chase, Tuesday 
evening, March 11. More than 250 were 
present, including the officials of the 
company and the entire sales force. A 
cabaret of unusual merit was one of the 
surprises of the evening. John H. Wilson, 
advertising manager of the company, 
arranged the entire entertainment. 

W. M. Sloan acted as toastmaster and 
his story telling was a great treat. Chas. G. 
Craddock, president of the company, 
spoke on “Our Policy.”’ The following also 
made brief addresses: W. F. McElroy, 
“Every pair Alike,’ Gilmer Craddock 
“Our Lynchburg Factories,’’ C. L. McCain 
“Salesmanship,”” W. B. Yater “Pulling 
Against the Current,” and Carl Bear 
“The Relation of the Salesman to St. 
Louis and Her Trade Territory.” 


Brandt's Open New Store 


Brandt’s, one of the oldest shoe estab- 
lishments in the city after an absence from 
the retail business for three months, open- 
ed Monday March 17th their new store at 
413 North Sixth street. There are 75 
fitting chairs of uphosltered velour and 
fitting stools to match. The entire interior 
is finished in American Walnut. A balcony 
in the rear will be the general offices and 
office of the manager, Russell Agnew. The 
floor of the store is covered with taupe 
gray carpet, throughout. Men’s, women’s 
and children’s shoes are carried. The 
women’s range will be from $6.00 to 
$12.00. W. H. Rheine will be in charge of 
the floor and is one of the most experi- 
enced men of the city in this field. 

G. C. Davis will have charge of the 
Osteo-Tarsel department. V. Herbers will 
manage the men’s department. At the 
front of the store will be located the 
findings and hosiery departments. 





Patents and Satins are 
Selling Best to Women 


MILWAUKEE—Business among Mil- 
waukee retail shoe merchants for the week 
ending March 15 was rather poor, due to 


snow and colder weather which has cut 


down sales of spring footwear and _ in- 
creased sales in the line of rubbers alone. 
Merchants are looking forward to a week 
of good weather or the beginning of the 
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HE WIECHMAN PATTERN CO. is proud to announce 

that, with the formation of its New York Style Studio, it 

possesses one of the largest and most complete footwear 
fashion bureaus in the world. 


In the Wiechman Style Studio and pattern shops are men whose 
long training and marked ability entitle them to be regarded as 
specialists in the art of fine shoemaking and pattern building. 


Through close contact with all sources of fashion inspiration in 
New York and Brooklyn, our stylists are constantly creating dis- 
tinctive patterns, authentic interpretations of the advance modes. 
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By token of the instant trade response to the fashion service of 
our New York Studio, we place great faith in the prediction that 
it will soon become the footwear fashion headquarters of America. 


RIGHT NOW 


we have ready a special fashion com- 
munication, detailing the forthcoming 
tendencies, which we will be glad to 
mail free, without any obligation, to 
retailers, manufacturers, and their sales- 
managers; our only condition being 
that they write for it on their business 
stationery. 
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It is a style bulletin that we intend issuing fortnightly with- 
out cost, therefore requests for mailings should be made 
at once. 
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Easter trade to indicate the more popular 
lines for spring. Patents and satins in nov- 
city lines, with special emphasis on Col- 
cnials and cut-out effects, have been most 
ective, while a few oxfords are selling for 
wear with tailored suits. 

Oxfords are the only lines of interest to 
ren at the present time unless it be for a 
{ew older men who refuse to give tip the 
boots. Tan is the leading color, although 
| ‘ack is also selling and some tendency to 
|, yhter shades is noted. Fancy lines of 
:en’s oxfords are not appearing this spring 
:. men are buying plainer styles of shoes. 


Beauty in Spring Styles 

The exceptional beauty of spring styles 

shoes both in coloration and patterns 
yas pointed out at the monthly meeting 

the Milwaukee Shoe Retailers’ Associa- 
ton. The sensible lines of the lasts were 
iso mentioned while it was stated that 
‘ailored effects such as the Hollywood san- 
ils would be very good for the women 
ho wear the new spring suits along boyish 
‘ ilored lines. It was declared that business 
prospects for spring were satisfactory. 

Appointment of the following commit- 
ives was announced at the meeting: Legis- 
lation, A. B. Caspari, S. J.. Brouwer and 
©. A. Heuser; Advertising and Publicity, 
Charles Collar, A. C. Klein, George Vir- 
mond, Henry LeMay, Adam Zarek, J. A. 
Schumacher and Max Diamond; Welfare, 
l:dward Schneider, Joseph Pinsel and Wil- 
liam Wuerl; Entertainment, Joseph Kla- 
witter, Edward Schneider, John Geisinger, 
Frank Kuczynski and Harry Lucas; Audit- 
ing, O. C. Labude, John Wuerl and Robert. 
Ripple; Membership, Clarence Bertler, 
William Graebel, Frank Tauecek and 
Robert Kurz for the north side—John 
Pinsel, C. Roussy, O. C. Labude, William 
Vahl and Ben Lamers for the south side; 
and Joseph Klawitter for downtown. 
Grievances will be referred to the board of 
directors. 

Max Diamond, president, delivered a 
short address and reports were given by 
William Wuerl, secretary, and J. A. Schu- 
macher, treasurer. 

The entertainment committee of the 
association will meet in the near future to 
discuss plans for a banquet to be held 
shortly after Easter. 


Business Reported Satisfac- 
tory 

R. G. Dun & Co.’s weekly review of Mil- 
waukee gives the following information: 
“Retail trade is reported satisfactory, al- 
though not particularly brisk. Department 
stores, however, seem to be doing an ex- 
cellent volume of business. Hosiery manu- 
facturers are operating to capacity with 
sales in excess of those a year ago, and in 
some cases are experiencing difficulty in 
filling their orders. 
“Tanneries report an increased demand 
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for calf and novelty leathers, with pros- 
pects for future business generally favor- 
able. Shoe manufacturers state that re- 
tailers are buying chiefly for immediate 
requirements, although stocks generally 
are believed to be low. 

“Building operations are of record pro- 
portions for this season with indications 
pointing to a further increase in activity 
with the nearer approach of spring.”’ 


Go Out of Business 


The Bradley & Metcalf Co., shoe manu- 
facturers in Milwaukee since 1843, will 
quit business about May 1, according to 
an announcement made by S. P. Bradley, 
president and treasurer of the company. 

It is possible that the equipment will be 
taken over by another Milwaukee concern, 
according to Mr. Bradley. The employees, 
numbering about 150, will not be thrown 
out of work as they will be absorbed by 
other shoe companies. The firm has been 
engaged in the production of men’s dress 
shoes for many years. Offices and plant 
are at 125 Detroit Street. Mr. Bradley 
stated that his own personal desire to re- 
tire from business was the cause for’ liqui- 
dating the company. 


Help Near East Relief 


Milwaukee retail shoe merchants are 
doing their part in the Near East Relief 
work by placing barrels or other contain- 
ers in front of their stores in which people 
are requested to drop their old shoes. The 
Nunn-Bush Shoe Store, Inc., carried an 





advertisement in a local paper headed 
“Shoes Wanted,” requesting that men’s, 
women’s and children’s shoes be placed in 
the barrels in front of their stores. 


Phoenix Reports Increase 


Business of the Phoenix Hosiery Com- 
pany for the first two months of this year 
as compared with last, shows a substantial 
increase and the company reports an ex- 
cellent run of advance orders with sound 
prospects for continuance on a steadily 
advancing scale according to statements 
made to stockholders at the annual meet- 
ing. 

Officers ‘and directors re-elected are as 
follows: Herman Gardner, president; John 
E. Fitzgibbons, vice-president and general 
manager; Theodore Friedlander, secretary: 
E. C. Mason, treasurer. Directors) who 
were elected are William Wiener and Ar- 
nold Friedlander, Milwaukee; and Arthur 
Sachs, Harold Lehman and Benjamin 
Paskus, New York. 


Briethaupt’s. Open Shoe De- 
partment 


Breithaupt’s women’s wear store which 
is located in the newly-erected Breithaupt 
Building, 224 Grand Avenue, has added a 
shoe and hosiery department which has 
been placed under the supervision of Philip 
Applebaum, formerly assistant manager of 
the Chicago store of {. Miller & Sons, and 
Herman Mautner, assistant buyer of 
Marshall Field & Co. 





Spring Opening Results in 
Slight Response First Week 


CINCINNATI—Retail stores __ held 
their spring opening during the week 
ended March 15, but the weather was 
very unfavorable. It was severe and typical 
of mid-winter. New models in clothing and 
footwear were displayed. There was an 
unsteady tone to buying as a whole. 

All of the retail shoe merchants dis- 
played their newest styles in spring shoes. 
Strapped patterns with fewer and more 
simple cut-outs are shown extensively in 
the stores. Patents, satins, suedes and 
kids are contesting with each other for 
popularity while the demand for lizard 
and alligator has been growing. Kid and 
calf oxfords have been rather quiet, but 
are expected to increase in demand as the 
season advances. There seems to be no 
decrease in the demand for black. In fact 
there are more purchasers of black all the 
time and a large number of the pre- 
Easter sales are expected on black patents 
and satins and kids. In suede and kid 
strap effects, the new spring shades of 


airedale, racquet, tan bark, Jack Rabbit 
and others are gaining much notice. 


Emphasizing “Shoes for Occasion” 


More emphasis than ever before has 
been put on shoes for the occasion. This 
idea was stressed by the Cincinnati news- 
papers in spring opening issues. The shoe 
merchants here are stressing this point and 
are gradually, but surely educating the 
women of Cincinnati to this essential idea. 


Factories Report Excellent Business 


The shoe factories are going ahead at a 
rapid rate in production of footwear for 
women. Practically every plant in the city 
is operating at capacity at’ the present 
time with the outlook bright for the 
immediate future. Several plants have 
been forced to turn down orders during 
the past week because they have been 
unable to make pre-Easter delivery. Much 
after-Easter business has been booked. 

Black seems to hold a prominent posi- 
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GITY KID 
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The following SCHERER. colcrs 
are also most popular for Spri) ng 


and Summer Footwear 


Color 42 
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tien among the shoes now being turned 
ou! by local factories. Black satin is very 
popular while large numbers of black 
patents are also being produced. Black kid 
is also getting its share of the business. 
Colors do not seem to be nearly so much in 
demand as last year, softer and more 
subdued shades apparently having the 
major appeal. 


Duttenhofer Salesmen Out 
‘he salesmen of the Val Duttenhofer 
as Company branch of the United 
tates Shoe Company left for their 
ritories recently. The men will also call 
on the accounts of the Robert Wise Com- 


pany. 


SAD 


Good Hosiery Sales 


Retail shoe merchants report hosiery 
sales have been fairly good for this time of 
the year. The opening of the spring selling 
season is bringing with it a revival of 
activities in the sale of hosiery. The 
weather has not been sufficiently warm 
yet, however, to bring out a large volume 
of business. 


Vollrath in the East 


Harry Vollrath, head of the women’s 
shoe department of the Pogue Company, 
is in the East at the present time on a 
business trip for his concern. 








Enthusiasm at Retail 
Merchants’ Meeting 


The best and largest meeting that 
the retail shoe merchants of Cin- 
cinnati have held in several years 
took place in the dining room of 
The McAlpin Company on Tuesday 
evening, March 18. The guest of 
honor at this dinner was Sam 
Davis, field secretary of the Nation- 
al Shoe Retailers’ Association. The 
message brought by Mr. Davis to 
the retail shoe men of Cincinnati 
was ‘double-barrelled.”” He gave 
two distinct talks, one for the 
retail shoe merchants and another 
for their employees. The talk to the 
former was on “The Problems of 
the Retail Shoe Dealer and Some 
Ways of Meeting Them”’ while that 
to the latter group was on “How to 
Make Sales and Customers.” 

Many of the firms in the city 
bought tickets to the dinner for all 
of their employees who were thus 
enabled to hear Mr. Davis. Robert 
W. Pogue, president of the Cincin- 
nati Retail Merchants Association, 
was the chairman of the meeting. 
John Kipp, Charles Voller, Harry C. 
McLaughlin, Harry Vollrath, and 
George Dohrmann were on _ the 
| committee in charge of the dinner. 
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Easter Styles Sell Freely 
as Mild Weather Prevails 


LOS ANGELES — Delightful warm 
summer weather which has prevailed since 
the holidays, and the continued absence of 
rain has advanced the footwear séason to 
such a considerable extent that shoe mer- 
chants have been doing their Easter busi- 
ness for several weeks past and already the 
stores are displaying white kid slippers in 
many attractive styles with delicate white 
chiffon hosiery and other accessories for 
summer wear. 

Hamberger’s Broadway windows are 
filled with a complete range of styles in 
shoes for men and women at one price. 


Shoes for Boys 


Vandegrifts are featuring an all-leather 
shoe for boys. A window display this week 


consisted of these shoes in the different 
stages of construction and many placards 
explaining the durability of the material 
and how the shoes are manufactured. 


Vandegrift is Manager 

C. E. Vandegrift has taken over the 
management of a shoe store at 752 So. 
Hill Street. He was formerly the footwear 
representative for the U. S. Rubber Com- 
pany in Arizona for the past three years. 
T. R. Vandegrift, general manager of the 
Broadway store, returned from a three 
weeks’ trip to the Eastern market where 
he was buying women’s novelty shoes for 
spring. He visited Philadelphia, New York, 
Boston and Chicago. 





Spring Business Opening 
Well in Denver District 


DENVER—Retail shoe merchants re- 
port that spring business is starting well. 
They also say that the outlook for 
business during the coming months of the 
year is bright. Conditions for Colorado 
crops have been unusually good. Neither 
snow nor low temperature has caused 
any considerable damage in the farming 
region. The outlook for business in the 
Denver district for the coming months 
is good. 


Good Sales of Black 


Denver retail shoe stores at the present 
time are displaying spring styles of shoes. 
Women’s shoes are running to bright 
colors, although shoes in black are selling 
very freely. 


Dobbin Sees Good Times 
Ahead 


“Confidence is being restored in the 
minds of the American people, and that, 
in a large measure, is responsible for better 
business conditions today,’’ recently stated 


W. D. Dobbin, of the Dobbin-Raybourn 
Shoe Company of Loveland, Colo. “Our 
business for February has been a great 
deal larger than it was during the same 
month a year ago, and January, too, 
showed an increase over last year.”’ 


Johansen Co. Conference 


Harry Johansen, president of the 
Johansen Shoe Company of St. Louis, Mo., 
has bought a summer home at Troutdale 
in the mountains just west of Denver, 
according to Ralph S. Langston, sales 
representative of. the company, at a 
banquet given to 45 executives and sales- 
men of the May Company. The banquet 
preceded a theater party. A. L. Triefus, 
general manager of the May Company, 
and Frank H. Kenndall, superintendent, 
were among the speakers at the banquet. 


Shoeman Buys Paper 


George R. Adam, formerly with the 
Adam Shoe Company at Loveland, Colo., 
has purchased an interest in the Sun, a 
newspaper published in Wellington, Colo. 





More Zest to Buying in 
the Retail Shoe Stores 


SALT LAKE CITY—During the early 
part of March reports coming from retail 
shoe stores declared that there was a fair 
trend in the buying. The fact that the sun 
gradually got higher and stronger acted 


very favorably in influencing more 
women in getting out on the streets. 
There was slightly more activity in men’s 
lines than in women’s during the early 
part of the month. 
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‘The Crawford 
Arch Supporting Shank 
keeps the Arch Young 


Misshapen shoes and shoes that break 
in the shank after they are worn are 
detrimental to health and comfort. 


The Crawford Arch Supporting Shank 

keeps the shoe in shape and holds the 

foot in its proper position during the life 

of the shoe. The Crawford Arch Sup- 

porting Shank prolongs that youthful, PS eT a 

springy walk in those who are leaving the shank to the insole, and which is 
flush with the insole, you will find this 


youth behind. trade mark. Look for the trade mark. 
It is your protection. 





A valuable talking point for the retailer 
is the shoe with a Crawford Arch Sup- 
porting Shank. 


SPLIT RIVET 


KI SHAN 
The Crawford Arch Supporting Shank ny 
is built right into the shoe — fitted be- 
tween the inner and outer sole and 
locked to the insole. It cannot abrade 


the skin. Nothing in the Shoe hut the Foot 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Favorable Industrial Situation 


The industrial situation continues satis- 
factory. The new steel plant in Utah 
County, 50 miles south of here, will be in 
operation in a few -weeks. There is no 
unemployment worth mentioning and 
consumers have not declared a buyer's 
sirike, at least, such a strike has not been 
reported in the daily press. 

Black in Women’s Lines 

Black satins and patents are the leaders 
: the women’s models. Mr. Andrews, of 

2 shoe department of Walker Bros., 
seid: 

‘Step-ins in black ooze, patents and 
jiack satins were selling well. Mr. An- 
irews, who follows the style game closely, 

id the 15-8 heel was proving the most 

pular. A few others said their own 

perience was the rather lower heels 
vere being favored.” 

\. M. Wesson of the Booterie said: 
“We place, as far as the demand is con- 
cerned, black satins first, patents, and 
grays. We are expecting a big demand 
for patents to develop.” 


> ms 


am Df 


BOOT AND SHOE RECORDER 


Men’s Trade Improving 

The men’s business is improving nicely. 
Blacks and tans are selling 50-50, and, 
at some of the stores, although not all, 
oxfords comprise almost 100 per cent of 
the total sales. Oxfords, however, are far 
more popular than high shoes at all the 
stores. The volume of business done is 
about as large as it was a year ago. 


Men’s Trade Only Fair 
Salesmen at Z. C. M. I. said that men 
were beginning to buy patent leather 
shoes for dress wear. The men’s business 
is described by most of the firms as “just 


fair.” 





Speicher a Visitor 

E. E. Speicher, head of the Economy 
Shoe Store of this city and the Women’s 
Shoe Store of Los Angeles, Cal., and a 
resident of Salt Lake until a year or two 
ago, was recently a guest at the Hotel 
Utah for a few days. Mr. Speicher was 
accompanied by his wife and they at- 
tended the N. S. R. A. Convention at 
Chicago. 





Women Showing Interest 
in the Colonial Patterns 


AKRON-CANTON—Retail shoe mer- 
chants during the early part of March 
experienced a good call in women’s lines. 
Colonials are showing up well. Black and 
tan oxfords are about equal in popularity 
in the men’s trade. 

In children’s departments, sales have 
shown a steady increase since early in 
March and indications are that this class 
of trade will be steady all spring. 

Hosiery sales are reported better, with 
the women buying the lighter shades for 


early spring wear. 


McDonald Joins Mirvis 
Clarence McDonald, formerly man- 
ager of the Zanesville Bargain Shoe Store 
at Zanesville, has accepted a position with 
the M. Mirvis Shoe Co. and will act as 
manager and salesman. 


Daniel S. Kistler is Dead 

Daniel S. Kistler, 71, veteran retail shoe 
merchant of Warren, O., died recently at 
his home in that city. He came to Warren 
thirteen years ago and opened a retail 


shoe store and had been in business since 
that time. 


To Remodel Frank’s Store 


The Fred Frank store on So. Market 
Street will soon be remodelled. It is planned 
to completely remodel the store and add 
several new lines. 


To Have Shoe Department 


The Stark Drygoods Company, Canton, 
will begin building soon a modern two- 
story brick building. It will be open to the 
public late in the fall. The company plans 
to maintain a shoe department on the 
main floor of the new building. 


Attended Ohio Convention 


Canton was well represented at the 
annual convention of the Ohio Valley 
Shoe Retailers’ Convention held recently 
in Dayton. Among those from Canton in 
attendance were Jacob Zavitz, Harry 
Herbruck and Edward Zintsmaster and 
H. M. Horton: 





Shoe Sales During March 
Exceed Those of Year Ago 


CLEVELAND--Retail business has of a year ago at the corresponding period. 
continued at a fairly good rate thus far im In the shoe line, the spring trade has not 
really commenced. March has been cold 


March, and the volume is in excess of that 





91 


and raw, with sleet and snow on the ground 
some of the time. Every now and then the 
clouds are dispelled and the sun shines out 
brightly and cleacly. On such occasions 
trade in shoe stores increases. 

Merchants are looking forward to a very 
good trade for Easter and for the spring 
season. Every one interviewed here is 
optimistic. This is because of the general 
business and industrial situation in the 
city. 


Buy Decker Store 


The enterprising shoe firm of Cort and 
Berkman purchased the Decker shoe store 
at East 70th Street and Superior Avenue 
and added it to their chain of stores that 
they are operating here. 

In the last five years, these two have 
built a chain of five stores that they are 
operating in Cleveland. Each store is a 
moneymaker, and the firm is now well 
financed. 

Struggles they had aplenty in the early 
days of their business career, but they were 
working when others had their places 
closed. They watched their corners closely, 
advertised judiciously, paid their bills and 
thereby set up a reputation for honesty. 
They treated their patrons courteously 
and gave them honest values, and now 
they are reaping the benefit of such a 
policy. 


Opening of New Store 


The new Oppenheim-Collins shoe store 
at 1007-1011 Euclid Avenue opened re- 
cently. Ralph Davis is general manager. 
The concern outgrew its former quarters. 

The main floor, which is finished in 
mahogany and Tennessee marble, houses 
the hosiery, gloves, knitted wear and other 
accessory departments. The entire second 
floor is given over to women’s and misses’ 
dresses. The third floor houses the outer 
apparel departments, with furs, coats and 
suits occupying the entire floor. The 
millinery and junior apparel shops are on 
the fourth floor, while the major portion of 
the fifth floor is devoted to rest and lounge 
rooms and writing and reading rooms for 
the exclusive use of patrons. The general 
offices also are on this floor. On the sixth 
floor there are rest and lounge rooms, 
writing and recreation spaces for the 
employees. In this new building the 
Oppenheim-Collins Co. occupies 75,000 
square feet of space. 

The store is one of a chain of seven 
stores. The other establishments are loca- 
ted in New York city, Brooklyn, Newark, 
Philadelphia, Buffalo and Pittsburg. 

Mose Spero Back 

Mose Spero, the local representative of 
the Central Shoe Company, returned from 
his pilgrimage to the home office in St. 
Louis. Mose led in volume of sales the 
entire sales staff of his company’s organiza- 
tion. 
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In Colors 


TONY 
TAN 


TONY 
BROWN 


TONY 
BLACK 


A FAVORITE LEATHER 
for Golf and SPORT SHOES 


Golfers want in a Golf Shoe a 
leather that is soft to their feet but 
that also gives firm support. 


A leather that sheds water, and still 
doesn’t harden or stiffen when the 
shoes are laid away in the locker. 


CRESCO is All This—and 
MORE. 


CRESCO isn’t a greasy leather, 
but has a beautiful surface that 


takes a perfect shine. 
CRESCO may be worn to business, 


at the clubhouse or on the links 
with perfect propriety. 


CRESCO Is the Only Water- 
proof Leather that Takes and 
Retains a Polish. 


CREESE & COOK COMPANY 


SALESROOMS 
95 SOUTH ST., BOSTON 


P. A. HENRY & CO. 
706 Broadway, Cincinnati, O. 
Leather Trades Bidg., St. Louis, Mo. 


NEW YORK CITY 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Straps Are Most Popular 
of New Spring Patterns 


DETROIT—During the first half of 
March business in the retail shoe stores 
didn’t measure up to the volume attained 
during the corresponding period for the 
two prior months. The weather was 
blcmed by many merchants as the real 
case for the lull in the trade. 

VYomen continue to show a preference 

black, in satins, suede and patent 
ther. While there is no decided change 

in ‘he type of shoes sold, straps continue 
favorites, and the Colonials are taking 

-mer hold in some stores. Grays also are 

ted as reviving in popularity. 

n referring to the slump of business 

ing the first two weeks in March one 
anager of a large store said: “It will be 
fair to compare the volume done last 
ich with March of this year because 
caster made that a good month. The way 

r us to compare business is to take the 

onths of March and April together and 
compare results in that way.” 

Easter coming late in April makes the 
shoe merchant optimistic. A sound local 
business in manufacturing circles makes 
all classes of retail shoe merchants look 
forward with expectations of good business 
as soon as the weather settles. 


Buckles in Steady Demand 


Buckles are being pushed in some stores, 
although in others there appears to be little 
expectations of any considerable business 
in this line. The J. L. Hudson Company, 
had considerable space devoted to the ad- 
vertising of buckles in a recent Sunday 
paper. If the business in buckles can be 
revived it will be to the interest of the shoe 
merchant to make it possible by displaying 
and pushing these little ‘‘additional” profit 
makers. 

There is a decided absence of shoe ad- 
vertising in the daily papers. This indi- 
cates that merchants are “marking time.” 
Small spaces are being used in an effort to 
keep in touch with the public, while the 
big campaigns will not be started until 
about April 1. 


Adds Juvenile Department 


S. L. Bird & Sons recently added a 
juvenile department in which infants’, 
children’s, misses’ and growing girls’ lines 
will be featured. This department is on the 
second floor in charge of W. S. Dowler, 
who is manager of the men’s and boys’ de- 
partment. 


Hickey Sells Out 


The business operated by E. J. Hickey 
at 1275 Woodward avenue has been sold 
to Koblin Bros. Outlet store. The new 


firm is adding women’s lines as well as 
men’s. ; 


Entertain Movie Star 


The I. Miller shoe department at 
Russek’s was the scene of a unique 
reception when Miss Jerrie Dean, known 
as Mary Pickford’s double, was present at 
the store one afternoon during the week of 
her engagement at the Orpheum. 





Strong Trend Toward the 
Sandal Models in Seattle 


SEATTLE—Spring opening in Seattle 
shoe shops recently put further emphasis 
on the importance of colored sandals and 
semi-sandal strap pumps as well as gray 
and airedale tones. Among the shops 
prominently displaying colored shoes are 
Baxter & Baxter, Turrell’s, Eggert’s, The 
Boston Shoe Shop, Wallin & Nordstrum 
and Shuart’s. Elaborate displays and 
floral decorations of unusual size and 
beauty characterized the opening features 
of the stores. 

Suede is the leading material in the 
spring trade with browns, grays and black 
the preferred shades. Patent leather is 
proving particularly popular in the various 
styles of Colonials. The spring season has 
opened auspiciously and merchants are 
anticipating a very successful selling 
period. 

One of the most important events of 
the spring season in shoe circles was the 
opening early this month of the new 
Second Avenue shop of Baxter & Baxter. 
The interior is harmonieusly developed in 
seafoam green and mauve tones. The same 
pleasing effect is carried out in specially 
designed wicker furniture and rich, heavy 
carpeting. 

T. A. Baxter, senior member of the firm, 
and B. H. Baxter, the junior member, have 
been in the shoe business in the west. 


Sam Davis, Speaker 


Sam Davis, secretary of the National 
Shoe Association, spoke at the last 
regular dinner of the Seattle Retail Shoe 
Dealers’ Association on the subject of 
“‘Salesmanship.”’ He stressed the import- 
ance of turnover in the shoe business and 
put the responsibility on the buyer. “A 
buyer who knows his business can take 
care of the turnover problem with a fair 
amount of help from the sales force,’’ he 
said. 


Report Good Business 


Business in Seattle branch stores of the 
Florsheim Company make are better than 
the average in the Middle West and other 
Pacific Coast communities, according to 
R. E. Carson and George Smith, local 
managers of the stores, who have returned 
from a three weeks’ tour of inspection of 
stores and the Chicago Florsheim factory. 


Princus Opens Store 


J. Princus is closing out his line of 
women’s novelty shoes at 310% Pike 
Street and has opened a new shop for 
women at 322 Pine Street. Popular-priced 
shoes are stressed in the new shop and 
good business is reported. 





Shoe Merchants of Iowa to 
Hold Convention March 25 


DES MOINES—The biggest thing on 
the program of the retail shoe merchants 
for this month is the Fourteenth Annual 
Towa Retail Shoe Dealers’ Convention 
which is to be held in Des Moines on 
March 25 at the Hotel Fort Des Moines. 
This three-day convention, says President 
T. Frank Jaques, promises to be the best 
in several years. A special effort is being 
put forth to have things to interest the 
smaller retail merchants as well as the 
larger. 

Secretary Ira L. Welch will bring a most 
welcome report to the convention this 
year, namely a sizable bank balance. This 
has been due, says Mr. Welch, to the strict 
economy in the administration. 


The Traveling Men’s Auxiliary helped 
the association a great deal this year; in 
fact, more than ever before. This has been 
especially true in the way they have helped 
the convention association in the planning 
of entertainment. In return the Iowa Re- 
tail Shoe Dealers’ Association officials are 
urging that a part of the-orders for May 
and June be placed at the convention on 
March 25, 26 and 27. 

The entertainment for the wives of the 
shoe retailers of Iowa has been very care- 
fully planned and all the women are 
promised a delightful visit. Mrs. E. C. 
Wiltsey, wife of the president of the Des 
Moines Retail Shoe Dealers’ Association, 
is the chairman of the women’s committee. 
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In “The French feria 


“y 
Diamond Brand (Visible) 


Fast Color Eyelets have gen- 
uine celluloid tops that never 


lose their 


Scintillating! 
I* bringing to the screen the joy 

of life that is the birthright 
of Youth, Miss Mae Murray, 
Metro Star, the very personifica- 
tion of buoyant, pulsating youth, 
has earned the gratitude of theatre- 
goers of every age. Graceful, 
vivacious, full of charm, her screen 
characterizations are chaste cam- 
eos against a kaleidoscopic back- 
ground of exotic, colorful settings. 


ARN 
In “Fashion Row” 


They promote easy i 

retain their original fim 

indefinitely, and 
outwear the 


Fascinating! 
i dae diversity, artistic audacity 

and élégance of Miss Mae 
Murray’s costumes are a constant 
source of wonder and delight to 
her audience. Her exquisite taste 
and discrimination are manifest 
in the care she bestows on every 
detail of her wardrobe. Miss 
Murray’s footwear is finished with 
visible eyelets, the identifying mark 
of superlative quality and style. 


Ask for shoes with visible eyelets! 
UNITED FAST COLOR EYELET COMPANY 


DIAMOND BRAND (VISIBLE) FAST COLOR EYELETS 


Manufacturers of 


ws! 
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New York Stores Report a 
Better Tone to Business 


NEW YORK—A slightly better tone is 
app rent in the local retail shoe trade. 
Cor-umers are showing more interest in 
new and seasonable footwear and sales in 
mary of the stores are reported to be 
sho . ing distinct improvement. The weath- 
er, ogether with a late Easter, are be- 
liev'd to be largely responsible for the 

.ess with which the spring season has 

oped so far. A better demand for 
es shoes is one of the bright spots of 

rade at present with blacks showing 

tronger than they have for many 
ing seasons past. 


Fewer Novelty Patterns 


ere has been a noticeable let-up in the 
duction of novelty patterns in the 
r grade shoe stores, although in the 

small shops that dot the theatrical 
ct patterns of extreme design are 
introduced with great profusion. 
ate cut-out work on high-heeled, 
vamp footwear, particularly of the 
il type is shown in constantly new 
ons. The flowers of the field, Mah- 
Jon: tiles and even the animal kingdom 
have been drawn upon for inspiration for 
footwear designed primarily for the flap- 
per trade that buys on the basis of a new 
pair a week. 

In the Fifth Avenue shops, however, 
more conservative footwear is forging 
rapidly to the front. Medium height heels, 
medium toes and conservative strap or 
gore patterns prevail. Many of the smart 
shops are showing footwear with con- 
trasting piping as the only decoration or 
with moderate cut-outs. 


int! 
bet! 
ma 
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Ela 
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Rhinestone Monograms 
for Women’s Shoes 


Liberal showings of the small 
rhinestone monograms to be worn 
on shoes instead of the conventional 
buckle are being made and a good 
business on them is reported. One 
leading shoe store recently devoted 
the larger part of one window to a 
showing of these monograms or 
initials attached to the shoes in 
various manners. Already they are 
being worn on the street, one of the 
favorite styles of wearing them, 
being the placing of the initial on the 
side of the straight pumps, or over 
the button on a single one strap. 











Suedes Gaining in Popularity 


As the season progresses the call for 
suedes increases. Browns run from the 
dark shades to light sand shades and in 
gray there is also a wide range of shades 
although the darker shades appear to be 
in the lead at present. 

Patent leather is holding up well and is 
expected to continue strong throughout 
the season. 

More showings of white shoes are ap- 
pearing and some early business is being 
done on them. From the early demand the 
original belief that plain whites will be the 
best sellers for the summer season is well 
substantiated. 





Period of Winter Weather 
Curbs Activity in Stores 


BOSTON—The most severe blizzard 
of the winter season swept over the city 
and district in the middle of the week end- 
ing March 15 and buying in the retail shoe 
stores was almost at a standstill as far as 
the demand for shoes was concerned. Most 
stores reported good trade on rubbers and 
galoshes, but several of the larger stores 
even reported that overshoes moved slow- 
ly, due to the lateness of the season. 

The week prior was an ideal spring 
period of weather and here and there shoe 
stores reported women were commencing to 
show interest in the new spring lines. But 
the impetus accomplished that week was 
nullified by the severe winter weather 
which followed. 

Several of the high-grade stores received 
new patterns and it was noticeable that 


the designs leaned sharply toward more 
simplicity. Suede materials are selling very 
well in the medium-priced and also the 
high-grade stores. Black is still very much 
in the foreground in both suedes and sat- 
ins. And black patents are generously 
displayed in the new spring numbers. 

Colored sandals in the low priced 
women’s stores were prominently dis- 
played. The bright colors of red, blue and 
green kid loomed up conspicuously in 
strap effects, carrying the low heels. They 
are absent in the better grade stores, how- 
ever. 

Genuine alligator shoes for women in 
one-strap patterns have shown surprising 
strength in the high-priced stores, but there 
is nothing to indicate that this promises 
to be a steady condition. 
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Men are expressing a good deal of in- 
terest in heavy oxfords of tan shades. The 
J. L. Esart Co., 46 Boylston Street, sell- 
ing men’s high-grade shoes, reported a 
steady business in black and tan oxfords. 
One of the company’s new models carries 
a reverse welt. It is made of light Russia, 
with two rows of spaced stitching, single 
sole and made over a Haig last. The tip 
is generously perforated with a new design. 


New and Distinctive Shop 


The Dorothy Dodd Boot Shop has been 
conducting a “house warming” the past 
week. The doors of this charming retail 
shoe store for women opened wide to the 
public on March 14. This day was de- 
voted to general congratulations and re- 
ceptions. The next day, business was in full 
swing, and according to Eastern Manager, 
J. L. Southwick, “‘trade was phenomenal.” 
The new store is located at 23 West Street, 
in an ideal section for women’s footwear 
selling. In addition to shoes, a very at- 
tractive hosiery department has been in- 
stalled, and in this connection, buckles 
and other findings are sold. E. A. Bloom- 
quist is the store manager. 


In Empire Style 


The shop has a ten-foot front and ten 
feet are devoted to the space just inside 
the door of the store; there are 52 feet of 
seating capacity. The whole store is in 
Empire effect and the black and gold of 
the color scheme make for an atmosphere 
of simple elegance. The cartons are on the 
golden hue and the rug is in neutral shades, 
The chairs are worthy of special mention, 
each one being individual, and in black 
and gold, in harmony with the decorative 
motif. Many-paned windows as wall dec- 
oration, hung with curtains of golden 
silk, and little candles ensconced either 
side, are effective. Within the store a 
pleasing touch is given to the upper panels 
of walls above shelving, by a moulding in 
golden twisted rope effect. Over the 
cashier’s desk is a picture of “The Old 
Commercial Traveler,”” by Owen Bailey 
of London, which illustrates the traveler 
of the early eighties. 

This store carries 4,000 pairs of shoes 
on its shelves. Stock is carried in the base- 
ment. The walls of the store are pleasingly 
relieved and supply closets concealed by 
mirrored doors, the woodwork of which 
carries the laurel wreath decorations in 
arched effects. 

There are five retail salesmen, and two 
women in the hosiery department. 


To Address Salesmen 


The Boston Retail Shoe Salesmen, Inc., 
will hold its next meeting on Monday 
evening, April 7, at Dupont’s Restaurant. 
The meeting will be preceded by a dinner 
at 6:15 P.M. The speaker of the evening 

‘ will be Dr. A. F. Staeger, registered 





BOOT AND SHOE RECORDER March 22, 19% 





*‘Consider the Lily’’ Tall and stately yet graceful is this newest of 


Le “Amco’’ Klassic Shoe Ornaments 


“THE LILY” 


In keeping with the season and present shoe styles, we offer 
this new goring ornament of beads in combination with 
puffed satin or leather center to match your shoes. 


Le “Amco” ornaments are designed and made to fit the 
style of the hour. 


Whether a manufacturer or a retailer you can benefit much 
by letting us build an ornament to fill your needs. 


Shoe by 


sec - innin Abe Manheimer & Company 


Le “Ameo” Lily 
14th and Locust Streets St. Louis, Mo. 


























Ready Now 


for 


The Old Dependable Cake ae tm, 


Dressing for White Shoes 


‘‘The Name Blanco Is Signal of the Best 
Available White Cleaner”’ 


| LAING, HARRAR & CHAMBERLIN 


Sole Distributors for the United States 
Carried Also in Khaki 
and Web 


43 North Third Street - - Philadelphia 
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chiropedist, Boston, who will give a 
demonstration of curing different’ foot 
troubles. Dr. Staeger will bring with him 
ove of his patients and will show “how he 
does it.” ; 

Nomination of officers for 1925 will 
take place. 


aster Saturday a Holiday 

Merchants of Boston and vicinity are 
c afronted by the fact that Easter 
Saturday this year comes on the same day 
a: Patriots’ Day, a legal holiday. That 
ncans the closing of the stores on Easter 
S:turday, usually the biggest and best 
dey of the year for the sale of shoes. 

There is a general disposition to make 
the most of the situation, and to drive 
seles of Easter shoes early in the week. 


Committees Appointed 


Che first meeting of the newly elected 
board of directors of the New England 
Shoe and Leather Association, was held at 
headquarters, 166 Essex Street, Boston, 
March 5, with President Herbert T. Drake 
presiding. 

Reports on some of the more important 
current activities of the association were 
made by Secretary Thomas F. Anderson 
and various committees. 

Harry I. Thayer, chairman of the as- 
sociation’s export managers’ council, gave 
an interesting report covering the plans of 
the council for an intensive survey of 
foreign trade possibilities and methods. 

C. L. Garritt, chairman of the associa- 
tion’s special committee on street traffic, 
reported that the committee had made a 
careful study of the proposal of the Boston 
City Planning Board for a new inter- 
mediate highway bisecting the central 
part of Boston proper and which is ex- 
pected to greatly relieve congestion in the 
downtown section and be of special value 
to the shoe and leather district in con- 
nection with the trucking of merchandise 
across the city. Mr. Garritt reported that 
his committee was a unit in favor of the 
plan. 

The secretary reported on the work of 
the association’s councils, of its Shoe and 
Leather Continuation Class, the recent 
annual convention—Exposition of the 
National Retailers’ Association in Chicago, 
at which New England made a notable 
showing, and also reported progress in 
regard to the annual Boston Show, to te 
held in Mechanics’ Building, July 14-17. 

Resolutions proffering the association’s 
co-operation to the National Foreign 
Trade Council in connection with the 
Eleventh National Foreign Trade Con- 
vention, to be held in Boston, June 4, 5 
and 6, and authorizing the association’s 
export managers’ council to represent the 
association at the convention, was unani- 
mously adopted. 

President Drake announced the appoint- 
ment of the following committees for 1924: 


Executive: Arthur W. Wellington, chair- 
man; Harry I. Thayer, Albert N. Bigke, 
president and secretary, ex officiis. =< — 

Tariff and Legislation: Charles H. Jones, 
chairman; Edward T. Cady, Elliott L. 
Macdonald, William J. McGaffee, Alfred 
W. Donovan. 

Foreign Trade: Herman E. Lewis, 
chairman; Horace R. Thomas, Arthur E., 
Wright, John E. Driscoll, M.E. Hayward, 
J. D. Rickard. 

Transportation: Philip H. Fraher, chair- 
man; P. J. Nangle, Charles Ault, Burt W. 
Rankin, Carlton R. Blades. 

Domestic Trade: Harry W. Crooker, 
chairman; Wm. J. Fallon, Wm. J. Mc- 
Gaffee, Louis M. Hannum, Al. A. Rosen- 
bush. 

Industrial Education: Frank C. Allen, 
chairman; Buford H. Jones, W. H. Nash, 
Charles C. Hoyt, L. H. Gilson. 

Membership: Burt W. Rankin, chair- 


man; Herman E. Lewis, Fred B. Rice, 
Charles C. Hoyt, Albert N. Blake. 

Debts and, Debtors: Thomas F’.. Dolan, 
chairman; James B. B. Smith, A. H. Rich. 

Insurance: John A. Gardner, chairman; 
Geo. P. Crafts, W. H. Nash. 

Hide and Skin Trade: Owen C. Howe, 
chairman; Maxwell J. Lowry, Maj: F. H. 
Briggs. 

Tanning Materials, dyestuffs and chemi- 
cals: Willis R. Fisher, chairman; Edward 
T. Cady, Frank C. Allen. 

Committee to Co-operate with Shoe and 
Leather Manufactures Division, Depart- 
ment of Commerce: Albert N. Blake, 
chairman; Howard N. Cole, M. E. Hay- 
ward, Philip H. Fraher, Charles Ault. 

Committee to Co-operate with Hide and 
Leather Division, Department of Com- 
merce: Harry I. Thayer. 

Delegate to Massachusetts State Cham- 
ber of Commerce: Frank C. Allen. 

Official Auditor: Herbert F. French. 





Lynn Concerns Preparing 
for the Summer Season 


LYNN—Shoe manufacturers are look- 
ing forward to an early opening of the 
summer shoe season. Even a May Day 
opening is predicted for cities in the snow 
belt, to whom the good old summer time is 
doubly welcome. 

Start selling summer shoes in early May! 
With styles changing as fast as they do, 
that ought to bring a demand for a second 
crop of summer shoes by Fourth of July. 

This idea of selling two pairs where one 
was sold before is borrowed from the men’s 
hat trade that made men buy two straw 
hats in a season instead of the one straw 
hat that they bought before. 


All White Order 


“Let’s see how styles open up today,”’ 
said T. J. Kiely, as he started to open the 
morning mail. The very first letter was an 





Created in Lynn 


A patent sandal to be worn with nude hose. Maker's 
name on request. 


order. “It’s an all white order,” said Mr. 
Kiely. “Every pair to be of white leather, 
either kid or cabretta. Looks encouraging 
for white shoes, doesn’t it?” 


Specialists in Straps 


Genstil Shoe Company, a new firm for 
Lynn, is making only strap styles. In fact, 
it aims to be specialists in straps. E. J. 
Lally sells the product. He used to sell 
R. H. Mitchell Shoe Company. Edward 
Snow, who also was with the Mitchell 
Shoe Cumpany is in charge of the produc- 
tion. Most of the shoes going through are 
patents or satins. 


In “Sandal Land”’ 


Merrill, Porter & Co. keeps ‘Sandal 
Land’’—that’s their new’factory, going at 
capacity. Sandals everywhere. That’s the 
whole story. Patent sandals are first and 
foremost. They have been for some time. 
But there are also colored sandals, in- 
cluding whites. 


New Enterprise 


The Lynn Flexsole Shoe Company has 
taken the factory of Chesley & Glennon 
in the Fabens Block on Union Street and 
will make novelty shoes. 


Reason for Patents 


A Lynn salesman, just home from New 
York, says that a hosiery man counted 
stenographers going along Broadway, and 
found that 99 in 100 of them had on light- 
colored stockings and novelty shoes, 
mostly patent, or satin. The salesman says 





BOOT AND SHOE RECORDER 














(GHB = GOOD APPEARANCE pes (erp. 


ghee mata ; PLUS STURDINESS “Saiy" 


52 
raat 1 eerie. These are DIFFERENT sstitchdowns. 
hy i - ; Made by the modern process without Terms: —3% 10 days 
White J552— 836-11...... 1. tacks or staples; being fastened with 
Nene a HE 8: Ee stitches only, they are repairable, by the 
same method as is a welt. Because the 
finest materials are used in every part, 


the result is a shoe of unusual sturdiness. 


34— 
35—834-11 ....... 1. 











If your business is the selling of good 
shoes, then here is a line you shouldn’t 
overlook. 


Oxford IN STOCK 


Creased Vamp Oxtord It would be a pleasure for us to send 
IN STOCK samples. Tan {i ¢ - 9%: 


Smoked 
No. 820 —Patent Leather—24- as Choc. 


No. 821—Tan Fik—2%4-7.. 2.25 New price list is now ready. Elk 


MILLER SHOE COMPANY, :: SALEM, — 


J. E. DAY, Manager 


836-11. 
134- 2...... 
2i4- 8. 




















NOW IN OUR NEW HOME 


F. W. HAHN sb nity Inc. 
‘“The House of Hahn” 


(Established 1850) 

for the Fourth Time in its 
history has outgrown its four 
walls. We own our new large 
and commodious home at 420- 
424 St. Paul Street, where our 
friends and customers will be 
most welcome. 


Complete and Smart Shoes for 
Men, Women and Little Folks 


Wholesale Distributors of 
Salesmen are Now Out HOOD FOOTWEAR and TIRES 


with Late Spring and Early Summer Samples of Shoes, also When in Rochester Visit 
Rubber Footwear. the “‘ House of Hahn” 


F. W. HAHN CO., Inc. 
420-422-424 St. Paul St. Rochester, N. Y. 
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thet stockings have more to do with shoe 
sty'es than ever he imagined. 


More Wood Heels 


Judging from present signs, wood heel 
shoes are going to a new peak this spring— 
and will stay there. 


Elk and Crepe 


new oxford is of white elk with crepe 
les, the new kind of soles with the round 
s. It’s for sport wear. 


More Blacks 


lurphy, Gorman & Waterhouse have 
ther capacity production shop. Colors, 

r after Easter, are being made in quan- 
s. Strap styles are first and foremost. 
early summer, it looks like a lot of 
k shoes in patents and satins. “Jack” 

orman is due home from the Pacific 
st with more orders. 


Last Firm Enlarges 


{cNichol, Taylor, Inc., manufacturers 
ists, Lynn, recently bought the Boston 
ast Company of Boston. They also have 
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Lynn Style Points 


Patents hold strong; gaining, if 
anything. 

Satins follow this pace. 

Whites are in larger demand. 

French lasts with Spanish heels. 

More plain straps. 

Repeat on novelty straps. 

Sport oxfords—some with crepe 
soles. 

New dressy sport types. 











leased 20,000 feet of floor space in the 
Realty Building at 192 Broad Street, this 
city, and will move into it, their present 
last factory. In addition to stylish lasts 
for women’s shoes, in which they have 
been engaged since 1916, they will make a 
new line of men’s lasts. Arthur B. Taylor 
has resigned from the Golbert Last Com- 
pany of Worcester, to take charge of the 
manufacture of men’s lasts. He is a brother 
of Edric R. Taylor, who is president of 
McNichol, Taylor, Inc. Arthur B. Taylor 
becomes vice-president of the Company. 
Thomas T. McNichol is treasurer. 





Quiet Tone to Men’s Trade 
in Brockton Shoe Plants 


BROCKTON —For this time of the 
year, which is ordinarily characterized with 
briskness in the shoe factories, conditions 
are dull. The fact that Easter comes on 
April 20, later than usual, is mentioned in 
some sources as indicative that orders 
might be late in being placed. 


Golden Anniversary 


George E. Keith Company this year will 
celebrate the 50th anniversary of its foun- 
dation by the late George E. Keith. This 
celebration comes in July. Plans have been 
perfected and active work is under way by 
the various committees to put through a 
program which will be worthy of the occa- 
tion. In addition to the large number of 
executive workers connected with the 
George E. Keith Company plant, to- 
gether with salesmen covering all parts of 
the country, it is expected that several 
thousand merchants, largely Walk-Over 
dealers will’ be in attendance during the 
week of the celebration. 

Plans are being made for the housing of 
these guests in Brockton, Boston and other 
localities. On every piece of printing which 
goes from George E. Keith Company the 
present year is embossed the representa- 
tion of a gold seal, significant of the 50th 
anniversary. William T. Card, sales man- 
ager of the George E. Keith Company is 
one of the foremost workers in the prepara- 


tory plans. At the beginning of the year he 
issued a Walk-Over calendar of 1924— 


each week having a leaf bearing some de- 
sign and appropriate thought. The position 
which the George E. Keith Company occu- 
pies in the shoe industry emphasizes the 
importance of the Golden Anniversary. 
Aside from its own organization and mer- 
chants, it will attract the interest and 
attention of the trade in the United States, 
as well as many foreign countries. 


Committees for the Shoe Style 
Show 


Looking forward to the Shoe Style Show 
to be held in connection with the Brockton 
Fair in October next, the committees for 
this department were appointed at a recent 
annual meeting of the organization. Its 
members are: Hon. John S. Kent of M. A. 
Packard Company, honorary chairman; 
Frank E. Packard of George E. Keith 
Company, chairman; William B. Nash of 
W. L. Douglas Shoe Company, style show 
director; George M. Rand of Tolman 
Print Inc., decorations; Frank M. Bump, 
secretary and treasurer; Miss Mollie F. 
Hurley, models and dancing; J. Frank 
Beal, music; Miss A. L. Glidden, advisory; 
A. Scudder Moore, electrical; Harold Hay- 


ward of The Preston B. Keith Shoe Com- - 


pany, supervision; William W. Mac- 
Arthur, of Mawhinney Last Company, 


99 


and Frank E. Cobb of Tolman Print, Inc., 
shoe exhibits. 


Concern to Make Additional 
Shoes 


A. E. Little Company, manufacturers of 
men’s and women’s high-grade shoes, 
arranged with the Boot and Shoe Workers’ 
Union for a price that will enable the con- 
cern.to make a new No. 1 grade shoe, thus 
increasing the production of the Brockton 
plant. 


Emery Is Bank President 


By reorganization of the Plymouth 
County Trust Company, one of Brock- 
ton’s oldest established financial insti 








their pictures laken on horseback. . Wales 
on the left and Mr. Field on the right. 





tutions, John L. Emery, head of the 
Emery Leather Company of Brockton has 
been chosen president. Mr. Emery has an 
interesting history in connection with the 
shoe and leather business. As a young man 
he worked in the factories of Daniel S. 
Howard, one of Brockton’s pioneer shoe 
manufacturers, and later in other shoe 
manufacturing plants in Brockton. In 
preparation to going in business for him- 
self, he cleared off part of the cellar in his 
home and began to cut shoe trimmings. 
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“LITTLE TRETCO” 


For Misses, Children, and Infants 


675—Red Kid Grecian, 
3-8—$1.85 814-11—$2.35 1144-2—$3.00 
Also in Blue and Grey Kid and White Calf 


674—Same in Patent and Tan Calf, 


3-8—$1.75 84%4-11—$2.25 1144-2—$2.85 
1144-2 made with Rubber Heels 


Over 200 Styles Manufactured and Carried 
“IN STOCK” 
Send for Samples and Complete Catalogue 


THE ROBT. E. TUBMAN CO. 


109-11-13 So. Hanover Street 
BALTIMORE, MD 








CLEANER DRESSING 


Sport shoes are made of soft leathers, 
many of them in delicate shades. They 
demand a special cleaner which will not 
remove the color and ruin the shoes. 


SPORT SHU is the material used in 
shoe factories, and the steadily increas- 
ing sale to the retail trade the past three 
years proves its outstanding merit. 


Insist on genuine SPORT SHU. Every 
bottle (screw capped) packed in an 
attractive individual carton. Sold to 
retail at 25c. Your jobber can supply 
you. If not, order direct from the manu- 


facturer. 


New England Blacking Co., Inc. 
24 Binford Street 


BOSTON, MASS. 
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“Foot Lite’’ 
Ballet 
Slippers 
IN STOCK 


SUPERIOR PRODUCT THROUGH 
LONG EXPERIENCE 


SOFT TOE BALLETS 











SHOE MFG. CO. 


PHILADELPHIA 


1} 
} 
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The visitor to Boston on 
Business or Pleasure will find his 
time conserved and his interests 
enhanced by stopping at the 
Essex. 


“ESSEX SERVICE SATISFIES” 


The Essex Hotel Co. : 


J. J. McCarthy, Pres. 
T. A. McCarthy, Treas. 


M| ve {ey 
nn thE wal Al al ‘il al a 
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His first stock was bought from Ellis Cope- 
land, who is now associated with Bion F. 
Reynolds, Inc., of this city, while his first 
order was from Linus H. Shaw who is head 
of tie Acme Heel Company of Brockton. 
As ‘he business grew, Mr. Emery built a 
fact ory and later enlarged it. During the 
pas! fifteen years his business has been 
conducted under the name of Emery 
Leo‘ her Company. 
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O. M. Fisher Returns 


President O. M. Fisher of M. A. Pack- 
ard Company has returned from a tour 
which extended to Honolulu, Hawaiian 
Islands. On his arrival at San. Francisco, 
on his return to the United States, Mr. 
Fisher was met by R. J. Prince and James 
Schilling, Pacific Coast representatives of 
the company. Mr. Fisher combined busi- 
ness with pleasure while on his trip. 





Sandals in Wide Variety 
of Patterns for Spring 


ji: SOCHESTER—The Eastwood stores 
are showing new sandals made by hand 
an’ bearing such names as the “Thebes,” 
“Waverly” and “Chi Chi.”’ The “Thebes” 
ha- a center strap and two cross straps 
giving support. Large perforations form 
the ornamentation and the shoe comes in 
patent leather, gray, fawn, brown or 
bleck. The heel is low. 


Fifty Different Styles 


\ most elaborate showing of more than 
50 different styles for both men and 
women was advertised by the Sterling 
Shoe Store in materials of suede calf or 
patent leather.- 


Guarding Against Foot 
Troubles 


According to Harry Phelan of Phelan's 
Shoe Store, 90 per cent of the foot troubles 
from which adults suffer had their begin- 
ning in the faulty fitting of their feet 
when they were children. Phelan believes 
in carrying narrow widths in children’s 
shoes. At all times customers can find six 
widths from AA width for children from 
four years of age up and the B width in all 
sizes from the infant's first walking shoe. 


Sandals for Spring 


“Snug at the ankle, open at the instep,” 
expresses the tendency of the new spring 
sandal, according to H. J. Van Arsdale, 
manager of the Walk-Over Shoe Store. 
Sandals in a variety of strap effects in 
brilliant shades of red, jade green, Chinese 
blue and lavender, Mr. Van Arsdale be- 
lieves will be worn. 


Death of Mrs. Pidgeon 


It was with extreme regret that the 
local shoemen learned of the death of 
Emily Ruth Pidgeon, wife of William 
Pidgeon, Sr., and mother of William 
Pidgeon, Jr. 


Utz & Dunn Salesmen Out 


Salesmen representing the Utz & Dunn 
Company are now in <aeir territories with 


summer samples and a long line of stock 
shoes. The Utz & Dunn Company, which 
is one of the pioneers in the selling of shoes 
on a four-season plan, reports a wide 
acceptance of its new sales policy. 
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The following men are carrying the Utz 
& Dunn line: C. K. Wheeler, Texas, 
Oklahoma; Marvin Wheeler, Louisiana, 
Arkansas; Louis Tiger, Rocky Mountain 
States; C. H. Kennett, So. Dakota, Wis- 
consin; H. P. Utz, Pennsylvania ;W. David- 
son, New York; M. W. Crosby, Michi- 
gan; F. M. Johnson, Iowa; L. A. Mullen, 
Kansas, Nebraska; A. B. DeVille, No. 
Ohio, Indiana and Chicago; F. R. Mont- 
gomery, Ohio, W. Pennsylvania; J. H. 
Voorvart, Illinois;,A. P. Richards, New 
England. 


Leckinger to Move 


The Leckinger Shoe Shop will move to 
its new store at. 35 Franklin Street about 
May 1. The removal is made necessary by 
the fact that the Sibley, Lindsay and Curr 
Company department store is making 
extensive alterations and will occupy the 
entire block. 





Unsteady Note to Buying 
of Shoes in Haverhill 


HAVERHILL—Shoe manufacturing 
firms of this city have been affected by the 
lack of buying. It is apparent that buyers 
are holding off until late before making 
purchases. Although Easter comes later 
than usual this year, this fact has not yet 
proven to be of advantage. 

However, Haverhill shoe factories are 
operating at about 63 to 65 per cent 
capacity and signs point to an increase 
within the next few weeks. 

Salesmen are showing new samples, and 
orders for future delivery are coming in 
well. The tendency toward plainer pat- 
terns is evident, but there is also much 
business on fancy models. 


“Zev” Sandals in Stock 


Collins & Staples, manufacturers of 
women’s turns who have created such a 
widespread interest in the novelty known 
as the “Zev” sandal, will carry this spe- 
cialty in stock for spring and summer in a 
variety of colors and combinations. A list 
of representative shoe manufacturers are 
producing the ““Zey”’ sandal under license. 


Rearranging Factory Plant 


Wright, Gorevitz & MacNamara Com- 
pany is rearranging the factory plant and 


making changes in its personnel. This con- 
cern is making up some smart styles in 
women’s McKay novelties which they will 
bring before the trade. 


S. M. Karelis Is Dead 


Sundal M. Karelis, formerly a shoe 
manufacturer, died at his home in this 
city, March 9. He was born in Russia 65 
years ago and was a resident of Haverhill 
for 34 years. He engaged in shoe manu- 
facturing and built up a successful busi- 
ness. Later, the Karelis Shoe Company 
was formed. Mr. Karelis was a member 
up to a year ago, when he retired on ac- 
count of ill health. He leaves a widow and 
six children: Max, Jacob L. and Abraham 
E. of this city, Mrs. Louis Rosenmand, 
Brooklyn, New York, Mrs. Joseph Gold- 
berg, Salem and Mrs. Benj. Shir, Boston. 


New Shoe Company 
Messrs. Frank Beal and W. H. Smith, 
formerly associated with a local shoe 
manufacturing concern, have made ar- 
rangements to engage in the manufacture 
of shoes in Haverhill. Both members have 
been for a long time connected. with the 
shoe industry. They will make women’s 

turn shoes for the wholesale trade. 





Demand for Women’s Shoes 
in a Variety of Patterns 


PHILADELPHIA—Factories have not 
been receiving the volume of orders they 
expected to get after the N.S. R. A. con- 


vention and are only fairly busy. To com- 
plicate the situation, demand is spread 
over such a variety of patterns and ma- 
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terials that manufacturers hesitate to 
proceed confidently on any numbers for 
fear that they may no longer be in de- 
mand when they have them made up. 
Most of the present business consists of 
Easter footwear. In it patents and suedes 
predominate. There is virtually no call 
for shoes of glazed kidskin and only in- 
cidental call for satins. The demand for 
fancy shoes shows no signs of weakening. 
Factories feel that it is too early to make 
any predictions about whites, but there is 
a feeling that they will be good in kid, 
calf and buck. The average factory is 
running between 60 and 75 per cent of 
capacity, although a few are running up to 
capacity. There are, however, very few 
orders on the books beyond the Easter 
period. Prices show no changes other than 
the usual fluctuations. 


Good Wholesale Trade 


The Federal Reserve Bank of Phila- 
delphia, reporting on the wholesale shoe 
situation here, says that the volume of 
orders placed with wholesalers for ship- 
ment during February, March and early 
April is good and is said by some mer- 
chants to be larger than it was at this time 
last year. The colder and more stormy 
weather of February has resulted in an 
increased sale of rubber goods by retail 
merchants, but except in rare cases they 
have not been compelled to go to whole- 
salers to replenish their stocks. It is said 
that it is now too late in the season for 
reorders of rubbers to be important. 
Stocks in retail merchants’ hands are said 
to be light or moderate. Stocks held by 
wholesalers are larger than they were last 
year. The demand has covered a wide 
range and novelty shoes for women, 
misses and children, and the more staple 
oxfords for men, women and children have 
ali been bought with considerable freedom. 
Collections have decreased somewhat 
during the month and more than the 
usual number of slow accounts is reported. 


Some Improvement in De- 
mand 


Paul 8. Lippincott, Jr., president of the 
Philadelphia Shoe Travelers’ Association, 
says that the seasonable weather of the 
past month has changed the attitude of the 
retail merchants and brought increased 
demand. Black, brown and gray suede are 
all in good demand. There has also been a 
slight increase in the call for kid shoes. 
Sandals are quite popular. There is also 
some call for gores. 


Looks for Advance 


James E. Kelly says he would not be 
surprised to see men’s shoes advance in 
price shortly. He bases his prediction on 
the recent advance on calfskin and the 
tightness of the sole leather market. He 
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reports the business is good and is con- 
siderably in excess of that done at the 
same time last year. 


Looks for Brilliant Colors 


C. R. McClellan, representing A. J. 
Bates and Company, expects to see fair 
demand for red, green and blue kid shoes a 
little later. At present, demand is concen- 
trated on black, brown and gray suede in 
strap and cut-out patterns. 


Giving Shoes to Needy 

The retail merchants, organizations of 
Philadelphia and Pittsburgh have already 
started the assembling of unsalable shoes 
from their members to be turned over to 
the Near East Relief, according to a cir- 
cular letter issued by George M. Garman, 
state secretary. He is urging the smaller 
cities and towns to expedite this collection. 
Postcards containing blank spaces for 
the name of the retailer, the number of 
shoes he can ship, and the date when 
shipment will be made are being sent out 
to retailers. 

The Philadelphia Shoe Travelers’ As- 
sociation has also joined in the movement. 
William F. Schoell, the secretary, has 
addressed a letter to the members of the 
association urging them to co-operate in 
every possible way with this movement. 


Four Styles in Welwyn Shoes 

The Strawbridge and Clothier store is 
offering four styles in Welwyn shoes at $12 
a pair. The first is an open work-oxford of 
patent leather with quarters of black ooze 
calf and 114-inch Spanish heel; the second 
is a patent leather pump with a narrow 
buttoned instep strap, an open-work vamp 
and quarter—this is also offered in black 
gun metal or genuine brown calfskin; the 
third is a sandal pump of patent leather 
with narrow open-work strap and open- 
work quarter, also offered in brown calf- 
skin or black gun metal calfskin; and the 
fourth is a two-strap pump of black glazed 
kidskin with a series of French-bound eye- 
lets cut in the strap. 


Offerings of Newark Shoes 

The Newark Shoe Stores, located in 
every section of the city, are including in 
their offerings one-straps of gray suede 
with ornamental trimmings of gray kid 
and suede covered military heel; gray 
suede Colonials, with novelty leather 
ornamentation, Puritan buckle, and gray 
suede covered walking heels; and black 
suede anklettes with center strap, trim- 
med with gun metal, and with low heels. 


Featuring Sample Shoes 
Freed’s, 1920 Diamond Street, a store 
which buys sample shoes direct from 
manufacturers, is featuring pumps of 
patent leather trimmed with gold at $7.85. 
This store specializes in narrow widths. 





: Colcord & Walker. Inc. 
Turn Footwear for Women 


HAVERHILL, MASS. 


Factory 84 DUNCAN ST. 











FASHION FOOTWEAR 
Women’s Fine Turns 


pumps im the latest designs and finest leathers. 
TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. 








Phillips Shoe Co., Inc. 
Makers of 
Women’s Turn 
Slippers 


RE E curs 


Or sep tan Gan on 190 coh Send for 
WELSON H. GROVER CO. 161 SUMMER ST. BOSTON 


























INFORMATION 


for Shoe Geretinaste 




















Teal Daby, Shoe Q ony 


= Preprreter 
anvers. sachusetts 


Baby Shoe 


of POSNERS 
SHOES & STOCKINGS 


FOR INFANTS ,CHILDREN 
AND YOUNG LADIES 


EASEORY, DR. APR POSNER SHOES, INC. 


Soft Soles and Moccasins 


Ask your Jobber for our 
Goods. We DO NOT sell 
the retail trade. 


Newcomb-Anderson Shoe Co. 


ROCHESTER, N. Y. 


“ELAM” 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 


ROCHESTER, N.Y. 
Boston Office, 16 Columbia Street 


AShoe forBoys 
That Wears 


Marston & Tapley Co. 















































For Mon Ween | poms Children 
Carried gw erage 
Bliss & Richardson. Shoe Co. 








BOOT AND SHOE RECORDER 


Community Shop at Lynn 


Lynn, Mass., March 18—Stockholders 
of Bartlett, Somers Company, an old- 
established concern, voted to accept a 
proposition made to them by James M. 
Daley, and his associates of the “Golden 
Rule” enterprise. The proposition provides 
that Bratlett, Somers Company shall issue 
two blocks of new stock, one of first pre- 
ferred stock, par value of $50 a share, to be 
sold to employees, and the other of com- 
mon stock, $100 a share par value, to be 
sold to Lynn business men and citizens 
generally. Banks aré receiving subscrip- 
tions for the new stock, and, at the time of 
writing, the indications were that the new 
stock would be quickly taken up. 

Employees of Bartlett, Somers Com- 
pany raised among themselves pledges to 
buy $30,000 worth of the new stock. 
James M. Daley, and his associates, who 
were formerly with the Cushing Shoe 
Company, raised among themselves a 
fund of $12,000. With this fund they 
planned to start a new shoe manufacturing 
enterprise, but subsequently made an offer 
to put their money into Bartiett, Somers 
Company. 





Aylwin L. Martin Withdraws 


Philadelphia, March 18—Aylwin Lee 
Martin of the firm of Jenkins-Martin, sales 
promotion and advertising, withdrew from 
the concern on March 7 because of illness 
in his family. He will move to a southern 
climate. William Jenkins is carrying on the 
business. 





Mulholland to Open Store 


Saratoga Springs, N. Y., March 17— 
Patrick J. Mulholland, a retail shoe mer- 
chant here for 16 years, has opened a shoe 
store for himself at 390 Broadway. He was 
recently manager of the Schoen Shoe Com- 
pany of this place. The new store will 
carry men’s, women’s and children’s shoes. 








Rules for Fitting Shoes 


A last maker reports he has these 
rules, which he learned in his ap- 
prentice days; two sizes longer than 
the foot a woman's shoe should 
always be. An eighth of an inch 
smaller than the foot at the ball joint 
should a shoe be, if of light leather; 
1/16 of the inch if made of medium 
leather, and full and equal measure 
if of heavy leather. 

An eighth of an inch smaller than 
the foot measurement should be the 
instep measurement of the shoe. 

The bony framework of the foot 
should be the basis for fitting the 
shoe by shape as well as by size. 
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To Discuss Problems 


Appleton, Wis., March 19—Meetings of 
the retail shoe merchants will be devoted 
to the discussion of local business problems 
for the first quarter of the year according 
to the decision made at the last meeting of 
the organization. Later in the year, out- 
side speakers will be invited to address the 
meetings. The fact that shoe dealers de- 
rived great benefits from co-operation was 
pointed out through comparison with 
business conditions of previous years. 





Stovall’s Business Growing 


Brownsville, Texas, March 17—The 
Model Shoe Shop, of which G. A. Stovall is 
proprietor, has shown remarkable growth 
and the management, in consideration of 
the development of the business, is plan- 
ning toenlarge and remodel the store. Mod- 
ern display windows will be involved in the 
change and other improvements will be 
made to be consistent with the installation 
of new windows. The store carries Nettle- 
tons, Bostonians, Wicherts, Selbys, Arch 
Preservers and other shoes. 





Washington, March 5—A cable dispatch 
from the American Commercial Attache 
at Paris, to the Department of Commerce 
states that by a decision published in the 
Journal O fficiel March 2, the exportation 
from France of cowhides, curried, dyed, 
or printed, intended exclusively for car- 
riage building, fancy leather goods, and 
furniture, is now permitted without 
license. : 





Hardin in New Position 


Terre Haute, Ind., March 20—C. R. 
Hardin, formerly buyer for the A. Herz 
Department Store of this city, recently 
accepted an appointment as buyer with 
the National Cloak & Suit Company of 
Kansas City, Mo. 





Two Girls Manage Al- 
toona Shoe Store 


Altoona, Penn., Mar. 18.—Bend- 
heim’s recently observed the 43rd 
anniversary of its entrance into the 
shoe business. Two girls, Misses 
Erna and Tessie Bendheim, have 
been managing the store for the 
past three years and during that 
period the business has shown con- 
siderable growth. # 

A new front and new windows add 
much to the inviting atmosphere 
of the store. The entrance is one of 
the most attractive in Pennsylvania. 
The girls do all the buying and sell 
the latest patterns in shoes. 
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More Activity in Men’s 
Trade Than in Women’s 


BUFFALO—The present attitude of 
Buffalo's retail shoe merchants could be 
no more aptly described than by the 
phrase, “watchful waiting.”” Every effort 
to stir up interest in the spring footwear 
has proven futile. While it would not be 
correct to say that women have paid no 
heed to the many new models displayed 
by stores in the downtown section, it is 
nevertheless true that they are not in a 
buying mood. 

Because of the lateness of Easter, women 
are deferring the purchase of their spring 
frocks and until they have selected their 
raiment they appear loath to buy foot- 
wear, which may not be in harmony. 
Hesitancy may be attributable to another 
reason—the same one that makes the shoe 
dealer wary of purchasing heavily of the 
earlier spring models. The women, too, 
have come to look for some later styles 
which may outshine in popularity those 
featured at the present time. 

The inquiry, as far as colors are con- 
cerned, has varied little from that for au- 
tumn footwear, blacks still predominating 
in satin and patent slippers and pumps. 
Strapeffects are, if anything, more popular 
than last fall. When the Easter garb is 
purchased, however, it is believed colors 
to match will find favor in the new shades 
of suede. 

Proportionately there is more business 
in men’s than in women’s footwear at the 
present time. Light tans with soft toe and 
creased toe effects are moving steadily. 
Merchants appear to be achieving some 
success in their advocacy of shoes for 
occasions. 


Another Sterling Store 


Alertness in presenting the rapid changes 
of styles as they appear in eastern cities 


- and the adoption of a single popular price 


—$6.50—made possible by economies in 
operation and large buying power have 
placed Buffalo’s Sterling Shoe Stores con- 
spicuously among the country’s most suc- 
cessful retail enterprises. 

Recently a new store, exclusively for 
men, opened at 303 Main Street, in the 
Ellicott Square Building, extending to 
men in this busy section of the city the 
same service offered by the two other local 
Sterling stores and by the branch at 
Niagara Falls. A distinctly clubby atmos- 
phere has been created by means of in- 
dividual, roomy .chairs, smoking stands 
and other mannish appointments. The 
opening exhibit featured shoes of the soft, 
toe-box types, double deckers with stitched 
heels, shield tips, variations of the popu- 
lar plain toes and a complete array of the 
new bright tan colors. 


To Occupy New Store 


Eichenger and Traut, orthopedic spe- 
cialists, who have been in business since 
the first of the year in a suite of rooms on 
the third floor of the Childs’ Building, 
have abandoned their original plan to take 
the entire second floor of the same build- 
ing. They have decided to occupy a street- 
level store. On April 1, they will move 
into the premises at 412 Pearl! Street, near 
the corner of Chippewa Street. 


Next Meeting March 26 


Plans for the summer activities of the 
Buffalo Retail Shoe Dealers’ Association 
will be discussed at the next meeting to 
be held at the Statler Hotel on March 26. 
At that time reports from the membership 
committee of which Oliver L. LaReau is 
chairman—will be received. The campaign 
thus far has been productive of almost a 
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score of new members and it is believed 
almost double that number will be en- 
rolled before the drive comes to a close. 


Measer Co. to Move 


The William Measer Co., of William:- 
ville, N. Y., has purchased the Hoffman 
Building on Main Street and will move its 
gents’ furnishing and shoe business to the 
new location, about a block away on 
April 1. 





Trimmings for Shoes 


Lynn, Mass.—Buckles and small orna- 
ments used over gores hold their place in 
style. The ease with which the shoes can 
be put on or off commands them. 

Piped seams are proper styles. Satins 
are piped with silver, and white shoes wit! 
colors. 

Tailored bows are talked of to be worn 
with the new tailored dresses: An experi- 
mental model shows a bow over a gore 
Southern ties, with ribbon bows, are in the 
sample lines. Square brass eyelets are use: 
in sport oxfords. 





Movie Star in Style Show ai 
Texas 


Austin, Texas, March 18—A Style 
Show was recently held at the Queer 
Theatre here with Corrine Griffith, sta- 
of the movies, appearing in person. Shoe: 
for the occasion were provided by Carl H 
Mueller. Miss Griffith wore a smart look- 
ing pair of Mr. Mueller’s shoes. 
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Strong Call for Colors in Upper Leathers 


Bulk of Sales Being Made in Small Orders—Blacks and 
Whites Command Most Attention 


WHAT IS BEING Upper leather de- 
BOUGHT mands for style 
footwear centers around the fancy 
tannages and colors of calf and kid. 
More call is evidenced for whites and 
blacks in suede, also airedale shades in 
both suede and smooth finishes. 

The Chinese colors are very strong, 
especially in choice high grade tan- 
nages. Some beautiful calf leathers are 
being shown made from choice im- 
ported raw stock coming from Sweden, 
Holland and other European markets. 

Higher grades of kid in white and 
fancy colors are in better request. Kid 
tanneries are busier than some months 





High Lights of the Week 


Small lot orders comprise the bulk 
of sales. Prices firm however on recent 
advances. 

Raw stocks as a whole are higher in 
proportion than leather. 

Tanners continue a policy of cau- 
tion, still curtailing in keeping with 
demand. 

Call for colors is strong feature of 
the upper leather demand, also the 
interest centers in blacks and whites. 

Further declines in hides market 
tends to less active buying on part of 
tanners. 

Sole leather tanners determined to 
curtail further, rather than sell 
leather at a loss. 


SIDE UPPER Business is rather 
LEATHERS quiet in the general 
run of side leathers, although the 
better grades and colors are being given 
considerable attention. The full grain 
colors in the best tannages are quoted 
at 26 to 30c per foot, 25c for the me- 
dium and 20c for the lower. The call 
is fair for blacks, prices usually 2 to 3c 
per foot lower. 

Tanners are busy filling orders for 
elk leather of the various tannages, at 
prices ranging from 34 to 44c per foot. 
Smoked sides are amoung the good 
sellers, prices ranging from 26 to 30c. 
Glazed horse is quoted at 26 to 28c, 





with the best grades and colors in 
smoked horse quoted at 36 to 40c. 








ago. 
The call is improving for patent colt 
and kid, also patent chrome kip and 
sides. Demand increases for colored patent for children’s shoes. 
Grain leathers are selling well for men’s high grade shoes for 
sport wear and young men’s shoes for academy and college wear. 


SUEDE The volume of business is not what it should be at 
LEATHERS | this time of year. Some of the leading tanners say 
that not over 60 to 75 per cent of what it ought to be right before 
Easter, but the popularity of suede leathers is pronounced, and 
will undoubtedly prove a very strong factor in the high grade and 
novelty footwear this spring and summer. The predominant 
shades wanted are airedale, racquet and tanbark, also black 
suede. 

These colors are approved by the Textile Color Card 
Association, and blend beautifully with the dress, hosiery and hat 
shades for women which it is desired to match. 

There is no change in the prices of suede from the past few 
weeks. The top selections of fancy colors bring from 55 to 65c 
per foot and medium grades from 40 to 50c. There are still cheaper 
selections quoted from 25 to 35c. The call continues good for 
white kip suede, the prices ranging up to 45c per foot. Also, other 
colors of kip suede are being well sampled. Buck leathers con- 
tinue in strong demand in the popular shades. There is improve- 
ment in the call for white buck. Prices range from 30 and 35 to 
45c per foot, and there has been a slight advance on the better 
grades. 


CALF The demand for the top selections of calf centers 
LEATHERS around the same popular shades as mentioned 
above. There is also a good call for white calf in the smooth 
finishes, and the Chinese colors—blue, red and green. The top 
selections of these leathers bring 55c per foot for some tannages 
which are made from foreign skins. Many of these skins are very 
fine of texture, and the raw stock comes from Scandinavian 
countries. 

The top selections of calf in colors made from domestic skins are 
quotable at 40 to 45c per foot, and some of the more choice 
leather from 45 to 50c. Tanners have never before had such a 
beautiful array of colors and finishes in calf leathers. There is also 
a fair call for the medium and cheaper selections of calf at prices 
ranging from 25 to 35c per foot. The demand is active for the lead- 
ing tannages of grain calf, especially among those tanners who 
make a specialty of high-grade grain for sport footwear. 


KID The call for better tannages of glazed kid is fairly 
LEATHER §ssatisfactory, and some of the leading tannages are 
well sold up due to the call for fancy colors. There is also a much 
improved demand for whites, some tanners maintaining that 
this appears to be a black and white season. Some large sales 
of kid have recently been made to leather dealers. There is a 
better call for brown in the popular shades than a few weeks ago. 
There is some confusion in the demand, owing to the great num- 
ber of colors. Some shoe factories are cutting from 20 to 30 colors 
at one time. Kid colors which are very popular are black, red, 
champagne, airedale and the many shades of gray. Prices are 
unchanged for the past few weeks, the top selections of colors 
ranging from 65 to 80c per foot; the medium grades of kid bring- 
ing from 40 to 45c per foot, and cheaper selections below 30c, 
according to quality and tannage wanted. 


PATENT Patent chrome sides are meeting with a good call. 
LEATHER While tanners and japanners are not operating at 
full capacity, a good sale is reported on the standard tannages. 
The market for full grain chrome patent sides made from the best 
class of raw material stands at 45c per foot for choice; 35 to 40c 
for medium, and 25c per foot for the lower grades. The top selec- 
tions of patent kid and colt are in better call, with prices 
listed as formerly; 65 to 75c per foot for the top selections of 
patent kid, and patent colt 55 to 65c. The call continues to in- 
crease for colored patent leather for children’s shoes. 





Real Summer Season in New York 


New York, March 18.—Retail shoe merchants of New York 
today voted to swing in with the apparel industries in fostering 
a real summer season, beginning May 15 to 20. The apparel 
interests, under the leadership of the National Garment Re- 
tailers’ Association, has combined in a vast nation-wide cam- 
paign to foster four distinct seasons, winter, spring, summer and 
fall, with definite opening dates for each season which will have 
a psychological effect upon consumers, through advertising and 
window displays. 

Mr. Adler in bringing up the subject of shoes for the occasion 
asserted that every well dressed New Yorker has at least five 
pairs of shoes in his wardrobe, two pairs of tan shoes, one pair 
of black shoes, a pair of patent leather dress shoes and a pair of 
sport shoes for walking, golf, or other sports. 





BOOT ANDSHOE RECORDER 


FOR EVERY SEASON 


Winter and summer—here’s a moccasin that sells all year 
’round. In winter it is an ideal house slipper for comfort and neat 
appearance. In summer campers and tourists find that it is cool 
and soothing. No vacationist’s equipment is complete without 
these Snug-lers. 


This moccasin is one of several new Snug-lers—each built with 
the expert workmanship and high-grade materials that have 
made Snug-lers the standard quality line. 


™JContinue your slipper profits through the summer months. 
Cash in on the vacation appeal, and sell Snug-lers the whole year. 


United States Rubber Company 


March 22, 1994 
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Winter Weather in East Stimulates 


New England sections were hit 

hard by a severe blizzard, the 
heaviest snowstorm of the year sweeping 
over the eastern part of the district with 
-esult that interest in shoe stores cen- 

< on the demand for rubbers and over- 


D URING the week ending March 15 


eports from shoe stores in Boston and 

ry eastern cities stated rubbers sold 
very well, but the demand for overshoes, 
probably due to the extreme lateness of 
the winter season, was not so pronounced. 
However, the snowstorm gave merchants 
an opportunity to clean up on their odds 
nds in rubber merchandise. In some 
large stores, rubber goods had been 
moved to the basement prior to the storm, 
which is an indication that the season for 
rubber canvas footwear is not far distant. 

Akron, Ohio, factories report production 
is going along at an even keel with every 
indication pointing to a splendid season in 
rubber canvas footwear. The most recent 
information from that source follows: 
“The situation in Akron rubber footwear 
factories has changed but little since the 
first of the year. Production is going along 
at an even keel. Acceleration of spring 
orders and buying is already being 
felt in most of the major plants, 
with the result that more men are 
being added to the payrolls week- 
ly. 

“Next month ‘should see the 
heaviest demand for heels and 
athleticfootwearin recent months, 
officials report. Work is progres- 
sing rapidly on the new addition to 
the boot and:shoe building at the 
B. F. Goodrich Company plant. 

The new addition will permit the 
installation of a number of new 
and up-to-date machines.” 


The Manufacture of Rubber 
Shoes 


An item printed in the India 
Rubber World in the March 1 
issue states almost half of the rub- 
ber shoes of the country are made 
in the Boston district. The item 
follows: “Almost half of the rub- 
ber shoes of the whole country are 
now manufactured within the 
metropolitan district of Boston 
and the present output exceeds in 
value the total for the United 
States in 1914. The daily produc- 
tion of the Hood Rubber Products 
Co. of Watertown alone exceeds 
75,000 pairs in addition to large 
quantities of tires, tubes, battery 

’ jars, rubber heels and soles.” 


and 


display sends a 


Rubber Sales 


_Men Wear More Rubbers 


That men are wearing more rubbers is a 
well-known story. Here is a new illustra- 
tion of it: A recent morning in March the 
snow and sleet coming down, a traveler 
came out of South Station in Boston, 
where he had arrived from the West on a 
night train. First thing he did, even before 
getting his breakfast, was to go to a retail 
store, and get himself a pair of rubbers. 

“This is the sixth pair of rubbers I have 
bought this season,” said he. “The five 
other pairs I have are at home. They are 
no good to me there. I need rubbers now. 
I am not going to take any chances with 
catching a cold, and getting laid up for a 
few days just for the sake of saving the 
price of a pair of rubbers.” 

So he bought his rubbers, and went on 
his way, with his feet warm and dry. The 
clerk recognized him as a man who does a 
large business in leather for shoes. But 
that is only an incidental part of the story. 
The main argument is that business men 
are realizing that it is good business to 
keep in good health, and fit for the day’s 
business. Like this man, they won’t take 
the consequent loss to their business, 


A window display featuring Keds,"rubber; soleZcanvas footwear, made by 
the United States Rubber Co. The boys are ali wearing canvas{shoes. The 
ity by indicating the hold that can- 
vas footwear has on boys. The card reads, “‘ KedsYand the_boys are real 





ge to the 


companions in work and piay.” 


merely for the sake of saving the price of a 
pair of rubbers. 





Hosiery Firm Opens New 
York Stock Room 

Harrisburg, Pa., March 19—The Moor- 
head Knitting Co., Inc., of Harrisburg, 
makers of Monito Socks, who have main- 
tained a metropolitan district sales office 
for a number of years, announced re- 
cently the opening of a stock room in 
Underway Store No. 7, in the Fifth Avenue 
Building, at 200 Fifth Avenue, New York 
City. L. A. Michaels, manager in charge, 
states that a steady growth of Monito 
Sock sales has necessitated the establish- 
ing of a stock room for “fill-in” service. 
Advance orders will continue to be filled 
from the main plant in Harrisburg as 
heretofore. 





A Novelty Shoe 

A novelty shoe, called the Ritz, made by 
Cruise & Sullivan, Lynn, Mass., has a 
vamp in a series of six strips of contrasting 
materials, each strip being a bit wider than 
a baby ribbon. For instance, one vamp 
shows strips of suede and dull calf, an- 
other shows satin and suede, and 
a third shows two tones of gray 
kid. The shoe certainly is in the 
class of “something different.” It 
fastens with an instep strap. It has 
Chinese perforations on the sides. 

Its heel is medium in height. 





Points on Colors 

“Black shoes make up 50 per 
cent of the shoes that I counted on 
Fifth Avenue.” That is from a 
manufacturer who was in New 
York last week. 

“Fifty-five per cent of this order 
calls for black shoes. The remain- 
der is spread over browns, grays, 
whites and other colors.” That is 
from the sales manager of a con- 
servative Lynn firm. 

“Those blonde stockings bring 
a demand for black shoes.”” That’s 
from a salesman. “I glanced into a 
store window. I saw stockings of 
‘such bright colors that we could 
not hope to match them in shoes. 
The merchant solved the ques- 
tion by showing them with black 
shoes.” 

“Blue will be a fashionable 
color for dresses.” That is from a 
style authority. “It means black 
shoes.”” So says a Lynn manu- 
facturer. 
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Sportocasins 


Supreme for Real Golf 


Built on the Genuine 
Moccasin Principle 


“Piping Rock” 
for Men 


Style 204—Vamp and backstay of 
Special Sportocasin Brown Veal. Tip 
and quarter of Natural Puritan Veal. 
Sole and heel of genuine English- . 
Ceylon Latex. Grain oak doubler and , 
counter. Calf quarter lining. 


IGHEST-GRADE shoe stores and shoe departments in the large cities and in C 
other communities having golf and country clubs are making Sportocasins their 
golf-shoe leaders, for one significant reason: 


—because Sportocasins have become a commanding factor in the world of golf 
footwear, and the steadily-growing demand for them is proving distinctly profitable to the 
shoe merchants who sell them. 


Sportocasins have converted thousands of men and women golfers—celebrities as 
well as ordinary players—to the supreme comfort of our genuine moccasin construc- 
tion. They have found in Sportocasins every technical requirement for a golf shoe, 
plus a degree of foot-ease no other shoe gives. 


That’s the reason we are opening new dealer accounts, of the highest rating, every 
day! Ask for Sportocasin literature describing the full range of Sportocasin patterns 
and leathers, and our dealer sales-service plan. 


"THE SPORTOCASIN CoO. 


YARMOUTH, MAINE 
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President McWhirter Talks Co-operation to Southwestern Boys 


Texas and Oklahoma Merchants and Travelers Held Constructive Joint 
Convention—Cleveland Travelers Elect Officers 


LL the Southwestern folks, shoe 
travelers and merchants, are still 
~ receiving congratulations on the 
“biggest and best ever” Fort Worth con- 
vention, when the “Real Shoe Peddlers,” 
as “Daddy” Phil Ritter, calls them, co- 
operated one hundred per cent in an educa- 
tional and constructive program. 

Director W. T. Mitchell addressed the 
first joint session and expressed the pleas- 
ure of the travelers in being a part of the 
convention gathering. He further stated 
that a great step forward had been made 
when travelers, retail merchants, manufac- 
turers, and jobbers could work together in 
one great convention for the advancement 
of the industry in which all were interested. 

He announced as slogans of the travelers 


“Walk and Be Healthy,”’ “Shoes for the 
Many” and “Increased Compensation.” 


Hurrah for McWhirter! 

The Southwestern Association is proud 
of the fact that Buford McWhirter, char- 
ter member of the Southwestern and the 
present secretary-treasurer of that organi- 
ziation was selected to be its president. 
President McWhirter addressed the retail 
merchants as well as the travelers. The 
keynote of his speech was the plea for a 
closer understanding between all parts of 
the industry, a getting back to a three 
buying season, if possible, and an adjusted 
cempensation for the traveling man. 


John O’Brien Talks Higher Compensation 
John E. O’Brien, representing the A. J. 


’ Bates Co., former president of the National, 


and member of the Southwestern, gave an 
interesting address on observations that he 
had made from his experience in selling 
shoes. He showed the reasons why .the 
travelers were entitled to a higher compen- 
sation; he also said the traveler must do 
his part in bringing about the compensa- 
tion. 
Ten Charter Members Present 

The Southwestern has reason to believe 
that it would be difficult to find a more” 
loyal bunch than theirs anywhere. When 
Buford McWhirter asked that the charter 
members stand up, the following were 
greeted by loud cheers: Phil A. Ritter, 
Claud Ritter, W. A. Vaughn, L. S. Katz, 
C. C. Crisher, J. L. Sullivan, E. H. Muse, 





wear 
Baillie Co.; J. 23 Sullivan, D. A 


A group of members @f the Southeseslern Association who atiended 
Texas Relators, O Oklahoma Retailers and Southwestern Shoe Travelers was held. Ri 
ion; J. E. Miller, Goldstein Sons & 7, Ine.; 

rmstrong & Co. 
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MMiddieets Shox Shoe Co.; Claude Ritter, Selly Shos 


ling from left to right they are: Ei 


Phil A. Ritter, Selby Shoe Ci ys; L. 
R.E. Patterson, Chas. WS trohbeck, I Ine. and Clapp § Tapley Co.; Buford McWhirter, 


me Hanzen, Tweedie Foot- 


Kaiz, Thos. D. Gotshal: Co. and Johnson- 
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Specializing in 
Satisfaction 


That the Burdett Line is a satisfactory one to tie 
up with, is forcibly indicated by the way our cus- 
tomers repeat and stay with it. It is a line with 
which the retailer has few complaints—just the 
sort of line you ought to be acquainted with. 


In Stock ’ 
Style 352—Turn. White Fik 
California Sandal. Spring Heel. 
815-11, C-D............92.78 
4-8, C-D. . . $2.35 
Style 750—Same in Patent. 
84-11, C-D...... . $2.60 
4-8, C-D........ ...- $2.25 


In Stock 
Style 665—Gordon Welt (ex- 
ceedingly flexible—no box), 
Tan Elk Moccasin Play Oxford. 
SG, ER... i aaiv: i. GSS 


In Stock 
Style 450—Welt. Patent Gre- 
cian Sandal. 1144-2, B—-D,$3.00 
Style 350 —Same, 844-11, B-D, 
Spring Heel.............$2.65 


In Stock 


Style 860—Welt. Tan Calf Ox- 
ford. 1144-2, B-D 

ee ee ame, 844-11, B-D, 
Spring Heel... . $2.65 


1924 Spring Catalog just off the press 


Burdett Shoe Company 


LYNN, MASS. 
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UT new life into your children’s shoe 

department with Acrobats. Once you 
have sold them to a mother, you have 
made a friend. She will tell her friends 
about the store where she purchased the 
wonder-wearing shoes for children,—and 
“word of mouth” advertising is the most 
valuable of all advertising, although it 
costs you nothing. 


The Acrobat patented “Double Welt” 
construction is the secret of the splendid 
success of this double-lasted, triple- 
stitched all-leather shoe. It will pay you 
to investigate. 


No. 1107 


Chrome patent, full 
quarter lace oxford. 


In stock: 


3-8 C, D, Buck 
Chrome Sole. $2.10 10 


No. 1700 


Chrome Patent, 
One Strap, Buck 
Chrome Sole, 

Spring Heel, In 
stock: 3-8, C, D, 


Our Spring and Summer 
catalog shows our “‘in stock”’ 
line. Write today. 


Shaft - Pierce Shoe Co. 


228 3rd Street, Faribault, Minn. 


Specialists in Children’s Good 
Shoes Since 1892 
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J. L. Carson, Eugene Hauszen and B. 
McWhirter. A picture of eight of these 
charter members was taken. 


Women Traveler Interests 


Mrs. Georgie S. Sterling, the Cinderella 
Saleswoman, representative of Everett and 
Barron, is one of the best known and most 
popular members of the Southwestern. 
Her sample room was on the third floor of 
the Texas Hotel, and resembled somewhat 
a reception room, for “All the other fel- 
‘ows” had to come to greet her on the 
opening day of the convention. Every 
member of the Southwestern knows her and 
was ready to relate some experience when 
he last saw her in Texas, Arkansas or Okla- 
noma. If he has ‘forgotten her name by 
chance, he remembers the important fact 
‘hat she is the “Cinderella Lady.’’ She at- 
tended every meeting of the travelers, 

very joint meeting with the retail mer- 
‘hants, never missed a dinner or a ban- 
quet, was on deck for the dances and 
booked a lot of orders besides. 


Five Past Presidents Attend 

R. E. Patterson, has the distinction of 
having headed both the retail merchants 
and the travelers. He was present at the 
recent meeting, took active part in the 
open forum discussions and served on the 
resolutions and,nominating committees. 
Phil A. Ritter, appeared to be enjoying 
every feature of the convention. During 
the banquet, when a young entertainer 
was doing the latest thing in jazz, he rose 
from his chair to get a better view of the 
performance and forgot entirely to eat. 
Finally, at the request. of his fellow trav- 
elers, he was inducedto be seated and got 
inon the banquet feature to some extent. 
J. U. MeAllister did much to make the 
convention a success. He was chairman 
of the hotel committee and arranged for 
much of the entertainment. He was given 
a rising vote of thanks for his efforts as was 
the general convention chaizman, L. E. 
Langston. 

Among those travelers who came from 
beyond the confines of the Southwest were: 
Ben J. Holder, from North Carolina, repre- 
senting Shaft-Pierce Shoe”Cé.; Edward 
Reinhart, California, of the Harry W. 
Crooker Company, Inc.; W. J. Hettle, 
Ohio; A. W. Hadley, Louisiana, of Wit- 
chell-Sheill Co.; J. L. Sullivan, of New 
York and Buford H. Jones, of Massachu- 
setts, representing Thomson-Crocker. 


Officers Elected 

Officers were elected, as follows: Thomas 
(“Tom”) Collins, Ferris Shoe Company, 
President; Vice-President, E. H. Muse, 
E. P. Reed Co.; Secretary-Treasurer, B. 
McWhirter, Middlesex Shoe Co. 

The following directors were elected: 
P. M. Harris, McElroy-Sloan Co.; W. T. 
Mitchell, Julian and Kokenge Co.; and 
Herschel Williams, Roberts, Johnson & 
Rand. 
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E. Z. BUZEK 


Elected for the ninth conseculive time Secrelary- 
Treasurer of the Cleveland Shoe Travelers’ Club. 





Allen Interested Ladies 


J. A. Allen, representing the Laird, 
Schober Company, put on, during the con- 
vention, a clever exposition for the women 
of Fort Worth. This he called, “Open 
Day.” Here the ladies investigated his 
beautiful line at his sample room. He re- 
ports that the shoes made of ostrich skins 
were a source of much comment, especi- 
ally when told that the retail price would 
be around $30. He states that lizard skin 
shoes came in for their share of interest 
and that undoubtedly- there will be some 
demand in Fort Worth for these shoes. 


Kruger Interested Men 

In the sample room of J. J. Kruger, rep- 
resenting the Marion Shoe Co., were 
many shoes that attracted attention of 
visiting merchants. The shoe with a key 
was perhaps the center of interest. This is 
a shoe with an adjustable arch and was 
demonstrated by Mr. Kruger. It is proving 
to be one of the fastest selling shoes of his 
line. 

“The fact that a man can adjust his shoe 
to suit his feelings by taking a key from his 
pocket is both attractive to the imagina- 
tion and most comfortable for the foot,’’ 
said Mr. Kruger. 

In discussing the problem facing the 
salesmen of men’s shoes, he said that it was 
necessary to educate the men. It was his 
opinion that women could be of much ben- 
efit in this matter. ‘Men are just as sus- 
ceptible to style appeal as women, but 
women haven’t made them feel the neces- 
sity for it,” said Mr. Kruger. 


Mosey President of Cleveland 
Travelers 


A. F. Mosey, of the Endicott-Johnson & 
Co., was elected President of the Cleve- 
land Shoe Travelers’ Club at a meeting 





‘ 
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held at Cleveland, March 1. He succeeds 
Lou Hall of Detroit. E. F. Buzek was for 
the ninth consecutive time elected Secre- 
tary-Treasurer. Stanley Cutter was chosen 
first Vice-President and George Woodruff 
second Vice-President. Committees will 
be appointed later by the President. Ways 
of increasing interest in the work of the 
Association were considered. A series of 
five weekly meetings will be held each of 
the succeeding five Saturday noons in 
Hotel Winton as a means for testing the 
interest of members in their Club. Ques- 
tion of opening Club Rooms was con- 
sidered and action deferred. Earl C. Logan, 
of the Sheldon School of Salesmanship, was 
elected an associate member. 


Boyd-Welsh Salesmen’s 
Roster 


The Boyd-Welsh Process salesmen are 
now out in their territories and are doing a 
healthy spring business: 

“Jim” Stoner, Special Representative; 
Jas. A. Dougherty, Pacific Coast Sales 
Mer.; C. A. Arnold, Chicago, 1913 Re- 
public Bldg.; A. E. Berry, Arizona, Colo- 
rado and New Mexico; Wm. Beyersdorfer, 
Kentucky, Alabama and Tennessee; C. A. 
“Steve” Brodie, Denver and Northwest; 
L. E. Butts, New England States; H. G. 
Clark, Arkansas, Tennessee and Mis- 
sissippi; W. H. “Bill” Fassig, Missouri, 
Iowa and Illinois; G. Walter Johnson, 
Georgia, Florida and South Carolina; 
Geo. W. Morgan, Ohio and W. Virginia; 
W. L. Ramlose, New York State, New 
Jersey and Pennsylvania; V. L. Rash, 
So. Illinois, Indiana and Michigan; 
Ed. W. Schnetke, Milwaukee, Indiana, 
Michigan, Canada; B. E. Sims, Texas; 
Wm. Sorensen, Middle Western States; 
Elmer C. York, Wisconsin, Minnesota, 
North and South Dakota; J. J. Dulaney, 
Australia; A. G. Johnstone, British Isles; 
A. Tyree, New Zealand. 

J. C. Boyd, President, Jack T. Welsh, 
Vice-President and H. F. Taylor, Treas- 
urer, are all good salesmen and are booking 
big orders on their women’s street and 
theatrical footwear. 


Watson Adds to Salesforce 


The Watson Shoe Co. has recently 
added two salesmen, namely Fred Snyder, 
who for eight years past represented the 
Ault-Williamson Shoe Co., and later the 
former Chas. K. Fox folks and now travels 
Chicago through the Northwest, including 
Kansas City, for the Watson Shoe Co.; 
also Charles Watson, formerly with Boyd- 
Welsh Process, who covers Ohio, Indiana, 
Michigan and Illinois, as far as and in- 
cluding St. Louis, for the Watson Shoe Co. 

“Yesterday is an outlawed account. 
Tomorrow is a risky promissory note. 
Today is real money—invest it in—Cur- 
tainology in “Walk-Over Shrapnel.’ ” 
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Patent Leather —Panel Strap 
White Sheep, Quarter Lined 
91 Last, Plain Turn 

Fairy 136—Children’s, Wedge Heel. C-D, 3-8 
ial $1.75 
Fairy 236—Children’s, Spring Heel. C-D, 8% 
ecatennaate ‘ . $2.15 
Fairy 336—Misses’, Low Heel. C-D, 114-2 
Fairy 436—Growing Girls’, 99 last. A-D, 214-7 
$3.60 


our catalogue. Send for it. 


309 ARCH STREET 





Om ie 
oes 


were never more attractive 
than at the present. They re- 
flect the very spirit of the 
season. They lure the cus- 
tomer into your store—and 
better than that—hold the 
customer’s satisfaction after 
the sale is made. 


The two styles shown are 
IN STOCK NOW 


others also interesting are illustrated, priced and described in 


SPRING-TIME FOOTWEAR 


For the Little Folks 


Fairy 2134 
Tan Russia Calf Lace Oxford 
191 Last, Tip 8/8 Rubber Heel Goodyear Welt 
ty 2134—G. Girls’, 8/8 Rubber Heel. 454 


GRIEB SHOE MEG. CO. 


PHILADELPHIA 


FACTORIES, ANNVILLE, PA., AND PALMYRA, PA. 

















No. 216— All Patent Leather, White Stitching 
throughout. 


THE TALK OF THE SEASON! 


STITCHDOWN NOVELTIES 
Reflecting the Mode of the Orient 


Book your win new. o quien delivery 


)LGO HOE co. 


& SPELT: MPRS. 


In Stock Dept. 
GOLDMAN BROS. SHOE CO. 
Selling Agents 
100 Reade St., New York City 


The Best Sellers Are 
No. 200-—All Patent. Rabber Heel. 
No. a = Lizard with Patent Inlay. Rubber 


ee 
No. 204—Tan Lizard with Patent Inlay. Rubber 


eel 


Sizes 244-7 Full Leather Lined $2.65 








L Sizes 234-7 Full Leather Lined $2.35 








Fine Calf Leathers 


Manufacturers of 


Velvetta Calf— 
Tuscan Calf— 


Russia Calf— 











Strictly Fine Pull-grain Calf Leather 
HUNT-RANKIN LEATHER CoO. 
106 Beach St., Boston, Mass., U. S. A. 








MEDICAL MEN 


your 
children’ sshoes 
send 


our order 


SHOE CO. 
1156 No. Main Street 
Brockton, Mass. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Four Beautiful Numbers 
IN STOCK 





No. B348—All Patent Colt, Cut-out on Vamp 


and Quarter, 11/8 covered wood heel. 
$5.00 No. B355—All Gray Ooze Calf, 17/8 Spanish 
Wilson Process Covered Wood Heel. Turn. Price $5.50 


No. B349—All Black Satin, Black Glazed Calf No. B354—Airedale Ooze Calf, 17/8 Spanish 
Saddle with Cut-out, 11/8 covered weer Covered Wood Heel. Turn. Price $5.50 
i 00 











Wilson Process 





JOY, CLARK & NIER, INC. 
ROCHESTER, N. Y. 


New York Office, 127 Duane Street 














$6.00 $5.50 


Tendertoot Soles Now In Stock 


lf you have not yet seen this new shoe, which was the talk of the Chicago Show, it will 
pay you to allow us to send samples. 


FOUR REASONS WHY YOU SHOULD BUY THEM 


1—Lightest Weight Crepe Sole on the market. 

2—Sole construction guaranteed 

3—Most pleasing appearance because of new sole construction and neatly 
rounded edges. 

4—Made from that popular leather—*‘Dundee Calf.”’ 


Stock No. 500. Ladies’ Moccasin Oxford. AA to D . Re ee 
Stock No. 800. Men’s Plain Toe Blucher Oxford. A to D . neh cole 
On less than 12-pair orders add 35 cents per pair 


Terms: 5% 10 days, net 30 days 


THE PRESTON B. KEITH SHOE CO. 38 BROCKTON, MASS: 


MANUFACTURERS OF MEN’S AND WOMEN’S FINE SHOES 














Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 





BUSINESS REVERSES 
Huntsville, Ala—E. T. Terry, 
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general 
petitioned md cy in = 
ruptcy and receiver 
Denver, Col.—Sam Bernstein (811 14th Street) 
tentrentc. , Feported petitioned or petitioner in 


Hartford —Lear & Goldenthal (L. & G. 
petit ) ties Main Street shoes, - 
or petitioner in bankruptcy or- 
ow ponte ~~ it 17 per cent. 
South Norwalk, Conn.—Sol Hartnig, general mer 
reported petitioned or petitioner 


Wontield, Conn—U. 8S. National Munsor Army 

Shoe Be nel oe reported 

Washington, D. C.—B. Rich (1922 ean fet), 
men's fi ete., petitioned or 

Macon, Ga Men A. Gens, a 
eral merchandise, reported peti- 
tioner in bankruptcy. 

Rock Island, [ll.—Mosenfelder’s Inc., shoes, etc., 
reported petitioned or petitioner in bankruptcy 
and off compromise at 50 per cent. 

D ic, I pad tendorf & Witt, general mer- 
chandise, reported petitioned by petitioner in 


bankruptcy. 

Sioux City, — Raginsky, shoes, etc., re- 
Te itioner in 
Kenews ity, a ake Levine (6337 
venue), shoes, repor or petitioner 
in Bankruptcy’ and offering to compromise at 

per cent. 
Gloucester, Mass.—Ford & Wass, shoes, reported 


New ‘Reatord, Mass.—Healey & Co., Thomas F. 
pam AE Jr., (1084 Acushnet Avenue), shoes, re- 


Northampton, son Mase.—Williams Shoe Store, lInc., 





Gas, Seperted 
Oxford, Miss.—J. E. Pegues, general merchandise, 
reported petitioned or jtioner in bankruptcy. 
Shaw, Miss.—E. M. Dakin, general merchandise 
or petitioner in bankruptcy. 


a a es, 
in bank: 


Tunica, Miss.—I 
Elizabeth, j.—L. a Shoe Store (527 
beth Avenue), shoes, reported meeting of credit- 


Questa, N. M.—Jacob Posner, 1 chendise, 


petra, Rae. Beran als Pad 

ened oe pedtlenes ie Eaanequeey Cue quetver 
‘ogan (2344 Seneca Street), 
petitioned or peti- 
mR N. ¥.—Grode & Townsend, shoes, re- 


wissen —J. M. Daniel, shoes, etc., reported 
offering to com ise at 25 cent. 

— Okla.—L. -_ ercantile Co., gen- 
er: merchandise, repor 

oe ~~ i-5 ep 
Duncan, Okla arris & Payne Dry Co., 





Buffalo, N. AY. —Joseph F 
= os . 


Selinsgrove, Penn.—Joseph P. Wagner, chow, se- 

Yon, Pen nA. Lipaick. sheoe, et. a 

cmbia. 8. C——Welter Shoe Shop, D. D. Wal 

El Paso, Texas. L. Alpern, shoes, ete, reported 

Si ee 
tioned or 4 -— 


Manhattan 
— an yo 


aman arate leather and 
findings, reported petitioned or petitioner in 
bankruptcy. 


Disadege Vo. —I. ©, Vizaee, heme cqpeetes gett 
Tecoma, ¥ oo Benjamin, Inc., shoes, etc., 
w. Va adera & Madera, shoes, etc., 
petitioned or petitioner in bankruptcy. 
BUSINESS CHANGES 
Helena, Ark.— H. O. Hop ear ty 
_ succeeded by M. Ark. “Stock burger Dry Moyer. 
etc. 


. C.—Jack 


Northwood ry (Louis A. Blatz, 
PR Lawrence Avenue), shoes, 
Ss. 
oraz el 


ted siecoO 000. it 
Sider City, lowe -Leiffman & Sekt (904 4th Street) 
shoes, partnership dissolved and each t 


continue alone. 

i ith & T: merchan- 
Zearing, rte sce on one mere 
Sicily — 

Boston, —Albany Leather & Shoe Co.—(19 

Albany Street, whalesalo shoes, Max Citron 

5 Cosme ' , shoe manufacturers’ agents, 


incorporated $50,000. 
Fitz-Lally Shoe Co., shoes, reported partner- 
ship dissolved and J. F. Fitz retired. 


March 22, 1924 


, $30,000 
City Godscin & Searman 130 R 
New York, City dae 


$25, 
—Elias Mosher, shoes, etc., reported 
by E. Mosher, Inc. 7 


Rawlins, W. 





Thurin Purchases Interest 

Oscar Thurin has purchased a half 
interest in the Edward Lind Shoe Store of 
Viroqua, Wis. Mr. Thurin has been a 
resident of Viroqua for some years having 
been employed in a grocery store. The 
owners are planning to increase their 
stock extensively, to carry a more com- 
plete line of footwear. Mrs. Thurin will be 
employed in the store. 





BX 


Black or Colored 
36 pair low 





GREELEY 
BOUDOIRS 


Better business by selling 
your trade this popular line 
of quality boudoirs. All the 
year round sellers. Snappy 
colors, fine materials, good 
workmanship. 


If Your Jobber Cannot Supply You, Write Us. 
ye A. W. GREELEY, Haverhill, Mass. 4 


aK 





HOW TO 
ADVERTISE 
While the earth is covered wit! 
snow and ice, our Everlasting 
Narcissus, Tulips, Roses, Plants, 
Trees, etc., are always in full bloom. 


Get our SPRING CATALOGUE 
No. 32 mailed FREE FOR THE 


NEW YORK, N. Y. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


Recorder rates for space less than one eighth page per ene was wars ED—Four cents won for each i 
; ‘cen t 


i. seventy. 


an, seven ome ts per 
ZT times 13 times 26 times 52 times ny —— ng Fg Pe + - 
$4.00 $3.50 $3.00 $2.50 ee ee Terenas te came of tide clon, oveive works mast be 


— us 6.00 5.09 replies forwarded direct to their address, each a 
12.00 10.50 9.00 7.50 must be counted in the advertisement and paid for accordingly. Answers 
16.00 14.00 12.00 10.00 to ads must be sent under letter postage. 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 

















SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 





Ww pols yet. eT ant a to 
a ay INDIANA, KENTUCKY, IOWA 
| - WEST VIRGINIA, WESTERN PENNSYLVANIA 


onl want experienced salesmen to on commission. We make 
189 W. Madison St., Chicago, Ill. wnlined UN UNION STAMP WORK SHOES tn Blacher, a ea Write for partie- 
° ulars, ving erences. 
W W \NTED—High-grade salesmen for fine line NORTH LEBANON SHOE FACTORY 
Lebanon, Pa 








women’s haps welt and McKay novelty foot- 
wear. Only those Bee Em 
rss with women's those, Open f : ter- 
ritory = —— s Open for Wis. EX ONAL z , ' A —Live 
con os Northvand South Dakota another teri well J 














GAL .ESMEN—Live SS with 
trade, sell fast = 
felt, quilted satin house a pbs 
all a _ ny hos , ba care Boot 
and Shoe 
c /ESMEN wanted to cover New York City, 
fF New York State and Long Island wi 
children’s, boys’ 's and women's deep 
and sandals in stock. Rddrese K-630, care Boot and 
Recorder, 127 Duane St., New York. 
po a — territory open to peters 
P employed, with 


sal ™ 
— « of womens’ hy welts to 
. Commission 




















-conflicting 
references in first letter. Address E-7 
care Boot and Shoe Recorder, 207 South 8t., 


North and South Caroli 





























New York City. 
half POPULAR line of =n 's doews welts | is open for . 
In 
ore of tions — prom ee et See semen ESTERN POSITIONS shoe salesmen, W. WATTERS COMPANY, Buffalo, 
en a confidence. Our shoes salaries. Write Business Men’s Clear- New York, has desirable openings for’ two 
: 7 ddress E-679 79, care Boot and Shoe ing House, Denver, Colo. [am Comemnieats with Map 
aving Recorder, 189 W. Madison St., Chicego, Lil Sesto bead : 
_ The EN’S SLIPPERS—Wan 
ted, on jobbing trade eaty 7 ay = yy Men's Med- 
their M*‘ ing salesman to represent high-gredo Ane of tablished known. Neec 1 Win Shoes (All Leather) 
me's turned kid house raga Ly men for . . selling at $3.40 to $3.60. Write for territory. E. 
com- tories throughout the Uni The slves y F Piekenbrock & Sons, Dubuque, Iowa. 
vill be Bree. Bros, Company, £131 Weshineton Bersoc, Basten, ANTED—Salesman to sell OULD like to communicate with several high- 
a i i the — Wweux shoe salesmen now selling to the bet 





XPERTENCED salesmen who can handle a line side line i is i f i shoe retailers. ichigan llinois, 

of growing girls’, misses’ end children’s welts in $ ine, Virgini irgini 1. indiana ing, Cows 
connection with their +S coves Se i i i isi: i i 
= gee ; Hlinois’ and —- issippi ‘ Tenne m 

ana: Jowa isconsin. Commission besis. to E-692, care Boot Shoe Recorder, 207 
The Miller Shoe Co., Cincinnati, O. rere a . Mass. —_ 


SEVERAL GOOD OPENINGS FOR 
RELIABLE SALESMEN 


To Sell Boys’ and Men’s Goodyear Welt Shoes 
Quality, Styles and Prices Right 


P. COGAN and SON Established 1878 STONEHAM, MASS. 
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SALESMEN WANTED 


MANAGER WANTED 


WANTED TO PURCHASE 








ANTED—E : salesmen to sell on 
commission twenty-four styles women's arch 
support oxfords and ps. Territories open: 
Indiana and Illinois, Texas, Wisconsin, Minne- 
sota, Nebraska, and Kansas. Edwards Shoe Com- 
pany, Owego, N. Y. 





stock ; 7 

Give references, how — sold presen 

annual sales ,etc. Elam Shoe Mfg. ome 16 Cole 
St., Boston, Maas. 


Wie iee ee ea make of First 


Walk Turns and Soft Soles. 10 cent commission 
on Soft Soles, 7 cent on Turns. Strictly stock 
proposition enables saleamen to secure carly pay- 
ment of earni Samples read eferences re- 
quired with eoolcation. Address "E589, care Boot 
and Shoe Recorder, 207 South St., Boston, M 





WAT Live, experienced manager for shoe 

t in women’s ready-to- 
wear store. Must have at least $1500 to invest. and 
—— able to get business on a profitable 
basis. ethers need apply. Address E-711, 
care w... ond Shoe Recorder, 207 South St., Bos- 
ton, Mass. 





LINE WANTED 





THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 BROADWAY, NEW YORK, N 
sow GEL 


nal 6874 
WILL 
BUY 


Bargains in shoes always on hand for specia! 
sales and bargain basements 











TRAV ELING salesman now employed living in 
territory well acquainted and a — with 
Michigan trade, 14 years on road selling shoes, 
wapts lar line men’s or women's snappy 
shoes. Address E-708, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


ANT an additional line 
Will consider 





for the Pacific Coast. 








e¢ 


to 

i qhiiven's Gum ahoon, Pp 

the minute in style. Sizes run from First Steps 
Misses’ 11 44-2’s. We coy © an oe 

Quality Shee oe ; Samples now ready. 
y . 


at 


Ess 











“Wanted by Wi i factur- 
er of men’s work shoes, a good, live 
experienced shee salesman to cover 
southern Minnesota territory. German 
preferred. State experience and refer- 
ences in first letter.’’ Address, E-663, 
care Boot and Shoe Riessdes, 189 W. 
Madison St., Chicago, Ill. 








WORK SHOE 
SALESMAN 


Several choice territories open. High- 
de line Milwaukee work shoes. 
hort line big sellers. Write Weisfeldt 
Shoe Company, 347 lith St., Milwau- 
kee, Wis. 














POSITION WANTED 


aETOON WANTED—Shoe man, 10 yoano of 
experience in shoe game is som ‘or 
ition as buyer and manager, prefer Southern 
jocality or the Coast. Age 31, married. Good ap- 
pearance. Can give A-1 references. Address E-706, 
+ pag Boot and Shoe Recorder, 207 South St. ,Boston, 








OUNG man, 10 years’ & ience desires inside 

position. Can or stock. Best of 

references furnished. Address E-700, - Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 





XPERIENCED shoe man, capable manager or 

window trimmer seeks connection with a 

seputemie retail firm. Address E-707, 5 — and 
Shoe Recorder, 207 South St., Boston, M 





BUSINESS OPPORTUNITY 





ACTORY locations offered enterprising shoe 
manufacturers near depot, ese 6 a al 
ties. Write today. John 


Fe SALE—Best opening in Southwest for live 
operator in men’s shoes. t for lease 
lass men’s store in live city of 125,000 

tion on 10 per cent gross sales rentol basis. 

4 furnished aed all overhead except 





Edmonds shoes. 
Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


i line. A 
care Boot and Shoe Tustin, 207 South Street. 
Boston, Mass. 





FOR SALE 


FOR S SALE—Splendid lease for shoe and hosiery 
department in women’s ready to wear store. 
Best corner in city of over 100,000. Real oppor- 
ity for a man with $5000 to invest. Address E-712, 
care Boot and Shoe Recorder, 207 South St., 

ton, Mass. 


GPLENDID going shoe business for sale. Big 
opportunity, fine city and big trade territory, 
= paved roads. Write 214 L & J Bidg., Waterloo, 
a. 


R SALE—Hest electric shoe "Rice stoa 
county seat town, plenty of won. ice stock 
medium-price shoes and ill sacrifice. 
° deat stock, all 
loomfield, 











Rent $30.00, on Court 
= a answered. Chas. . Laughlin, Bi 
n 





LEGAL NOTICE 








Bankrupt Sale of 
Shoe Manufacturing 
Company Property 
and Equipment 


TAKE NOTICE that there will be sold, 
at bankruptcy sale, at Hloune, “Harvie: 
= a of t Court Harris- 
Pa., on Wednesday, March 26 
tat’ at 2 P. M., all the real estate a 
buildings of the Harrisburg Shoe 
——- ry ~~ G Company, formerly 
used as a shoe factory. 
On Thursday, March 27, 1924, at 10 
A. M., all the machinery and “equip- 
ment of the Harris! Shoe Manu- 
facturing Company will be sold, at 
public auction, | Ks plant of the 
company corner of Vernon and Eaton 
Streets, in the City of Harris Pa. 
WILLIAM JENNINGS, 


itée. 
Cc. H. — 
bate . — 
ttorneys for lrustee. 
Harrisburg, Pa. 


ter Cerf. Bevenntile te Co., Inc. 
591 Gt Brcedwas. oy 
Phone Spring biee-shel- os 




















1890. 
MAX GLAUBERG 
313 Church Street, New York City 
e also purchase clothing, hata, furnish- 





goods, etc. Phone Canal 8764-5802 








MISCELLANEOUS 











Milbradt Rolling 
Step Ladders 


ran 





i 


Milbradt 
Manufacturing Co. 


2416 No. 10th Street 
ST. LOUIS, MO. 




















WANTED TO PURCHASE 

















Winpow DISPLAY FIXTURES 
ASK FOR CATALOG 


THE OscAR ONKEN CO. 


11 WT. 4'™* ST. CINCINNA \T1.O. | 
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Louisville Notes 


The advent of warm weather acted 
favorably in stimulating buying in the 
retail shoe stores during early March. 
Economic conditions in this section are 
good and promise favorable business in all 
retail lines. 

Merchants expect that in view of the 
late date of Easter this year, that weather 
conditions will tend to make shoe buying 
extend over a long period. 


Racing Helps Business 


Louisville merchants sent a delegation 
of big men to Frankfort, Ky., on Feb. 20, 
to argue against repealing of the present 
state racing laws. The Senate later in the 
same week voted to kill the proposed law. 
The annual race meetings mean a good 
deal of business for the merchants of Louis- 


ville. 


Charts Show Sizes 


Retail shoe merchants are using charts 
in special sales to a greater extent than 
formerly. The charts show lengths and 
widths and the number of pair of sizes 
offered at the special prices. 


Fedler Is Optimistic 


J. C. Fedler, Jr., of the Boston Shoe Co., 
recently remarked: “Business is opening 
good, and we feel that 1924 is going to 
be one of the best years that the shoe 
trade has known in Louisville. Merchan- 
dise is not as high as in fommer years and 
in dollars and cents we may not break 
some previous highwater marks, but we 
hope to do so.” 


Good Financial Condition 


The liberal support accorded the annual 
campaign of the Community Chest in 
Louisville is another indication that 
financial conditions are good. With a goal 
set at $760,000, more than half was sub- 
scribed within the first three or four days. 





Kinney Makes Improvements 


The Milwaukee store of the G. R. Kin- 
ney Co., Inc., at 211-213 Third Street, is 
undergoing alterations costing several 
thousand dollars which increase the effi- 
ciency of the interior arrangements as well 
as add to the beauty of exterior and in- 
terior. 





Large Volume of Business 


Dun’s Review reports that ousant 
business is of very large volume in the 
aggregate though considerable unevenness 
of conditions and conservatism still 
exists. Much of present business is made 
up of frequent purchases of modern size 
rather than large individual orders. 
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_— 3, J —— 


=| 98 Years of Seat-building 
pe] Behind This H-W Chair 


Cx ball -~Y Zheficld * 


L ym = riser ae 








Metal Shoe Fitting Stools 


and Floor 
Mirrors 


No. 141 


ectaits THE CHICAGO 
rics WIRE CHAIR CO. 


621 N. La Salle Street, Chicago, Ul. 
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PUBLISHED WEEKLY IN THE INTEREST 
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BOOT AND SHOE RECORDER 
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ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates for 
Wants, For Sales, et sow see Want Page. 


the BOOT AND 
SHOE RECORDER’ to te avoid’ prin printing any 
mislead 4 The 


isher: he righ reject an: 

3 reserve t t x* 
advertising or .s matter which is not in 
line with this policy. 





OFFICES IN 
OFFICE: = South 


NEW YORK YORK SrniGe, Ron Roos Se Filia mt. 
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lightest and mest 


Seana 
stool on the market. 


Finished Golden Oak or 
Mahogany 


ion eeececeee «284.08 each 
Carried in stock. Available for shipment any- 
where by parcel post or express. 
MILBRADT MFG. COMPANY 
2416 N. 10th St., St. Louis, Mo. 


thirty-five years manufacturers of 
For iilivct Ralling Step Ladders 
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Your 
Customers’ 
Comfort Is 
Your Profit 


Comfort is the appeal to which men 
respond most enthusiastically when 
buying footwear. Because lacing hooks 
save time and temper they make shoes 
more comfortable, and they make 
those shoes also more profitable for 
you to carry because they help to sell. 
You can sell shoes without lacing 
hooks—but you can sell more if you 
will buy shoes with lacing hooks and 
use the many attractive features 
which they add to footwear as a selling 
argument for the shoes. 


Sell more shoes with lacing hooks 
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CORRECT STYLES FOR SPRING 


No, B4642—Black Satin, Suede Trimmed, 
ppaetion Turn, 16-8 Full Covered Spanish 
pe 


Also 
Airedale Kid and Gray Kid. A to C 7 
(25e. per pair less in 36 pair lots) 


No. B4558—Patent Leather, Gun Metal Calf 
trimmed, Turn 14-8 Full Covered Spanish a 


$5. 
oes cents per pair less in 36 pair lots) 


B4400—Black Satin, Black Ooze Trimmed, 
Turn, 16-8 Full Covered Spanish Heel. A—C. 


$5.00 
B4401—As Illustrated, all Patent Losthes 
(25 per pair less in 36 pair lots) ; 


IN STOCK 





Distinctive patterns 
that are in demand-- 


Black shoes the 


vogue with new 
shades of hosiery 


Buy Your Easter Shoes 
Now while our Stock 
is complete. 


The largest novelty 
shoe house in New 


England 


Terms—2% 10 Days, Net 30 
F.O. B. Boston 











No. B4725—Patent Leather Loop Sendal, \ 


Imitation Turn, 6-8 Leather Heel. C we 
No. B4726—As illustrated, Black Vici Kid. 
width 00 


No, B4727—As Seteeeed, All Gray mex 


and White Buck. C W 
No. B4730—All 
and Blue Kid. C 
(25e. per pair less in 36 pair lots) 


wr 


B4402—Black Satin, Black Ooze Trimmed 
Turn, 14-8 Full Covered Spanish Ho ane b-C. 


$5.00 
Beepe-—te Illustrated, All Patent has. 


Ready for delivery April Ist. 
25e per pair less in 36 pair ) 


Fa 


No. B4627—Black Satin, Black Suede bed 
med, peuation om 12-8 Covered Baw, 8 

Also in Black Velvet, Airedale Bue Ww White 
and Gray Kid $4.50 


(25 cents per pair leas in 36 pair lots) = 


No. B4741—Airedale Buck, Field Mouse Kid 
Saddle and Strap, imitation Turn 6/8 leather 
New pated—ks lilusteated, Gray Buck, Geay 
Rai Seadle and Strap. B and * . $3.60 


‘ROGERS BROS. SHOE CO. 


59 LINCOLN ST. BOSTON MASS. 


PACIFIC COAST BRANCH, 135 BUSH STREET, SAN FRANCISCO 
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Graceful lines 
Perfect fit 


Utter Comfort 


tae 
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Those are the three factors which have forced this dainty little cut- 
out two-strap into instant and steadily growing popularity. The lines 
of the fore-part, the fit at throat, waist and ankle, and the materials 
which enter into its construction stamp it a thoroughbred. And 
nobody will recognize it quicker than your own customers. 


Black kid on No. 202 last, with perforated vamp and quarter, me- 
dium width plain box toe. Turn sole carrying a 1 5/8 inch heel with 


rubber top. 
In Stock: AA-A 4 to 9; B 3 to 9; C-D-E 214 to 9 


a a . 
ee Rg COTE LO 5 Ge ie he PETER LRA eat et ve 
’ SPEAR eal 0 RE EO Ge NS: SEL TEE OVE SANA NEY BORER eee Mee 


J. J: GROVER’S SONS CO. Lynn, Mass. 


‘“‘Soft Shoes for Tender Feet” 


Teer enenys 


pov 


CHICACO OFFICE 
Kesner Building 
5 North Wabash Avenue 
Corner Madison 


OFC 


te 


Established 1865 


BOSTON OFFICE 
NEW YORK OFFICE 


Little Building 
80 Boylston Street Marbridge Bidg., 47 W. 34th St. 


Vol. 85, No. 2. blished every week by the Boot 
° © and Shoe Recorder Publishing Sou Boston, Mass. tered second-class ma 
ter, April 131 ses at the Pout Office at Boston, Mass., under the act of Cotapatofhicemen ten peer Re NP 7 lead Printed in U.S-A. 
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IN STOCK 


A-B-C-D Widths 


You Make Money on Quick Selling Styles 


24 X 25 X 
Black Lotus Calf Mecca Lotus Calf 


(Medium Brown Shade) 


Other style experts, with the same critical eyes as 
yours, are buying 24X and 25X. Why? Be- 
cause they have that intangible something, call it 
style appeal if you like, that pulls customers into your 
store to buy them. Broad Varsity last. Wide Swag- 
ger extension. 13 Edge. Wingfoot Heel. 
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MARION SHOE CO. 
MARION, INDIANA 


TM 





ca 


WESTERN QUALITY AND EASTERN STYLE 


Ss) 
— | 
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Tanners 
Levor Grain Kid 
Cabretta 


Vhe hit. House 
of Buscra 


New York Gloversville | Boston 


Distributing Force 


ARTHUR S. PATTON LEATHER CO., St.” Louis GEO. W. NEWMAN LEATHER CO., Cincinnati 
McGAW£& ATKINSON, Chicago EDWARD ZOHRLAUT, San Francisco 
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Reed’s Styles 


Please the Women! 


That’s the secret of shoe 
merchandising, and— 


That’s why REED’S 
shoes are favored. 


} 
Wy 


=) 


Style — fitting — genuine 
shoemaking'— all , make 
for better profits and 
quicker turnovers. 


E’P-Reed8&Co. 


ROCHESTER, N.Y. 


NEW YORK OFFice 
289 BROADWAY 
wW-D-F GIBS@N- mee 
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The tailored shoe will,be an important factor 
in the coming season’s selling in keeping with 
the trend of simplicity .in'women’s clothes. 


And while the tailored shoe will want to be 
trig and snappy, it does not need to be heavy 
or stodgy. The Brooklyn standard of turn 
shoemaking, as‘ exemplified in our factory, 


shows at its best in. some such design as in the 
sketch above. 





‘Degen-bipp, lr. 
» on Brooklyn, N.Y. 
c KG Showroom 607 Marbridde se agi York. 


j 
‘ 7; 
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yqrade 
blazed 
White Calt 


eOW that it has received the warm 
| approval of most critical manu- 





facturers, we are announcing this latest 


addition to the HYGRADE line. 


WeAre No w 


HYGRADE WHITE GLAZED CALF p64 oi 


is for those to whom only the finest has Syock. 


appeal. 
The very choicest skins only are laid 
aside for it — 


Special drums are confined to its 
production — 


(‘omes out Snow White thru the Works. 





Sole Distributor 


Samuel Shapiro 


Spruce & WituiaM Sts.New York 








BS441 Price $3. s 
Pa tent Mab a Jong, 8/8 hee 


No. BS837_ Price $3.50 
As above = ’ es Brown 


No. BS832 e $3.50 
As above a Grey Elk. 


No. B5833 Price 2%. 75 
As above only Red Cal 


BS834 Price $3.75 
As anew only Green Calf. 


No. B5630 Price $3.60 
As above only White Elk. 


No. B2930 Price $4.15 


8/8 heel. C to D 
No. B2931 Price $4.15 
As above only Airedale Buck, 
Mouse Brown Calf Saddle 


No. B2431 Price $3.75 
Pat. Colt, Black Calf Saddle 
B-C-D 


No. 2333 Price $3.75 
As above only Black Calf 
Pat. Colt Saddle. 


No. BS432 Price $3.35 
Patent =. Arch ‘Support. 
12/8 heel : 
No. BS032 Price $3.35 
As above only Dongol\. 
No. B5732_ Price $3.35 
As above only Black Satin. 
Black Suede Straps. 


BS5301 Price A 15 
Blac ac x Calf, 3 Creases in Vamp 
0/8 heel. B to D. 
No. BS201 Price $3.15 
As above only Brown Calf. 


No..B5300 Price $3.25 
Black. (Calf, Selt Tip, Medium 
8/8 heel. B to D. 
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Attractive Shoes 


For Your Easter Business 
Real Sellers at $5 and $6: 





No. BS332 Price $3.15 
Black Calf Belmont Sey 
Cross Perforation. 8/8 heel. 

B to D. 


No. B5931 Price $3.35 
As above only Grey Alligator 
Vamp and Jack yo Suede 

Quarter. 10/8 hee’ 


o. BS5431 Price $3.35 
Patent Plaza, gory 


No. BS430 Price $3. 
As above only, imitation, Tp 


No. B2820 Price $4.35 
Platinum eet Blucher 


>xfora 
Crepe —, Sole pene Heel. 


No. B $001 Price $3.15 
Dongola, 13/8 heel. C to E. 
No. B5101_ Price $3.35 
As above only Brown Kid. 


No. B2445 Price $3.75 
Patent Leather Puritan 
8/8 heel. B to D. 
No. B2945 Price $4.00 
As above only Airedale 
Buck 


No. B2955 Price $4.00 
As above only Jack Rabbit 
Buck 


No. B5330 Price $3.35 
Black by yh with Patent Straps 
8/8 heel. B,to_D. 


No. B5203_ Price $3.25 
Willow Calf, Heavy Sole. 
8/8 heel. B to D. 

No. B5202 Price $3.7 
As above only Crepe Baber 
Sole and Heel. 


No. B2300 Price $3.60 

Black Alligator Blucher 
Oxford. 8/8 heel. B to D. 

No. B2200 Price $3.60 
As above only Tan Alligator. 


No. B2800 Price $3.85 
As above only Grey Alligator. 


IN STOCK — ORDER NOW 





DUNN & McCARTHY 


AUBURN tt 


NEW YORK 


No. B5440 Price $3.85 


8 heel. A to D. 


No. BS5640 Price $4.15 
As above only White states 
White Calf Trim 


BS841_ Price $4.15 
As vahewe only Brown — 
Brown Calf Trim 


No. B5842 Price $4. .. 
As above only two 
Red-Black Alligator Patent 

Trim. 


No. B5940 Price $4.15 
As above only Jack Rabbit 
Suede Grey Calf Trim. 


No. B5941_ Price $4.15 
As above only Atredale Suede, 
Mouse Brown Calf Trim. 


%, 


B2630 Price $4.25 
White Alligator Moseley 
Sandal. 8/8 heel. B to,D. 

No. B2833_ Price $4.15 
As above only Chinese Blue 
Alligator. 


No. B2801 Price $3.75 
Mouse Elk. Crepe — 

Sole and ors sie 

No. B2900 bode 
As above only Airedale Buck, 

No. B2920 Price $4.00 
As above only Grey Buck. 

No. B5800 Price $3.75 
As above only Tan Bark Elk. 


No. B1822 Price $3.25 
. Eric Calf, Trouser 
Creaze, 8/8 heel. A to D. 
No. B1805 Price $3.25 

As above only Brown Calf. 


No. pews Price $3.35 


Dangata. Ass — oe. 12/8 
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Patent Applied For 


An Arch Support Shoe 
that keeps all foot arches in shape. 
Relieves pain and weakness across 
the ball as well as from heel to ball. 


A Cushion Sole Shoe 
Supports the arch across the ball as with cushion cemented between 
we eo Hv ene Hem bed @ ek. insole and outsole so that it can’t Patent Apoiied For 


hump up. The PROVEN ARCH Shank and « 
cushion cemented between insole 
and outsole remove all obstacles to 


A Dress Shoe 
with neat, trim lines not at all sug- 
gestive of what are generally called 
“comfort” or “‘orthopedic’”’ shoes. 


A Shoe for Every Man 
because it meets the comfort and 
dress requirements of all and is not 
too expensive. 


Because it covers so broad a range of shoe requirements, the 
Certified PROVEN ARCH Shoe has a boundless market! 


Consider its distinctive merits point for point, Mr. Dealer, and 

ask yourself whether any man in your trading area—whatever 

his vocation and whatever his means—can afford to be without 
Patent heeled Ber at least one pair of PROVEN ARCH shoes! 


ero, ing, to ean STONEFIELD-EVANS 


proof—supports the arches without 


ath SHOE COMPANY 


ROCKFORD ILLINOIS 


CHICAGO Sales Office, 410 Security Bldg., J. Wurmeer. 
KANSAS CITY Sales Office, 444 Sheidley Bidg., R. W. Martin. 


tent A ied F 
No. 868—IN STOCK ts eel 
Black Kid—Combination No. 2 The PROVEN ARCH Shank is securely fasten- 
Last. White Calf quarter lining ed into place. Cannot work loose or break the 
—13 sole-rubber heel... .86.25 ; sole. _ 

No. 867—Same as above in Tan 
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(ye: SMITH SHOES SATISFY lp 


Satin and Patent Sandals Will Be Big Sellers 
Through Early Summer— 





With our new modernly 
equipped factory, where 
items of overhead are 
carefully watched, we are 
able to produce and offer 











-_ - exceptional values. 
$3.35 : 
, ae i No. 602—Patent Sandal. Light Goodyear 
No. gt wer s —- —_ <4 IN BCD 9-8 heel with “Wingfoot” beg r= 
ette ut-Out Pum uede Trim. Imi- 
Turn. 14-8 Covered Cuban Hae No. bot Said 3 above, in Jack rt 
rey Buck. B D 
STOCK No. 603—Same as above, in Airedale 
» Us, Ce, on nssc svnbene aves ooet 4.25 
ie 


[i will pay you to become acquainted with the SMITH IN-STOCK DEPART- 


MENT. There are constantly on hand, ready for your call, shoes of the right 
style and at the right price. That our offerings are right, is indicated by the fact 
that our customers repeat often, and stay with the line. 





Terms: 5%—10 Days 


Write for our Latest Cir- 
cular, showing many good 
numbers IN STOCK 


On Single Pairs add 10c 











605 


$4.50 


No. 605—Jack Rabbit Grey Buck Sandal. 
Light Goodyear Welt, 13-8 covered Cuban 
heel, leather top-lift. B, C, D.. $4.50 
No. 607—Same as above in Airedale 
Buck. B, C, D $4.50 
No. 606—Same as above in Patent 
Leather, 13-8 Cuban heel, with “Wing- 
foot” top-lift. B, C, D $4.00 


117 


$3.50 


No. 117—Black Satin, large Ankle One- 
Strap. Goodyear Welt. — Louis leather 
heel. EE only, 334-9.. -$3.50 
No. 104—Same as above in Black Kid. 
Cuban heel, Reoraggy «any ™ top-lift... . $3.30 
No. 116—Same above in Patent. 
Cuban heel, Wingtoot” top-lift.. . .$3.50 


: SMITH SHOE CO., Inc. BOSTON, MASS. 





90 Wareham Street, Corner Albany 











ll 
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Ideal for 
Ladies’ 
Tailored 


Shoes 


BARNET’S 
New 


GLASS TAN 


TAN, BROWN, RED, BLACK 


Made in Lynn 


J. S. BARNET & SONS, Ine. 


Tanneries Salesrooms, 75 South St. 
LYNN, MASS., U. S. A. BOSTON, MASS., U. S. A. 


CABLE ADDRESS - - - ‘“*TENRAB” 


“Maintain, a Standard Reputation” 
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NOT IN STOCK 


B 1419-L 


Women’s Star Patent quarter, vamp 
and center-strap, Patent ball strap, 
l1-strap SKIPPER sandal, McK ay sole, 
l-inch military heel with rubber top 


lift. 
Price, $4.00 
B 1447-M—Made of all Star a 
calf, white ivory heel $4. 
B  eeSieecs of all Star Grey 
35 
B epelbeses of all Star a 
id 
B 1447-P—Made of all Star Blue 
Ki 3.85 


B 1487-Y—Made of all Brecescih — 
Buck. . 


Shoes of Known Quality— 
Shoes of Right Style 


You will be pleased—just as 
your trade will be—with the 
attractive style, faultless fit 
and splendid workmanship of 
the shoes in our new sample 
line. 


In accordance with our “Four 
Season Plan,” our salesmen are 


now on their territories with a new 


line of samples designed especially 
for Summer selling. 


If you are interested in the ac- 
cepted styles, write us, and we will 
have one of our salesmen call on 
you. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Specialists in Special Measurement Footwear 








Y’Arci Fer) Voursizes) 


TRADE MARK TRADE marx & 


ee ee at we 


ee 





come high when they result in 

ax at “sales” instead of customers; “‘kick- 

eSanl| ers’’ instead of “repeaters;’’ dissat- 
isfaction instead of entire satisfaction. 


ae. 0 retailers of footwear, low prices 


Consumers have found, and will continue to 
find, that in cheap shoes a pleasing exterior 
invariably “sugar coats” a shoddy interior, 
and many are returning sadly from experience 
and gladly by choice, to those retailers who 
have consistently maintained a standard of > 
high quality. 


Would not the interests of the trade as a 
whole, be better served if more emphasis 
were placed on the Economy of Quality, and 
less on Footwear at a Price? 


There is an old adage that still holds good: 


‘‘Quality is cheapest at the start, because it is 
cheapest in the long run.” 


W. B. Coon Co. 


ROCHESTER, N. Y. 
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In Time for Easter 


These and about fifty other styles carried 
in stock—Every one can be shipped same 
day as receipt of order— 


Each One 
No. 145 a Good Prise $1.50 


Price $4.85 
O Patent Dolly One Strap, Dull Kid Cut-Out 
Black Suede Patsy One Strap, Cut-Out Vamp rie Trim, Single Sole, Military Wood 
and Quarter, Single Sole, Military Wood Covered Heel, Newport Last. 
vered Heel, Newport Last. AA to C. 
AA to C. No. 135—Same in Black Suede. Price $4.85 


No. 139—Same in Silver Gray Suede. 


That’s 
Why We 
Stock Them 


No. 164 
No. 150 Price $5.00 
Price $4.85 
’ Airedale Suede Lazette One Strap, Cut-Outs, 
Airedale Suede Lazette One Strap, Cut-Outs, Single Sole, Full Covered S Pah Louis 


Single Sole, Military Wood Covered 
Feel Newport Last. AA to C. Heel, Beacon Last. AA to C. 


Get Our 
Illustrated 
Catalog 


No. 583 
: Price $4.65 
No. 171 
Price $5.00 Patent Kiki Sandal, Coe = —— and 
; ‘00 
Silver Suede Dolly One Strap, Cut-Out on wae, Se omy baat at, c 
Saddle and Quarter, Single Sole, Full AA to D. 


W Ss . } . Hi 1, 7 
“Slee AA to C. * No. 584—Same in White Kid. 


Thomson-Crooker Shoe Co., 18-26 Station St., Boston, Mass. 


— OEE Oo oe et 
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SHOE LINING 


WV. H.HOLBROOK 207 SOUTH ST. 
COMPANY BOSTON, MASS. | 











When Shoes Are Being Sold 


Appearance is a Big Factor 


“‘Doubletwill” helps sel] shoes because it’s the best looking lin- 
ing there is. 


After a shoe has been sold 


the appearance of the lining is soon forgotten; 
But the way it wears makes a Jasting impression. 


‘“‘Doubletwill” is specially built to give wear — and it “delivers 
the goods.”’ 


It therefore ‘‘fills the bill’ in every way. 
Isn’t this the kind of lining both you and your customers are 


i for? 
ne Why Not Get It? 











SHOE LINING 


| \V.H.HOLBROOK 207 SOUTH ST. | 
| Ole), 827-4) m 4 BOSTON,MASS. | |i 











We'll send you a booklet that tells why ‘‘Doubletwill’’ is the best 
lining there is, if you want to know. 








9, 192% 
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THE WINTER IS BREAKING se 
Spring boot orders will soon be coming in! 


Are you all ready for this Spring boot business? Better take a 
look over your stock and see if you are short on any numbers. 


We are all set for Quick Deliveries—we know what these 
fast fill-in orders may mean to you in dollars and cents 
and our big, nation-wide fast delivery system assures you 
SAME DAY SERVICE! 


How about Zippers? Are you completely covered for 
the Fall of 1924 on this popular number? Big business 
here—get your share of it. And remember, the Zipper is 
exclusively Goodrich. 


THE B. F. GOODRICH RUBBER CO. 


ESTABLISHED 1870 


New York _—_ Minneapolis Denver 
Chicago Kansas City Seattle 


Coodrich 


HI-PRESS 
Rubber Footwear = 


Look for the Red Line ’round the top! 
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and Buy Them 


HE important thing about “Minnehaha,” is that 

it sells quickly. It is such a skillful combination of 
pure and artificial silks that customers are attracted by 
the beauty and evident high quality—they marvel at 
the reasonable price. The result is sales—in volume! 








Your customers already know that “Minnehaha” 

clings to the ankle. They- have seen the striking Arrow- 
head advertisements in The Ladies’ Home Journal, 
Pictorial Review, Good Housekeeping and The Saturday 
Evening Post. The demand is already created. Sales 
records show how profitable it is to meet it with this 
remarkably quick-selling number. 
Stock the whole Arrowhead 
line. It includes hosiery for men, 
women and children in pure silk, 
artificial silk, mercerized, cotton 
and worsted. Your order will be 
filled promptly. 





“Minnehaha” — Extra fine 
gauge, medium weight, arti- 
ficial silk and pure Japan 
silk mixture, elastic mercerized 
top, double sole and high 
spliced heel. Black, White, 
Cordovan, Beige, Log Cabin, 
Coating, Congo, Hazel, Fog, 
Mode, Bamboo, Silver, Sand, 
Airedale, Otter, Cruiser, Peach 
and Amber. Sizes 7% to 10%. 


Three pairs to box. 
( 
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Ricumonp Hosiery Mitts, Ine. 
Established 1896 
CHATTANOOGA . Tennessee 


Arrowhead 


Ankle-Clinging 


HOSIERY 


For all the amily 
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A subtle suggestion of exclusive 
afternoon affairs lurks in this one- 
strap shoe, of soft “Airdale” Ooze 
Calf, with Airdale calf trimming. 
Its title—‘The Classee.” Its num- 
ber 311. Carried in A, B and C 
widths. 
And its price—$5.50. 





The crisp beauty of the Avenue at 
the matinée hour is literally reflected 
in the “Cheerio.” Patent leather 
smartness trimmed with Kaffor Kid. 
Its number 312 — carried in A, B, 
C and D widths. 


Price on this number—$4.50. 


i IN STOCK 


A. M. CREIGHTON, LYNN, MASSACHUSETTS 



































To summer birds of passage, winging 
from Bar Harbor or the Berkshires. 
“The Barbara”, a gore pump, helio- 
graphs a flash of congeniality from 
its patent leather ensemble. Ideal 
for travel wear — widths A to D. 
Its number — 314. 


Attractively priced at $4.35. 


“Camille”, in lustrous black Cedar 
Cliff Satin, trimmed with black ooze 
calf —a piéce de résistance for the 
dinner gown, the softly shaded lights 
and the exquisite menu. Particularly 
effective with the new “dawn” and 
“banana” shades of hosiery. In 


widths A, BandC. Its number—313. 
$5.00 is its price. 


i IN STOCK 


A. M. CREIGHTON, LYNN, MASSACHUSETTS 
































Creighton and Confidence 


—one suggests the other 


And both suggest the big Spring demand for Creighton 
Seasonable Novelties in sandals, straps and pumps. 
Confidence in the line—and confidence in an unbroken 
line when business is at its height — that’s what every 
merchant wants right now. 


“Follow the Creighton Line” is sound advice. 





Follow it for latest designs and patterns of tested 
salability. 


Follow it for shipping promises which always become 
shipping action the day your order reaches our In-Stock 
Department. 


The House of Creighton is a Great House only because 
it has made merchant-confidence its most valuable asset. 








A. M. CREIGHTON 


Lynn, Massachusetts 
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RUEPING'S — 


KIN KIN 


SDORT SHOE LEATHER 


‘T HE big demand of the present day is for 
a silky finished, close-grained sport shoe 
leather of a fine elk tannage. Such is Rueping’s 
KIN KIN—the sport shoe leather of gentility. 





KIN KIN is obtainable in the better grades of 
shoes for boys and girls as well as those for 
the older folk. It is the sport shoe leather to 
specify because, in addition to its distinctive 
appearance, it has superior wearing qualities 
plus an elasticity that permits full freedom 
of movement. 








Write for color card 


FRED RUEPING LEATHER CO. 


FOND DU LAC, WISCONSIN 


Branches: B Cinci ti \Milwaukee St.Louis New York 
Chicago San Francisco Montreal Northampton, England 




















Vuilcrepe sole, sizes 1 to 6. Leather, 104-1336 
Made by 
TEEPLE SHOE CO. 
WAUPUN WISCONSIN 
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Excavation in the ruins of the ancient cities of Chaldea, Babylonia and Assyria has un- 
covered numerous examples of gold leafed bas-reliefs and statuary. 

The palaces and tombs of the kings give enduring testimony to the skill of the ancient gold 
beater. 


Gold—The Unmistakable Mark of Quality 


Have your trade mark neatly embossed in Gold on every 
pair of shoes you sell. It will serve the double purpose of 
putting the touch of quality on your goods and furnishing 
the mark of identification that will bring satisfied custom- 
ers back to your store. 


RAUS KOLB 
GOLD L 


EW. RAUSKOLB COMPANY 


16 FRANKLIN ST. MEDFORD MASS, 
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An Invitation to Visit 
MACYS New Buying Offices 


Every manufacturer or wholesaler with desir- 
able merchandise in the lines that —Macy’s 
Carries is invited to visit our new buying 
offices. The entire 15th floor of —Macy’s 
19-story addition has been devoted to the 
new buying headquarters where merchandise 
may be shown satisfactorily, conveniently, and 
without undue loss of time. 
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Macy’s at all times seeks the acquaint- 
ance of reputable manufacturers whose 
merchandise is right in quality and 
in price. 


Macy’s values the good will of those 
from whom it buys as highly as those 
to whom it sells. 
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Macy’s always pays cash for its pur- 
chases. 
In addition, Macy’s is glad to extend 


the facilities of spacious, convenient, 
well equipped buying quarters. 
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Service features of? 
MACY'S Vew Buying Offices 


Two high speed elevators from A numerical “turn” system by 
the 34th Street entrance direct | which salesmen are interviewed 
to the 15th floor. in the order they arrive. 
: Dressing rooms for models who 
49 buying offices where mem- ‘ mes 
bers of the trade are interviewed  ™#¥@ccompany visiting salesmen. 
in privacy and comfort. A suggestion box for visiting 
manufacturers and salesmen; all 
Check room where salesmen can signed suggestions will be re- 
check their valises and packages viewed by an officer of the 
over night. corporation. 
: Outside sample rooms on all 
no goat — toaccommo- = sides of the building with six 
aS SENSES SHegeee, foot windows for daylight in- 


Packing rooms where salesmen SPeCtion of merchandise. : 
can repack their samples without _A courteous office staff to receive 
subjecting them to the scrutiny salesmen and put them in touch 
of others, : with the buyer. 


RH Macy uo: 


34® ST. & BROADWAY 














(oo = 


—_T =a 
nat eit | 
jet -" me 
oa ed Hy ad i: i} 
ati’ , Fe Ficus: OS se) 
nF T ORE x A P\ To 63 = 
py fess 


PS Extrance toBUYING OFFICES *i¢> 


% ort on 54S 
Ae o a 4) 
pee rane COA 


fay il 
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Evans Brands j 
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EN TFLEATHER WITH A REMARKABLE “BALANCED” FINISH 





Whet do we mean by ‘“‘balanced”’ finish? . 


Just this—an enamel coating having 
exactly the same amount of elasticity as 


the leather over which it is spread. 


So that the resulting patent leather has ab- 


solutely uniform elasticity. 


Furthermore—an enamel so fine that it is per- 
fectly transparent—showing the grain of the 
leather clearly through it. 


Our present day Maximus is the result of fif- 
teen years’ striving to attain an ideal in Patent 
Leather for Shoes. 


The first wearing of MAXIMUS in a shoe is 
anew and very pleasurable awakening to what 
patent leather can be. 


The comfort, the easy conformity, the long- 
lasting brilliance—make friends who will never 
be content with anything but MAXIMUS. 


And as more stores find how MAXIMUS 
pleases, and more manufacturers receive re- 
order after re-order, MAXIMUS sales increase 


in natural sequence. 


All of which is the natural result of our plan— 
to make all Evans Leather sell more Evans 
Leathers. 


Are you ready to receive a new experience in 
what constitutes real patent leather? 


John R. Evans € Company 


CAMDEN, NEW JERSEY 


(Branches in All Principal Shoe Centers) 
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Editorial from 
New York Herald in J . 
<== . One might think the 


‘ashion in Color. ; - 
“tashton does net demens Soi WIiter of this article 
ine an alee 


modes than. © ~=6had seen our colors 
sho ‘ 
“so well are they 


described. 


PYTHON 
aawek CALF 


xinss °F =i OU Newest Crea- 
# = tion, ideally suited 

for the new fash- 

aged gears oti = 1ons ~\» A snake 
Ba esa f type leather, in 
Sent ein | two-tone effects 
_-to match the 

season’s colors 
and oriental 


effects. C~E>% 


The design will not pull 
out and is arranged to 
cut most economically. 


Barnet Leather Co., Inc. 
9 
360 MADISON AVENUE, NEW YORK CITY 
MILWAUKEE - CINCINNATI ST. LOUIS - ROCHESTER 
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Tanneries “Boston “Distributors 
LITTLE FALLS iY BARNET LEATHER CO., Inc. 


NEW YORK OF MASS. 
98-100 South Street 


Boston, Mass. 
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Finding its Resting Place 
—after months of hard wear. 


Feel inside your oldest shoe—you’ll find depressions made by 
the foot in its painful fight to find comfort, to beat those flat, 
hard leather innersoles into a shape that resembles its own. 





In the MATRIX Shoe the innersole is fitted from the start. 
Every curve is duplicated—every joint rests as it should in 
perfect, natural ease. For the MATRIX Shoe fits the sole 
as well as the sides. It embodies the latest lasts and leathers 
that Fashion has decreed. Inside its construction conforms 
to nature’s curves. 


The MATRIX Shoe fits the foot completely. 


The MATRIX Shoe 


FOR MEN 


ALDEN. WALKER & WILDE INC. 
East WEYMOUTH. MASS. 











Made under De Ridder Pateats 
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New England Distributors: Dunham Bros. Company 
Brattleboro, Vermont 
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Here it Is } 


The Greatest 
Selling and Merchandising 
nin the History of the 
Shoe Industrs- 





The Weyenberg Shoe Mfg. Company has taken a pioneer step helping its 
customers sell better quality work’ and dress shoes. We have departed 
from the beaten path---are blazing a trail for you through the wilderness 
of competition to Bigger Business, Quicker Turnover, and Better Profits. 


Never before, to our knowledge, has any shoe manufacturer offered the 
trade a work and dress shoe of such outstanding selling features and 
individuality as COMFLEX Shoes possess---the shoes with the temp- 
ered soles. COMFLEX Shoes are to be nationally advertised to the 
entire American shoe-buying public. 


Each month as these publications appear and go into millions of homes 
the popularity of COMFLEX Shoes will be strengthened and the sales 
increased. Watch COMFLEX advertising and be ready for COMFLEX 
Work and Dress Shoe Business. 





Company Milwaukee 


No. Pacific Branch: Weyenberg Shoe Mfg. Company Southwest Distributors: Gunnerson Shoe Company 
Portland, Oregon Los Angeles, California 
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_ A new spring sport model 
in women’s shoes with the 


Armstrong Cork-Crepe Sole. 
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BA sport sole that 
remains trim and neat 


VEN after several 

months of wear the 
new Armstrong Cork-Crepe 
Sole will retain its neat, 
trim lines. 

This new sole is made of 
vulcanized crepe in which 
has been impregnated 
coarsely ground cork. Be- 
cause the rubber has been 
vulcanized it may be sewed 
to the shoe and it will not 
grow and spread, as did the 
early crepe soles. 


Armstrong Cork Co., 


mstrong 
Cork-Crepe Soles 


Shoe Products Division, 


The cork gives to the sole 
a surface that¥grips. Cork 
adds quietness, too, and re- 
silience—all desirable quali- 
ties in the sport sole. 


Specify Armstrong’s 
Cork.Crepe on your spring 
line. Then you will have a 
sole that retains its fine ap- 
pearance until worn out. 
Your customers will appre- 
ciate the difference. 


Lancaster, Pa. 


C-3 
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In Stock Now 


A Very Popular Style for Spring 


he Bresns 


No. 1958—$5.50 
Imported Black Boarded Calf 
Soft Toe. 








Black Square Groove Edge 
Flange Rubber Heel. 


BtoD 


“Faithful to the Last™ 

















Ankle-Fashioned 


No Gapping No Slipping 














Nunn-Bish & Weldon Shoe Company 


MILWAUKEE, WISCONSIN 
Boston Office:—W. H. BYRNES, Room 421 Rice Bidg., 10 High Street 
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White Glazed Kid Shoes Are 
Indispensable to Her Summer Wardrobe 


HATEVER else 

she buys for what- 
ever occasion, she knows 
she cannot get along 
without some dainty 
white kid shoes for next 
summer. 
You know she’ll have crisp 
white linen suits, and fluffy 


dresses of airy organdie, voile 
and muslin. 


To wear with such dresses any 
but shoes of pure, gleaming 
white glazed kid, or any that 
give her feet a heavy look is 
in questionable taste. 


F. B. & C. White Glazed Kid 
has been largely responsible for 
accentuating the staple mer- 
chandising value of white 


glazed kid. 


Its quiet elegance is accentu- 
ated by its highly glazed sur- 
face—the despair of imitators. 


‘‘ The Glaze That Stays’’ 


Dirt and dust cannot easily 
adhere to F. B. & C. White 
Glazed Kid shoes, and such 
as does may be instantly 
brushed off with a soft cloth. 
The glaze remains 
indefinitely. 


Amalgamated Leather Companies 


INCORPORATED 


22-24 North 5th St. Philadelphia, Pa. 


Factories: Wilmington, Del. 
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Once you have tried it you will 
never accept any substitute for 


WILO WHITE 


Reg. U.S. A. 


KIP SUEDE 


Read the following and you will see why 


For a long time Tanners have been seeking 
to make a white leather that would remain 
white while worn. 


Also that could be washed with Ivory soap 
and water as white cloth. 


And that can be easily cleaned and restored 
to its original whiteness without changing 
its natural softness. 


WILO WHITE KIP SUEDE will do all of 
these things. 


A big white season is just ahead of you. 


Get some White shoes made of this leather 
and prove our statements. 


C. D. Kepner Leather Co. 


139 South Street. Boston, Mass. 


Sole Selling Agents of Pe : ‘ Oo Leathers 





308 Leather Trades Bidg., St. Louis, Mo. Milwaukee, Wis. 

































THE HOLTERS COMPANY, CINCINNATI, Branch of the United States Shoe Co. 
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For Example, the “ Wzumie”’ 


Here's an expression of the Holters policy—the policy 
of producing a shoe whose looks are two or three dollars 
above its price. 





We'll leave it to you if the ““Winnie™ doesn't look like 
a ten dollar shoe. 


Yet, like the other Holters Style-McKays, it can be 
retailed at from $6.00 to $8.50. And that s what people 
want—a low priced shoe with a high priced look. i 


And along with the quick turnover, we promise prompt 
deliveries. 








The Winnie 





Holters Mc Kays in lower price ranges 
are made in Plant No. 2, Louisville, Ky. 
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“PARAMOUNT” has 
lived up to its name 
through all the years we 
have been manufactur- 
ing it. 


“PARAMOUNT” has 
kept pace with progress 
and is today the most 
dependable patent leather 
you can specify. 


THAYER-FOSS CO. 


Leathers of Merit 
BOSTON, MASS. 
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“HIE HOME 
SUMMER, FOOTWEAR 
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R twenty years we have specialized in the production of 
Summer Footwear. A great plant with seven acres of floor 
space, a complete organization and seventy years of shoemaking 
—this is the background of our eftorts to give the trade fabric 
footwear of better quality, more up-to-date style, season after 
season. 


In the following pages we show a few of our newest models of 
whites and satins and give a representative list of Cushman- 
Hollis distributors throughout the country. 


BOSTON OFFICE FACTORIES AND 
177 LINCOLN ST. HOME OFFICE 
ALBANY BLDG. AUBURN, ME. 
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These Shoes Sold 
Through Wholesalers Exclustvely 


No. 5569 


Cushman-Hollis Company. 


FACTORIES AND HOME OFFICE ALBANY BUILDING 
AUBURN, ME. BOSTON 
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Habric Shoes that Follow 
the Style Trend 




















No. 6579 No. 6581 


Cushman-Hollis Company. 


FACTORIES AND HOME OFFICE ALBANY BUILDING 
AUBURN, ME. BOSTON 











BOOT AND SHOE RECORDER 


Representative Distributors 
of (ushman-Ffollis Shoes 


EASTERN DISTRIBUTORS 


CuipmMan Harwoop Co Boston, Mass. 
C. A. Goopnow Suoe Co........ Boston, Mass. 
Lane Bros. Co Boston, Mass. 
Parker Houmes & Co........... Boston, Mass. 
Ws. J. Kennepy Suoe Co., Inc., New York City 
Merritt, Ex.iotr « Co........New York City 
Powe i & CamMpBELL Co New York City 
J. Weiss Suoe Co., Inc New York City 
Brav Suoe Co....... Philadelphia, Pa. 
DeCou Bros. Co.............Philadelphia, Pa. 
Jantzen SHoe Co Philadelphia, Pa. 
Monroe Bros. x Co Philadelphia, Pa. 
Turner-Tompkins Suoe Co. . Philadelphia, Pa. 
WEINSTEIN & SHuBIN Co Philadelphia, Pa. 
AMERICAN WHOLESALE Corp., . . Baltimore, Md. 
Ba.timore SuHoe House, Inc... Baltimore, Md. 
CarrOLL, ApAMs & Co Baltimore, Md. 
CowEeNn-ADLER SHoeE Co......... Baltimore, Md. 
Dixon-Bart_etr & Co.........Baltimore, Md. 
S. Haute Sons Baltimore, Md. 
R. JanporF & Co..... ... Baltimore, Md. 
D. Myers & Sons ... Baltimore, Md. 
H. PretzFe._pDer & Co. .. Baltimore, Md. 
R. E. Tuspman & Co.. . Baltimore, Md. 
H. J. Lano Suoe Co... ..Pittsburg, Pa. 
D. Mussorr SHoe Co.. .... Pittsburg, Pa. 
W. H. WaLKER & Co .. Buffalo, N. Y. 


SOUTHERN DISTRIBUTORS 


Charleston, W. Va. 
Lynchburg, Va. 
Richmond, Va. 
.Roanoke, Va. 
Roanoke, Va. 


Payne Suoe Co... 
LyncusBurG SHOE Co 
Roserts & Hoce SHoe Co. 
Branp Suoe Co., Inc.... 
Griaccs-Paxton Suok Co., Inc. 


Aucustus Wricut Co Petersburg, Va. 
StrENG SHOE Co Louisville, Ky. 
Mose CouEN SHOE Co Nashville, Tenn. 
Murray-Disre_t SHoeE Co... . Nashville, Tenn. 
Pitts SHok Co..............Montgomery, Ala. 
M. C. Kiser Co.................-Atlanta, Ga. 
De as CR OE CO. gcc ece wil Atlanta, Ga. 
GRAMLING, SPALDING & COLLINSWORTH, 
Atlanta, Ga. 
Savannah, Ga. 
Dallas, Tex. 
New Orleans, La. 


ADLER SHoe Co 
Jotescu-THomas SHoe Co 
I. KoHLMAN 


MIDDLEWESTERN DISTRIBUTORS 


Cleveland, Ohio 
Toledo, Ohio 


Wuitney-Rotu SHoE Co 

Simmons Boot & SHOE Co 
Tue Ractpx Ainswortu Co Detroit, Mich. 
Marks & St1x SHoE Co Cincinnati, Ohio 
Cuas. Mets Suoe Co..........Cincinnati, Ohio 
Crowver-Coorer SHoe Co., Indianapolis, Ind. 
GuTHMANN, CARPENTER & Co Chicago, IIl. 
Harper & KirscHTEN SHoe Co... . Chicago, Ill. 
C. W. Marks Suoe Co....... . .Chicago, III. 
SmiTH-WALLACE SHOE Co Chicago, IIl. 
STANWEAR SHOE Co.... . Chicago, IIl. 
SAMUELS SHOE Co St. Louis, Mo. 
Bope-Larson Suoe Co., Inc... .. Keokuk, Iowa 


FAR-WESTERN DISTRIBUTORS 


Zion’s Co-opERATIVE MERCANTILE INSTITUTE 
Salt Lake City, Utah 
Joun Scowcrort « Sons Co.......Ogden, Utah 
Jarra ComPany.... .Los Angeles, Cal. 
Stewart-Dawes Co... ..Los Angeles, Cal. 
Caun-NICKELSBURG Co. San Francisco, Cal 


Cushman-Hollis Gompany. 


FACTORIES AND HOME OFFICE 


AUBURN, ME. 


ALBANY BUILDING 
BOSTON 
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There is no substitute for Goodyear Wingfoot Heels. 
No substitute for their quality. 

No substitute for their clean-cut, close-fitting design. 
No substitute for their long, long wear. 


The people who buy your shoes know Goodyear Wing- 
foot Heels. So you ought to insist on Goodyear Wingfoot ‘| 
Heels on the shoes you buy. | 








There are Goodyear Wingfoot Heels for men’s, women’s 
and children’s shoes. More people walk on Goodyear 


Rubber Heels than on any other kind. 


, See the new Goodyear Sport Bottoms—an ideal 
combination of Goodyear Wingfoot Heels and Soles 


ENGEOOT 
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BARBOUR 


The Shoe Illustrated is 
THE “FAIRLEE” By 
Edwin Clapp & Son, Inc., 
East Weymouth, Mass. 


MANUFACTURED 


BROCKTON, 


Fully Protected By U.S. Patents July 11, 191! 
Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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For us, as manufacturers of WELTING, to address you, a shoe re- 
tailer, may be a bit unusual, yet we do so in order that you may be 


familiar with the details, construction and real merit of the new welting 
that is now incorporated in the sample lines of almost every prominent 


manufacturer of Welt Shoes. 


It is Barbour STORMWELT, and the shoe illustrated on the op- 
posite page from the sample line of Edwin Clapp & Son, Inc., East 
Weymouth, Mass., is an excellent example of the results being ob- 
tained with this new welting. 


It is a development in Goodyear Welting inspired by the constantly 
increasing demand for shoes of the “Cork Welt” or “Corksole Welt” type. 
In producing the STORMWELT our aim has been to improve upon 
previous welts of this general character, and to eliminate their imper- 
fections. 


Study the cross-section of the STORMWELT 
herewith, and notice that this is not a two-unit 
proposition, or a mere gasket sewed in with the 
Goodyear Welting and accomplishing little be- 
yond a pleasing style trim. It is a solid one-piece 
moulded Goodyear Welt that provides everything desired as a style trim 
and has actual merit as a water-resisting factor. 


The one point where a Goodyear Welt Shoe of ordinary construction 
can and will leak is through the inseam. Notice, please, how effec- 
tually BARBOUR STORMWELT seals the inseam. 


Destined to be the season’s biggest seller, and already in the sample 
lines of a large number of shoe manufacturers. If you are interested, 
write us, using the attached coupon, and we will send you the names 
of manufacturers from whom STORMWELT Shoes can be obtained. 











ES BARBOUR WELTING COMPANY 























USE THE BROCKTON, MASS. 
EXCLUSIVELY BY = ee 
URED We are interested in Barbour ‘‘Stormwelt” Shoes. Please 
advise us names of shoe mfrs. who have this shoe in their 
sample line. 
| We carry (men’s) (women’s) shoes and buy from the fol- 
% lowing houses: 


MASS. 


and Feb. 10, 1914—-OTHER PATENTS PENDING 
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YOUR CUSTOMERS 
Are 


WALKING ADVERTISEMENTS 


Shod in attractive, well appearing 
shoes, they are your greatest asset. 





we HOLLYwoop 

STYLES ILLUSTRATED) 
IN STOCK- 

Width “C”—Growing Girls’ 
sizes, 24 to 7. Black Patent an 
Leather,? grey ‘and airedale 
Buck full white leather lined. S A N 'D) A | S 
TO ORDER 


Widths B, C and D—Growing 


Girls’ sizes 244 to 8. Black . . : 
hay ae gehen scientifically constructed on lasts especially 
—— designed for Growing Girls, are rapidly mak- 


red, blue and green. ; ‘ ; 
PRICES: ing this kind of assets for dealers throughout 


ROSITA $3.00 the country. 


HOLLYWOOD $3.10 
The reputation of Rayj-(RAFT Shoes and 


Sandals is not only built on quality work- 
manship but upon the satisfaction they give 
in fulfilling the desire for a good-looking shoe 
that shows style and character and at the 
same time conforms to the severe demands 

















of a growing girl's active outdoor life. 


Send us a trial order and see {or 
yourself why they prove so popular. 


S. RAUH & COMPANY 


310 Sixth Avenue New York, N. Y. 























—_— 
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SPRINGTIME STYLES: 


(> 
G 


\ 
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age 5 
Rees IN STOCK 
The Scapteeiives 


Stock No. 39—All black satin centre Strap slipper, 
turn sole, 17-8 Spanish heel. AAA-C widths. 


April First Delivery 
The Tabstrap 


Stock No. 40—Black satin center Strap slipper, 
piped with silver kid around all edges, turn 


sole, 17-8 Spanish heel. AAA to C widths. 


Stock No. 41—Identical with the above in all 
brown satin with gold kid piping. : : 


April Firse Delivery 
The Dualink 


Stock No. 45—All black satin twin button slipper 
with jet and steel double loop beaded ornament, 
light turn sole, 17-8 Spanish heel. AAA to C 


widths. 


Stock No. 47—Identical with the above in all 
brown satin with bronze and gold beaded 
ornament. . ‘ 


The Dualink >": aan April First Delivery 
The Chapsford 
Stock No. 43—All black lizard calf fringe tongue 


concealed centre gore slipper, light welt, 
imitation turn, 10-8 covered cuban heel. 


AAA to C widths. . . $7.35 


Stock No. 44—Identical with the above in all 
brown lizard calf... : : ~ : . $7.35 


The Regent The Regent 


Stock No. 1009—Alll patent leather, bead edge 
turn, 17-8 Spanish heel. AAA to C widths. $7.25 


Stock No. 3009—Identical with the above in all 
black satin. " ‘ ‘ 2 ‘ . . $6.75 


The Chapsford 


I, MILLER & SONS 
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Customers tell us 
that our shoes fit 
so perfectly that 
they eagerly look 
forward to buying 
the next pair. 


WiZiMhisdidddisdishihdd tga 


GIS AISTIT IL 


Liitieed 


Lidia, 


ness is built. 


BOOT AND SHOE RECORDER 





VILLE LT AAs Le 


‘“‘T PUNISH MY SHOES’’ 


“I punish my shoes, and I know of 
no shoe salesman who could sell me 
anything but a French, Shriner & 
Urner shoe. I have sold the idea to a 
number of my friends.”’ 

—A booster as well as a customer. 


“TuHerRE. in the words of experience, is written the his- 
tory of every exclusive French, Shriner & Urner shoe 
store—and the reason for its success. 
Steady customers are the rock upon which enduring busi- 
French, Shriner & Urner shoes, with their 
uniform superiority wins steady customers regardless of 
fluctuating trade conditions. 


We maintain a stock department as an aid to our dealers 


§ “built in” 
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The model sho on 
opposite is distin- 
guished not only 
for unusually long 
and comfortable 
service, but a'so 
for an appealing 
smartness that is 
to stay. 
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FACTORY and SALESROOMS, 63 MELCHER ST., BOSTON, MASS. 
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No. A-254— Women’s 
Fancy White .Canvas 
Strap. 


No. 692 — Women’s 
Scalloped Black Satin 
Strap. 
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Long experience, large productive capacity, 
and a consistent reputation for giving values 
both in merchandis: and service:—These are 
the essentia!s of our successful position in the 
field of Fabric Footwear. 


Sold to Wholesalers only. 


DINGLEY-FOSS SHOE COMPANY 
“fabric Shoe TNanutackurers 


AUBURN, MAINE: 


BOSTON OFFICES, 54 LINCOLN STREET 





































Every day, more and more 
Intelligent Shoe Merchants 
Everywhere are opening 
their doors to 


1. Its value doesn’t depreciate. On the 
contrary, the B. W., while a cracker- 
jack ps a is the staple, the gold 
dollar of the women’s department 
today. 


Trade built up by Merchant Smith 
on the B. W. shoe is Merchant 
Smith’s trade—Jones down the street 
doesn’t take away Smith’s customer 
because of some new fantastic pat- 
tern, only to lose her himself in a 
jiffy. 
B. W. IN STOCK 
For Immediate Shipment 

Net 30 days Mr. Retailer: why not build your 
~... W. is the famous Roth's Business Woman Com- business on a firm foundation? A little profit 

ination Last—a really perfect fitter that appeals : 
to all women who seek a shoe of style that offers maxi- today beats the big gamble of tomorrow. 
num omeut. Successful merchants everywhere are daily 
Black Kid ¢ Oxford Brown Kid Oxford seeing the light, sticking to the shoe busi- 


AAA, 5-9 3-9 AAA, 5-9 B, 3-9 ‘ 
AA,” 5-9 Cc 39 AA” 55 Cc 3-9 ness in the full sense of the word, and pro- 
3-9 -g D, 3-9 


5- 
A 9 . & pee ' ban 
tio * $5.00 tecting their investment as shrewd mer- 


—] > “os 
5-403 S-404 chants always have done. ‘‘Go thou and do 
Black Kid Oxford . Brown Kid Oxfords 8 of 2 
(Arch Corrective) (Arch Corrective) likewise. 
AAA, 5-9 B, 49 AAA, 5-9 B, 3-9 
AA, 5-9 C. 3-9 AA, 5-9 Cc, 39 
A, 49 4-9 i 4-9 D, 3-9 


$4.60 


Te ROTH SHOE”4@ 


“ CINCINNA 


There are no shoes better than Cincinnati made shoes; sb are none so good as ROTH’S 
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HE Nettleton In-Stock De- 
partment now offers 34 styles 
of shoes and oxfords and a riding 
boot—ready for immediate ship- 
ment. An interesting announce- 
ment showing thé five new oxfords 
is now ready for interested dealers. 
If you have not received a copy, 
write us immediately. 


1924—WNettleton Dealers’ 
Biggest Nettleton Year 


The Nettleton In-Stock Department 


The BUCKMINSTER. A The BUCKMINSTER. A Light 
No. 06 Medium Light Tan Viking Lace No. 06 Weight Black Cordovan Lace 
Oxford. AAA, 8-12; AA, 7-12; A, 7-12; B. Oxford with Plain Toe and No Box—7 iron 
6-12; C, D, 5-12. sole. AA, 7-12; A, 7-12; B, C, D, 6-12. 


The MARLBORO.: A Glazed 
No. 023 Kid Lace Oxford with Glazed 
Kangaroo Tip. Combination measurements. 
AAAAA/AAA, 8-12: AAAA/AA, 7-12; 
AAA/A, 7-12; AA/B, 6-12; A/C, B/D, 6-12. 


The LEEDS. A Tony Brown The BUCKMINSTER. A Tan 
No. 062 Calf Lace Oxford. AA, 7-12; No. 063 Scotch Grain Lace Oxford. AA, 
A, 7-12: B, 6-12; C, D, 5-12. 7-12; A, 7-12; B, C, D, 6-12. 








Watch for our advertisements illustrating each of the above styles. 


Our complete Catalogue and a copy of “The Nettleton Idea” are yours for the asking. 
Nettleton Shoes are nationally advertised to nearly 22,000,000 readers of magazines 
and the Nettleton Dealer Co-operation is the finest offered by any fine shoe manufacturer. 


A. E. NETTLETON CO. 


H. W. COOK, President 
SYRACUSE . . . NEW YORK 


MEN’S FINE SHOES EXCLUSIVELY SINCE 1879 




























































SHOES OF WORTH 


MEN LIKE TO SAY THEY WEAR THEM 

















Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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The Firestone-Apsle 


“SHEBA’ 


Orders speak louder than arguments 


WE are willing to let the big 

advance business already 
booked for 1924-25 tell you how 
the trade has ‘‘taken to” the 
SHEBA GAITER. 


Orders are not won nowadays 
except through sheer merit of 
and belief in the merchandise. 
The SHEBA GAITER has “‘got” 
the trade because it is more than 
an attractive novelty. 


The tailored suit is bringing back 
ageneral disposition toward trim- 
ness of fit in women’s garments. 


Firestone-Apsley 


Rubber Company 


Manafacturers of «bber Footwear, Canvas Footwear, 
Rabber Clothing and Rubber Heels 


Hudson, Mass. 


Dealer Influence is secured thru advertising in the Boot and Shoe Hecorder. 


In that respect alone the 
SHEBA GAITER affords per- 
fection. 


The ease with which it may be 
adjusted and fastened, and the 
absence of skirt tearing hooks 
complete an overshoe 100 per 
cent desirable. 


Don’t place your order for next 
season until you have seen the 
SHEBA GAITER. Your whole- 
saler can show you samples. If 
not, we will immediately place 
you in touch with one who can. 
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4 4 Every lady who sees them, asks 
« “WHERE CAN I BUY A PAIR?” 
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A Perfect Trim Fit 
Fastens with Ease 
Instantly Adjustable 


No Skirt Tearing Hooks 
Style—Plus Practicality 
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Dealer I is eccured thras advertising in the Boot and Shoe Recorder. 
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2474 


2476 


Patent 


Colt, 


Greenwich 
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SANDALS 


2475 $4. 
White Calf, Greenwich Sandal, 6-8 
Rubber heel, Goodyear Welt, 


Same as above in Smoked Elk, 


Patent 


Colt 


Malvena 


Pump, 


$3.50 
-8 





$4.00 
Sandal 6-8 
Rubber Heel, Goodyear Welt, A-C. 


00 
A-C. 


$4.00 
A-C. 





7 
Rubber Heel, Graves Imt. Turn, B-D 


ee me 8 we 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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EASTER 


Sandals can be considered 
as Spring’s Best Bet. Low 
heels and cut-outs are ap- 
pealing to young women all 
over the country. There is a 
decided swing to free and 
easy footwear—yet, there 
must be present that all 
important factor in women’s 


footwear—STYLE. 
The Rice & Hutchins 


models shown here are origi- 
nal and dainty in style and 
pattern. They are well made 
in the leathers most popular 
today. 


The bright colored costumes 
decreed by Fashion de- 
signers will need shoes to 
harmonize. This is your 
opportunity to stock for a 
ready market—shoes for 
Easter and Spring apparel. 


These shoes are in stock 
NOW, ready for immediate 
shipment. 


RICE & HUTCHINS 


INCORPORATED 


13 HIGH ST., BOSTON 


Distributing Branches: 


Rice & Hutchins Atlanta Co. 
Rice & Hutchins Baltimore Co. 
Rice & Hutchins Chicago Co 


Rice & Hutchins Cleveland Co. 
Rice & Hutchins New York Co. 
Rice & Hutchins St. Louis Shoe Co. 
Atlas Shoe Co., Boston, Mass. 
Jos. 1. Meany & Co., Inc., Phila., Pa. 


WRITE FOR NEW 
CATALOG TODAY 


SUN We WE SE Td Sd Wed eee ee yee eee Ve ee ee 





6427 
Smoked Elk 





ber Heel, Goodyear Welt, B-D 


2382 
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2482 $4.00 
Smoked Elk, Thelma Pump, 8-8 Rub- 





$4.50 


Chinese Red Kid Greenwich Sandal, 
6-8 Rubber heel, Goodyear Welt, B-C. 


2383 $4 
Same, in Chinese Green Kid, B-C. 


2384 $4.50 
Same, in Chinese Blue Kid, B-C. 


Malvena Pump, 








mee 
Rubber Heel, Graves Imt. Turn, B-D. 
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Whites in the King Row 


Survey Shows Real Enthusiasm Among Merchants for 
Summer Season Footwear 


HE business of servinga par- _ Onthefollowing pages wereprintactual alert, merchants express their be- 
telegrams received from merchants in): ° +. terse telegraphic form for 


ticular public with shoes in 9 parts of the country in answer to a 
season, and for a purpose wire from the editor of the “Boot and not only are they busy men but 
Shoe Recorder” asking for an expression you, too, are busy and want your 


needs every bit of your attention 7 eptalion, in the inerghts tt tlie hee 
. . of opinion. i ° A . é 
this season. Don’t take any one hone epinions sary rt a to the information boiled down, concise 
man’s word for the trend of stylein geographical location of the town—an and to the point. May we express 
interesting and instructive portrayal of  oyr appreciation of the loyal way 


your community for it is up to you . actly end 
t that tastes d d Bis - : 
a Wer in different + which these advisory merchant- 


in your store and in your grade to arts of the country. 


point the path of color, or white to 
a profit and not a left-over. There is no national agree- 
ment as to any one color or shade, any one pattern or 
last and it actually means “every community for itself, 
be careful but liberally conservative.” 

We want to emphasize this guiding note before we 
summarize the volume of telegrams obtained from 
representative merchants all over the country. These 


editors respond to our call for in- 
formation. Read carefully the verdict of each com- 
munity as expressed by one of its leading merchants. 
We think the retail shoe merchants throughout the 
country will endorse our method of obtaining a rep- 
resentative style report. The response which greeted 
this plan is an expression of confidence in the effective- 
ness of the idea. 
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THE MIDDLEWEST SAYS 


White kid in best demand. 

Any good looking patterns in white kid will sell. 

Sandal patterns will predominate in Spanish and 
Louis, with box heels on sport types. 

Big — season—in linen, kid and buckskin, 


plainer patterns. 
Some colored trimmings, but bulk will be plain 
All white kid, 95 per cent turns in straps and 


sandals. 

Conservative and novelty patterns. 

Sport patterns instead of colored trimmings. 

Seventy-five per cent in kid, cal — strap san- 

dals, from flat to 13/8 doz 

Strap effects in sandal types with block heels. 

Strong white season—w Te kid will lead for dress 
in straps with bor heels. 

Not much demand for combinations of black and 
white, etc. plain white. 

Buckle front gore pumps for sports. 


WHAT NEW ENGLAND SAYS 
Best sellers will have calf or kid trimmings in same 
color 


White kid turns with Louis Cuban heels, good. 

Anticipate big white season. 

White kid cut-outs with inch heels and Spanish 
heels. Volume depends upon’ season. 

Low heeled sandals in plain w ite. 


NORTHWESTERN STATES SAY 


pwd types, with possibly patent trimmings. 
la ite types. 


FROM SOUTHWESTERN STATES 


. No colored trimmings. 
White kid ym 2 best in dress shoes. 
Some white fabrics with white leather trimmings. 
pees ee =F buck, canvas, in cut-out straps and 


White kid sandals will lead. 

All white best bet. 

Patterns 100 per cent straps and sandals. 

White shoes a 

wry. hy of white shoe business on kid 


Any model that is pretty will 
Fille shall bo vo heconay on Oe past of-slis 
dealers to push white footwear. 
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Fabric with Leather Trim 


We anticipate a fair sale of white Reignskin in plain one strap with 
white kid or calf trimmings and medium length vamps. We think the 
best sellers will be those with calf or kid trimmings. We also e 
sell some white kid turns with Louis cuban heels and strap. "Toepeot 
they will start to sell about the last of June. McDowell and Black 
Shoe Co., Portland, Maine. 


Greatest White Season Ever 


t greatest white season ever experienced. Since January 
first, have already doubled last year’s sales for corresponding period. 
White kid most popular in cut-out patterns in strap effects and some 
oxfords, all one material. Best sport oxfords, all buck or nubuck with 
crepe soles very good.—F. H. Bush, Wetherby-Kayser, Los Angeles, 
California. 


Twenty-five Per Cent Increase 


Anticipate full twenty-five per cent increase white footwear over 
last year but not starting until F Easter or after, on account of general 
backward season. Scarcely anything but solid white kid in fancy 
strap patterns, boxwood, Cuban and Spanish heels. Some sport types 
and sandals in bucks, mostly plain toes, but not much trimming with 
some fibre and crepe rubber soles.—Chester Herold, San Jose, 
California. 

All Set for May 15 Start 


Anticipate big white season. All set for May 15 start. Materials: 
white fabric, kid, calf, white trim; colored trim, speculative; sport 
shoes, white buck or imitation; also elk, white trim; colored trim, 
speculative. Brown buck and elk, self trim or combination to match. 
Above applies to women’s styles. —Geo. E. Pierce, Providence, R. I. 


Depends Largely on Temperature 


White sale starting just before Easter and then dead until June. 
During three summer months, white kid cutouts with one inch heels 
and white base, Spanish heels for business women, white cloth low 
heel oxfords and plain pumps. Volume will not be large unless we 
— an unusually hot season.—Morse & Haynes Co., Springfield, 

ass. 


White Kid—Buck—Canvas 


White season will start the middle of April. We do not anticipate a 
large white season, however. Expect to sell white kid, buck, canvas 
in cutout strap patterns and sandals.—O. D. Mendrix, Joe J. Hart, 
Helena, Arkansas. 


Solid White Best Bet 


White season will begin with first indication of warm weather, 
after May first. White kid good in all styles; solid white best bet. 
Few various colored piping effects will sell in larger places. High 
colored trimmings not well thought of. White calf and buck good in 
sport and semi-sport, also in sandals. Various strap effects will pre- 
dominate. Canvas practically out of it.—Clarence W. Kelsey, Bing- 
hamton, N. Y. 


Sandals to Predominate 


Sale not started yet on white shoes but indications are for, big 
sales on white in kid, calf, and elks. Commencement of white sales 
will start as soon as we have favorable weather. Sandal patterns will 
predominate in both the Spanish and Louis with box heels on many 
of the sport sandels.—Elwell Field Shoe‘Co., Des Moines, Iowa. 


Demand May Come in June 


Skeptical of white footwear. Trade thoroughly sold on pretty 
— and satins and colored hose at this time. Demand may come 
or white in June and July in sport types of kid leather, ibly 


— trimmings, other types plain.—Robinson Shoe Co.,'HuronJS. 
ota. . 
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Big Season Anticipated 

We anticipate a big white season to start about April 15. Materials: 
linen; kid and buck skin, plainer patterns, some colored trimmings, 
but the bulk to be plain white. White eo types to be mostly 
trimmed with tan or black leathers.—F. E. Foster & Co., Chicago, 
il. 3 


Vothing but White Kid 

Our plans are to increase our total white business of last year. 
fave bought nothing but white kid, no colored contrast, all white. 
Ninety-five per cent, turn types in straps and sandals.—Petot Shoe 
‘o., Cleveland, Ohio. 


Vhite Kid in Turn Soles 


Our opinion is that white kids will be very strong in turn soles with 
uncy cutout strap and sandals, in 14/8, Spanish and box heels; also 
:/8 to 10/8, box heels. Sport types in white kid, also canvas with kid 
ir calf trim. Heels, 9 to 13/8, box. Will start selling about April 1 to 
0.—Boston Shoe Co., Louisville, Ky. 


Vay 15 for Columbus 


May 15 will start moderate seasonal demand for all white kid and 
loth in both conservative and novelty and sport patterns. No colored 
‘trimmings.—The Pitts Shoe Co., Columbus, Ohio. 


Big Volume in Fabric 

We expect big white season starting last week of April. Kid will be 
early seller but cloth will be in big volume. May and June, all white, 
ninety per cent, few piped and trimmed shoes. Colored hose give 
desired contrast for sport sandals.—Jacobs Bros., New Orleans, La. 


Anticipate Big White Season 


We anticipate a very big white season. Ninety per cent will be 
white, kid, in all heights of heel. Where trimmed, patent trimming 
only in dress shoes. Sport types in all colors of trimmings and ma- 
terials. Of course, some Reignskin and white buck will be sold.— 
Knight Shoe Co., by Will Knight, Portland, Oregon. 


White Kid and Calf to Lead 


We anticipate big white season starting about May I. White kid 
and calf leading, pretty strap cutout effects and sandals dominating. 
Few trimmed in black. Some sport types. Cloth material only in 
cheaper grades. Box heels in 8/8 to 13/8, Spanish heels, 14/8 to 16/8. 
—Byck Bros. Co., Atlanta, Ga. 


Low Heel Sandal Effects 

In this locality, the sale of white footwear depends a great deal on 
the season. We do not start selling whites before June first. I antici- 
pate a fairly good season with low heel sandal effects predominating 
in plain white.—B. J. Boynton, Burlington, Vt. 


Big Season Not in Sight 

We do not anticipate a big white season on white on account of the 
light colors in suedes and kids and variety of fancy colors in silk 
hose worn with black and other colors. White season will start after 
the middle of May. All white with white trimmings best.—Sherron 
Shoe Co., Memphis, Tenn. 


All White the Best Bet 

We look for a big white season ahead—Practically everything to 
be sold in white kid. Sandal effects will lead. Straps with moderate 
height heels for dress and semi-dress. All white the best bet.—lke 
Kempner & Bros., Little Rock, Ark. 


Fancy Slippers in White Kid 
* Expect big white season in fancy slippers in white kid. Small per 
cent.of white cloth in medium-priced slip Sport sandals in both 
turns and welts in white calf. Patterns will be 100 per cent straps and 
sandals.—A. K. Cohen, Gus Blass Co., Little Rock, Ark. 
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PACIFIC COAST STATES SAY 
White kid in pattern pumps and close-up ps. 
White buck s saan and entetn aia er 
white kid trimming. 
Straps, oxfords, front and side gore in welts. 
Oxfords strong, few yeh ge 
Crepe rubber and fibre sport types:. . 
gee buck gto aney se ee 
ipings on turns suggest patent, champagne 
- and orale colors. 
‘xpect greatest white season ever. 
Since January 1 have doubled last year’s sales for 
White kid most popular in cut-out patterns in 
straps—some orfords all white. 
Anticipate full 25 per cent increase in white foot- 
wear over last year. 
Scarcely anything but solid white kid in fa 
— patterns, borwood, Cuban and Spanis 


ROCKY MOUNTAIN STATES SAY 
Good grade canvas and Nubuck ozfords in 12/8 


heels. 
No fancy patterns, nor elaborate trimmings. 
Ninety per cent in white kid. 


MIDDLE ATLANTIC STATES SAY 


ST ped pt en 
ile calf a in s, semi-sport. 
Sandals good. 

Straps will predominate. 


THE SOUTHERN STATES SAY 

Kid will be early seller, but cloth will be in big 
volume. 

—— cent, all white—few piped and trim- 


Sport sandals strong. 

Big white season. 

White kid and calf lead, pretty strap and cut-out 
effects in sandals dominating. 

White kids very strong in turn soles, and fancy 


cut-out straps. 
Sandals in bor heels and from 9/8 to 13/8 heights. 
Kid far in lead. 
Patterns conservative, except sandals, with heels 
lower than 10/8. 
Styles more conseroative. 
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Not Strong for Black and White 


We anticipate a strong white season starting about 
May 15. In women’s high grade footwear, white kid will 
lead, strap patterns with box heels predominating. 
Buckle front gore pumps good. For sports, all white 
buck, also white cloth with iid trimmings in straps and 
oxfords. Do not expect much demand for combinations 
of white and black, ete-—The H. and S. Pogue Co., 
Cincinnati, Ohio. 


White Season will be Slow 


White season will start middle of May. Will be slow. 
Will sell 75 per cent kid, calf and elk sandals in strap 
atterns with open work and very few trimmings. 
Sandals good from flat to 13-8 box to 16-8 Spanish. 
Sport types will be confined almost entirely to sandals. 
Colors responsible for slow sale of whites—Roy E. 
Stevens, Ottumwa, Iowa. 


Whites Already Moving 


One of the noticeable features of Southern dress and 
footwear is white. In semi-tropical climates,white shoes 
are bound to come and are now moving. Predictions are 
for solid whites. Eighty per cent of white shoe business 
will be done in kid leathers. Whites will be given a trim of 
color in the form of fine piping for street and dress wear. 
For sport wear, the usual combinations will retain their 
popularity throughout the summer months.Any model 
of shoe, or sandal, that is pretty and cut out properly 
will be desired by women. Uncertainty as to colors in 
leathers this season. There should be no hesitancy on 
the part of the shoe dealers to push white footwear.— 
Buckley Shoe Co., Houston, Texas. 


Not so Strong as Last Year 


Do not think that all white shoes will be as strong as 
last year. Season will start here about June 1. The craze 
for colored hose will naturally create a demand for black 
shoes or colors to match hose. Strap effects bordering on 
sandal types of white kid, with block heels. will pre- 
dominate.—George A. Pierce, Minneapolis, Minn. 


Less than Last Year in All White 


All whites, 20 per cent less than last year. Sales will 
start about April 15 and end about July 4. No oxfords 
except corrective types, in all canvas with white leather 
trimmings. Kid far in lead. Patterns conservative, 
except sandals which will be confined to somewhat 
cheaper grades and with heels lower than 10-8. No 
extreme lasts. Styles in general more conservative. Good 

atterns live longer and can be duplicated.—Efird L. 

ine Shoe Store, Winston-Salem, N. C. 


Northwest not Favorable 


We do not anticipate a big white season. The tremen- 
dous outdoor activities in the northwest do not en- 
courage white footwear. We expect to sell a limited 
amount of white footwear in grade canvas and 
nubuck oxfords in 12-8 heels. We do not expect any 
fancy patterns or elaborate trimmings to be good. White 
season opens here about May first——E. P. Allen, 
Rhodes Brother, Tacoma, Washington. 
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Good in May and June 


We look for good season on white footwear in May 
and June depending upon the weather. We think white 
kid will be in demand. Few sport shoes, but mostly 
lighter types and fancy patterns; some trimmings in 
patent leather.—Slade Shoe Shop, Des Moines, Iowa. 


Ninety-five Percent Kid 


We anticipate a big white season. Will start about 
May 1. Practically 94 per cent of material will be white 
kid. No trimmings, just a sprinkle of sport types.— 
Fred S. Stewart, Atlanta, Ga. 


No Colored Trimmings 


Anticipate usual popularity of white footwear in this 
territory through May, June and July. White kid stra 
effects best in better shoes. Some white fabrics wit 
white leather trimmings; no colored trimmings. De- 
mand light for white sport shoes.—H. H. Watson, 
Texarkana, Ark. 


Season will Start with Easter 


Anticipate big white season starting at Easter. White 
kid in pattern pumps, high and low heel, also closed up 
pumps. White buck sport pumps and oxfords, plain or 
white kid trimming. Also black and white but no other 
colors on white-—Frank Werner Co., San Francisco, 
California. 


Present Demand Better than Usual 


Anticipate strong white season. Starts May 1. Present 
demand greater than usual during March. My opinion 
for patterns, as follows: strap, sandals, cutout oxfords, 
front gore and operas, in turns. Straps, oxfords, front 
and side gore in welts. Oxfords strong, few side gore, 
crepe rubber and fibre sole sport types. Materials; kid, 
buck skin and Reignskin. Patent and light tan, Russia, 
trimmed with alligator and lizard in sports. Pipings used 
on turns suggest patent, gold, champagne, and high 
colors.—Harry A. Gibson, San Francisco, California. 


Right After Easter 


We are looking for a big white season, starting 
immediately after Easter. Shoe material will be princi- 
pally of white kid, solid color, no trimmings. Any pat- 
tern that is good looking will sell—largely strap and 
gore effects. Do not anticipate volume of welt sports.— 
Chisholm Boot Shop, Cleveland, Ohio. 


No Black or Colored Trimmings 


a strong white season weather beginning 
a 


about y 10. All white kid straps or small tongue 
effects, limited number straps. Sport effects in all white 
buck, also white buck oxfords with crepe soles. We are 
not pre to serve the public with white with 
either black or colored tri . Going to play solid 
white with 8 or 12-8 heels: limited number of low or 
Cuban.—Potter Shoe Co., Cincinnati, Ohio. P 
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in the earliest Springs advertising 


tardy Easter gives unusual opportunity 
for extended Spring selling. 

A dearth of selling ideas now would about 
equal in havoc a June frost. Idea should follow 
idea at a season when the public’s mind is open 
until there is built up a concrete understanding 
of the store’s service and goods. 

Like Christmas, Spring is ever old yet ever 
new and its traditions are as beautiful one year 
as the next. One cannot improve upon Nature, 
and one cannot change the spirit of Spring when 
it is said, you can hear the grass growing. It 
may be the earth worms turning in the warm- 
ing soil of the transit of lifegiving juices from 
ground to grass blade thatthey tell of hearing, 
but that there is new life stirring here, there and 
everywhere there can be no denial. 


A New Spirit 


Spring, the arrival of a season and a spirit 
that is new, really new. The leaves of last- year 
long since gone now give the life to the new 
buds through enrichment of the soil, and a new 
cycle cf life is started. Old styles, the leaves of 
last season, having yielded their profit as the 


‘k- earliest springtime on record with a 
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leaves have their beauty, now contribute to the 
success of new styles—the bud and blossom of 
the new style season. 

The bobolink dons his wedding suit and the 
frog, with a voice the antithesis of the robin’s 
feels constrained to welcome Spring with a 
song. The Spring zephyr touches humans with 
a transforming caress—the heart opens and the 
festival of life is begun again with a youthful- 
ness apparent in young and old, but known to 
both alike only in the Spring. 

And advertising, interested principally in the 
heart, must take to account the elements of 
that organ. Spring is the time to put human 
interest, that cphemeral attribute, into adver- 
tising. 

The mind of Nature and humans is on dress- 
ing up and the time was never better to point 
out the relation of clothes to the wearer, shoes 
to clothing or turn about—which ought to 
interest the man who pays the advertising bills. 

“On with the new” epitomizes Spring—new 
clothes, new ideas, new sales policies, all are 
necessary fo meet the new mind of the season. 
Wherefore, another three pages on Spring 
Advertising. 
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Your Name Here | 
STREET “Town 
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The Tongue for Spring 


Easter usually picks as a favorite 
the smartest mode—and tongue 
penee are smart. They go well with 

idea of ornamentation that is 
a this spring. The dash of color in 
the costume is carried lo the shoe via 
the buckle with the tongue back- 


ground. 
We usually pick a style that is 
in taste with a Fe mh of 
uring quality. Then our cus- 
tomers get their money's worth in 
every way. 
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Stepping in Spring’s 
Shoes 


only the new, but the beautiful. 
The change from winter's monot- 
ony is weil —the life and 
fragrance erhilarating—bul the 
change is not —_— in itself. 


Take the s ey 
is a triumph, pe Bes - to ‘the 
care given little things. Nature is 


profligate with her colors, but 
not careless, so it is natural to 
wear harmonious apparel. 

This spring there is the oxford 
as mannish as the pockets on the 
tailored suit—there is the bro- 
cade as feminine as lace and 
tulle. One presents the picture of 
freedom and vigor in the spring 
sunlight: the other the grace and 
luzury of the ballroom, and you 
can’t make one do in the place of 
the other. 
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for Spring 
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Your Name Here 
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> bring Opens 
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Spring Opens 


On the wings of Style comes 
Spring. Before the last patches of 
snow are gone the new spring foot is 
seen—smart, slender, modish. 

In our windows, for example, 
women are looking for the signs thal 

point toward the new idea in spring 
tlothing. If the shoe fils the lighter 
mood then other apparel 

and the other 
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What's on Your 
Mind? 

If it’s clothes they are sure to 
be crowding something of real 
im, nce out. 

his Easter you will think 
about buying cloths AND 
S HOES. Our Springtime mes- 
sage is on shoes—something that 
makes you think after you buy 
them if you don’t before. 

When you put on a pair of our 
Easter shoes you can forget 

m. Your attention is never 
directed to them a elically 
because they have fallen down on 
the job of keeping up appear- 


ances. 

Think of this fine ished 
calfskin oxford thee mM at up 
to the Easter demand for good 
things now. To do so means 
many months of unceasing 
satisfaction later. 
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Your Name 
STREET TOWN 


Your NameHere 


STREET TOWN 





























“That's Jim Brown!” 


“Which one?” said the one 


addressed. : 
“The one that looks all busi- 








“T Want a Change 
this Spring” 
That is the spirit of Spring. 


nut 
| | 
Rw ness. 
Ne And there you have the secret 
a of the difference in men. You 














Everyone wants a change. There 
is some particular sight or sound 
or smell that spells S-P-R-I- N-G 
to you. It may be frogs, pussy 
willow, or the first bluebird, but 
the things you wear make you 
feel like Spring. 

So you change your shoes from 
the bulky ones of winter to the 
youthful ones thal you see in the 
shops. And you will find the best 
reasons for changing in our new 
styles. 

































































speak of a successful man and 
folks ivnediatety uild a mind 
picture of prepossessing ap- 
pearance. 

If the cut of your clothes 
count, so does the line of your 


shoes. 

We try to make shoes that em- 
phasize every good point in one’s 
appearance; that never look 
“tired” or shabby—and this Eas- 
ter is no exception. We don't 
specialize on one style—there’s 
one that suits you best—and you 
can find it here in any leather. 
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Spring Shoe Selling Stunts 


Little Tricks in the Better Presentation of Merchandise to the Public 
in Clever Ways to ‘‘Get the Money”’ 





The Curtain Goes Up 
On The Newest Styles 
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Idea No. 1 


The more flexible you make your store, its window 
and its advertising, the better your opportunities for 
getting the news value into your store service. Every- 
thing in merchandising centers upon attracting the 
attention of the customer to encourage the spending of 
money in your store for your goods. 

More and more the retail shoe stores of this country 
are utilizing shoe selling ideas to brighten up their mer- 


chandising. It is a wrong way to : 
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Idea No. 2 


No. 2—We have found a merchant who utilizes the 
shade on his front door. As you pull the roller down it 
reveals successively—‘“We Sell Fine Footwear.” An- 
other merchant has taken his front door shade and had 
painted thereon a big oval and within it, a spring time 
scene. The art work was done in oil by a competent 
artist and although no reading appears on the shade. 
the customer opening the door is conscious of the fact 

thatspringishere. This merchant 
intends to have similar shades 





look at things to believe that 
new things in merchandising y 
can only be had at the expendi- | 
ture of much money. We rather 
prove by a few examples what 
can be done with simple little 
things available in the home or 
store for the display and better 
sale of shoes and hosiery. 

First to describe the illustra- 
tions on these pages because the 
eye has ten times the speed of 
the ear, and you yourself can 
put over ten ideas by illustra- 
tion where only one might sink 
in in the shape of talking to your customer. 

No. 1—The shoe store style show. All over this coun- 
try in March there have been shoe style shows con- 
ducted by merchants either in their store or in some 
local hall or hotel. Co-operation with a nearby garment 
house for clothes, plus some bright publicity has helped 
many a merchant to establish himself with the public 
as being up with the fashion in footwear. If you can’t 
go the whole distance in having a full-fledged style 
show and a runway down the middle of the store plus a 
little music, why use the ever effective style curtain, 
screen footlights and limbs, either human or dummy, 
with your latest shoes thereon. It isn’t sensationalism, 
but smart merchandising to catch public attention. 
I'ry it for luck in April. 


= 


painted for the four seasons of 
the year. 

No. 3—-Nothing is so ugly as 
the wooden boards put up in 
front of the store in process of 
remodeling its front. Here is 
how a Boston merchant took 
liberties with the builder’s ma- 
terial and put in an imitation 
window, electrically illuminated 
and a sign above it. 

No. 4— Have you ever 
thought of taking a tea table 
from home and bringing it into 
the store and placing thereon a display of handsome 
buckles so that a customer interested in ornaments can 
see at a glance samples of your entire stock. It’s work- 
ing on the theory of the drug store using a tray hold- 
ing a dozen distinct articles of small ware so that a cus- 
tomer asking for anyone can have close to his hand 
some other useful article which might coax another 25 
cents out of his pocket. If buckles and ornaments sold 
at the same time with shoes, a double sale is made at 
the one sitting. 

No. 5—In the lighter shades of hose there are so 
many hues that a dozen pairs ranging from the palest 
pink to pure white might give the customer an idea of 
what you have new to sell. Perhaps you would like to 
show all of the colors in your stores stock of hose. Take 


No. 3 
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one end of the rainbow and 
work to the other with 
white and black at opposite 
ends and you make another 
effective display. No win- 
dow is complete without 
hosiery well arranged. There 
are any amount of combin- 
ations possible like the one 
herewith. 

No. 6 —Merchants should try the window book feat- 
ure. The open book permits of type and text as well asa 
strong presentation of price. Some of the first books put 
out by one of the New York concerns in its window cost 
them $40 a piece, and they were the best advertising 
through the window ever done. The books were laid 
on a cushion, were hand illuminated in colors and a 
blue and gold book mark emphasized the open page. 
It’s really worth trying. 

No. 7 —Checkerboard as a window background and 
bottom is exceptionally good because it can be worked 
in any of the colors. Here we have it reproduced from a 
window that was orange and black. The squares were 
cut out and pasted on paper, and the total cost was 
very small for a very effec- 
tive window display. 

We could go on and give 
hundreds of little ideas, but 
you in your own travels have 
seen many simple stunts that 
can be used in your store. 
One of the drug store syndi- 
cates in putting on a sale 
uses a hand lettered sheet of 
paper for each item and 
threw the sheets over string 
strung from corner to cor- 








ner in the store, all being placed above the heads of the 
customers. The appearance was that of a clothes line 


with white cloth upon it, but it certainly gave the pub- 
lic a real idea that a sale was being 
put on. 
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There are many, many 
other little “stunts” which 
can be done to attract 
favorable attention or to 
get across one of the selling 
points of your ‘merchan- 
dise. 

An Eastern merchant 
has devised a happy way 
of showing black shoes and 
white shoes in the same 
window. He covered his 
hard wood floor with one 
of the least expensive 
building boards he could find. Then he had one of his 
men mark it off in two foot squares. Then he painted the 
squares, alternately, black and white, like a giant 
checkerboard. On the white squares he put black shoes. 
On the black squares he put white shoes. 

Here’s another one:— 

A merchant in a Mid-West town had put in a new 
line of work shoes, exceptionally durable but, naturally 
enough, heavy looking. To show that they were not 
nearly so heavy as they looked he borrowed his wife’s 
family scales, put them in the 
front of his window and put 
on them a pair of the shoes in 
question. They weighed so 
little that even he was sur- 
prised. I put across the idea, 
all right. 

Another merchant has a 
habit of advertising one shoe 
at a time, using a 2-column 
eight-inch ‘“‘ad”’ in his local 
papers. Of course, his old 
customers, men whom he 
knows well, come in, when ready, and ask to see the 
shoe he has been advertising. “If they come in,” 
thought the merchant, ‘‘there must be others who look 
for it in the window but who don’t 
come in. So he arranged for his news- 





Idea No. 5 








Idea No. 6 





What do you think of the Kemp- 
ner store in Little Rock, Arkansas, 
having in addition to a beauty par- 
lor, an orthopedic department, a mil- 
linery shop on a platform in the rear 
of the store. It brings more money 
into the business and if it wasn’t a 
good thing this store, one of the finest 
in the South, would hardly con- 
tinue it. 

No. 8—Bring a lamp from home 
and a scarf from a table and use it to 
brighten up the corner of the window. 
Some relic or souvenir, a beautiful 
vase or a golf trophy will dlso make 
an interesting feature for your win- 
dow. Try anything once. 





paper to give him a proof of his ‘“‘ad”’ 
on a piece of cardboard just slightly 
larger then the “ad” itself. This 
he attaches by means of a paper clip 
|| to the back of the advertised shoe. 
Last Easter-time, a merchant in a 
small town decided to dress his win- 
dow with children’s shoes and to do 
something to make sure of attracting 
the children’s attention. He borrowed 
a brooder from the local hardware 
dealer and populated it with baby 
| chicks from his own hen house. This 
he placed in the center of his window 
floor with a little wire netting fence 
around it. And on the outside of the 
fence were the shoes. 
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THE PUBLIC IS GOING TO BUY 


That’s been the real trouble to date—the public 
has not been buying. It hasn’t been the multiplicity 
of styles nor the fluctuations of prices that have 
made business slow. So our job, in the April 5th is- 
sue, will be to tell the retail shoe merchant every- 
thing we know and everything we can find out 
about methods of getting the public’s money. 
Watch for your copy for it’s sure to be full of meat. 
Also there will be the Recorder Hosiery Section full 
of good news. 


Credit Is Business Courtesy 


ERE is a way to look at “concentrating your 

business with a few houses.”” A merchant, after 
two months of poor business, faced a formidable array of 
dunning letters from thirty-six houses. He looked at 
his cash on hand and found that the best he could do 
was to pay each of them twenty dollars apiece in a 
first payment—mere chicken feed. He soliloquizes, “If I 
had kept to five houses as in the long ago, I might be 
able to make a substantial payment to each one of them 
instead of a dribble to the lot. I know I would have 
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stood higher with the credit men than I now do. This i, 
a lesson to me not to get too spread out in accounts.” 

Credit is a business courtesy extended to facilitate th: 
operation of a business. It is purely an accommodation, 
and must not be considered a loan of so much mone) 
for 30 or 60 days because if it were a loan somethin, 
besides a moral understanding or agreement would be 
entered into. If a bank loans a merchant a thousand 
dollars it will require first a signed financial statemeni 
showing the condition of the business; then this state 
ment is submitted to the directors who pass judgmen! 
upon the request. If the loan is allowed they deduct from 
the principal the amount of interest and issue a credit 
for the balance to the merchant’s account. Frequent!) 
the merchant does not use this money for three or fou: 
weeks but he has paid interest for this time just the 
same so that his actual rate of interest is far greater in 
proportion than the six or seven per cent appears. 

But how does the wholesaler extend this service? He 
receives an order for one thousand dollars which is 
passed on to one man—the credit man—for an O.K. He 
refers to the merchant's account to ascertain how much 
is owing and whether any of the indebtedness is past 
due. If the account has reached its credit limit or shows 
a past due amount the merchant is requested to remit 
that portion of the account before shipment is made of 
the new order. If the account indicates a healthy con- 
dition the order is put through and goods are shipped. 
Perhaps new credit information is necessary from either 
mercantile agencies, banks, attorneys or from other 
houses interested, but assuming that the information 
received is favorable the O. K. is put on the order and 
the merchant in due time received his goods. 

Nothing is said about security or interest. The 
retailer has added one thousand dollars to his invest- 
ment without signing his name to any document or 
obligating himself to meet his account when due. In 
fact if he pays this account within a specified time he 
receives a premium of from two to five per cent. The 
wholesaler invests a thousand dollars in the retailer's 
business and pays this percentage to get his money back. 
If the account is not paid and legal proceedings are 
necessary there is no judgment note that can be sub- 
mitted in court and “judgment with costs” awarded, but 
a certified statement is forwarded to the local attorney 
and suit filed in regular order and after a period of from 
three months to a year the wholesaler receives the 
balance left after court costs and attorneys’ fees have 
been deducted and in addition is out the interest on 
this money and the use of the principal this length of 
time. 

Lack of credit appreciation is one item of business for 
which the small merchant is accused and since it should 
be considered the biggest asset in any business, big or 
small it should receive more consideration and respect. 
The big merchant recognizes the value of credit and 
fully understands its relation to quick deliveries. The 
confidence underlying good credit can easily be ob- 
tained by submitting detailed signed statements to 
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creditors after each semi-annual inventory. The figures 
submitted may not. show a condition demanding praise 
but if they do show the weakness of the business, as 
they will, it is far more simple to rectify these errors by 
alvice and counsel from the creditors who are ready 
t. assist any conscientious debtor to succeed. 





Strawberries Out of Season 


rN HE question of how to apply the maximum 

4 amount of effort to the greatest advantage as it 
a) plies to possibilities of getting more shoes sold right is 
t] » one paramount thought among retailers big or small. 
Fst of all, location must be analyzed to determine the 
cl ss of people in the neighborhood, their mode of 
living, income, how much they spend for wearing 
a) parel and whether they are renters or home owners. 
Tis thought is prompted by the statement of a retailer 
in a thickly populated district in one of our large 
yw. stern cities. He claims that most of his business comes 
fr m families living away from his store and insists that 
h:s own immediate neighborhood is made up of people 
who wear cheaper shoes than he carries. How can he 
e,pect to build on probable business when possibilities 
are overlooked? How long will these far-away customers 
remain loyal? It is not enough to keep in touch with the 
demand of old customers but absolutely essential that 
consideration be given to the potential value of the 
immediate and nearby prospect whose business is 
rightfully his and can be had if he will conform to their 
requirements. 

Why should the shoe man ignore the trade of the 
people who buy from the neighboring grocer or butcher? 
They are dealers in life’s essentials as is the retailer of 
footwear, and have no advantage over him. They still 
continue to sell the same grade of merchandise as al- 
ways and yet their business keeps on growing. Com- 
petition with them is just as keen and other factors 
enter into.their affairs . 
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March and another wouldn’t buy them in May be- 
cause he has no call for them until they are cheaper. 
It is all a question of knowing how to analyze the needs 
of your own business. 





Special Delivery‘‘For Attention” 


VERY postmaster is urging business houses to 
mail letters more frequently, and earlier in the 
day. This is gradually relieving the high pressure of a 
mass of mail coming into the post office in the late hours 
of the afternoon. It is making deliveries better. But it is 
going to take a long time to get all concerns working on 
a schedule of mail deliveries that will move mail more 
quickly to its destination. 

Having occasion to examine a big batch of mail at a 
post office window recently, and noting the number of 
special delivery stamps, the question was asked the 
mail sorter as to whether “the increase was due to a 
general public belief that mail deliveries were slower, or 
that the special delivery stamp gave a quicker entree to 
the attention of the recipient.” 

He analyzed it this way: lf a man wants to get the 
attention of a big business man, he knows that a 
telegram usually gets right through the lines of red tape 
into the proper party’s hands, and likewise a special 
delivery letter gets speedily off the mail clerk’s or 
secretary's desk and is assured an early reading. 

In thousands of cases the post office handling of a 
special delivery letter is no different than for ordinary 
mail, for delivery service in.a big city, especially in the 
morning mails, is made by the regular route man. 
Therefore, mail between cities less than three hundred 
miles distance might just as well be sent by two-cent 
mail, but for that strange twist in people’s minds the 
extra postage-paid indicates greater importance. 

What sort of a mess in the mails would we have if all 
sealed letters were carried at one-cent postage rate? Who 

could tell the difference 








that are a part of every 
retail store such asover- 
head expense, perish- 
able stocks and neigh- 


Telling the | 
Public 


borhood changes. A ; A radio fechsear fash ee 
large part of their suc- ton | Sroa is on 
2 P Each F' ternoon, 
cess isdue to their stock al 3.45 Crelock from 
turnover. They buy ogy M joe 
every day and by ex- M. Haney, Associate 
Editor of the “Boot and 


perience have learned 
how to buy to meet the 
needs of their own 


neighborhood. children’s Pog and 
s+s hosiery; she tells ’em 

In — localities the right shoe to wear 
strawberries sell at sixty ‘or various occasions 


and what to expect and | rs 
what not to expect of 
footwear. After a series 


cents a box while in 
others they would not 
sell at half that price. 
Consequently one 


Friday evenings. 
grocer buys berries in 
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between important per- 
sonal mail and circu- 
larization? Would it 
not prove more ex- 
pensive in the long 
run? 

For, to insure prompt 
reading, most business 
men would resort to 
special delivery stamps, 
for the distinction inthe 
mail that such extra 
postage might give. Let 
us hold to the universal 
two-cent stamp for 
first-class mail, and one 
cent for open letters. It 
is the best service that 

@ government can 
render. 
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Every Day in Every Way, Shoes Are Getting 
Plainer and Plainer 


The Tailored -Mode Is Dominant in New York 


By MARGUERITE CAROE 


HE tailored trend still governs 
the shoe situation, shoes becom- 
ing plainer and plainer daily. Mr. 
Pape of Hennings therein foresees a 
wonderful opportunity for shoe manu- 
facturers to bring shoes back to a more 
staple last. For morning wear, only one 
strap is permissible, the oxford acquiring 
more and more prestige with the smart, 
though conservatively dressed woman. 
The typical mannequin type of girl pre- 
fers the faultless pump, says Mr. Pape. 
Instead of alligator, Hennings uses 
treated antelope to resemble the former 
leather in combination with airedale or 
field mouse suede. He strongly favors 
pinked and: perforated brogue tongues of 
various designs in walking shoes. 


PasTEL SHADES IN SUEDE 


For summer there is a marked onrush 
of suede, chamois and buckskin in pastel 
shades. Crude shades have heretofore 
been attained in these leathers but the 
softest gray blues and banana—the new 
Paris shade—have now been achieved 
with marked success and launched by 
Hennings to complete the afternoon 
sports or evening summer costume. For 
afternoon wear the shoes will be piped 
in white kid, for evening in gold. They 
will appear in all shades and styles. 


Tan scalloped kid treatment on tan 
suede shoe from Hanan. Scalloped re- 
vers on navy blue Chatmeen suit and 
scalloped hat. From Bonwit Teller & Co. 


Black bengaline coat 
banded in leopard and 
hat to match. The smart 
silhouette of the moment, 
ribbed silks and leopard 
being in high favor. 


A deeper royal blue suede is shown in a 
two-strapped tailored model by Hanan 
for street wear. Black satin sandals are 
piped in red or green kid at Cousins, 
black satin in gold or silver at Hennings 
and field mouse suede is piped in gray 
kid. All shoes portray greater perfection 
of line. 

Speaking of satin, Hennings studs it 
all over in a geometrical design with 
steel, a copy of an import. Mr. Pape’s 
ambition now is to achieve the same 
effect with marcasite as it has been suc- 
cessfully acclaimed in dress accessories 


of all kinds. 


EnseMBLE Suits VERsus 
Suits 


TAILORED 


A controversy reigns at the moment 
on the ultimate outcome of the suit as a 
style proposition. The classical tailleur 
found, so to speak, no representation in 
the Paris collections except for a few 
two-piece boyish suits. As a result, 
many smart establishments pronounce 
the suit doomed because of its commer- 
cialization. They acknowledge the posi- 
tion of the tailleur at the moment but 
look askance at its future. 


Far more important on the other 
hand at the openings was the “ensemble 
suit” consisting of coat and dress, a 
mode not only favored for the street and 
afternoon wear, but also for sports and 
even for evening, in which case the com- 
bination is often a scarf and dress. 

That the suit made but a small show- 
ing-at the openings is natural. The lead- 
ing couturiers are essentially dressmak- 
ers, not tailors in the strict sense of the 
word. They would naturally lean 


‘toward the “‘ensemble suit,” a costume 


far more in their line of making. It must 
also be considered that the Parisienne is 
not essentially a tailored woman. She 
prefers more feminine clothes and wears 
them better. England is the land of 
tailor-mades. 


TAILLEUR Favorep In New York 


It is hard to believe what one hears 
about Paris for some returning from 
abroad assert that every smart Paris- 
ienne wears a suit, others that few are 
seen. Nevertheless, O’Rossen contin- 
ues his triumphant career and the man- 
nish tailleur reaches a high mark in New 
York for the American woman loves a 
tailor-made and knows how to wear it. 
She appears at her best in tailored 
clothes. No smart wardrobe will be 
suitless. The ensemble suit has a more 
formal appearance and for afternoon 
wear it will hold its own, especially for 
older women while fhe suit will be-a 
favorite with the younger set. Smart 
tailors have ascertained their position 
once again and witness an onrush of 
business. For after all no commercializa- 


Evening brocaded slippers combinin 
strap and buckle or strap and lizar 
ornament. Both from Hennings. 
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First, black patent 
leather shoe with goth- 
ic shaped buckle 
backed in perforate 
gold kid. Second, 
field mouse suede 
with goring covered 
with narrow strips of 
gray kid and tiny 
strap at side. Third, 
airedale suede with 
appligué bindings 
and fancy toe of al- 
ligator. All three 
from Frank Brothers. 


yn can compete with a well tailored 
lit. 


RiBBED S1tks Take HicH Honors 


Ribbed silks such as bengaline, faille 

|k and ottoman silk gain decided im- 
vetus since the openings of Jenny, 
Premet arid Patou. Interpreted by 
these houses in terms of ribbed silks 
from the narrowest to the widest wale, 
the tailleur acquires new life “and ex- 
pression. The vogue of ribbed silks 
extends itself to gowns, coats and hats. 
Ottoman coat’ resort to white ermine, 
summer ermine, summer fox or leopard 
as trimming. Faille silks fabricate 
misses’ frocks almost boyish in their 
simplicity while bengaline makes coat 
frocks with monogram scarfs, straight- 
line frocks with masculine buttons, and 
a tier front frock with collar and cuffs of 
leopard fur. 

In millinery we find grosgrain ribbon 
in entire hats, in crowns of hats with 
brims of straw or felt, or as treatments 
on hats of rare smartness. Its next 
appearance will be in shoes. 


TattoreD Bracetets Link Love anp 
FASHION 

Women may have relinquished their 
fetters of slavery to man, but fashion 
holds them closely linked. Indeed more 
than.a fad, a real fashion worn by the 
mondaine of Paris, Palm Beach and 
New York are the love-link chains that 
bind women to fashion in more ways 
than one. Udall & Ballou first 
introduced these slave-links in 
the form of gold bracelets, but 
now they also hold her by the 
throat for chokers or long neck- 
laces adopt the same heavy links. 
Furthermore a gold powderbox 
and lip stick holder are united by 
a similar long chain to be entwined 
around Milady’s arm. Nor is this 
all, for Paris now sends us black 
suede and moire envelopes with a 
tailored gold link chain down one 
side ending in the tiniest padlock, 
a purely ornamental device which 
Gattle calls “The Parisian love- 
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Ostrich Graces the -Mode 


Fluttering ostrich or downey 
marabou are revived from a dim 
and obsolete past to grace the mode 
of the future at the will of such mas- 
ters as Premet, Patou, Worth and 
Fenny. In manifold interpretations 
ostrich and marabou become the 
vogue from a border to a boa.Yes, the 
old-fashioned boa is assured a 
future once again. Not only the 
complement of the dress it also be- 
comes the smart adjunct of the 
tailleur as ordained by the French 
mondaine. Besides staple shades, 
Bonwit Teller and B. Altman 
show it in flamboyant shades of red 
and green in varied lengths. Berg- 
dorf Goodman endorses it strongly. 

Where at first flues of ostrich 
were used here and there throughout 
a gown, or a fringe discretely 
placed on the edge of a skirt to feel 
its way, now borders ten inches 
deep are boldly displayed as proved 
by an import at Bergdorf Goodman 
of white crepe de Chine. Whether of 
satin, chiffon or crepe Roma os- 
trich finds its way to the newest 
frocks. 

Nor is this all for capes or coats 
also show a decided preference for 
ostrich and marabou. A black satin 
coat wears a heavy fringe of black 
and white flues of ostrich round the 
neck, sleeves and bottom of the coat. 
This style of coat is much used by 
Paris for evening wear. The leading 
lady in a “Beggar on Horseback” 
which recently opened, wore an 
emerald green cape coat of crepe 
Roma collared in green ostrich 
feathers. Most summer evening 
wraps endorse the mode of ostrich. 

There is some ostrich on spring 
millinery, either trailing, drooping, 
or wound about the crown, but this 
fashion is still restricted. 

The new evening scarfs in soft 
colored chiffons are also bordered 
with ostrich, 


rm 











Black satin sandals piped in red or green kid. From 
Cousins. 








First, white suede shoe 
with goring on either 
side and buckled straps. 
Second, strapped and 
cut-out walking shoe of 
white suede. Three, 
white kid slipper with 
diagonal stripes of pat- 
ent leather. All three 
from J. & J. Slater. 















































link bag.”” Fobs also dangle on slave 
link chains ending in a crystal ring- 
within which sways a_ carnelian 
Chinese god. These tailored link orna- 
ments are featured by the best of 
jewellers and have of course already 
been copied by most department stores. 
They fall in line with the tailored vogue 
and are a decided innovation in jewelry. 


BANANA THE New Cotor 


Banana, the new note in color, a 
shade between the inner and outer side 
of the fruit reaches great heights both in 
Paris and New York. As a soft pastel 
shade it promises high favor for summer 
afternoon, sports and evening wear. 
Patou introduced the color at his open- 
ing and called a beltless frock with a 
swirling flounce of this shade; “Yes, we 
have no bananas.” The song which 
originated on these shores may by 
chance have inspired the color. Who 
knows! The neutral value of the:shade 
makes it an auspicious color for evening 
footwear as introduced by Helen Paul 
at her openings where her mannequins 
wore satin sandals and stockings of this 
tone to accompany any shade dress. 

Rose de France, a rose-tinted red is 
another color, heard much of in all 
stores both for street and afternoon 
wear. Though pretty, it has not 
the becoming charm of banana. 

Grey is making great strides in 
Paris. Its appearance here is 
shortly expected. 


Coats FoLtow THE STRAIGHT 
Line 

Coats find no alternative but 
the straight line to smartness. If 
the line never changes, details 
become a thing of importance. 
Bergdorf Goodman varies the 
effect of a navy blue straight line 
model by means of gay cretonne 
lapels and pockets. Bruck Weiss 
favors pinked super-imposed tiers. 







































acaneeinaneiaanes oa 









































BOOT AND SHOE RECORDER 


THe MINIATURE RECORDER 


March 29, 1924 





“Getting More Shoes Sold Right”’ 





Miniature, Yet Big Enough to Keep You Informed on What Is Presented 
in This Issue—and Other News 





New Styles Appeal 
F Los Angeles, Cal., March 27 
—New spring styles, particu- 
larly in women’s tterns, 


created a good deal of interest 
this week. Fawn, gray and 
black suede models sold well 
-_ interest in black poe 

ip continues at a hig 
pita. 


Contrasting Materials 
Philadelphia, 

Among the men’s shoes being 
shown at the Hanan and Son 
store are contrasting top boots. 
The material in the y of the 
shoe contrasts with the top. 
Black calf vamp and body con- 
trasts with a Russia calf top; 
black calf body with light gray 
top; patent leather body wit 

Russia calf skin —e and patent 
leather with a light gray top. 


Light Suede Shades 


Cincinnati, March 26—Suede 

tterns in light shades have 

nm in aad demand here. 
The advent of warmer weather 
was eagerly anticipated by the 
shoe merchants as the neces- 
sary stimulus to the shoe 
trade. 


Men’s Stockings at $10 

New York—At $10 a pair, 
men’s stocki are selling 
here. They are for golf and are 
imported, too. 


New Patent Leather 


Peabody, Mass.—A new pat- 
ent leather is being developed 
here. Cowhides are split in the 
lime in a new way. The grain 

its are tacked on frames. 

hey cannot shrink in the 

ing. This increases 

amount of leather obtained 
from each skin. But the big 
gain, it is claimed, is in the 
quality of the leather. The 
patent finish is applied in the 
usual way. oe pairs of shoes 
were made new process 
leather, and were worn last 
year. They wore a long time, 
were comfortable, and held 
their shine. 


Yachting Shoes 

New York—A _ high-grade 
line of shoes for yachting is 
offered here at $7 a pair. Up- 
pers are of white canvas. Soles 
are of fibre, with a non sli 
tread. Uppers are trimmed wi 
leather. 


Good Hosiery Sales 
Detroit, Mich., March 28— 
i business in the shoe 


stores this week showed a 
marked improvement. Hosier 
sales were very good. the fl 
colored shades being in very 
good demand. 


New Peril 

A woman, getting a quick 
wD getting « quick 
the careless shiner who daubed 
a bit of blacking on her banana 
colored s ings. After the 
storm was over, the shine man 
said: “The next woman who 
wants a shine here will have to 
take off _ =~ as not 
going to risk my life by soiling 
another pair of colored stock- 
ings.” 


Platinum Gray Suede 

Philadelphia, March 27— 
One of high-grade shoe 
stores made a feature of a strap 
sandal of platinum gray suede 
with cut-outs on side. It 
had a round toe and a short 
vamp, looped to the inste 
— It carried a high i 


For Dirty Shoes 

Just remember that the 
roads, newly oiled to lay the 
dust for automobiles, are going 
to cause a lot of trouble for 
women’s shoes. The oil of the 
roads will soil shoes. So lay in a 
stock of good cleaners. 





takes the more moderately 


storm and home wear. 





Summer Shoes for Men 


Boston, March 28—A bit of a shopping trip in a shoe 
store reveals the information that a smartly dressed man 
may buy six pairs of shoes for summer wear for $79.50, if 
he choses the top grades. He can 


pats, 
and garters will be so much extra. The six pairs for $79.50, 
include one pair each for business, recreation, golf, dress, 


t out of it for $49 if he 
i lines. S i 








Buckles Sell Well 
Philadelphia, March 28—In 
the women’s departments a 
good buckle business was ex- 
rienced during the week. 
ices range from $1 a pair to 
$40. 


Plainer Patterns 

Brooklyn, March27—A grad- 
ual trend toward the plainer 
types in women’s footwear is 
apparent here. In the white 
footwear patterns, simple one- 
strap patterns promise to be 
most popular for the coming 
season. 


Busy Easter Season 

Cleveland, March 27—The 
trend toward a busy Easter 
season in the shoe stores has 
been gradual. More interest in 
women’s spring patterns was 
evident during the past week. 
Sandal effects and strap pat- 
terns sold well. 


Patent Is Very Good 

St. Louis, March 26—Patent 
leather models are showing 
great strength in the women’s 
shoe et here. And patents 
are expected to gain in popu- 
larity as the ake period 
— nearer. Gray has a 

wn its expec strength, 
but airedale is and prom- 
ises to be one of the best colors. 


Gifts of Stockings 

Boston, Mass.—After flow- 
ers al The clo gifts, come 
stockings. ver may say 
gloves, but the shoeman and 
the stocking man say that silk 
s ings in fine pattern, come 
after flowers. Some shoe mer- 
chants are urging both shoes 
and stockings for Easter gifts. 


Let the Good Walks Go On 

Boston, Mass.—‘‘Walk and 
Be Healthy” is increasing in 
popularity here, judging from 
the many people who are to be 
seen in the parkways for long 
walks on pleasant afternoons. 


Simplicity in Models 
Chicago, March 26—In the 


high-grade shoe stores selling 
women’s shoes, there is a 
trend toward more simplicity 
in patterns. 


Forty-Eight Standard . 
Pumps 
A new price list for a stitch- 
ing room shows that it is 
i 48 standard style 
pumps, one plain, and all the 
rest strap, gore or buckle 
pumps. Besid les, it adds a 
variation on these standards 
most every day. 


The White Season 
Haverhill, March 27—Shoe 


manseening concerns = 
are busy turning out colors 
and whites. Manufacturers ex 


pect a good white season. 


Sign for Spring 
me. his Pa ake medal for th 
low sign goes to a 
—, Bosto m store. Ii 
Ww is sign among som 
walking shoes: “Take @ Walk 
—the Sidewalks are Free.” 


Simplicity in Styles 

Simplicity seems to be 
stressed more than any other 
features in some of the patterns 
being receivéd in high grade 
women’s patterns. Slenderness 
in straps has a styleful effect 
when the body of the shoe is 


devoid of generous cut-outs. 


Making New Skank 


_ Lynn, Mass.—Shoe de- 

signers are working on a new 
type of slim s . It is ex- 
fone’ that the shoes will look 
ight, slender and graceful and 
closely resemble turns. 


Black Satins Leaders 

Portland, Ore.—Black satin 
patterns in every grade of 
store are the leaders. Patents 
are and promise to gain 
in favor. Concealed goring 
models are selling fairly well. 
Lighter shades as yet have 
been less popular than dark 
shades of suede, but are ex- 
—- to show strength as 

ster draws near. 


Light Colored Hosiery 

Pittsburgh, March 27—Due 
to the steady sales of light 
colored hosiery, patent and 
satin nw in women’s 
shoes have been getting the 
preference in women’s shoe 
stores. 


White Golf Hosiery 

Boston, March 27—White 
golf hose with red or green 
trimmings ote ge ing 
displayed in the high grade 
men’s shoe stores. And there 
are plenty of sport shoes that 
will make an attractive match 
with the hosiery. 


Lighter Shades 

Pittsburgh, March 26— 
Displays = — oo . 
ium-priced an e 
stores indicate rele Giese 
are lighter in both color and 
weight than in previous years. 
Already tan shades in oxfords 
are as meeting with 
fav approval from men. 
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e ae . 
Business Conditions Show Improvement, 
Say lowa Merchants 
—- Merchandising Experts Tell Convention What to Do 
In Order to Make Money | 
a ; ( \ HOE merchants from all points in Iowa gathered shoe craft. The press and trade publications were :. 
8 ex *& at Des Moines, Iowa, in response to the callfrom especially thanked for their helpful co-operation. i | 
h President Frank Jaques for the fourteentli annual Feat: : 
convention, which got underway at 2 o’clock Tuesday More Thinking Needed, Says Rapp | 
the afternoon after a series of songs Jed by Vice-President Carl Rapp of Red Oak was listened to with interest, 
“4 Ii |{arry Jacobson. The meeting was formally opened with while he delivered a carefully prepared address on the 
om« prayer by J. K. Ellwell. subject: “Heads or Tails, 
yon lhe official welcome of the Which Wins?” He said a 
cily was extended by George Merchandising Tips from the man’s value from his neck 
be liamilton, Secretary of the Bowe Convention down is not comparable to 
ther ( hamber of Commerce, who his value from his neck up 
— ..id he was a retail shoe mer- Make your store service an investment—not and pointed out why shoe 
ness chant because he has six gate cece merchants should by using 
at children for whom he buys Let style be your servant—not your master. their heads win out as busi- 
ats. many shoes. Responding for Figure out whether you hadn’t better abolish ness men and have something 
the Association, Past Presi- zeus cherae Apvones Gnd, OP.AM, &.gtrtety apes at the end of the year to show | ) 
dent E. W. Hertzler ex- : for their work. 
> pressed keen satisfaction over Mm ane? sg heaaaaaeanas 8 Another interesting talk iP 
ex- the large attendance as proof Use forciful adverticing to combat bell-ring- was given by J. B. Pattee of | ; 
ind that Iowa merchants are ex- ing competition. Pocahontas on doing a cash at 
tremely interested in their business. He explained how 
organization; that it shows he had changed over his store 
tin their desire to study problems common to all; that from charge accounts to a cash basis, thereby increasing 
ad retail shoe merchants today are neither optimists, nor~ his volume 10 per cent and his working capital $4000. 
ain pessimists, but realists who realize that only through He said experience has shown him that where there is | 
it service and work can the craft hold its own and im- one man who will ask you to take his check in pay- 
ve prove. The State Organization, in his opinion, oWes ment but to hold it, there are 50 men able to pay cash | 
= much to the Des Moines Shoe Merchants and Travel- who will say, charge it. 
as ers’ Auxiliary and that the large attendance shows they T. K. Kelley of Minneapolis was the headliner of the 
all like to gather in Des Moines each year. day and delivered one of his splendid inspirational talks eh. 
: under the subject, “Anything you Like.”” Heurged shoe 
“4 Jaques Favors Frequent Gatherings merchants to get the order of salesmanship right, plac- | 
id President Jaques thanked the officers for their efforts ing the customer first, merchandise second, and your- ri 
“ in making the past year successful. He got a big hand. _ self third.” The success of a business or a store depends Le 
~d The president emphasized the importance of the asso- upon imparting to the salesmen an inspiration and a 
ciation as being essential to the existence of the craft; complete knowledge of the shoes so that favorable 
that business men live through contact with others. He suggestions can be made by the salesmen to get more 
le said each shoe merchant attended the convention to shoes sold, and sold right,”’ Kelley said. 
“ help work out solutions for problems confronting all. John Anderson of Carroll was the last speaker of the a 
le His report on several local meetings held in different afternoon session, his address being on the subject of : 
“4 parts of the State during the year demonstrated to him how to make money selling rubber footwear. He pointed i 
h the value of frequently getting together for helpful out that it pays to maintain a well-balanced stock, but | 
conferences. to feature one well-known line thereby having faith in io 
He said: “General business conditions are showing it. He said rubbers should be stamped according to 4! 
- improvement, which insures this year rounding out grade or quality and that sales of rubbers should be and a3 
4 into a most satisfactory one.” He urged optimism and_ can be more evenly distributed over the year by the / 
5 co-operation. Competitors should not be eliminated merchant suggesting the purchase of overshoes at the 
' but brought into the association thereby helping the time shoes are being bought. 
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\ ‘ THITE footwear stands apart from other 
shoes in the store. The tans, the blacks, 

the reds, the blues follow one another in 

regular order fairly regardless of season. They 


don’t wait on the weather. 
They vie one with the other 
for preference because they 
are to great extent inter- 
changeable. It’s a case of 
give and take with an 
equality of demand that’s 
monotonous, perhaps. 

The white shoe has a 
definite place in the shoe 
wardrobe, in the season, 
and in the customer’s eye. 
That is it has from the 
advertising side of the ques- 
tion, and its category must 
be certain if the sale of it is 
to be pushed. 

In the store it may be 
sold as a companion shoe to 
the black or the tan. In the 
advertising its desirability 
and need can be exploited. 
upon the needs created for 
its wear. In planning the 
advertising it must be taken 
into consideration that the 
black or tan shoe can take 
the place of the white one, 
but the white cannot take 
the place of the first. The 
reader’s pocketbook may 
counsel the economy of 
doing without the white shoe, 
but the advertising must 
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STREET TOWN 








A while shoe brings the crispness of the 
mountain top down into the valleys—onto 
the golf green, into the office, anywhere you 
happen to be. In canvas or kid with the 
latest strap effects. They go well with most 
any dress and the sheer economy appeals to 
everyone. 


counteract such a tendency if there be such with a 

complete portrayal of the qualities found in the 

white shoe that cannot be found in any other. 
In the advertising the question of competition 


among the shoes them- 
selves, the blacks and the 
whites, must be done away 
with. If there is any! ques- 
tion of which pair to pur- 
chase the advertising must 
settle it by pointing the 
wisdom of purchasing both. 
The qualities in each are 
not interchangeable and 
there should be no mistak- 
ing this in the advertising. 
The extra sale was never 
more justified than in the 
case of the white shoe. 


What Can be Said 


First the promise of 
greater comfort and enjoy- 
ment, second the fascina- 
tion of white with its cool- 
ing psychology, third the 
reasons that make these 
assertions find a basis in fact. 

Greater comfort and ser- 
vice usually come from the 
fact that a person owns 
more than one pair of shoes. 
If a white pair sale gives 
the purchaser the extra 
pair so sorely needed during 
hot weather anyway the 
satisfaction in the selling 
merchant’s shoes will in- 
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presenting real sales per- 
suasion. It should be men- 
tioned and the idea will 
carry itself. Then toget into 
the physicsofthe thing. Why 
should a white shoe be any 
more comfortable than an- 
other? 

In the first place the 
materials are right. Canvas 
acts on the foot just: as 
underclothing on the rest 
of the body. It absorbs the 
moisture and the outside 
air gets into the weave and 
the drying process goes on 
all the time. There never is a 
time when this air is not 
relieving any tendency to 
heat and “burn” so that 
there is complete absence of 
“stickiness” in such a shoe. 

If the shoe is made of kid 
about the same qualities 
obtain. There is ventilation 
because there are fine pores 
that allow air to enter and 
keep feet cool. Kid stretches 
more than any other kind of 
leather with the exception 
of kangaroo; thus there is 
no friction with consequent 
irritation. In suede the same 
qualities obtain as in kid- 



































crease,noticeably to the wearer. The new satis- 
faction will react favorably. 

Se far as looks go this is an obvious factor, yet 
one the value of which cannot be qvetipohedt in 








skin. There is a lightness to these leathers possible 


because of the restricted use to which white foot- 































































































“Your Name 


STREET TOWN 


Fancy always clothes the Summer Girl in 
white. No other color will do. It’s summer- 
ish. It’s practical. It’s stylish. Your feet 
feel belter. You feel better. You never look 

“jaded” in white. 

"So if you haven't a pair let us initiate 
you into the “ New Freedom.”* 














wear may be put. It is not supposed to be a service 
proposition any more than a Palm Beach Suit. 


The soles are feathery in 
weight. 

With these features in 
mind the ads are con- 
structed. 

In large measure the edi- 
torial feature of this issue is 
about white shoes for a mid- 
summer purpose. There is 
an effort being made by the 
National Garment Retail- 
ers’ Association to promote 
a new summer and sports 
wear season. They hope by 
this to stimulate business in 
May and June. Even the 
millinery trade falls in line 
with the campaign after 
having previously endorsed 
its own four-season move- 
ment. Many of the big gar- 
ment stores have recently 
created positions in ‘their 
establishments t er med 
“fashion advisers.”’ It is the 
duties of these experts to 
study color and design and 
the movement of co-related 
fashions. 

As the garments go, so do 
the shoes. Have you any 
local method of getting 
fashion advice from stores 
in your community? 
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When S. Simons moved - into the suburbs he found people eperectiiess: a ieiend to stag in the c commun 
pied by the Norfolk Electric and Hardware Co., on the right of the abo: 
jump to the bigger shop next door, thereby yh me 
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a fi lled the store now occu- 
icture—it became so pane led that he eventually had to 
lacing Uncle Sam in his post office. 


The Suburban Shoe Store Gets the Business 


It Is Getting to Be a Mistake in Merchandising to Put Your Store 
Where Traffic Jams People and Autos 


By S. SIMONS 
Coolidge Corner, Brookline, Mass. 


of HOEMAKER, Stick to Your Last!’’ This slogan 
S is a good one to follow. In my experience in the 
retail shoe business, dating back to 1892, I have 
tested the wisdom of this course. Every time I have 
tried to “grow rich quick,” by investing money in some 
patent that was pending, or other speculations, 1 have 
lost money. And so will the average man—the few 
exceptions but prove the rule. The retail shoe business 
is a real profession, one which requires all of amerchant’s 
thought— it is a jealous mistress and if a person divides 
his attentions with some other line of business, he “pays 
the piper’—to the tune of an amount which would 
otherwise enable him to sell more footwear at a fair 
profit. 
From “Over There” to “Over Here” 


When a very young man, in my native country of 
Poland, | learned how to make a shoe, from the wooden 


last down to the last eyelet. At the age of twenty, | 
came to America on my honeymoon. In 1892 I opened a 
retail shoe store and repair shop on Charles Street, near 
Beacon Street, Boston. And last summer I returned to 
Poland for the first time since my coming to the United 
States to see my folks in that land; I remained abroad 
for about six weeks, visiting some of the other European 
countries and making the trip from London to Paris in 
a Hanley-Page airplane. I enjoyed my visit abroad 
immensely, but was indeed glad to get back again to the 
land of my adoption, these good old United States. 
Since 1892, my family of six children, four girls and two 
boys, have been developing into womanhood and man- 
hood—my oldest boy is now in his last year in Tech- 
nology, from which he will graduate as a construction 
engineer; the other boy is 19 and will enter Harvard 
Medical School next year. 
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Building for the Future 


But to get back to my retail shoe business history: 1 
remained at my little store on Charles Street until 1903. 
1 sold men’s, women’s and children’s shoes, and did 
soe repairing. I thoroughly understood how a shoe 
sould be built in order to give the best fitting qualities, 
avd bought accordingly—always good shoes, with 
p..rticular attention to children’s lines. 1 had chosen the 
r-tail shoe business for life’s work and went heart and 
scul to my task to make my customers feel that S. 
S mons was honest and reliable and gave them the best 
vy lues for their money. 


Second Move after 11 Years 


In 1903, I decided that I would move to a then 
rapidly growing and better part of the city, and 
accordingly decided on two stores, one at 140 and the 
o:ner at 184 Massachusetts Avenue, the dimensions 
being 60 x 16 and 82 x 18, respectively. 


Third Move from 1915 On 


In 1915, L.concluded that the folks “out in the coun- 
try” at Coolidge Corner, Brookline, Mass., just outside 
o! the Beston proper confines, and in the fashionable 
residential section, needed a general shoe store. Prior to 
my coming, these folks had always purchased their 
footwear “in town.” So having made a satisfactory sale 
of my Massachusetts Avenue business, September, 1915, 
found §. Simons’ name over a 62 x 121 foot store in the 
distinctive looking S. S. Pierce block, and right next 
door to the Coolidge Corner Post Office. A cobbler had 
occupied this little store. I bought. him out and put in 
an entirely new stock of shoes, amounting to $66,000. 
And I kept on growing. 


“Shoemaker, Stick to Your Last’”’ 


For, on March 1, 1924, I decided to buy out Uncle 
Sam’s former home, and here I am in an 82 x 44 store. 
I have not stopped yet—for I am through with any 
further “wanderings” into dangerous sidepaths, no 
matter how alluringly or persistently they may beckon. 
The only stocks that I am going to buy will be stocks of 
footwear. This shoemaker is going to stick faithfully to 
his last, with the positive belief that I shall be able to 
expand my business to a still greater extent. 


Far Away from the Busy Whirl 


When I first came to Coolidge Corner, it seemed like 
coming from the corner of Broadway and Fifth Avenue, 
New York City, to some little country town. But I am 
of the opinion that it is a mistake to choose a location 
where there is a big whirl of traffic—rather is it more 
important to have one’s store situated in a section where 
the people have time to stop and look into the store’s 
windows. 

They All Know Simons 


All the folks out there know Samuel Simons. In my 
nine years of “neighborly” contact with the Coolidge 
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Corner people and those from as far away as twenty-five 
to thirty miles, we have become very well acquainted. 


Altractive and Active Service 


You will notice that I have made my store almost a 
square, taking the half in the rear and devoting it to a 
repair shop and stock room. I have installed new ma- 
chines in the repair shop and have a very complete 
equipment for this work. Having one’s stock on the 
same floor with the store is a great advantage, and 
saves both time and energy in running up and down 
stairs. 

You will note that all of the interior of my store 
is in light oak, with cartons in colors to correspond. I 
prefer to use ladders, as more stock can be kept in the 
store and this saves the time of going into the stock- 
room when waiting on customers and the store is 
crowded with customers. Ofttimes a sale is lost if folks 
are kept waiting too long, and the public in general 
like to trade in a place where the service is quick. 


Advantages of Community Store 


It is well to have a salesforce who are well acquainted 
with the people in the community in which the store is 
located. My assistant has been with me for eighteen 
years. 

In addition to this man, my daughter and 
another young woman take care of the trade. My 
store is open to the public every evening and at 7.30 in 
the morning, although scarcely any business is done 
much before nine o'clock. It is not a Saturday night 
store, but an every-day-selling shoe store. 


Children’s Trade a Specialty 


The biggest part of my business is transacted on 
children’s shoes. I had a hosiery department in my 
other store and intend to have a good one here, for so 
often people have come into me and have asked for the 
right shade to be worn with a particular shoe, and when 
I have sent them to some dry goods store, invariably 
they come back and tell me that they cannot find what 
they wish—so when I get my new hosiery department 
thoroughly installed, it is going to be a most complete 
one. 

A Store of Distinction 


You will note that my windows are each about 20 
feet wide, with double doors as entrance to the store. 
The floors of the windows are in light oak, with seven- 
teen X-Ray reflector lights in either window and . 
valances to harmonize. A little shelf extending from the 
background of either window makes attractive recep- 
tacles for additional stock. I believe in keeping my 
windows distinctive by showing only a few of my lead- 
ing styles in men’s, women’s and children’s lines. It is 
my ambition to make of this store, where formerly 
letters for the public of this community were handled, a 
real gem, the equal of any of the best shoe stores in any 
of the nation’s “big burgs.” 

(Continued on page 72) 
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P. M. Fahrendorf to go with Advertising 
Agency 


St. Louis, March 28—About April 7, 1924, P.M. 
Fahrendorf enters the advertising agency field as 
secretary of the Fisher-Brown Advertising Agency, of 
St. Louis. 

To accept this position, Mr. Fahrendorf has resigned 
as,advertising manager of the Brown Shoe Co., of St. 
Louis, with which organization he has been connected 
for more than ten years—half of that time in the 
capacity of advertising manager. 


P. M. FAHRENDORF 


Mr. Fahrendorf has resigned as ad- 

vertising manager of the Brown Shoe Co. 

to become secretary of the Fisher-Brown 
Advertising Agency 


The new secretary of the Fisher-Brown Advertising 
Agency has had long and intensive training for the work 
he now undertakes. For a year prior to his connection 
with the Brown Shoe Co. he was with Roberts, Johnson 
& Rand, a branch of the International Shoe Co.; and 
for two years before that he was acquiring practical 
retailing experience of the most valuable type in the 
retail Shoe and Clothing department of the Compton 
Commercial Co., Ely, Nevada, the largest department 
store in Nevada. 

As advertising manager of the Brown Shoe Co., Mr. 
Fahrendorf has been for years in the closest and most 
continuous touch with practical merchandising. He 
therefore comes to his new position armed with first 
hand knowledge of advertising from the manufacturer’s 
viewpoint, but more important still—a knowledge of 
what the manufacturer must do to secure the co-opera- 
tion of retail merchants. 
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Interchangeable Mileage Hearing, June 4 


Washington, D. C. March 20—A hearing on the 
Interchangeable Mileage Ticket Investigation will be 
held at the office of the Interstate Commerce Commis- 
sion here ori Wednesday, June 4, at 10 AM., before 
Commissioner B. H. Meyer. This case has been re- 
opened on petition of counsel for the National Shoe 
Travelers’ Association, who are already preparing briefs 
and will be represented at the hearing. 


The Suburban Shoe Store Gets 
the Business 
(Continued from page 71) 


Favors ‘* Hand-to-Mouth”’ Buying 


I am in favor of careful buying—a little at a time, a 
constant inflow and outflow of stock, if you wish t» 
express it in that way. In the old days, there was to. 
much buying ahead. I never believed in this systen), 
even when the merchant was not confronted with th: 
present very serious style problem. | have always bee: 
known as “a big buyer,” and evén as recently as « 
couple of years ago. I like many another have gone 
through the occasional experience of having twelve 
pairs out of a case unsalable, or slow sellers. But I have 
learned a lesson and. today I state positively that the 
manufacturers must often split cases and give me, not 
only the kinds of shoes I want, but the sizes I want, 
even if they do have to split cases. Shoe manufacturers 
must co-operate with their customers, the retail shoe 
merchants, just as the retail shoe merchant mus! 
co-operate with his customers—the public. 





Opposed to Style Multiplicity 


I am also against the great confusion which has 
resulted in the multiplicity of shoe styles, and which if 
continued will spell ruin for the manufacturer, as well 
as the merchant. 

As a parting bit of advice, I wish to emphasize the 
fact that a retail shoe merchant is in business for the 
express purpose, and one purpose only, of selling good 
shoes, shoes that will fit correctly, and at the right profit. | 
keep a very simple set of books and keep away from 
theories that I cannot put into practice. “Shoemaker 
Stick to Your Last,” is my slogan. It is the advice | 
would pass on to my brother shoe merchants! 





Test Case on Patent Design 


Harry Smolen, shoe manufacturer of Brooklyn, New 
York, has applied for injunction in the First and Second 
United States District Courts of New York, restraining 
further manufacture and sale at retail of a shoe upon 
which he claims patent design. The following concerns 
have been served papers by him. 

Eagle Shoe Co., Inc., Brooklyn, N. Y., and Style- 
built Shoe Mfg. Co., Inc., Brooklyn, N. Y. The 
preliminary injunction is returnable April 2. This is 


‘a test case of unusual interest. 
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In Shoes for Occastons Find 

















































































































| Agree elegance in white footwear is to be found in the new 
shoes of this season. As shoe patterns become more 
simple, they reveal their fine shoemaking characteristic. The 
first shoe in this display is of white satin with the design in the 
material at the tip while the cutout consists of lace effect 
worked in white or in the color selected by the merchant to 
harmonize with the costume. 

The second shoe shows what can be done with white kid, 
white suede and a piping of black kid. Very fine piping is 
difficult and costly. Nevertheless you will see more of it even 
to the extent of gold and silver leathers. 
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A Place for Shoes of White 
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pe the pump as a base for the development of design 
thereon, white shoes can be made up in kid, suede, can- 
vas and calf. The two shoes illustrated on this page have as 
their basic design, a last of pump fitting qualities. The cutout 
pump has a vamp of white kid and a collar of white suede, 
the top being bound in black kid. 

The other shoe is in white calf with the band in colored kid, 
making a perfect waist line development of the sabot pump. 
This gives both fitting value and style emphasis. Shoes of 
these characters blend well with silk and linen costumes worn 
in mid-summer. 
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The Smarter the Pattern the More Reason for White 














































































































POR real exclusive novelty in footwear, the instep design 
finds its place, particularly if it adds a smart buckle. Here 

we see the southern tie translated into a new and effective 
combination of colored kid, upper and heel and buckle to 
match. 

Diligent search in department stores has brought out 
a number of very artistic dress buckles that are small enough 
for shoes. With goring beneath the buckle, the center stitch- 
ing holds it in place and the shoe is perfected. 

There is no limit to the possibilities of the overlay of suede 
upon kid or canvas. 
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The Oxford for Sport and for ‘Dress 






















































































PORT has its place in mid-summer footwear and this 
sport oxford in a light shade of tan over buck shows 
what can be done for new design in sport footwear. The heel 
and sole are in composition rubber rather than in crepe. 
From the participating sport, let us go to the veranda and 
see how smart a combination in a cutout oxford can be 
developed in the use of canvas and suede or kid and suede. 
Naturally the cutouts would be in the kid, calf or suede. 
It takes all sorts of footwear to satisfy a mid-summer white 
season and in this run we have endeavored to show one model 
type of the more recent styles. 
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Encourage Seasonable Whites for Alen 
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EN are not without their call for white footwear par- 

ticularly in the south where Palm Beach and linen 

suits are worn for a full six months. The oxford with the ivory 

white sole and heel is in white buck, piped with black kid to 

emphasize the line. It is a smart shoe tor a smart dresser for 
mid-summer wear. 

One of the opening sport novelties of the southern. resort 
season was this crepe sole athletic-cut oxford. The long bands 
of tan calf give an entirely new pattern effect to men’s shoes. 
It is a worthy successor of the bicycle bal type of novelty that 
made such a hit in the western colleges this spring. 
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White We Always Have with Us for (hildren 
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Nil @ [= — and every summer white has been a prime favorite 

: with children. Most merchants have made money on 
children’s white shoes. Here we show three progressive pat- 
terns from children’s to misses to growing girls, each with 
some characteristic, happily selected to its grade. 

In the upper shoe we show patent and white kid. In the 
center a fine white canvas with a little bow in silk elastic 
being both ornamental and adjustable. The growing girl’s 
shoe is in white suede over white calf with a buckle to match. 
Extra business comes to the merchant through pushing the 
sales of white. 
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Definition ts the great 
thing in costume, so we 
persuaded Miss Brown 
of Brooklyn, who is stylist 
for Strassburger-Stiles to 
bring her newest Paris 
dress, parasol and Ameri- 
can shoes and pose for a 
picture to prove the pre- 
eminence of white this 
summer. 


Authentic Color Guide for Mid-Summer 
A Survey of the Trend 


By EUGENE PEIRCE 
Recorder Color Expert 


O select as nearly as possible the most salable summer footwear for women it is best 
to first consider the general position of the colors, especially in circles where styles 
originate and expand. 

Combinations of black and white are now the first choice of smartly dressed women who lay 
aside for the moment an expensive mink coat for such a striking combination as black and 
white. That is the advanced Easter note, which later should prove a growing demand for all 
white in mid-summer or vivid colored sport dresses worn with suede shoes and white footwear. 

Jackets of white fur are worn with black dresses and vice versa. Recent importations of 
white dress linens in the form of patterns are decorated with a motiff in color effect is added by 
a touch of black. White wool coats are also in favor. 


N dresses, yellows, pinks and reds are prime color favorites, each of which providesastriking 
contrast with black or white, and striking contrasts have gained recognition during a 
period when monotones or matching colors were intrenched. 

White suedes, buckskin and canvas will be in demand for sport wear since it stands up for 
such active sports as tennis or golf or for wear at seaside resorts. 

During the oncoming seasons the feet of the summer girl must be dressed for the occasion. 
Thus it is up to the dealer to judge for himself the opportunities for sport afforded to con- 
sumers from whom he solicits business. 

Tan shoes are a staple and will remain during the summer and early fall but will be subor- 
dinated to white during the months of July and August. 
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Factories Nos. 1 and 2 


A STOCK SERVICE 
C That can bring 


your business 
back to normal 





UNBRANDED— 
OR BRANDED 





196 CHURCH ST. NEW YORK 
Three Factories: Brockton, Mass. 
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In Many Styles 
FACTORY No. 3 Send for our complete 
catalog of Spring and 
Summer Styles 
f 
‘ 
No. 747 Chestnut Sn. Calf $4.70 
No.757 _ Black Sn. Calf Net 
Brogue (122) Last; Brass Eyelets; 
Rubber Heels; C, D; 5% to 11 
PROVEN 
SELLERS 








No.750  PatentColt $7.75 I N S i O C K 


Admiral (136) Last; Rubber Net 


Heels; B, C, D; 5% to 1 
Unbranded—or branded 
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A SPECIAL AGENCY will boost sales 
and build a reputation for quality Shoes. 





No. 772X Golden Tan Calf $74.95 



















Pershing (114) Last; Brass Eye- Net 
lets; Rubber Heels; 'B, Cc, D, Bs 
5% to il aie 


One of the few Big Outputs in our Grades 
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‘ west 
E ARE offering you the 


best stock service of its 
kind in the country. It consists of 
popular styles—some not a week 
old; plenty in all widths; plenty in 
all sizes; all the wanted leathers in 
almost an endless variety — 


A big reserve of over 150 nov- 
elties and staples —read 
at a moment’s demand. 


This is not one of those factory filler 
ideas. It is nothing new with us. 
We have always been stock special- 
ists. But today we are working it to 
the limit—to help the retailer keep 
his business on the profit side. 


Profitable retailing today depends 
where you can get merchandise 
quickly. And over 9000 merchants 
have recognized Diamond Shoe Co. 
Stock Service and have profited by it. 


Our record proves we know what 
we are talking about— our produc- 
tion shows we can back up our plans. 


Buy sizes or dozens. Try us at once. 
It will be a pleasure to send you a 
catalog or samples. No obligation. 


196 CHURCH ST. NEW YORK. 
Three Factories: Brockton, Mass. 





big sevvice 


We work with you 
every ~~ throughout 








Built up in the Short Period of 12 Years 


To Retail at 
a er’ .00 $@.00 


In Pad Styles 
FACTORIES Nos. 1 & 2 











No.574 Sunset TanCalf $4.85 
No. 564 Black Velvet Calf 4 


Frenchy (144) Last; Brass Eyelets; 
Goodyear Heels; B, C, D; 5%. to 11 







Delivery 
April 25th 


On these two styles 





No. 569 Black Velvet Calf $ 00 
No.581 Sunset Tan Calf 5 


Rialto (164) Last; Flat Eyelets; 
Goodyear Heels; B, C, D; 5% to 11 





No.510 Sunset TanCalf $4.55 


Pall Mall (133) Last; Brass Eye- 
lets; Rubber Heels; B, C, Ds 
5% to 11 
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$77.00 $ Q.00 
“ To Retail at *7"*. 
ma. ee. In Many Styles 


SHOES FOR EVERYBODY 


we adh noha > FACTORIES Nos. 1 & 2 


CLEVELAND.O. 








October 2. 1923 


Diamond Shoe Co. 
196 Church St., 
New York, N. Y. 


Gentlemen: 


All of our FOURTEEN stores located in Cleve- 
land, Youngstown, Akron, Canton and Alliance 
carry your shoes in stock. Whenever our sales- 
men Want to show a customer something better, 
they invariably rely on your styles. 


We have found your footwear easy to sell be- 
cause workmanship, style_and price are right. 
These qualities me rapid turnover, and that 
is what every deale? is most interested in. 


Your eacellent service from stock and factory 
make it a simple matter to keep this line sized 
up at all times. Consequently our business with 
you is increasing. 


Yours very truly, No. 494, Golden Tan 
ur Calf 





No. 484, Black Vel- 
vet Calf 
Rialto (164) Last; 
Goodyear Rubber Heels; 
B, C, D; 5% to 11 


$5.45 Net 








To Retail at 
= 50 $Z0.00 


In Nanay Styles 
FACTORY NO. 3 








Read about the Service 
that prompted these suc- 
cessful merchants to 
write us this way—— | 
there are many more. .< 
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No. 506 Black Calf $ 4:1 5 
No.516 Chestnut Brown Calf 


No.521 Golden TanCalf $ 4:25 


Cambridge (117) Last; Soft Toe; Net 
Crimped and Corded; Brass E Eye- 

196 CHURCH ST. NEW YORK lets; Rubber Heels; B, C, D; 

Three Factories: Brockton, Mass. 5% to 10 
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UR Advance Styles bring 
sales that create profits. 


If New York says: 
“It's The Latest Style’’ 
We've got it! 


Allen, Goller Shoe Co. 


Boston Office, 207 Essex St~Factory 60 K Street, South Boston - 















































BOOT ANDSHOE RECORDER 




















Repco Dye wilariz light-colored 


UNITED SHOE REPAIRING MACHINE COMPANY, Boston 














black, all kinds of russet, 
Shoes. . eet 






ae 2 DIRECTIONS 

- : WELL L before using. Clean the 
; Apply the dye freely and 
a hand or machine brush. 













IMPORTANT , 
an to stand open any nee ee he 


- If, however, evaporation takes 
1 add @ little wood or denatured nate isa 














UNITED aint 

%E REPAIRING macnis 
COMPANY 

BOSTON, MASS- 












For Sale by Shoe Findings Jobbers 





UNITED SHOE MACHINERY CORPORATION, Boston 


San Francisco Branch, 859 Mission Street 
J. K. KRIEG, 39 Warren Street, New York 
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This illustration shows Snappy Tie No. 54 in Black Suede. 
It 1s also made in Grey Suede ( No. 55). 


O other single footwear style for Women in many seasons has created the popularity 
and notable success that the Stetson Snappy Tie has. 


In our own big-city shops and in the Stetson agencies Snappy ‘Ties have become literally a 


selling sensation. 


The reason is clear: 


Their unique and exclusive two-eyelet pattern, plus their perfect 
harmony with the new tailored costumes, makes them instantly desir- , 


able to women who are tired of plain or strap oxfords and want 


something “different’’ that is likewise d/stin guished. 


They give the 


appearance of dress shoes with the extreme comfort of oxfords. 


So great is the popularity of Snappy Ties that we sha// have them in 


stock in Dept. 5 by April 15th. 


We shall fill dealers’ orders in rotation as received. 





THE STETSON SHOE CO., INc. 


SOUTH WEYMOUTH, go, MASS. 
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Retail Salesmen 


Wanted 


A Splendid Opportunity 
for the Right Men 


The J. C. P mpany—a nation-wide institution 
—needs cemahin clltienane young men between the ages 
of 25 and 35-years who have thorough a in 
one or more of our lines, and can give us highest 
references. 


Our company, which started in 1902 with one store, 
now operates 475 peng eo in AY. a dry 
goods, shoes, notions, clothing a urnishings for men, 
women and children. We do a strictly cash business. Our 
sales in 1923 were $62,188,978. We opened 115 stores in 
1920, 59 stores in 1922 and 104 stores in 1923. 


By industry, study and determination your progress 
will rapid in our organization. Under our experienced 
managers you are trained to become a manager. When 
you 


have qualified 


You are Promoted 
to be 


Manager of a Store 


in which you own a one-third interest, to be paid 
for out of the profits of the business. 


Experience has taught us that some of the greatest successes come 
from the ranks of a men. What we need are , healthy and 
capable salesmen who have had thorough bc aul or 
_—— sp in 


{fi 
i 
i 


ts foi 
ip hid 
fist petit 


J. C. PENNEY CO., Inc. 


Wm. M. Bushnell, M f yment 
Star Building. St Louis, Mo. 








SPEEDSTER— 
A mannish KIN KIN Oxford,for well-dressed boys. 
Sells on its good looks—re-sells on its still better service. 


Bowe? Ti. aes. ins cist eas... GRE 
Youths’ B, C, D........ “ret 
PE) OS tS Ss 
Vulerepe Sole, Size 1 to 6—Leather, 10}4jto 13%. 
Discount 5 per cent, 10 days 
IN STOCK about April 25th 
ORDER NOW — May is’the month when boys buy oxfords 


ewspaper ad plates and colored inserts for mail and 
counter distribution supplied. 











TEEPLE SHOE CO 


Q WAUPUN ~ WISCONSIN 














LOCATION. For action, The Hollenden is at the business 
center of Cleveland, including all Railroad Stations, laterurbans, Bus 
lines and city cars. The new Federal Reserve Bank, Public Audi- 
torium, Post Office, the best stores, theatres, offices and Public 
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PROMINENT so- 
ciety woman of 
Chicago, the wife 
of anexecutive ina large 
department store, had 
for years been securing 
her shoes in the shoe de- 
partment of her hus- 
band’s store, at whole- 
sale prices. 
The husband, intense- 
| to his firm, demanded that this be 
The wife, too, was agreeable, since she 
le to secure the finest of things at a 
What woman wouldn't be glad to 
thes at wholesale ? 
wrt time ago, however, the husband 
i she had not asked for new shoes in 
months. He had no particular desire 
t se her to increase her expenses, but 
ty prompted him to inquire about it. 
ve you quit wearing shoes?” he asked, 


Tee 


1g. 

'm—" then she hesitated.“Well, I 
se you'll have to know some time, 
a y. | might as well tell you now. I'm 
“ 1g another kind of shoe, one that your 
f oesn't handle.” 
looked up in surprise. “Another kind 
1e! Since when have you thought our 
were not good enough for you?” 

they were good enough, but they 
not the right kind,” she replied anx- 


i shoes are stylish, aren't they? And 
ire mad> of the finest leathers. You 
to say they were unusually nice.” 
s, your shoes are stylish ;they are made 
they are good — as shoes used to be 
| good. But they aren't comfortable.” 
\ren't comfortable? I'd like to know why? They're as 
wrtable as any shoes. You can't expect to wear fashion- 
hoes and have comfortable feet. You ought to know 


No, I don’t know that, and that is just why I have 
changed. I can wear stylish shoes and have comfortable 
feet. I'm doing it right now.” 

Huh!" Then he was silent for a time. He had no answer 
for that statement. He tried another line of attack. “Tell 
n y these other shoes make your feet comfortable. I'll 
bet you just happened to get a lucky pair that fitted you.” 

No, I didn’t get a lucky pair, either. I've got six pairs of 
them. They're all the same. The reason why they make my 
feet (cel & good is because they provide support.” 

Provide support!" He was smiling tolerantly. “That's 
irn some salesman has handed you. How can they give 
any more support than other good shoes?” 

Why, they're made differently. There is an arch bridge 
that makes them as firm and substantial under the foot as a 
bare floor when you go without shoes. The arch isn't allowed 
to sag 

\nd you believe that these wonderful shoes of yours 
actually work that way?” 

No, I don’t just believe it. I know it. I've got comforta- 
ble feet. 1 feel like walking. I feel like running — and you 
know yourself how I used to dread doing anything that 
required me to be on my feet.” 

You mean to tell me these shoes you've found enable 
you to walk as much as you want without your feet hurting 





Why, I haven't had an ache or a discomfort since I put 
them on. It’s wonderful. I can dance and walk for hours. 
Think of that!” 

Frankly, I don't believe that arch bridge you talk about 

responsible for your feet feeling better. I've heard all 


“T’d even take in 
washing” 


Little chapters from the story of how the Arch Pre- 
server Shoe changed the ideas of the Nation. No. 2 


about such shoes. I have an idea it's just a selling argument 
I tell you what you do. You come down to the office with 
me tomorrow and I'll fit you out with some shoes that I 
think you need. You wear them a while and I'll bet you find 
them comfortable. I can give you plain, old grandmother 
shoes, too, if you want them.” 

“Don't be silly. I'm not wearing plain shoes. Why, you 
know you never realized I was wearing different shoes until 
I told you. These shoes I have on are just as stylish as any 
shoes I ever wore in my life.” 

“But you'll come down and let me try to show you, won't 
you? We really ought to buy everything we can from the 
firm.” 

Her face was serious now. “I don’t want to try any other 
shoes now. I've got just what I want. My feet are comfort- 
able, and | just can’t bear to think of going back. This is the 
first time in my life that I've had comfortable feet.” 

“Nonsense! You just imagine this. Probably the pair you 
were wearing just before you got these new ones didn't fit 
you. Our shoes will do anything any other shoes will do.” 

She didn't answer. He noticed that she was about ready 
to burst into tears, and decided that he'd better put forth a 
more substantial argument. “Think what it would mean if 
our customers learned that my own wife couldn't wear the 
shoes we are selling. That would hurt us a lot. I should 
think you'd be glad to let me try to suit you, just for the 
principle of the thing; if nothing else.” 

“Oh, I just can’t. I know your shoes won't satisfy me 
now. What's the use of bothering about it?” 

“But I'm sure they will, and even if thty won't we can 


THE 


RCH RRESETVER 


Name __ 
Supports where support is needed — AY Street and No 
bends where the foot bends | Po State -|t 


get an artificial support put in. That would 
give you the same result as you are now 
getting.” 

“You don’t understand at all. The arch 
bridge is just one of the features of these 
Arch Preserver Shoes. They aren’t made 
like other shoes at all. The inside of the sole 
is flat, so your toes won't be pinched and 
cramped. That's just as important as the 
bridge. It makes my feet feel so vigorous 
and healthy. The inside of the sole in other 
shoes is cup shaped. You know that. And 
they always made my feet burn and feel 
bound up.” 

She was talking enthusiastically now. 
“Another thing that's different is the sys- 
tem of fitting. Your shoes are fitted to cover 
the foot. These shoes are fitted so that the 
bridge comes right up against the foot arch 
exactly right. There's just the right support 
under every part of the foot. Really, I never 
before knew that a shoe could be made and 
fitted this way.” 

“And you mean to say that you get this 
support, and have the flat inner sole, and 
yet the shoes are not stiff and rigid?” 

“Not a bit.” Just watch this. She got up 
from her chair, and lifted herself on to her 
toes several times. “Why, they're just as 
free and easy as a moccasin. They bend 
with the feet — and they're so delightfully 
comfortable because the foot really doesn't 
bend in the arch at all where the bridge is. 
It bends only at the toes.” 

Hé laughed good-naturedly.““Well, you've 
convinced me. I give up. I didn’t know as 
much about shoes as I thought. 1 sce I 
haven't a chance of changing your mind." 

“No,” she replied, again serious. “I'm always going to 
wear them. I'd even — take in washing — if I had to, to 
get the money with which to buy them!" 





“KEEPS THE FOOT WELL” 


Look for this 
Trade-Mark 
It is on the sole and lining of every 
uine Arch Preserver Shoe. Sold 
'y 2000 dealers. Styles for all oc- 
casions. All widths, AAAA to E. 


Made for women and misses by No, 78 
only The Selby Shoe Co., Ports- 
mouth, Ohio; for men by E. T. 
Wright & Co., Inc., Rockland, 
Mass 

THE SELBY SHOE CO. 
135 Seventh St., Portsmouth, O. 


Makers of Women's Fine Shoes 
for more than Forty years 


Send for this interesting book- 
let—** HOW TO KEEP YOUR 
FEET YOUNG.” 









The Selby Shoe Co., 135 7th St., Portsmouth, O. 
Please send postpaid your booklet, No. 45, “How 
to Keep Your Feet Young", and name of dealer. 

















One of the full page national advertisements ap- 
pearing in all of the leading women’s magazines— 
adding more value to the sales franchise that is 











Write us— 


already the most valuable in the shoe industry ! 
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Indianapolis, Ind. 
Style Center 


Washington Street 
and Soldier’s Monu- 
ment Circle 


She better shops 


Ree Americas Pyle centers 


select 


Tue Styce LeEaTner of AMERICA 


Sa Ce ane IGH grade shoe manu- 
Kefee ed e's facturers, such as A. FE. 
Netileton Co. Nettleton Company, use KAF- 

FOR KID because of its par- 


ticular soft-like tannage. 


Fine finish is an essential of fine 
shoe craftsmanship. This result 
is easily attained from the use of 
KAFFOR KID. 
4 KAFFOR KID is as soft as kid 
Write for Interesting leather but as rugged as calf. 


Booklet _ { . ; 
we Consequently it meets with ready 


“The Story of Leather” favor with men who prefer a 
calfskin shoe with kid leather 


comfort. 


The Onio LEATHER COMPANY 
GIRARD OnIO 





Free on Request 
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Believing that the strictly tailored 
affair will be too severe for the 
American girl, we are sponsoring 
styles which combine the pump 
with some interesting ‘‘motif.”’ 





Note how style is emphasized in 
our “Sweetheart Pump”’ illustrated 
above. We offer an interesting 
proposition to volume buyers who 
order “‘Sweethearts’”’ for May and 
June. 


INSOLITE 
*REG.US,.PAT.OFF 
The Insolite girl can forget her 


feet —- everyone else will watch 
her step. 


amu 
FOOTWEAR |JWIQ22 OF FASHION 
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PA_FTELD SHOE Co. 


BEVERLY, MASS. 


tyle Shoes for Volume Trade 
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All Goodyear Welts 


Stock No. 568 
Ladies’ Coffee Elk One-Strap Oxford 
Moccasin, Larkide Sole. 
Price $3.00 


Stock No. 533 


Men’s Chocolate Elk Ox- 
ford Moccasin, Crepe Rubber 


TRAIL-MOcs 


SPRING 
OXFORDS 


IN STOCK 


The ideal footwear for 
the coming outdoor sea- 
son. Send for complete 
catalog. 

















A High Grade Line 


Stock No. 540 
Misses’ Chocolate Elk Ventilated 
Oxford Moccasin, Larkide Sole. 


Price $2.60 


The demand for moccasins 
is growing fast. A good time 
to tie up with this popular- 


Sole. a aro price line! 
Price $4.00 























—_—— 


CASH IN ON TODAY’S WONDERFUL 
INTEREST IN OUTDOOR LIFE 


7 


Hunting, fishing, boating, camping, hiking, golfing, tennis and other outdoor 
sports are now followed by hundreds of thousands of ardent enthusiasts— 
every one of whem wants and will buy outing footwear. 


_ there’s a type of shoe, boot or moccasin for every outdoor sport. The dealer 
who handles Russell’s nationally advertised boots and moccasins is sure of 
mighty profitable business. 


RUSSELL’S 


“IKE WALTON” “APACHE” 


Made to measure from Formerly known as thé “Scout Spe- 
imported waterproofed cial,” choicest i 
v wi long-wearing for camp and outing wear. 
Maple-PacSoles. to natural lines. Made in te 
Staunch as a boot, yet and gray elkskin with rubber or flexible, 
flexible as a moccasin. sturdy Maple-Pac Soles. 


Meet us at the Travel and Outdoor Life Exposition at Chicago Coliseum, May 12-17. See the materials which are put into Russell 
Moccasin footwear and watch our shoemakers make the famous “Ike Walton. 


Russell’s Moccasin footwear meets their needs perfectly—in the Russell line 


of genuine moccasins 


Write for Catalog and Dealer Discounts 


The W.C. RUSSELL MOCCASIN CO. 
927 Capron Si., Berlin, Wis. 
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ated 


Satin is used 
in finest French shoes 














four different qualities to 
meet all the requirements of 


the 1 give satisfaction. 











know the name stands for unequaled wearing quality. 
“Look for the Name in the Selvage”’ 


WILLIAM SKINNER & SONS 


INEW YORK CHICAGO BOSTON_ PHILADELPHIA 
MILLS. HOLYOKE, MASS. ESTABLISHED 1848 


Skinners 
Shoe Satin 









The popularity of this material for street, as 
wellasevening and house wear, isundiminished. 


Skinner’s Shoe Satin is used in the finest shoes every- 
where. Extra heavy silk for the warp and four-ply 
Skinner’s Shoe Satin is 36 cotton for the filling, together with the utmost care in 
inches wide and supplied in weaving, give Skinner’s the extra strength so essential 
in shoe satins. Footwear made of it can be depended upon to 


It is easier to sell shoes of Skinner’s Shoe Satin because women 


Advance styles by Greco, 
of Paris. Brown satin 
with all edges outlined 
in gold. 




































: “LOOK FOR THE NAME IN THE SELVAGE” 
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By Reason of the Systematic Work Now Being Done 
Among Labor Unions All Over the Country, Wise 
Retailers Will Order Liberally on Union Stamp Shoes. 


Ee This Stamp on Boots and Shoes Signifies: 


UNIO AMP That the principle of the Collective Bargain is 

Factory operative and no strikes or lockouts are permitted. 
That the manufacturer and employes are settling 
their disputes through mutual adjustment or arbi- 
tration without losses from cessation of work. 





That industry and workmanship are benefited by 
uninterrupted production leading to highest quality. 





That goods will be delivered on time so that 
dealers and wearers may be assured of seasonable 
footwear in season. 











A system of handling labor problems that has 
been in operation more than twenty-five years and 
has created growing respect between employers and 
employes. 


Manufacturers and workmen producing shoes bearing the above 
Stamp deserve the support of all wage earners and all friends of 
industrial peace. 


Shoe retailers are requested to carry full lines of shoes bearing the 
Stamp. 





List of makers of shoes bearing the Stamp furnished on request. 


BOOT AND SHOE WORKERS’ UNION 
246 Summer Street, Boston, Mass. 


COLLIS LOVELY CHARLES L. BAINE 
General President 
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Gallun Quality Leathers 
“Always Standards of Excellence”’ 


Mandarin Calf 


Chrome tanned, glazed and boarded, in 
four colors of demonstrated popularity 


Dixie Calf 


Chrome tanned, smooth finish, in colors 
which have met with general style acceptance 
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Aztec Calf Viking Calf 


A smooth finished leather that is pliable, Available in black and five colors. A smooth 
strong and pleasing to the eye. Offered in finished leather of superior merit. 
the Fashionable shades. 


Norwegian Veals and Calf 


A pronounced success for over a quarter of a century 
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A. F.GALLUN & SONS CO. 
MILWAUKEE, WIS. 


A. F. GALLUN & SONS, INC., H. A. ELY, MGR., 11 EAST STREET, BOSTON 
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SHOES 


There is Sales Power behind every pair of Beacon 
Shoes, because of the Variety of Styles we carry in our 
In Stock Dept., because of the Quality of materials used. 


MEN’S WELTS WOMEN’S WELTS 


Style No. 5139—Buck Last Style No. 7338—Pep Last 
CHESTNUT RUSSIA GUN METAL CALF CAMPUS 
BLUCHER OXFORD BLUCHER OXFORD 

Wingfoot Toplift 

Wingfoot Rubber Heel 9/8 Military Heel 

Crimp Vamp Front Corded Quarter 


= Sau Crimp Vamp 
Widths C and D fsizes 5-1) Widths B, sizes 3-8 


: Widths C and D, sizes 2-8% 
Price $3.60 Price $3.60 


F. M. HOYT SHOE COMPANY 
MANCHESTER - - NEW HAMPSHIRE 
Write for Our New Stock Catalog 
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Trend Toward Simplicity in 
High Grade Chicago Stores 


CHICAGO—The volume of business in 
etail shoe stores during the week ending 
March 22 was generally disappointing. 
‘he weather was decidedly unfavorable 
ad there were frequent flurries of snow. 
“ome impetus to the rubber trade was 
offered by the snowfalls. 

Some of the high-grade concerns re- 
ported a fairly good week was enjoyed. 
With them black in patent leather, satin 
ind calf in Colonial, strap and gore pat- 
terns seems to predominate. There is a 
strong tendency towards simplicity in 
patterns, particularly in the more ex- 
clusive shops. 

There is a quiet note to buying in the 
:,edium-priced stores. One Chicago shoe- 
man said, in commenting upon the dull- 
ness, “It is not because they lack the 
‘wherewithall’, but simply a desire to wait 
until Easter clothes are ready to put on, 
end when that day comes business will, as 
it usually does, surpass last year’s figure. 
Both men and women buy shoes last. Not 
until the tailor delivers his garments are 

shoes and hosiery given serious considera- 
tion. So it is reasonable to anticipate a 
satisfactory volume very soon.” 

The wholesale market reports a falling 
off in orders and a drop in collections. 


New I. Miller Store 


I. Miller & Sons, Inc., have leased from 
C. D. Peacock, the store at 137 S. State 
Street. This store is 28 by 130 feet and 
includes the entire front and corner por- 
tion of the second floor, fronting seventy- 
five feet on State Street. They will pay 
$1,370,000 for a term of 19 years from 
May 1, 1927, or an average rental of over 

72,000 annually. This figures approxi- 
mately $15 per square foot for the store 
and $5 per square foot for the second 
floor. 

The new location adjoins the world- 
famous Peacock jewelry establishment 
and they expect to make it one of the most 
attractive shoe stores in the city. 


N ew Store at Peoria 


The M. B. Boot Shop will open April 4th 
at Peoria, Il., with a complete line of 
men’s and women’s shoes. This storé is 
located at 116 South Adams Street, next 
to Block & Kuhl Dry Goods Company and 
will greatly improve this location as a 
shopping center. This makes the third 
store for this company; the others are 
located at Hammond and Gary, Ind. 


Lawrence Opens Office 
James A. Lawrence has established an 
office in the Baltimore Building at 22 


Quincy Street, room 708, where he will 
carry the A. H. Berry & Company of 
Portland, Me., and Williams, Hoyt & Co., 
Rochester, N. Y., lines of shoes. Mr. 
Lawrence is well known in both eastern 
and western shoe circles having been in 
the shoe business in both the East and 
West for nearly half a century. 


- Says Business Is Quiet 


Mr. Swick of King & Swick, at 3323 
W. Roosevelt Road, reports rather a slow 
business for that section of Chicago during 
the past week. “When the sun shines,” 
said Mr. Swick, “‘we sell shoes, but the sun 
hasn’t been shining much lately.” His 
comment on style tendency is that black 
satin is away in the lead in consumer pref- 
erence in the fancy strap and gore pat- 
terns with 14-8 and 16-8 heels. 


Protests Against Bill 

The Chicago Shoe Trades Association 
endorsed the action of the National Boot 
& Shoe Manufacturers’ Association, The 
New England Shoe and Leather Asso- 
ciation and the Tanners’ Council in pro- 
testing against the item in House of 
Representatives Bill No. 7449 regarding 
the construction of a shoe factory at 
Leavenworth prison in the following 
telegram addressed to Hon. S. E. Warren, 
Chairman Appropriations Committee: 

“We respectfully request elimination 
from H. R. 7449 of item providing for 
construction of shoe factory at the United 
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States Penitentiary, Leavenworth, Kansas, 
as am interference with national process of 
industry and with the production of free 
labor. The appropriation of this vast sum 
of money would make the government a 
business competitor with its own citizens 
under unfair competition. It proposes that 
the shoe manufacturing industry be taxed 
to maintain a form of competition which is 
exempt from taxation, and establishes a 
dangerous precedent of government em- 
barkation into the field of private in- 
dustry.” 


James D. Hanrahan Dead 


James D. Hanrahan’s accidental death 
comes as a shock to his many friends and 
associates in the shoe business in Chicago. 
Mr. Hanrahan had been working on his 
car in his garage at the rear of his home at 
123 North Long Avenue. A member of his 
family wondering at his long absence from 
the house, went to the garage where 
Hanrahan was found lying on the floor ap- 
parently having been dead for quite a few 
minutes. The engine of his car was still 
running and death was due to asphyxiation 
by the deadly fumes coming from its 
exhaust. 

Mr. Hanrahan is survived by his wife 
and parents all of whom are prostrated by 
the shock. He was about thirty-five years 
of age and had no children. He was a native 
Chicagoan and had been prominent as a 
shoe salesman of the highest type for quite 
a number of years. During 1920 and 1921 
he served as secretary of the Chicago Shoe 
Travelers’ Association. Just recently Mr. 
Hanrahan returned from the East where he 
had accepted a position with Reynolds, 
Drake & Gabell Co., manufacturers of 
men’s shoes in No. Easton, Mass. 





Weather Unfavorable to 
Shoe Trade in St. Louis 


ST. LOUIS—Business for the week end- 
ing March 22 was considerably off color, 
judging from reports of a great majority 
of retail shoe merchants throughout the 
down-town shoe belt. With the heaviest 
snow of the winter falling on Thursday, 
business remained at a standstill. One of 
the veterans of the business stated that 
the 'atter three days of the week were the 
worst in his experience. The optimistic 
viewpoint, however, focuses around the 
idea that the weather solely was respon- 
sible for the depression. The business on 
Saturday was better than other days of 
the week. However, the vigorous buying 
which many merchants anticipated has 
not as yet appeared. This trend is being 
felt throughout the entire retail field in 
general. The department stores also are 

The hesitancy in buying in so far as any- 


one can ascertain is answered for the most 
part in the very unfavorable weather 
which has been prevailing throughout the 
month of March. Of the shoes that have 
been bought, satin and patent leather are 
the leading materials. Patent leather in 
particular is forging to the front and this 
business is detracting to some extent from 
the popularity of satin. Patents are ex- 
pected to improve in prestige as we ap- 
proach the Easter buying period. 


Sales in Grays Lagging 

Airedale is showing some strength over 
its previous sales. Little concern is felt 
for this shade of suede. Gray continues to 
fall behind in the buying and much con- 
cern is felt over its position in the called- 
for footwear. Some believe that with the 
coming of colored garments and warmer 
weather, this vogue will come into its 
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Have you ordered your : 


CANVAS. | 
SHOES , 
Jor this sumther 


ET’S do away with all “‘sales talk’’ and get down to facts. The new Ford plan \ 
of selling alone, to say nothing of the normal increase, will put hundreds of si 
thousands of new cars on the road this summer. The automobile brings people fi 
out into the open, touring, camping, picnicing. When Summer comes, the 

“Sunday best” is now folded up and put away. Men, women, and children 

are dressing for health, comfort, and enjoyment in the open. This is why 

Canvas Shoes are rapidly becoming part of the automobilist’s outfit. 


Last year we urged window displays of HOOD Canvas Shoes. Wherever this 
was done stocks were moved and reorders placed. People saw the shoes in the 
window and quickly realized that there was just the thing that they had 
been wanting. These people are coming back. They have told their friends. 


People’s habits are changing. They are not sitting at home or making calls 
‘all dressed up’’—they are getting outdoors. HOOD Shoes are the most com- at 
fortable, economical, and all-around sensible outdoor shoe for men, women, 
and children on the market. People have got common sense enough to recog- 
nize this when they see the shoes. \ 

HOOD Canvas Shoe advertising will, in plain, simple words and pictures, tell tl 
the facts about HOOD Shoes, andthe HOOD story is so sound that we can te 
count on public support. al 

Many shoe stores wait until the last minute to order. While we keep com- 
plete stocks at our wholesale depots, it is hard to always have ready for im- 
mediate shipment just what you need. 

Window displays and good merchandising take thought and time for w 
preparation. The canvas season is approaching. Think over your needs and : 
talk them over with our salesman when he calls. C 


HOOD RUBBER PRODUCTS CoO., Inc. Je 
Watertown, Mass. a 


see a big increase in the demand for canvas 


3 @___@¥@ 6 (@ } 
Thy will all want =*HOObB> SHOES this summe~ 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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own. Others feel that gray will not go over 
to the extent that it has been bought, and 
already have placed liberal “Skiggs” on 
numbers just in the house a few weeks. 

Cut-out patterns seem to be appearing 
rather heavily and the cut-outs in the 
yanps and foreparts are more severe 
than ever. A unique pattern shown in 
11 ways by one of the largest operators 
was a suede with contrasting under-lay 
of satin. The vamp was covered with 
strips of suede. 


Sonnenfeld’s Open Shoe De- 


partment 

the Senac Shoe Company, which will 
operate the shoe department of Sonnen- 
feld’s, 610-618 Washington Avenue, 
opened the department on Saturday, 
March 22. The formal opening will be 
some time about May 1, when the new 
fronts to the store will be completed. The 
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department which will include the hosiery 
department, will occupy 75 by 140 feet 
on the extreme west side of the store. 
Arrangements are made for 115 seats of 
mahogany, upholstered in wine-colored 
velour. The floor is of marble and the 
aisles will be carpeted. The fixtures, dis- 
play cases and shelving are mahogany 
throughout. 

There are 14 glass display cases placed 
throughout the department. Six girls are 
employed in the hosiery department and 
14 salesmen in the shoe department. The 
range in price on the footwear carried will 
be from $8 to $15. J. P. Rogers is manager 
of the hosiery and shoe department. He 
was formerly connected with the Chas. 
Stevens Co., of Chicago, for four years 
and previous to that time with F. E. 
Foster Company, also of that city. His 
assistant in the department is L. Hard- 
away. 





Indications Point to Good 
Easter Business in Stores 


MILWAUKEE—Up to the middle of 
\larch spring trade held its own with that 
of a year ago, according to Milwaukee 
shoe merchants, while a general pickup 
was noticed shortly afterward. Local 
merchants are now stocking up for a big 
April trade and are planning to display 
their newest lines for those who are in- 
terested in shoes for Easter. According to 
all reports, shoe merchants both in Mil- 
waukee and throughout the state of 
Wisconsin are looking for a bigger Easter 
trade than ever. 

Variety in spring shoes is demanded by 
women at the present time, some stores 
selling almost entirely plain or cut-out 
Colonials, while others find that black 
satin, patent leather and suede in black, 
Jack Rabbit gray, and airedale are going 
well in strap effects. A new Vesta pattern, 
which is replacing the Colonial to some 
extent has a buckle effect inlaid with satin 
and a cut-out design at the sides. One 
week of warm weather is needed to in- 
dicate what lines will be popular for later 
spring. 

Plainness in Men’s Patterns 


Men are taking a little more interest in 
spring shoes than previously, but the fact 
that more men wore oxfords through the 
winter is making the purchase of spring 
shoes less of an event than when oxfords 
replaced the high shoes with the coming of 
balmy days. Plain oxfords of black or tan 
are favored while the plain or creased 
vamp and the French toe are still good. 


Cut-Out Patterns Featured 


Practically all shoes for women in- 
cluded in the spring opening held in La 


Crosse, Wis., featured cut-out effects of 
some kind, either in elaborate or more 
simple patterns. Oxfords were shown with 
lattice patterns, pumps with intricate de- 
signs while sandals had a great deal of 
open work. Sandals are expected to be 
very popular for sport wear and ankle 
straps are very prominent in all types. 
Low baby Louis or medium high heels 
were considered more -important than 
high French heels. Patent leather, dull 
kid, suede and satin were given special 
mention. Low cut oxfords in brown and 
black were offered for men. 





Spring Opening at Wausau 

A number of shoe merchants of Wausau, 
Wis., co-operated with other merchants in 
holding a, combined spring opening, under 
the auspices of the Wausau Retail Mer- 
chants Advertising club. Window dis- 
plays of new spring styles featured the 
opening. 


Shoe Style Show 
Shoe merchants of Fond du Lac, Wis., 
co-operated in holding the annual style 
show and spring opening planned by the 
retail merchants’ bureau of the Asso- 
ciation of Commerce. This was a big week 
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in Fond du Lac as the dates of the open- 
ing embraced those of the annual auto 
show and the combined attractions 
brought many people from surrounding 
communities. 


Fred E. Rueping Marries Miss 
Virgilia Fox 

Fred E. Rueping, 27, head of the Fred 
Rueping Leather Co., of Fond du Lac, 
Wis., and Miss Virgilia Fox, 27, daughter 
of A. C. Fox, a commission merchant of 
Fond du Lac, were married at Milwaukee 
recently. They sailed from New York on 
the President Roosevelt for a European 
wedding tour. Both Mr. Rueping and his 
bride are social leaders at Fond du Lac. 
Mr. Rueping is a graduate of the North- 
western Military Academy at Delavan, 
Wis. 

Check Credit List 

Retail shoe merchants as well as other 
merchants of Kenosha, Wis., will be 
greatly benefited by the action of the 
Kenosha Retailers’ Association in check- 
ing 20,000 credit reports which have 
been compiled. These reports of credit 
ratings have been checked against the 
directory and residents who have moved 
away from Kenosha have been placed on 
a dormant file. 


Traffic Regulations 


Miiwaukee retail merchants are mak- 
ing organized efforts to obtain some action 
on the question of traffic regulations on 
the grounds that present parking regula- 
tions are tending to injure business. The 
retail committee of the Milwaukee Asso- 
ciation of Commerce has adopted a resolu- 
tion urging that some system be devised 
requiring police to attach a warning tag 
to cars inside the parking limit zone. 


Statistics of Portage Shoe 
Factory 


At a recent meeting of the Kiwanis 
Club, the following facts regarding the 
Portage Shoe Manufacturing Company 
were given by J. O. Humbert, general 
manager. The factory has in its employ 
175 men and women with 30 salesmen in 
the traveling territory. 

During the past year $2,750,000 worth 
of merchandise was shipped from the 
factory including 1,100,000 pairs of shoes. 





Spotty Note in Most of 
Minneapolis Shoe Stores 


MINNEAPOLIS—Although _ buying 
during the week ending March 22 and the 
preceding few days was characterized by 


a spotty tendency, retail shoe merchants 
are eagerly looking forward to a good 
Easter season. Unfavorable weather has 
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The selling value of a line is increased if it creates 
good will for the merchants selling it. In all W. & D. 
turns we have incorporated features which speak well 
of those who serve the public. The Toggle Strap Anklet 
shown here, appeals to a wide market. The trade cannot 
be too quick in placing orders. This turn has taking 
and talking points. It is a seller. The price and profit 
desired comes easy at retail. While we show it in patent 
leather it can be had in black satin and white kid. 


Witherell €§ Dobbins (Company 


Quantity Producers of Quality Shoes 
Haverhill, Mass. 
Boston Office, 110 Lincoln Street 


The W & D Line is featured in the Chicago 
market by Harper Kirschten Shoe Co. 
In the Boston market by The Hub Shoe Co. 
In the Philadelphia market by the 

Brav Shoe Co 




















The WALK-OVER INDUSTRY 


Quality for Half a Century 1874—1924 





ALK-OVER 


\ae eh 


; seh vi 


“: 7% 











Factory No: 1 
Campello, Mass: 


A BIRTHPLAGE THAT HAS GROWN UP 


IFTY years ago the first unit of Factory No. 1 was built a 
few hundred yards from the little shop where the parents of 
George E. Keith made shoes. That little red shop—shown be- 
low the -OVER of the bridge sign in the picture—stands today 
in the heart of Walk-Over activity, an inspiration to the Walk- 
Over workers of the Campello factories. 














ACTORY No. 1 soon grew beyond its original modest 

limits, and now occupies the area of a large city block. Yet 
it is only one of several great factories, strategically located to 
serve Walk-Over dealers. The intelligent designing and consci- 
entious craftsmanship of a half century ago remain today the 
keynotes of manufacture that are keeping Walk-Overs the 
world’s leading trade-mark shoes. 
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You'll do business on sight with this 


Uulk-Cuer ff 


TRADE MARK REG. U.S. PAT. OFF 


RIMNESS with a touch of 

the aristocratic is the im- 
pression given by this smart ox- 
ford. Its short vamp and snug 
lines give it the modern touch 
demanded by young men. 
Made in fine Black Calf with a 
light weight sole. 


HIS clean-cut, dressy Walk-Over line for Spring and Summer offers ex- 

will meet a positive demand from ceptional style notes for men and wo- 
men who desire a light weight shoe with men. These, together with Walk-Over 
distinctive style features. A real man’s advertising and the prestige of Walk- 
shoe, with a swing and snap that will Over quality, insure Walk-Over dealers 
earn prompt favor. The Walk-Over a brisk season, 


Complete line of Black and Tan oxfords, on new Pal Last—In Stock 


Order your rejuirements today to be sure of the stock when you need it 


bi 


fc 
Geo. E. KEITH COMPANY y 
Makers of Wak-Over Shoes for Men and Women 


EXCLUSIVE AGENCIES IN ALL IMPORTANT CITIES OF U.S. AND THE WORLD OVER. 





CAMPELLO- BROCKTON, Massachusetts 
Str. Louis, Missouri 
U.S.A. 
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had a lot to do im causing an unsteady 
buying tone to characterize the retail shoe 
business, merchants believe. 


Sandals in Good Demand 


fendencies in styles are decidedly to- 
word the conservative models. In the 
hich-grade shoes for women, plainer 
models are going to be in best demand. In 
th medium-priced shoes, the trend is 
toward Colonials and low-heeled sandals. 
As the season advances, the sandal, which 
alr. ady is being worn by a large number of 
wo nen and girls, will become more and 
me popular, merchants report. Shoe 
mc: chants are looking for a big season in 
wi: les. 


Napier Store in Field Five 
Years 


im March 28, the Napier shoe store in 
Minneapolis was five years old. In celebra- 
tion of the anniversary, Manager A. L. 
Jackson issued a handsome piece of art 
work for the store’s customers. This store 

s had a remarkable history. Established 
as an exclusive store for women by S. W. 
Napier, who had made a great success of a 
similar enterprise in Omaha, it has done a 
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splendid business. Last year, according to 
Manager Jackson, was the best year the 
store has had and so far this year each 
month has made a better showing than the 
corresponding month last year. The store 
is handsomely. appointed and carries only 
the better grades of women’s shoes. 


Pierce Store to Move 

The shoe store operated by George 
Pierce, Inc., has been delayed in moving 
into new quarters because the builders 
have been tardy in completing the new 
Yeats Block at Nicollet and Ninth Streets. 
About April 1, the Pierce store will move. 
A removal sale is going on at the old store. 


Dayton’s Adds New Case 

Dayton’s shoe department installed a 
circular display case for showing foot- 
wear. The stand is in one end of the de- 
partment, which is completely sur- 
rounded by shoulder-high glass display 
stands. 


W. O. Shafer Better 
W. O. Shafer, manager of the Thomas 
store shoe department, is back on the job 
after several weeks in the hospital. 





Interest in Easter Styles 
Grows as April Approaches 


CLEVELAND—Retail business in 
Cleveland picked up slightly with the ap- 
proach of April. Department stores are 
experiencing the first signs of the demand 
for Easter wearing apparel. That demand 
is felt in the shoe stores, and in the hosiery 
departments of the shoe etablishments. 

Trade is running slightly in excess of 
the volume of a year ago, but there is an 
uncertainty about the future beyond the 
immediate spring months. Every shoe 
merchant is looking forward to a good 
demand and excellent sales for Easter. 

In the smaller towns of northern Ohio, 
shoe travelers report trade has picked up 
also in the last 10 days. Merchants are 
reported to be buying cautiously. 

Industrial conditions in the city con- 
tinue good, with employment figures in 
excess of those of a year ago, at this time 
of the year. Some of the plants, however, 
have been scaling down their production 
schedules, and this is true also of the auto- 
mobile plants. 

Banks and loan companies report finan- 
cial conditions are good. Prices that have 
gone up about 12 per cent since last year 
have a tendency to react against the 
building of houses and business places. 


Smith Joins Davis Co. 
D. C. Smith, who has been manager of 
the Stetson store, in the Hollenden Hotel 


block in East Sixth Street, joined the 
staff in the W. B. Davis Co. shoe depart- 
ment. He was with the Stetson staff four 
and a half years in Columbus, and three 
and one-half years in this city. 

I. Kaufman, who came here from Cin- 
cinnati, has purchased the shoe store that 
was operated by Charles Shipan at 5746 
Broadway. Shipan, favorably known in 
business here, died several weeks ago, and 
the store has been conducted under the 
direction of the administrator of the 
estate. Kaufman, by the purchase, comes 
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into possession of a well-established busi- 
ness, in a good section of the city. 

Mr. Kaufman was for many years en- 
gaged in the wholesale end of the shoe in- 
dustry before he came to this city. 


Men Buying Tans 

William James, a veteran of the retail 
shoe business in this city, now manager 
of the W. B. Davis store in Euclid Avenue, 
has brought his department forward at a 
rapid rate in the new year. Mr. James says 
that there is a tendency toward lighter 
shades of shoes on the part of the male 
shoppers, but also reported that the sales 
of black shoes to men increased during 
March. 


Carries Large Sport Shoe 
Stock 


James has stocked up with sport shoes 
in anticipation of golf being more popular 
this year than ever before. New golf clubs 
are starting up, and people who want to 
mix and get acquainted are finding that 
golf offers the best opportunity. 

The Davis Company maintains a golf 
school, with a professional in charge, and 
that has caused not only sales of golf clubs 
to spurt but has helped the company to 
dispose of stocks of sport shoes. 


E. V. O’Brien Moves 


E. V. O’Brien, local representative for 
the Thomson-Crooker Shoe Co., of Bos- 
ton, has moved from the seventh floor of 
The Arcade to Room 257, aang he is 
meeting his customers. 


Brill Has New Line 


D. W. Brill, of ‘the Brown Shoe Com- 
pany, came back to his home city after a 
visit to the home office in St. Louis, with 
an entire new line of shoes and full of 
optimism for the seasons ahead. Brill said 
he feels that he never started out with 


better prospects. 





Blacks Popular but ‘Trend 
Is Gradually Toward Colors 


SALT LAKE CITY—There is a fair 
note to the buying in the women’s shoe 
stores here. Some of the merchants com- 
plained about the trend of buying, while 
others reporied the trade was better than 
normal. 

The shoe merchants would seem to be 
doing better as a class than merchants in 
many other lines. Jewelers, opticians, 
clothiers, and others, have all been com- 
plaining, most of them declaring they are 
not doing as well as they did a year ago. 


retail merchant here, and there would 
seem to be no good reason why it should 
not come after all. There is practically no 
unemployment in the city and its retail 
district, while new payrolls are being set 
up all the time. 


Style Situation the Same 


There is nothing new to report in the 
matter of styles. Blacks are still very 
popular but it seems that colors are slowly 
gaining. Here is what Ralph Featherstone, 


It was thought that the spring would see manager of the exclusive women’s shoe 
something approaching a boom for the department at Walker Bros.. had to say 
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[LITTLE JOURNEYS FROM FAMOUS PLACES 
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Oriental carpe CS are used all over the world because they outlast the carpets of 
America or Europe over and over again. Vim heels are made so much better than ordinary 


rubber heels that shoe manufacturers who study every detail of their product buy Vim heels 
for their higher grades of shoes. When economy is imperative they substitute Ever Grip 


which has many of Vim’s excellent qualities. 


BOSTON WOVEN HOSE & RUBBER CO. Cambridge, Mass. 
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about styles: “Black satin is good right 
now, and I think in the next 60 days we will 
be selling blacks in satin, patent leathers 
and kids with the demand for colors grow- 
ing stronger as we work into the summer 
season. I expect a good white season.” 


William H. Ingham Dead 


William Henry Ingham, well known in 
jocal shoe merchandising circles for many 
years, died recently. He was 56 years of 
age and had been in the retail shoe busi- 
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ness most of his businéss life. He was a 
member of the Solomon-Ingham Shoe Co. 
until that firm was dissolved a few years 
ago. He later opened a store in the Sugar 
House suburbs. 


New Men’s Model 


A new men’s shoe at the Hirschman 
Shoe Co. is a blucher in black and tan with 
a plain toe and front apron. It is selling at 
$7.85. 





Spring Season Is Opening 
Very Well in Cincinnati 


CINCINNATI—The spring season is 
opening up well as far as sales are con- 
cerned, despite the fact that the cold, in- 
clement weather has been a heavy handi- 
cap. Retail shoe merchants in the down- 
town section report sales have been most 
satisfactory in view of weather conditions 
and the latter part of the week ending 
March 22 was characterized by good 
business. 

Suedes in the light colors are leading the 
procession of styles, although patents and 
satins are following closely and are in- 
creasing steadily in popularity. Straps, of 
course, predominate, while there is a dis- 
tinct tendency towards the Cuban heel, 
and also towards the one-inch heel. Among 
the younger set the style trend turns to 
the sandal effects. Sandals are popular in 
patents, gray, elk, and in beige elk. Only 
the advent of warm weather. and a few 
sunshiny days are necessary to bring forth 
a decided Gemand for colored sandals, 
merchants say. 

Women, who are turning to tailored 
effects in their dressing, are buying the 
sport type of footwear and the small 
tongue effects with cut-outs. Among the 
popular numbers are gray buck trimmed 
with black leather and also fawn trimmed 
with tan. There has also been some de- 
mand for crepe sole shoes in sport effects. 
Oxfords are not neglected in the trend of. 
style. Indications point to a good white 
season. 

In children’s shoes strap effects pre- 
dominate, although there is a big demand 
for colored sandals. Patent straps in dress 
footwear are quite the thing while sandals 
of elkskin in all colors are increasing in 
popularity. Sport oxfords for children are 
selling well. They have either the crepe or 
leather soles. All of these various styles 
have the low heel. 


Eisman on Committee 


Sidney Eisman of The Charles Meiss 
Shoe Company has been appointed a niem- 
ber of the Cincinnati Chamber of Com- 
merce committee that will have in charge 





the development of the Cincinnati whole- 
sale trade territory. The personnel of the 
committee represents every wholesale line 
in the city. Plans are also under way for 
another Good Will Trade Trip by the 
Cincinnati Chamber of Commerce. It has 
been suggested that a trip on the new 
steamer Cincinnati be made up the Ohio 
River to Parkersburg, West Virginia. Two 
trade trips have been held in the past year 
and both of them have been most profit- 
able in extending the influence of Cincin- 
nati as a wholesale market. 


Refreshing the Memory 


The Potter Shoe Company has a most 
successful tie-up between its newspaper 
advertising and its sales departments. 
The advertisements that appear in the 
newspapers one evening are cut out and 
posted the next day on the bulletin boards 
placed at strategic locations throughout 
the store. In this way the customer, who 
probably saw the advertisement the night 
before, has recalled to her mind the shoe 
that is being featured in that department. 


Shoe Production Good 


The shoe factories in Cincinnati are 
moving along in their production at a 
most satisfactory rate. Inquiry among 
them has developed the fact that they are 
practically all sold up until well into May 
and orders for May and June delivery are 
coming in splendidly. The footwear that 
is now being turned out includes suedes, 
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airedales, grays, with patents and satins 
showing up strong. Good orders on white 
kids have been received. 


In Their Territories 


The sales force of The Vollman-Law- 
rence Company left for a short selling trip 
the past week to book business for early 
summer delivery. Ray Meyer, sales mana- 
ger, has been dway on a business trip 
through the Middle West. 


N.S. R. A. Officers Guests 


Seaton Alexander, president of the 
National Shoe Retailers’ Association, and 
Sam Davis, field secretary, were guests of 
the Potter Shoe Company on Tuesday 
morning, March 18, at the regular weekly 
meeting of the Potter Company's em- 
ployees. Both Mr. Alexander and Mr. 
Davis gave talks of interest on the retail 
shoe business. 


Selling I. Miller Shoes 


The Smith-Kasson Company has se- 
cured the agency in Cincinnati of the 
creations of I. Miller & Sons, Inc., of 
Brooklyn, N. Y. The opening displays of 
the spring season were presented by 
Smith-Kasson during the week and were 
heralded by large newspaper advertise- 
ments. The company is now featuring 
three lines—The Knickerbocker, I. Miller 
and Aristocrat shoes. 


G. R. Vollman Returns 


George R. Vollman, president of the 
Vollman-Lawrence Company, was ab- 
sent from the city during the past week on 
a short business trip to Chicago. Mr. 
Vollman states that his factory is pro- 
ducing footwear at capacity and the 
company is now busy enlarging its present 
capacity to meet the demands of its cus- 
tomers for larger quantities of shoes. 


A Soft Toe Model 


The Bostonian Shoe Store, 5 Vine Street, 
has been showing The Frat, a soft toe, 
cherry cordovan tip, breasted rubber heel 
shoe for men at $8. This store had an im- 
pressive window display of spring shoes 
for men with a sign in the center “selling 
the shoes for every occasion.” 





Indications Point Toward 


a Good Spring Shoe Trade 


INDIANAPOLIS—Buying of spring 
footwear in shoe stores has been retarded 
somewhat on account of the way the win- 
try weather has held on. Although a few 
sunshiny days made their appearance 
recently, giving rise to the belief that the 





backbone of winter had been broken, they 
invariably were followed by rain, sleet or 
snow. 

Some very attractive spring patterns 
are being shown in the display windows of 
practically all of the downtown stores, and 
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You will always find the new styles in stock at Goldberg's 











THE DIANE SANDAL 
Made by 
Bradley Shoe Co. 
Haverhill, Mass. 





The Smartest Sandal of the Season 
In Stock in All Popular Colors 


The DIANE will be one of the biggest selling styles of the season. If you cater to 
women who demand well made, stylish footwear, be sure to feature them in your 
window. Made up in eight different colors, they will attract the trade of dis- 
criminating women. 

The DIANE is just another example of how “‘you will always find the new styles 
in stock first at Goldberg’s.”’ 

No other house in the country is prepared to make immediate deliveries on this 
popular shoe. 


The DIANE Will Make Money and Friends for You 


No. 1920 S Gray No. 1930 Green Kid 
No. 1910 ite Kid No. 1935 Red Kid 
No. 1925 Airedale Nubuck No. 1940 Blue Kid 
No. 1905 Patent Leather 

Sizes A, 344 to 8; B, 3 to 8; CT, 2% to8 


Price, $5.00 


GOLDBERG BROTHERS 


Always in Advance of the Style 
HAVERHILL MASSACHUSETTS 





Carried in stock by the 
SESSEL SHOE CO., DALLAS, TEXAS 
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the shoe merchants have expressed their 
confidence in the coming season by buying 
venerously of both staples and novelties 
for spring wear. Some of the brighter 
colors have made their appearance in the 
windows of some of the stores along with 
those of the more conservative shades. 
Expect a Good Spring Season 

Local shoemen say that, considering the 
nature of the weather, business has held 
up fairly well and they are unanimous in 
the belief that a big spring trade is in store 
for them as soon as the balmy days begin 
tc appear. Satins, suedes and patents have 
been moving well and tan oxfords also 
heve been a big factor in the demand at 
this time. 


About Hosiery Sales 


Hosiery sales in stores are reported to 
be holding up well. Chiffons, clocks and 
medium weight silks are in good demand 

nd from the looks of the colors being 
arried in the early spring lines, there will 
be hose to match or contrast any colored 
outfit the women may select. 


New Dr. Kahler Store 


Indianapolis has added a link to the 
chain of Dr. Kahler shoe shops through 
the establishment of a Dr. Kahler shop in 
the Claypool Hotel building. Joseph C. 
Rintelen is the proprietor and H. M. 
Anderson, formerly with the Hanover shoe 
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shop in Indianapolis, has been appointed 
resident manager. The new establishment 
is one of the best equipped specialty shoe 
shops in Indiana. No shoes are seen ex- 
cept in the display cases and windows, 
unless handed the customer by the sales- 
men. The Kahler shoes are for men and 
women and their prices range from $10 to 
$18. . 


Another Kinney Store 


Tentative plans for the establishment 
of a new branch shoe store of the G. R. 
Kinney Company, Inc., at 24 North 
Pennsylvania Street, were made known 
recently through an announcement that 
the Kinney Company had taken a 10-year 
lease on the property at that address. It is 
probable that the company will maintain 
its present store at 118 East Ohio Street 
and conduct the new store as a branch 
establishment. 


Two New Shoe Firms 


Two new shoe concerns have been in- 
corporated under the laws of Indiana. 
The National Shoe Stores Company of 
East Chicago, has been capitalized at $10,- 
000 to engage in the shoe manufacturing 
business. The directors are S. J. Meyer- 
burg, S. J. Majeski and R. I. Davis. The 
Meredith Shoe Company of Evansville, 
has been incorporated for $25,000 to en- 
gage in thegeneral merchandising business. 
The incorporators are John P. Weisse, 
Marvin Nichols and A. L. Curshen. 





Black Shoes Selling Best— 
Airedale Shows Strength 


LOUISVILLE—Better business is re- ~ 


ported by the Louisville shoe merchants, 
but things are still a little spotty. It seems 
that the buyers of medium-priced mer- 
chandise are buying very well, while there 
is also a good demand for high grade 
merchandise in women’s shoes. In men’s 
shoes things are still slow, but showing a 
little improvement. Children’s business is 
good. 


Black Shoes Are Strong 


The feature of the season to date has 
been in the development of business in 
black shoes, including satin, patent, and 
suedes. The airedale shades are selling 
fairly well. Satin has been very good, and 
patent is going big. Demand is for strap 
and cut-out effects. Colonials are selling 
fairly well. 


Shoe Club Meets 


At the last meeting of the Louisville 
Shoe Club, consideration was given to the 
plan of holding weekly luncheons. Hereto- 
fore the club has been meeting only once a 
month. This plan will be given careful 
attention. 


Shoe Merchants Elected 


Several Market Street shoemen are 
among directors elected by the Market 
Street Merchants’ Association at the 
annual meeting. They include: John Zoll, 
of J. Zoll & Sons; Arnold Levy, of Levy 
Brothers Co.; Maurice Brooks, of Brooks 
Brothers, and George Bosler, leather and 
findings handler. 


Opinions of Lyons and Hon- 
aker 


Noel Lyons, manager of Byck Brothers, 
reported that general business had been a 
little quiet, but that the third floor, or 
DeLuxe department, handling the best 
grades, was getting a fine movement. 

Howard Honaker, of Herman Straus 
& Sons Co., reported demand working 
more and more to black, while airedale 
was not as good as had been expected. 


Mr. Honaker was recently in St. Louis. 


Phillips Is Optimistic 
C. E. Phillips, manager of the shoe 
department of the Stewart Dry Goods Co., 
recently returned from New York and St. 
Louis for merchandise. He reports very 
fair business, with black merchandise 
moving well. 


Jacobs Store Opens 


The new Jacobs Shoe Co., operated by 
Joe T. Jacobs, for 12 years with the 
Louisville division of the Dan Cohen Co., 
and manager of the Louisville store for 
the past several years, opened on March 
15. The store sells men’s and women’s shoes 
and hosiery. 








that the beauty of the whole depends. 





A production is either good, bad, or indifferent, as the 
workers thereon may decide. This truism is applicable to 
shoemaking, as well as to hatmaking, 
or to the thousand-and-one other articles of apparel, or equip- 
ment. Footwear fashioning is accomplished, it is true, largely 
by machinery, but the man behind the machine must ever 
be the guiding hand. He must be brought to realize the im- 
portance of _his work; he must be given to understand that 
it is upon his skill in “creating” his particular part of the shoe 


The Cahill Shoe Company of Cincinnati is already infusing 


Pride of Craft 


or garment making, 


pride of craft into the minds of its shoemakers. Each week a 
bulletin headed “To Our Employes”’ is posted where all may 
read. This bulletin contains the current advertisement from 
the Recorder, showing the work of these employes. The bulle- 
tin reads, “We are telling our customers the standard of 
Cincinnati Shoemaking is the highest. To hold our trade and 
increase it, we must make good. This means each operator 
must take pride in his or her work and do their best. Let's 
make Cahill’s line the best in Cincinnati. Are you with us?” 
A good example—worthy of being followed! 
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A modern merchandising authority says: 


“The solution to narrowing margins is push- 
ing a particular make of goods whichcan be 
urged upon users on the basis of quality.” 


That’s— 


O-SO-SNUG SHOES 


For Men and Women 


PROVEN PROFITABLE FOOTWEAR 


PHONE YOUR JOBBERS 

















\Goabrdns Brockton, New Nedlfore NeaskuaHK 


Made in New England 
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BOSTON—The trend of buying in the 
retail shoe stores during the week ending 
March 22 was in the right direction and 
was characterized by slightly more activ- 
it) than the few preceding weeks. A sur- 
vey of the stores in the most active part 
of the business section revealed the fact 
that there is still a dull note to the buying 
in both the men’s and women’s depart- 
ments as a whole. 

\lost of the merchants are eagerly an- 
ti-ipating the advent of more seasonable 
w-ather. Spring was ushered in during the 
latter part of the week, but it meant 
nothing to the shoe merchants interested in 
trying to swell the sales during the week. 
‘There was a chill in the air most of the 
week and it tended to curb interest in new 
styles. 

lhe style situation in women’s patterns 
remains about the same. The basic prin- 
ciples have not been altered and indi- 
cations that sandals and straps will 
enjoy a good demand are still strong. 
Black satins sold freely and patent is 
gaining steadily. New styles in patent, 
with generous cut-outs, are proving very 
popular and the vogue for wearing flesh 
colored hosiery in sharp contrast to the 
black shoes, has greatly stimulated the 
call for this type of footwear. 


Simplicity in New Creation 

The Thayer McNeil Company received 
a very smart-looking pattern during the 
week. Its lines were simple, yet very at- 
tractive. It came in black suede, gray 
suede and airedale suede. A strap of the 
same material used in the body of the 
shoe extended from the shank across the 
instep. It was joined over the instep with 
goring. A large buckle of the same ma- 
terial used in the shoe concealed the goring. 

The gray pattern was set off with gen- 
erous cut steel trimmings, while the aire- 
dale model carried gold colored trimmings 
on the buckle. The black pattern was set 
off with sprinklings of jet on the buckle. 


Men’s Tan Oxfords Strong 

Whites are commencing to be displayed 
in the interior display cases in the better 
grade shoe stores. Indications point to 
kids being the leaders. 

One of the high grade men’s stores, 
which sells only men’s shoes, reports an 
improvement. One of the salesmen es- 
timated that tan oxfords were selling about 
65 per cent to 35 per cent to blacks. 


Miss Haney Broadcasts Shoe 
Style Fashions 
Miss Helen M. Haney, associate editor 


of the Boot and Shoe Recorder, is broad- 
casting from Station WGI, Medford 
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Gradual Trend Toward More 
Activity in the Shoe Stores 


Hillside, every Friday afternoon. On 
March 21, she gave a 10-minute talk on 
“Shoe Fashions.”’ Miss Haney also talked’ 
from the Medford station on March 14 
and at 3:45 every Friday afternoon she 
will broadcast over the radio the latest 
developments in the shoe industry from a 
style viewpoint. Her talks will be of an 
instructive nature to the public inasmuch 
as they will cover in detail developments 
which have the function of stressing style 
in shoes. 


Herman E. Lewis Is Elected 
President 


At a meeting held March 19, the direc- 
tors of the National Shoe and Leather 
Exposition and Style Show, Inc., the or- 
ganization of manufacturers which spon- 
sors the Annual Boston Show, elected 
Herman E. Lewis, of Haverhill, as presi- 
dent. Mr. Lewis from the inception of the 
enterprise has been one of its active spirits 


and has rendered especially valuable serv- 
ice in connection with the Style Revues. 

Other officers were elected as follows: 
first vice-president, Herbert T. Drake, 
of the Emerson Shoe Co., Rockland, 
Mass.; second vice-president, Charles T. 
Cahill, of the United Shoe Machinery 
Corporation, Boston; and third vice- 
president, H. B. Dillenback, of Beggs & 
Cobb, Inc., Boston. At a later meeting of 
the directors the usual committees will be 
announced. 

General Manager Chester I. Campbell 
reported that applications for exhibit 
space were coming in rapidly and every- 
thing looks most promising for the 1924 
Show. The event will take place in Me- 
chanics’ Building, July 14-17, and it is 
planned to make it the central feature of 
one of the biggest and most interesting 
shoe and leather trade weeks ever ob- 
served in Boston. 

The management is particularly an- 
xious to impress upon prospective visitors 
that they should not come to Boston dur- 
ing the week of July 7-13, unless they are 
members of the Elks, as the National Con- 
vention of that body is to be held in Bos- 
ton that week and every available hotel 
room will be taken. 





New York Stores Making 
Gradual Progress in Sales 


NEW YORK—Quiet progress in the 
spring season is being made by the retail 
shoe merchants here. While complaints 
are being registered against the state of 
the shoe trade at present, there is plenty 
of evidence to support the view that the 
volume of footwear in number of pairs 
now passing from the retail shoe stores 
to consumers is as large as it was a year 
ago. 

Trade is spotty and the smaller shoe 
merchants in the outlying sections un- 
doubtedly are suffering from a lack of 
business. The larger stores, however, are 
doing fairly well, although low prices are 
necessary to keep the volume up to nor- 
mal. 

In fact some of the larger stores are 
offering particular lines of shoes at special 
prices now as leaders. In the medium- 
priced stores there is a definite drive to 
offer women’s shoes at prices less than 
$10 a pair. Some excellent values are now 
being shown at prices running from $8 to 
$10 a pair and the bulk of business seems 
to be centered between $8 and $12 a pair. 


High Rents Cause Complaints 


Much of the complaint of poor business 
comes not from a lack of volume but of 
adequate profit. The extremely high rents, 
which are climbing still higher, is one of 


the sharpest thorns in the flesh of the 
New York retail shoe merchants. Those 
who are fortunate to own their own store 
buildings or to have long leases, are fairly 
well satisfied with present conditions. 
The loudest laments are coming from the 
retail shoe merchants, who have been in 
business only a short time comparatively, 
and many of these should not be in busi- 
ness judged by modern standards. 


Trend Points to Strap Models 


The style situation appears to be sim- 
mering down to strapped models, largely 
in simple designs. There is no question 
but that the trend in women’s shoes is 
toward more conservative types and most 
of the leading retail shoe merchants are 
encouraging this trend. One of the best 
selling patterns at present is a semi-san- 
dal type with a vertical strap turning over 
the ankle strap. There is little cut-out 
work in this shoe, the decoration being 
provided by a neat binding around the 
straps in contrasting color. This type has 
been on display for quite some time and 
modifications of it are finding their way 
into practically all stores. 

Recently some new one-strap models 
have appeared in which the cut-out work 
is carried along the top of the entire 
quarter. 
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Propaganda 
notwithstanding 


N spite of propaganda, 
we are still making RA- 
JAH Soles. 


Not only making them— 
but in far greater volume 
than last year, and in- 
creasing that volume 


every week. 


In spite of propaganda, 
RAJAH Soles are made of 
100 per cent pure Ceylon 
crepe rubber of the finest 
possible grade. 


Also in spite of propaganda, 
the RAJAH exclusive pro- 
cess does not destroy the 
“nerve” or natural gristly 
nature of the rubber, but, 
on the contrary, makes it 
tougher and more dur- 


able. 


The loyalty of old RAJAH 
customers and the enthusi- 
asm of many new ones is 
our answer to propa- 


ganda. 


ALFRED HALE RUBBER CO. 
ATLANTIC, MASS. 
Established 1837 


Do Not Ju Kajah Soles 
by amy which do riot bear ii 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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BRO@KLYN—Business in the shoe 
n .nufacturing districts in Brooklyn and 
ing Island City is admittedly slow at 
pr-sent, and the outlook is not any too 
promising. The extreme caution with 
wich retail shoe merchants have been 
pi ving advance orders has been reflected 
b. k into the manufacturing field. Pro- 
d:. tion in Brooklyn has dropped down 
c siderably as the manufacturers, clean- 
in. up the orders on hand, are unwilling to 
pi! any great quantitiy of shoes into 
st ck. At that, however, in-stock depart- 
n: nts report fair business, particularly as 
pisiner styles appear to be coming into 
y gue and the more simple lines are the 
ones usually stocked. 


Although some of the smaller manu- 
acturers are still p “a freq t 
hanges of patterns, a more conservative 
olicy is apparent among the larger pro- 
lucers, many of whom are not ene 
iny new patterns at present. Sample 
» some of the styles to be offered at the 
Brooklyn tyle Show in May has been be- 
sun in a few cases, but as yee most of the 
manufacturers have not fully 





uc 
there will be fewer “circus” 
and all shoes displayed will beof a vaastieal 
cearable type, the kind of styles that are 
likely to sellin the greatest volume. 


Plans Shaping for Brooklyn Show 


in connection with the show, Which will 
be held at the Hotel Commodore, New 
York, on May 19, 20 and 21, a dinner to be 
held on the closing night is being ar- 
ranged. For this dinner a high-class pro- 
gram of entertainment is being worked 
out and several leading vaudeville and 
other theatrical stars are under con- 
sideration. 

As now planned both afternoon and eve- 
ing performances of the style show will be 
given on the first and second days, while 
an evening performance only will be held 
on the third day. This will give the re- 
tailers an opportunity to do business on 
the third day, unhampered by the style 
show itself. 





Meade Going to London 


J. E. Meade, well-known Brooklyn re- 
tail shoe merchant, is to be a member of 
the American delegation to the inter- 
national advertising convention in London 
this summer under the auspices of the 
Associated Advertising ‘Clubs of the 
World. Mr. Meade will go as a delegate 
from the Brooklyn Advertising Club. 


Work on New I. Miller Fac- 
tory Is Progressing 
Work on the new I. Miller & Sons fac- 


tory in Long Island City is progressing 
rapidly, due to the open winter, and it is 
now expected that the factory will be in 
operation by October 1. The plans call for 





Brooklyn Factories Report 
a Fair In-stock Business 
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a modern factory building with a com- 
plete restaurant, rest rooms and other 
facilities for the employes which have 
been adopted in industry in recent years. 
An exceptionally large amount of space 
devoted to the care and welfare of em- 
ployes is laid out in the plans. The rec- 
reation facilities also include tennis and 
handball courts. 


One-Straps in New White De- 
Sl 

As said before the major trend in 
Brooklyn-made footwear is toward the 
plainer types. In white footwear, which is 
beginning to show a little life now, the 
simple styles prevail, principally in neat 
one-strap patterns or in the sandal effects 
with the vertical strap. 

For immediate and near by delivery 
patent leather and satin are the leading 
materials. There has been a considerable 





No Truth to Rumor 
About S. Weil & Co. 


The S. Weil & Co., Inc., women’s 
shoe manufacturers, calls attention 
* to the fact that it has heard rumors 
were current to the effect that it 
was retiring from business. Emil 
Weil, president of the concern, re- 
cently issued an emphatic statement 
laying particular stress on the fact 
that this rumor is without founda- 
tion. 

President Weil in pointing to the 
healthy financial condition of the 
company said: ‘‘As proof of financial 
soundness, the latest certified bal- 
ance sheet of the company as at 
January 31, 1924, shows a ratio of 
2 to 1 of current assets to current 
liabilities.” 











dropping off in the demand for ooze. In 
white, kid seems to be growing stronger 
with several of the leading manufacturers 





Patent Leather Active in 
Orders for Women’s Shoes 


PHILADELPHIA—According to sev- 
eral manufacturers here the lateness of 
Easter this year has had a retarding in- 
fluence on factory activity. The bulk of 
the orders coming in-call for immediate 
delivery with very little advance buying 
beyond the Easter period. Patents are 
very active, suedes are holding up fairly 
well, satins have as yet shown no increase, 
and glazed kid is dead. One factory is 
making up for stock some Colonials with 
front gores in black calf. It is also selling 
quite a few Colonials in patents. Straps 
and cut-out effects are still in as good de- 
mand as anything. 

Varying ideas about a return to plainer 
shoes are held by the trade here. Several 
manufacturers say that they have felt no 
call for any plainer effects, and that the 
more elaborate a shoe becomes, the better 
it seems to sell. An equal number seem to 
see the first signs of plainer shoes, one of 
them saying that the coming popularity 
of the tailored suit will bring in its trail a 
greater demand for tan shoes and oxfords 
of a more sane variety than those of the 
past season or two. The factories are still 
wary of the reds, greens, and blues though 
there is a growing belief that there will be 
some call for them as the season advances. 
Prices have shown no recent changes. 


Suede Slipping 


According to one prominent upper 
leather man here the demand for suedes 


has declined, though there is still a marke’ 
for them. Patents are very strong. Whil® 
satins are quiet now, merchants her® 
would not be surprised to see it come into 
favor a little later. Glazed kid is not in 
demand exceptin staples and in champagne 
and gray for trimming and lining stock. 
Upper leather merchants are far from 
being unanimous about the outlook for 
whites, some thinking they will be active 
as they always have been in spring and 
summer, and others being of the belief 
that they will be superseded by colors. 
Prices show no changes. 





Business Up to Expectations 

The local weekly trade review of R. G. 
Dun & Co., says that current business is 
well up to expectations, with the volume 
comparing favorably with that of a year 
ago. 


Wholesale Trade Spotty 


Rubbers, four-buckle arctics, and heavy 
footwear sold well during the recent 
snowstorms. The customary variety of 
women’s novelty shoes is selling and there 
is a growing demand for light tans in 
men’s shoes, but the trade in general is 
spotty. The demand for the trouser crease 
in men’s shoes continues to decline though 
the call for it in boys’ shoes is still good. 
Thereis ageneral tendency towards plainer 
effects in men’s shoes—a getting away 
from elaborate stitching and extensive 
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AI bottle of REPCO 
— with every pair of White Shoes 


SALE of white shoes is not complete unless it includes a 
bottle of Repco Heel and Edge Enamel. Every retailer who 
appreciates the possible profits of his findings case will find he can 
build up a pleasing business by pushing quality goods like Repco. 


This superior liquid enamel is easily applied. It restores the 
smooth, neat appearance to sole edges and heels. 


Repco Heel and Edge Enamel is made also in the colors of ivory, 
light gray, dark gray, champagne and Havana brown. 


Stock Repco, show Repco and you will easily sell Repco. 
For Sale by Shoe Finding Jobbers 


UNITED SHOE MACHINERY CORPORATION, BOSTON 
SAN FRANCISCO BRANCH, 859 MISSION STREET 


J. K. KRIEG : UNITED SHOE REPAIRING 
39 WARREN ST., NEW YORK MACHINE COMPANY, BOSTON 
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perforations. While wholesalers are rather 
loath to make any predictions so far ahead 
as the white season, it is felt that plain 
white nubuck oxfords will be in good 


demand. 


\t the Geuting Stores 


\mong the offerings of the Geuting 
stores are a sports oxford with cut-outs 
and leather strappings in gray suede, 
beige suede, brown suede, or black suede 
at S10; a cut-out two-strap in patent, 
black satin with suede trim and in all 
black suede, brown suede and beige suede 
at $12; and a sandal tailleur in gray and 
fawn suede with kid strapping to match, 
in black suede with patent strapping and 
patent leather with kid strapping at $11. 
Another number offered by these stores 
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Featuring Children’s 
Department 

The Hallahan store at 5723 
Germantown Avenue is making a 
specialty of its new juvenile depart- 
ment. This store claims that this 
department surpasses the children’s 
department in many of the big 
downtown stores. One of the fea- 
tures especially pointed out is the 
fact that this department is on the 
first floor where it is accessible with- 
out climbing stairs or using elevators. 











was a unique loop-strap effect in black 
suede with patent straps at $15 and in 
gray and fawn suede with lizard straps to 
match at $16. 





Shoes from Stock Selling 
Freely in Lynn Factories 


LYNN-— Manufacturers finished up 
early on Easter shoes. Final deliveries of 
shoes for Easter sales will be made early 
in April. Several firms report heavy buy- 
ing from stock departments. Evidently, 
many retail shoe merchants are not fully 
stocked on good numbers for Easter sales. 
This stock shoe business is expected to 
increase during April. 

Summer shoes come next. Brisk buying 
of them is expected just as soon as retail 
merchants begin to move their Easter 
goods now on hand. The general trend is 
towards more patent and satin shoes, and 
more white shoes. Yet fine colors continue 
an inipoertant factor. 


Trend Toward More Simple Lines 


Patterns are plainer. One and two strap 
pumps are selling briskly again. “I want 








Summary of Lynn Styles 


Plainer types make another gain. 

Patents and satins are in stronger 
favor. 

Twenty to 25 new models are 
black. 

White shoes, dressy, are of kid, 
calf, or cabretta. 

White shoes, sports, are of elk or 
buck. 

Strong development of welted 
oxfords is promised. 

California sandals keep on selling. 

A perfectly plain pump appears. 

With business shoes, dancing 
shoes, recreation shoes and formal 
dress shoes it should take several 
pairs to keep the average American 
girl properly shod the coming 
summer. 




















a new idea for a simple one-strap,” ex- 
claimed a pattern maker the other day. 
Welted oxfords, in street, dress and sport 
models, loom up as a challenge to straps 
for fashion’s favor. Colonials keep on sell- 
ing. So do lattice front oxfords. Gores, 
also, continue good. 

New lasts are Frenchy of toe and vamp. 
Spanish heels are used on these lasts, even 
up to 16-8 high. New welt oxford lasts 
for recreation wear have the broad tread, 
round toe and medium tow heel. 


Strap Pumps Leaders 


Two strap pumps led in shipments from 
the stock department of Williams, Clark 
Co. last week. Patent and black kid pumps 
were by far the best sellers. These shoes 
have no perforations. There are small cut- 
outs in the sides. The heels are 13-8 high. 

New samples, for late spring and sum- 
mer, show white pumps and oxfords, with 
white kid shoes foremost. 


Burdett Shoes 


Tan calf oxfords were moving briskly 
from the stock department of the Burdett 
factory last week. The distribution of 
them was wide. 

Seven of eight orders, that came in one 
mail of the morning, called for patent 





11: 


leather shoes. Sandal and strap style 
shoes are being made of patent leather, 
on order, and for the stock department. 


Returning from So. America 


Albert M. Creighton is expected back 
at his factory, in Lynn, in the middle of 
April. He has been looking over the mar- 
kets of South America. 


A Gray Alligator 


A snappy shoe is a lattice oxford, laced, 
of gray alligator leather, with a wood heel, 
covered with gray alligator. 


Crimped Vamps Again 

A firm has taken its vamp crimping 
machine from storage, where it has been 
for 20 years, and is crimping vamps of 
shoes again. It crimps three creases across 
the vamp. 


Many Hides Received 


Large quantities of hides have recently 
arrived at Peabody. Some say that there 
are more hides in ““Tannery Town” than 
at any time since the boom days of the war. 


Some Harney Shoes 

Patent and satins are the chief shoes in 
the factory of the Harney Shoe Co. They 
are all made in the strap style. All have 
wood heels. Patents have cut-outs, or 
slashes. But satins are made in plain pat- 
terns. A simp’e one-strap satin pump, with 
a ribbon col'ar on the vamp, is selling well. 
New white shoes, all of kid, are being 
made up. Heels are 12-8, and 13-8 high, 
chiefly. 

Shoe Firm Incorporates 

W. F. Haskell Shoe Co., Lynn, makers 
of women’s turn novelty shoes, 216 Mar- 
ket St., was incorpcrated recently. Wil- 
liam F. Haskell, president of the company, 
was formerly with Haskell, Brown & Brad- 
bury, of Lynn and Farmington, N. H. 
Lyman A. Furbush, treasurer of the 
Comp ‘ny, was formerly with Campbell & 
Furbush. 


Sails for Europe 
Aaron Strauss, president of the Hygrade 
Tanning Co., makers of fine calf leathers, 
Peabody, sailed last week for a trip among 
European leather markets. 





Patent Leather 


and Black 


Suede in Popular Demand 


BALTIMORE—A business revival is in 
store for Baltimore. A survey of business 
conditions in this city discloses convincing’ 
evidence that the present situation is 





* sound and the outlook for 1924 is on- 


couraging. Buying in all lines is on the in- 
crease and former uncertain industries are 
assuming a substantial footing. 
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Women's Patent Saddle 
Front Sandal, 8-8 Rubber 
Heel, McKay Sewed, Up- 
to-the-Minute. Sizes, 24- 
6, 3-7, 3-8. Price... .$2.25 


Specialists in Saving 


Same in Red, Green, Blue, 


God Opes Our Customers 


15% to 307 


Our daily mail and telegrams bear 
tia een postmarks and addresses from most 


Pee eats Star,  @Vvery State in the union. 
Misese” eine 14 2 $1.65 
Child's sizes, 84-11 1.50 


2B fb8.:oe & ee 


=s 


For ROSENBERG has the reputa- 
tion clear across, and up and down, 
the U. S. A., of 





Saving our Customers 15% to 30% 





Riser, Hea, Size. 6-3 Have you formed the habit of asking 
or te wp ROSENBERG first for that novelty, 
vines, 2)5-9)4, 9-94. SS ~—soor under-priced lot you need? 


Same as above in Yous 


sizes 1-2. Price... .. . $1. > 
Gease, co above tn. Littl Always “On the Floor’ ‘ 


Gents’, sizes 10-1354 


Sweeankrkwrektss ae 


, - 
1354. Price ste Ready to Ship on 
New Lots Always Coming in. . 
fe 
— S 
o i 
O tre 
Sold in 36-pair Case Lots Only ha 
pre 


S. Rosenberg & Son : 


144 Essex Street, Boston, Mass. 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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The manufacture of footwear is sharing 
in this gradual development. Last year 
near!y two million pairs of shoes were 
turned out from Baltimore shoe factories. 
The local leather production for 1923 
records a large increase over that of pre- 
vious years. At present the trend is for 
the 1 .arket to slip even, though there has 
been un advance in calfskin and patent 
leath r. The cut sole manufacturer would 
like | make the next move in advancing 
price . which will in all probability be 
susta red. 
Prices Remain Stable 

Shc» wholesalers, however, are main- 
taini z an equilibrium in prices and are 
strai:: ng all efforts to hold their own against 
artifi:-al stimulants of increased business. 
Occa ionally department stores resort to 
“job its” to popularize their shoe depart- 
men! , but the better shoe stores are hold- 
ing |» standard prices except for special 
sales of discontinued lines. 

What’s the newest thing in footwear? 
Which models predominate? These are 
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seasonal questiens. In this day of multi- 
plicity of styles, an answer is not easy. 
The discriminating consumers, however, 
decide and wholesaler and retailer can 
only say that for spring, racquet and 
airedale suedes trimmed in alligator and 
lizard and gray suedes, will be popular. 
Patent leather and black suede are good 
for immediate disposal, although the 
buckled flat heeled Colonial pump is 
sought by a certain few. The opera pump 
with fine cut steel buckles is being dis- 
played in the best shops. 


While Kid for Summer 


Looking ahead, white kid, with canvas 
trimming, and all white kid, will in all 
probability predominate over canvas for 
summer use. With all the varying styles 
the 14-8 Spanish heel is most popular, the 
13-8 Cuban wood heel also being bought 
for practical wear. 

In men’s footwear, light tan leathers 
with either leather or crepe soles will be an 
increased attraction for the spring. 





Bright Colors and White 
Kids Included in Samples 


HAVERHILL—Many bright colored 
shoes are shown by shoe manufacturers in 
their new samples. Various shades of 
green and red are popular with blue next 
in order. Early sales promise a consider- 
able showing for this eye-catching kid 
footwear. For later sales white kid is 
being shown. Haverhill manufacturers say 
that nothing can ever take the place of 
white kid shoes for summer wear. Con- 
cerns here look for a substantially im- 
proved business during the next few weeks 
in the sale of white kids. 


Patent on “Zev’’ Sandal 


Under date of March 11, 1924, Urdix L. 
Staples of Collins & Staples, Haverhill 
shoe manufacturers, has received a patent 
on the “Zev” sandal. Mr. Staples is the 
inventor and designer of this sandal and 
holds all patent rights. The distinctive 
feature of this sandal is a ring arranged 
at the middle of the vamp to which straps 
are attached. These extend to the toe, to 
both sides and to the ankle strap, giving 
the shoe a distinctive appearance. Regis- 
tration of the name “Zev” as a trade-mark 
has been applied for. In addition to the 
production at Collins & Staples factory 
on this novelty, licenses have been 
granted to numerous other shoe manu- 
facturers to produce the “Zev” sandal 
under Mr. Staples’ patent. 


Warren Kimball Is Dead 


One of Haverhill’s promiment shoe 
manufacturers passed away on March 15 





in the person of Warren Kimball, who for 
many years was a leader in Haverhill’s 
shoe manufacturing industry. Mr. Kim- 
ball, who was in his 85th year, had been in 
poor health for several years. He was born 
in what is now Merrimackport, Mass., a 
town adjacent to Haverhill. At the age of 
19 he came to this city and with his 
brother Albert, began shoe manufacturing 
with a capital of $400. They prospered 
until the Civil War brought about finan- 
cial difficulties. In 1866 the firm of 
Kimball Brothers was established and 
continued until 1901 when Albert Kimball 
withdrew. The style was changed to 
W. & V. O. Kimball with Warren Kimball 
and his son, Victor, as members. In 1902 
the son died, and Harry E. Adams was 
admitted to the firm. A few years ago 
Warren Kimball retired from active busi- 
ness and the concern was reorganized as 
Harry E. Adams Shoe Company Inc., Mr. 
Adams being Mr. Kimball's son-in-law. 


The Kimballs Built a Big Business 


Under the name of W. & V. O. Kimball 
a large factory in Haverhill was operated, 
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the product being sold to the wholesale 
trade. Warren Kimball was a typical prod- 
uct of New England. He was interested. 
not only in his business, but in those whom 
he employed. In a quiet way he performed 
many acts of philanthropy for the workers 
in his factory. Mr. Kimball in his earlier 
days was fond of good horse flesh and at 
various times owned some of the finest and 
speediest horses in Massachusetts. He was 
a large real estate owner; was interested in 
all matters pertaining to Haverhill’s ad- 
vancement; and for many years served as 
director of the Merrimack National Bank 
of Haverhill. He was twice married. He 
leaves besides his widow, two daughters, 
oné half brother, one half sister and three 
grandchildren. Older readers of the 
Recorder will remember Mr. Kimball, 
when in the height of his career he was a 
New England leader in footwear pro- 
duction. 


The Modern McKay Shoe 


Far different from the old-time McKay 
which had many faults in construction and 
whose principal merit was cheapness, is 
the McKay shoe made by modern methods. 
The machinery which has been developed 
for production of this class of footwear is 
such as to assure a well-constructed., 
flexible shoe—one which has an attractive 
appearance and good wearing qualities. 
More shoes of this class are being made in 
Haverhill than at any previous time. 


Newdick in New Quarters 


Edwin Newdick, chairman of the newly 
established Haverhill Shoe Board, has his 
offices conveniently located in the Coombs 
Building,~closely adjacent to the shoe 
manufacturing district. Practical results 
have been obtained by Mr. Newdick dur- 
ing the comparatively short time he has 
been located in Haverhill. A point of vital 
importance in connection with a decision 
made by Mr. Newdick is its finality. There 
is no appeal. This plan was hitherto un- 
heard of in Haverbill. The city has been 
much in need of a play-of this sort and now 
that it has been put into operation all in- 
terested believe it will function in a 
satisfactory manner. The work of the 
Haverhill Shoe Board will have an im- 
portant bearing upon Haverhill’s place in 
the shoe manufacturing world, inasmuch 
as it will increase the confidence of buyers 
regarding Haverhill manufacturers and in 


Haverhill-made footwear. 





Women’s Styles in Gray 
and Airedale Suede Good 


LYNCHBURG —It is the general opin- 
ion of the leaders in the shoe industry in 
this district that retail shoe merchants in 
this section will enjoy a favorable spring 


season. There has been rather a quiet 

note to the retail trade, but indications 

point to an immediate improvement. 
Strap patterns continue to be the most 


























































BUOT AND SHOB RECORDER 





you can make it better by giving values 
that are right. Our calfskin lines to retail 
at $6.00 and $7.00 are the answer and you 


= make a profit, too. 
(combination) Last 
PRICE $4.75 ; F 
Terms 2% 30; We have a $5.00 line to go along with 


Net 60 3 
these—Boost your trade—Write us today. 


UNION MADE 


Weber Bros. Shoe Co. 


NORTH ADAMS, MASS. 
New York Office, H. Harris, 1328 Broadway, Marbridge Building 








“CLIFTON” buck 


Preferred Because Most Perfect 
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2 MUTUAL SHOES— ‘ 
S MUTUAL ADVANTAGE 


Correct in Style 
Best in Fitting 


WJ 
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ry 


Used with our wet process it produces a 
perfect innersole, as it is easily formed 
in and hugs the lip providing strength 
where strength is most needed. 
You'll Always Specify 
“CLIFTON” Gem Duck 
when once tried 


“Clifton” shoe covering cloths, also 
“Clifton” backing and plumping cloths 
are recommended for satisfactory re- 
sults. 


CLIFTON 


MANUFACTURING CO. 
65 Brookside Ave., Jamaica Plain 


4| BOSTON, MASS. 
MERRERRR RRR RERERE RE EE 
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The Shoe That Made a Hit 


Good for Summer Wear 


If It's Something New 
“MUTUAL” HAS IT! 


ASK FOR IT 


MUTUAL SHOE COMPANY 
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Factory and Showrooms 





Z 235 Powell Street, Brooklyn, N. Y. 
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desired models. Gray and airedale suede 
are meeting with great-favor while patent 
jeather in sandal designs is gaining in 
strength. 


Cc. G. Craddock Returns 


Charles G. Craddock, president of the 
Craddock-Terry Company, recently re- 
turned from a trip to St. Louis and other 


cities. 


Salesmen in Conference 


More than 100 salesmen connected 
with the Craddock-Terry Co. and the Geo. 
D. Witt Shoe Company met on March 
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17 and 18 at a sales conference. It was 
the semi-annual meeting of the salesmen. 
John W. Craddock, chairman of the board 
of directors, was one of the speakers. The 
conference resulted in much valuable 
knowledge on styles and conditions in the 
shoe industry being imparted to the 
salesmen. They received their fall samples. 


Max Sheffey on Road 


Max H. Sheffey, son of E. F. Sheffey, 
secretary of the Craddock-Terry Co., 
has joined the salesforce of the concern. 
His first stop was Danville, Va.; Atlanta, 
Ga., is also included in Mr. Sheffey’s 
territory. 





More Attention to Making 
of Men’s Sport Patterns 


BROCKTON—Important among the 
sample lines which are being shown by 
shoe manufacturing concerns are men’s 
and women’s sport shoes. These are 
brought out in a great variety of leathers 
and color combinations, with the idea of 
giving attractiveness in appearance for 
sport wear. The strong hold which out- 
door sports have gained on men and 
women in all parts of the United States, 
will bring to merchants this season, in the 
opinion of Brockton shoe manufacturers, 
the largest and most profitable turnover 
of sport footwear which has ever been 
known in the history of the shoe trade. 

Brockton manufacturers, are, there- 
fore, giving special attention to the pro- 
duction of this class of footwear with the 
view of producing sport shoes which will 
fit snugly around the ankles and at the 
same time allow freedom for all muscles 
of the foot. These features are indispen- 
sable to every well-constructed sport shoe. 
Particular attention is paid to the golf 
shoes, made up with crépe soles in great 
variety. Many novelties in this line are 
being shown for the first time. With the 
demand for staple lines somewhat re- 
stricted at present Brockton manufac- 
turers are turning their attention to sport 
footwear through the opportunities which 
it offers for extra sales for the merchant 
and increased volume of production for the 
manufacturer. 


Annual Walk-Over Gathering 


The annual get-together of the George 
E. Keith Company's executives repre- 
senting all the shoe factories except 
Rochester, N. Y., was held on the evening 
of March 18, at the Walk-Over Club in 
Brockton. A feature of the meeting was 
the large number of those present who have 
had long years of service with George E. 
Keith Company. These include: Charles L. 
Glassand Henry C. Williams, with 50 years 


of service; Alonzo Nelson nearly 45 years; 
Walter Reed more than 40 years of ser- 
vice, and many other with long service 
reeords. 

Vice-President Charles E. Moore pre- 
sided at the dinner and meeting. Greetings 
by wire were received from President 
Harold C. Keith; Vice-President Myron 
L. Keith, and Director Herbert T. Conner. 
Several of the older members were called 
upon to speak and the remarkable fact was 
brought out that the total years of employ 
was more than 3,000 and the average 
service was 18 years and six months. 
Remarks were made by Vice-President 
George H. Leach, William T. Card, head 
of the advertising department; Carlton R. 
Blades, head of transportation depart- 
ment; Dr. Walter E. Caswell, head of the 
medical department; Louis H. Carr, Di- 
rector and General Superintendent of men’s 
factories; and William L. Merrill, superin- 
tendent of women’s factories. An exhibit 
and moving pictures concluded the meet- 
ing. 


Business 


Despite the fact that the weather is fre- 
quently quoted as an alibi on the part of 
sellers and buyers, regarding the lack of 
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shoe sales, it does affect business, accord- 
ing to a Brockton manufacturer, who said: 

“It is my opinion that the weather has 
a considerable effect on the sales of foot- 
wear. If merchants could know in ad- 
vance whether’ the spring season or the 
fall season was to be early or late, or 
whether it was to be a cold or warm sea- 
son, they could make purchases accord- 
ingly. With their present methods of fre- 
quent buying and in small lots, the mer- 
chants have reduced their liability re- 
garding weather conditions. Manufac- 
turers, however, are not immune from the 
vagaries of the weather. They have to 
make up their samples and prepare for the 
season on a production basis. Then if they 
run up against unfortunate weather con- 
ditions they are out of luck.” 


According to statistics from Washing- 
ton, Brockton occupies second place among 
the cities of the United States in the manu- 
facture of shoes in the year 1921—these 
being the latest data available. New York 
City now occupies first place. The value 
of Brockton’s shoe production in 1921 was 
$51,195,285. 


About the George E. Keith 
Company 

Following the statement made by execu- 
tives of the George E. Keith Company and 
published in last week’s issue of the Re- 
corder that the Keith concern had not dis- 
posed of its interest to another house, an 
incident of a number of years ago is of 
interest. 

At that time a syndicate of capitalists 
approached George E. Keith with an offer 
to purchase the business. Mr. Keith de- 
clined and said in substance: “This busi- 
ness, which has been in my family for 
many years, will be continued under the 
same name. The most unfair thing I could 
do to my descendants would be to sell this 
business.” 

Mr. Keith’s decision made at that time 
indicated unmistakably his intention to 
have the business carried on by future 
generations of the Keith family. The same 
decision is now made by his son, President 
Harold C. Keith of George E. Keith 
Company. 





Black Meeting with Good 
Results in Shoe Stores 


ROCHESTER—The’ week ending 
March 22 was more encouraging to the 
retail shoe merchants in regard to the 
prospects for the spring season. Weather 
was more seasonable and there appeared to 
be a steadier tone to the sales in both 
men’s and women’s departments. Blacks 
are very good in women’s ‘patterns. Aire- 


dale suede is meeting with a favorable 
response. 


Retail Merchants to Meet 


The next meeting of the Rochester Re- 
tail Shoe Dealers’ Association will be held 
April 3 at the Osburn House. President 
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John ochmanke has arranged for a speaker 
of national prominence. Shoemen who 
happen to be in Rochester on the date of 
the meeting will be invited to attend 


McCurdy’s Expanding 

To take care of its increasing business, 
the McCurdy shoe department will move, 
about May 1, from its present location on 
the third floor to the second floor of the 
McCurdy store. It will occupy twice the 
present floor space. 

Jim Olmstead, manager, plans to make 
the new department the finest shoe store 
between New York and Chicago and is 
purchasing new fixtures and display cases. 
The woodwork, chairs and display cases 
will be in mahogany with creme ivory fix- 
tures for the display of shoes. A decorative 
box in gold, red and black will be used for 
shoe cartons. 

A feature will be an evening slipper room 
fitted after the style of the finest New York 
shoe studios. 

The annual spring opening of the shoe 
department will be held April 2, 3 and 4. 
Miss Martha Allen, the Kodak Girl, will 
model. 


Hahn Co. in New Home 


F. W. Hahn Co., Inc., shoe jobbers, is 
now occupying its new building at 420-424 
St. Paul Street. The following salesmen 
are now in their territories with the new- 
est patterns in men’s, women’s and chil- 
dren’s spring footwear : Ray J. Crombach, 
Charles Hahn, Charles J. Reichert, M. D. 
McNamara, R. C. Stitch, Charles Schul- 
theis, Ray Lochner, S. Parina and Joseph 
Hetzel. 


Leather Merchant Dead 


Charles M. Lane, well-known leather 
merchant of this city, died at his home 
on Wednesday, March 18, aged 59 years. 
Mr. Lane conducted a wholesale leather 
business at 117 Mill Street for 38 years. 
He is survived by his wife, two brothers, 
Cuthbert P. Lane, president of the Moore- 
Shafer Shoe Manufacturing Company of 
Brockport, and Joseph F. Lane, of Brook- 
lyn, and three sisters in England. 


Publish Ref erence Book 


The Rochester Association of Shoe 
Superintendents and Foremen issued a 
new yearly reference book which contains 
a list of memters of the association and 
much interesting data on the problems of 
shoe manufacturing. Ernie Fink, of the 
Kalb Shoe Manufacturing Co., was editor 
and publisher of the yearly reference book. 


He Had a “Leviathan” Foot 

Manager Fredericks, of The Nettleton 
Shop, recently had a novel experience in 
shoe fitting. While struggling to fit a man 
with a freak foot, calling for a 4E, a 
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giant’s figure appeared in the doorway. 
He wanted a size 16. Manager Fredericks 
couldn't find a stick large enough to meas- 
ure the foot. A tape measure was used and 
sure enough the giant needed a size 16. 
The manager advised the owner of the 
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Leviathan foot that he would have a pair 
of shoes made for him. : 

Having something in common, the giant 
and the man wearing a 4E exchanged x. 
periences pertaining to the difficulties t!.ey 
meet in getting footwear to fit them. 





Improved Tone to Buying 
in Buffalo Shoe Stores 


BUFFALO—That Buffalo shoe mer- 
chants have been on the right track in 
their forecasts of a business pick-up with 
the arrival of seasonable weather, was 
borne out during the week ending March 
22, when bright, sunshiny days and balmy 
air imparted a spring-like tone to the 
trade in the shopping district. 

There is still some apprehension as to 
whether the weather elements will con- 
tinue to favor this city, in view of the 
fact that the ice in the harbor is still solid 
and fields of ice from up the lake are drift- 
ing this way. But while it lasts the retail 
shoe merchants are making the most of it. 


Black Models Are Strong 


It is almost too early to determine 
whether there will be any outstanding 
style this spring. Women seem bewildered 
by the diversified number of creations, 
all equally beautiful and within reach 
of the moderate spender. Thus far there 
is a tendency to favor blacks in strap and 
cut-out effects, satins and patents still 
predominating as during the autumn and 
winter months. In cases, however, where 
shoes are purchased to match spring 
costumes the new shades, particularly in 
suedes, are in demand. 


Talk on Advertising 


Quite a number of shoe merchants and 
their advertising managers heard a tribute 
to advertising as being indirectly one of 
the greatest forces for education and up- 
lift in the country today, voiced by W. A. 
Gause, general manager of the Buffalo 
Specialty Co., before a dinner meeting of 
the Greater Buffalo Ad Club at the Hotel 
Lafayette on March 18. Mr. Gause made 
a plea that American business men 
use more advertising and use it more in- 
telligently. He said the moral value of ad- 
vertising was based upon the contention 





Name of Shoe iets | 
Its Purpose 


With the object of facilitating 
the selection of women’s shoes, th« 
K. W. Watters’ concern conceived 
the idea of giving every particular 
type of shoe a particular name. 
When possible the name suggests 
the purpose for which the shoe is to 
be worn. For example, the Avenue, 
for street wear; the Meadow, a 
heavier soled type for country club, 
or outdoor wear, and so on. The 
card, which carries the name, also 
has the stock number of the shoe. 

Patrons are advised to ask for the 
shoe they prefer by name. Thus the 
selection of footwear is simplified. 
This store service is one of the 
several evolved at round table dis- 
cussions of the Watters’ Efficiency 
Club. 











that it made possible the publication of 
newspapers and magazines which play 
such an important part in American life 


Michaels Loses No Time in 
Getting Ready 


Joe Michaels has adopted a 
method of acquainting the downtown 
shopping throngs with the fact that he is 
about to open a high-class ladies’ shoe 
store at 578 Main Street. While altera- 
tions are being made to the interior the 
show windows have been covered with a 
poster announcing his opening. In the 
center of the windows oblong boxes, lined 
with mauve velour, have been fitted in 
to serve as display space for miniature 
styles of I. Miller & Sons spring numbers 
That line will be featured exclusively in 
this handsome establishment. 


novel 





Broad Range of Women’s 
Patterns for Springtime 


There are good prospects for a big seas.n 
retail shoe trade has characterized the The new patterns in women’s footwear «re 
(Continued on page 143) 


ATLANTA—Only a fair tone to the 


situation here. 
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‘* The Best Investment 
; We Ever Made’’— 


- Van Winkle & Hensel of Bloomington, Illinois, recently made the 
Fates above statement regarding their new Kawneer Resilient Store Front. 
life Thousands of others have told us practically the same story. Doubt- 
> in less we can refer you to one of our many satisfied customers in your 


immediate section. 





novel 
itown 


he is J Modern Kawneer Fronts increase turnover without adding to over- 
ee head. They pull sales night and day. Many hundreds of merchants 
eg) are now paying their rent from the increased sales pulled in by their 
n the Kawneerized display windows. If you plan to build or remodel you 

should investigate the profit possibilites of Kawneer Solid Copper 


lined 
ed in 


~— Store Fronts. Just tear off the coupon and pin to your letterhead. 
ty in 

Kawneer Fronts pay for themselves by draw- 

ing in buyers who now pass by your store— 
ne 


- Niles, Michigan: 


. This Free Book Tells Why rani oa 


Se rate! fo Yr it NOW obligation, your new Book of a 
: Designs of Modern Store Fronts. ; ; 
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Use this 


Coupon 
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PERMANENCY 


You have a right to expect years of service from a new store front. 
Kawneer Store Front construction is made throughout from copper 
that will not rust, corrode or be affected by the weather. Kawneer 
mouldings, drawn from heavy gauge copper, will serve as long as 
the bricks stand in the wall. The first cost is the last cost on a 
Kawneer Solid Copper store front. Note the six features, in the 
circles below, which guarantee satisfactory and permanent service 
from your investment in Kawneer construction. Our detailed 
catalog and other service information present full reasons for 
Kawneer’s supremacy. 
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SHOE STORE SERVICE 
SECTION 
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Se Devoted to Findings, Fixtures and the Proper Display and Control of Merchandise P 
We a 
(x 
E 
S 
+ ° Ft 
Things You Can Do to Make April i 
Your Bi t Month 
NTICIPATION and_ realization! every occasion and standard foot fitting 
Looking forward to the biggest One—Analyze your stock. lasts in the newest leathers. 
sales volume of the year and Two —Drill your salesforce. Prices consistent with goqd work- 
accomplishing more than you had ex- Three—Clean up the store. manship and service unezcelled. 
pected! Four—Dress your windows. The few minutes it takes of your time 
It can be done—but get an early start. Five—Write your customers. will ahve profitable and asel early 
Don’t wait until the month is half over inspection of our merchandise is sug- 
and hope it will prove satisfactory; get gested. Si , 
busy now to make success a reality. inclined, and your appeal must be made mecerely yours, 


Analyze your -tock to make sure you have Brown § Company, 






er and sizes; drill your salesforce into ped 0 oe a es By A. B. Brown, Mgr. : 
a high pitch of enthusiasm; clean up the 4 
store inside and out; dress your windows — LETTER TO MRS. JONES a 
and then write your customers to come in Mr. John Jones, Mrs. John Jones, a 
to pay you a visit. 208 Chestnut St., 208 Chestnut St., i 
Write each one of the family individu- Chicago, Illinois. City. 4 
ally; not one letter to Mr. and Mrs. Dear Sir: Dear Madam: 4 
because Mr. Jones is a business man and We invite you to see our splendid The style trend in footwear continues ‘ 
his mind travels in a different channel assortment of men’s shoes. The utmost on with ever-increasing magnilude. RS 






than Mrs. Jones’ mind does who is socially care has been used to have shoes for making it more diffcult for you to 
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Prevent Foot Ills 
by Correct Fitting 


i is an acknowledged fact that nine-tenths of the foot troubles from 

which people suffer today are caused by wearing shoes which do not fit 
properly. Whether you specialize in style shoes, corrective footwear or 
carry a general line, your success depends in a great measure on your ability 
to fit feet properly. The use of Strootman Foot Specialties is the simplest 
and easiest way to fit standard measurement shoes to the individual foot. 


Figure 1. Is section rear view of right foot anatomy, 
showing pivot of the under heel bone on hard flat 
leather insole. Note that the person’s weight is carried 
on this small bone, the size of a ten cent piece. Pres- 
sure at this point on hard leather insole causes nerve 
strain, pain at times up to the hip, not rheumatism, 
although for years treated as rheumatism. Can be in- 
stantly and permanently relieved by a half-inch cut out 


(with belt punch) through felt. Fig. 1 
Heel in Shoe 
on Leather 


Figure 2. Similar view of left foot, with weight of 
the body resting on Cushion Arch Mold, represented 
by the dark curve under the heel. The rounded cushion 
cavity distributes the weight evenly around the under 
heel bone and relieves the pressure from a single 
spot, thus lessening fatigue at the end of the day. 


Heel on Cushion 


Berrick Bldg., 86 Ellicott Street |. 
BUFFALO, N. Y. 
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decide on what is just the thing to 
wear. 
Our experience as designers and 
style originators gives us a decided 
advantage which is ever at your service. 
Spring showings are ready for your 
inspection and an early visit is recom- 
mended. 
Sincerely yours, 
Brown § Company, 
By A. B. Brown, Mgr. 


Both letters are alike in that they avoid 
mentioning any definite price and are 
brief; they merely invite the customer. 
But they differ considerably in text; the 
one to Mr. Jones talks shoes for the 
occasion, lasts, leathers, workmanship 
and service; all these things allude 
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of needles are polished with an emery 
cord, previous to use, and then they are 
examined under a magnifying glass to 
make sure that they are perfectly smooth. 
The emery cord is a strong cord that is 
coated with fine emery powder. If there 
is a rough spot in the eye of the needle, it 
may fray the thread, cr make an imper- 
rect thread hole in the leather. But the 
needle with the polished eye makes a 
perfect stitch. And that is what is wanted 
for light and dainty shoes. 





Newspaper Advertising 
Important 
The importance of newspaper advertis- 
ing was emphasized by F. Guy Davis, 
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and increase their sales during the “acid 
test period” of 1921. 





Hannig & Vassau Buy Billings, 
Mont., Store 


Billings, Mont., March 28—C, H. Han- 
nig, who has been a partner in the firm of 
Byrd-Hannig, Inc., operators of the Boot- 
ry, an exclusive women’s and children’s 
shoe store, and J. C. Vassau, in the employ 
of the concern for several years, have pur- 
chased the interests of the concern and 
are now operating under the name of The 
Bootry, Hannig-Vassau. 

The two owners bought the interests of 
Mr. and Mrs. J. L. Byrd. The Bootry has 
been in operation six years, and 
only the highest grade of shoes is 





to the mechanical or commercial 
side with which Mr. Jones is most 
familiar while Mrs. Jones is more 
interested in obtaining just the 
latest thing in style to feel she is 


Recorder Merchandising Calendar 


for April 


carried. The business hasexpanded 

widely since its origination. 
Billings is a railroad center, 23 

passenger trains entering the place 





















correctly attired. 


How to Deal with Children 


Of course you expect to sell a 
good many children’s shoes and 
you will, as a matter of course, but 
you'll sell a lot more if you make 
a special effort tomake these young 
folks feel you are interested in them, 
so why not send them an invitation, 
too. The Easter season calls for 
dress shoes which can be worn at 
any time, hence a letter on this 
order will suffice for both boys 


and girls. 


My Juvenile Friend: 

Easter is coming and Dad 
has told Mother to see that you 
had a new outfit. Won’t you 
be happy? We were in our 
younger days, but the stores then 
didn’t have such beautiful things 
as they have today. Why, if we 
had a plain pair of black shoes 
that squeaked and squawked we 














Apr. 1-5—Check up stock with stock record to 
— “er you are yy for Easter ep er 
advertising copy for newspapers an 
mail. Ds n't put this off. It takes time to get up the 
right kind of advertising and spring ads have too 
great an influence to be gotten up carelessly. Mail 

statements of accounts due you. 


Apr. 7-12—Monthly sales conference. Subject, 
“‘How to sell odd lots during Easter rush.’’ The new 
styles will sell themselves but why not use some 

esmanship during the busy season and sell some 
stickers? Look up insurance and be sure you are 
covered to at least 80 per cent of the value of your 
stock. Get busy on men’s shoes this week. Show a 
window full of men’s and boys’ shoes and advertise 
them. By getting this business now you can more 
readily take care of the ladies’ business next week. 


Apr. 14-20—The big week. Monday morning 
calls for a chat with the salesforce. Socral engage- 
ments must be set aside and strict attention paid to 
business. After each day’s sales, check up on sizes 
and fill in wherever possible. Sell some odds and 
ends “ee day. Easter lilies and spring flowers and 
foliage help immensely in making the store attrac- 
tive. Have the store ready for the next day by re- 
arranging stock at the end of each day’s business. 


Apr. 22-30—Re-trim windows. Show sport and 
athletic shoes, also a bright colored shoes for 
spring wear. Now is also the opportune time to 
P.M. what numbers you intend eliminating. Do not 
wait till the season is over but do it now. Pay bills 


daily. Forty per cent of the trade 
at The Bootry is contributed by 
out-of-town customers. The con- 
cern has developed a good mail 
order trade by carefully recording 
size of the shoe bought by out-of- 
town customers. 

Four window displays, one for 
oxfords and pumps, one for even- 
ing footwear, one for children’s 
shoes and one for boudoir slippers, 
command much attention, due to 
their attractiveness. 





Style Show at Belfast 


Belfast, Me., March 25—A shoe 
style show was presented on Mon- 
day evening, March 24, as a ben- 
efit for the local hospital. The 
merchants of this town, from the 
hat dealer to the shoe dealer, par- 
ticipated. Shoe styles were in 
charge of F. E. Bramhall of Sim- 
mons & Bramhall. The affair was 
a big success, with a large attend- 





were tickled pink, but now that 





you owe and collect what is due you. 


ance. The ladies were especially 
interested in the women’s sports 








we are in the business we 
know better. 

You can get shoes today just like 
Dad’s or Mother's. Swell looking and 
fit to wear any time and at moderate 
prices. Our shoes and hosiery will 
make you look all dressed up, so come 
in soon. 

Your friend, 
A. B. Brown, Mgr. 


By showing a personal interest in the 
young people you please not only them 
but the parents as well and if you can add 
them to your list of customers you are 
strengthening yourself for the future. 


Polished Needle Stitching 


Lynn, Mass., March 25—A new peak of 
fine stitching has been reached here. Eyes 





western manager of the advertising bureau 
of the American Newspaper Publishers’ 
Association, in a talk before the Mil- 
waukee Advertising club. 

“The war brought home ‘to the Ameri- 
can people a new conception of this 
nation as a part of the world as a whole, 
and a new interest in the changes that 
are reshaping the world from day to day,” 
he told the advertising men. “This new 
interest in world news means that the 
people are reading the daily papers more 
carefully and more generally than ever 
before. Hence newspaper advertising has 
also assumed a new importance.” 

Mr. Davis gave illustrations of cases 
where newspaper advertising helped well- 
known concerns to keep down their prices 


model, who wore a costume in red 
and white and white buckskin golf shoes. 
She carried a golf stick. 





Michael Appointed Shoe 
Buyer 

Kansas City, Mo., March 24—J. C. 
Michael was recently appointed buyer and 
manager of the shoe department of the 
Emery, Bird Thayer Company of this 
city. He is a young man, probably one of 
the youngest buyers and managers in the 
country. Prior to joining the Emery, 
Bird, Thayer Company, Mr. Michael was 
with The Deneche Company of Cedar 
Rapids, Iowa. He has also been connected 
with Mueller Bros. of Iowa City, Iowa. 
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The illustration shows our 
New Way Seédional and 
Interchangeable wall type 
shelving for women’s shoes. 
Made also in the low center 
type. 


Other types i men’s shoes, 
also Show Cases, Counters, 
and ain Tables shown 
in our Shoe ipment Cat- 
alogue — for a copy. 

















New Way Shoe 


Store Equipment 
a Real Economy ~ 
MENDOUS production ona large 


scale makes it possible to offer an extremely 
high quality produc at attractive prices—prices 
which invite comparison when considering fixtures. 


Being sectional and interchangeable, New Way 
Shoe Store Equipment can be quickly installed and as 
easily shifted or relocated. It can be added to at any time 
with uniform appearance and because of its interchangeable 
feature does not lessen in value as is the case when solidly 
built-in shelving is torn down and rebuilt to fit a new 
location. 


Standardized construction permits the addition of 
New Way Sectional, Interchangeable Unit Stacks at any 
time, thereby caring for hosiery and other additional lines 
of merchandise. 


Illustrations and Prices Sent Upon Request 
GRAND RAPIDS SHOW CASE CoO. 


World’s Largest Designers and Manufaéturers of Store Equipment 
FACTORIES: GRAND RAPIDS, MICH. - PORTLAND, ORE. 
OFFICES IN MOST PRINCIPAL CITIES CONSULT TELEPHONE DIRECTORY 


Please give us information about items we 


have checked. No further obligation whatever. 


(] Se@ional.New Way Shelving for Women’s Shoes. 
C] Seé@ional New Way Shelving for Men’s Shoes. 

[) Show Cases. [) Interchangeable Hosiery Units. 
C) Explain Your Store Planning Service. 

(] Send Your Shoe Store Equipment Catalog. 

C] Send a Representative. 
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Fig. I—An easy-to-build Easter Window design 


Easy Trims for Easter Windows 


HE Easter parade has become an 
institution in our American cities 
and towns. Advertising has done it. 
Merchants have so long advertised the 
“something new for Easter” idea that it 
is a firmly established custom with us. 
The shoe merchant has an opportunity 
to increase sales at this time because the 
public is in a buying mood. é 
When the “buying” is good th 
“selling’’ is bound to 


By A. E. EDGAR 


lookers makes the merchandise displayed 
more desirable. The Easter atmosphere 
can be so easily secured that the shoe 
merchant who fails to take advantage of 
the possibilities of Easter dec rations will 
surely fail to profit to the extent he should 
from the custom of wearing new shoes at 
Easter. 

The Easter atmosphere can be secured 
in the smallest window in the smallest 


village as easily as in the largest window 
in the largest city. Easter decorations are 
simple, they are easily secured by pur- 
chase, or made by the merchant in his own 
store. The cost can be limited to suit the 
ability of the merchant to pay. 


Conventional Designs the Best 


A display of the newer styles of shoes 
in a window in which Easter lilies and 
other spring flowers, 





be. 

The extent of the 
Easter Shoe Parade 
depends upon the shoe 
merchant. If he pa- 
rades his new styles in 
his windows before 
Easter the public will 
parade them after 
Easter. 

Easter styles should 
be shi »wnin the window 
with an Easter at- 
mosphere. Every part 











i SE seteed 





colored eggs, rabbits 
and tiny chicks are 
used as decorations 





will always attract at- 
tention. People are 
looking for this kind 





of decoration and are 
somewhat disappointed 
if they do not see it. 





In the setting illus- 
trated in Fig. 1 a 
simple method of dec- 
orating is suggested for 


























of the decoration that 


Easter. A large cut-out 
of an egg from which 








can be made -to sug- 
gest Easter to the on- 


Fig. 2—Units which have been added to the Recorder’s interchangeable 


Unit Display Set 


a rabbit is bursting 
forth is the chief point 
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Ippearance —plus 


Appearance plus durability, plus 
comfort, plus adaptability— 





AMERICAN INTERLOCKING 


SHOE STORE CHAIRS are particular- 
ly pleasing to the eye because they 4re 
architecturally correct in every detail of 
design. They excel in durability and 
comfort because of special features and 
careful workmanship in their construc- 
tion. There is a design and finish 
adaptable to any interior decorative 
scheme. 


Write for Catalog 


AMERICAN SEATING (OMPANY 


General Offices: CHICAGO, 1016 Lytton Building 
BOSTON 
Room 302, 69 Canal Street 
NEW YORK 
Room 601, 119 W. 40th Street 
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of interest. This can easily be cut out 
of heavy cardboard by the shoe merchant. 
If he cannot draw or paint the rabbit he 
can have this done by the local sign 
painter. The egg may be painted blue or 
lavender and the rabbit white. Easter 
lilies, which may be purchased or made 
of crepe paper, are to be so arranged back 
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creating sales than one without Easter 
decorations of any kind. 


The setting illustrated in Fig. 1, and. 


those in the other illustrations, are made 
up from the Recorder Interchangeable 
Unit Set, which has been described several 
times @uring the past féw months in these 
pages, and which are again illustrated 





























Fig. 3—These are the interchangeable units first described in our issue 


of the egg that they peep out from behind 
it as indicated in the illustration. 


How to Save Part of Your Background 


This decoration may be used during the 
week preceding Easter and then removed 
and some other decoration of a similar 
type, but lacking the Easter symbolism, 
be substituted. In this way the entire 
setting will not have to be removed to 
secure an entirely new and desirable 
effect. 

Easter decorations are now so plentiful 
on the market that the shoe dealer can 
for a few dollars secure plenty of decora- 
tive materials. If these are used carefully 
and then preserved properly they will be 
ready for use another year. Little fuzzy 
chicks, hairy rabbits, rustic « nests, 
etc., are not expensive, and they are 
obtainable at the variety counters of the 
general and department stores. Manufac- 
turers of crepe paper novelties have also 
a long line of Easter decorations that the 
shoe merchant may draw upon for his 
window decorations. 


Where Originality Pays Dividends 


It is desirable that something in the 
nature of an original decoration similar 
to the egg and rabbit cut-out be used to 
give the window a distinctive note; other- 
wise all merchants may use the popular 
decorations purchased at the home stores. 
A display that is all decorations, or in 
which the decorations are the dominant 
note, will probably be less valuable in 





of December 29 
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ground of the window will serve as a back- 
ing for this setting. 

Any of the settings illustrated this 
month or during the last four months in 
this section of the Recorder may be used 
in the Easter Display by substituting 
Easter decorations for those indicated 
in the drawings. The same setting may 
be used several times by merely changing 
the nature of the decorations. This makes 
this Interchangeable Unit Set ai) the more 
valuable to the shoe merchant 

The setting illustrated in Fig. 4 is made 
up of the following units: A, B, C. F, H, 
L, M, T and V. The arrangement is simple. 
Instead of the panels and lattice being 
used in an upright position they are laid 
on their side, one on top of the other. The 
lattice L is attached to the face of the 
panels while the. units M are laid on top 
of them, one above the other. A flower 
box and artificial flowers and a floor mat 
are the additional decorations suggested. 


An Inexpensive Floor’ Mat 

The shoe merchant who cannot afford 
an expenditure for floor mats may utilize 
inexpensive materials and make them 
in his own home. Any woman with ja 
sewing machine can run a border ‘around 
a piece of plain or brocaded material and 
add the fringe at the ends. Very often the 
upholstery or the drapery department 
























































Fig. 4—Made from Recorder Interchangeable Units A, B, C, F, H, L, 
M, T and V 


> 


this month—Figs. 2 and 3. They are made 
of wall board mounted on wooden frames 
in any size, suitable for any size of window. 
Dimensions have been given for making 
the various units, but these have been 
merely suggestive of proportions that will 
be useful to the largest number of shoe 
merchants. The following units have been 
used to construct the setting illustrated 
in Fig. 1: B, C, H, M and T, two of each. 
Either a curtain or the panelled back- 


of the larger stores have remnants that 
can be used for this purpose. Materials 
should be sun-fast. It is useless to put time 
on a mat that will fade out the first time 
it is used in the window. 

The setting illustrated in Fig. 5 is com- 
posed of the following units: A, E, U and 
X. The Circle E is painted to represent 
a window through which the foliage is 
seen. The center panels may be white and 
the flank pieces pale green, or these colors 
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hitremore’s 2A 


SHOE POLISHES ARE SUPERIOR 


= ? Gain the advantages of having a stock of white 
shoe dressings on hand for the big white season ahead. 


“TOP NOTCH” WHITE LEATHER CLEANER 


Beautiful and beneficial results can be achieved by regular use of “Top 
Notch” white cleaner. Recommend it to your trade. Suggest its purchase 
with every sale of all white leather shoes including Buck and Nubuck 


footwear. “ALBO” 


This white cake cleaner has enjoyed big sales. It is the preferred prepara- 
tion of the kind. The best le results are obtained quickly and easily. 
Expressly made for white fabric footwear, also white buck. 


“WHITTEMORE’S BAG POWDER” 


This very handy package of white shoe cleaner is recommended when a 
cake or liquid white shoe cleaner is not wanted. Can be had in colors to 
match all popular shades of nappy leathers. Used by many with excellent 
results in cleaning white fabric footwear. 








If Unable to Obtain Them Through Jobbers, Notify Us 


WHITTEMORE BROS.  (superitrShoe Polish Since 182) CAMBRIDGE, MASS. 























THE LATEST YET 
Roman-lonic-Glass Pedesta’s 





Every known type for 
of Display Fixture Shoe Store Trims 
Made in 
6in., 9 in., 12 in., and 15 in. heights 
A different setting for every day in 
the year 
Write for illustrations and prices. 


-E-R-T-O- DAVID B. CHAMBERS 
P-E‘R°I 0 D 907 Arch Street 


F°I-X°T-U:R°E’S “PHILADELPHIA - - PA. 
- “Everything for the Show-Window"’ 
BOSTON PITTSBURGH 


The usual Frankel quality 25 Essex St. 6707 McPhersonBlv4. 
and service. Adam fluted 
‘design—in walnut and gold 
finish. Carried in stock — 


24-hour delivery. GROPING IN THE DARK 


Time was when the purchase of advertising space was 
Catalogues sent on a “blind groping in the dark.’’ Advertisers had no means 
request of checking a publisher’s statement of circulation and 

often these figures were unreliable. 

In six years the Audit Bureau of Circulations has 
solved this perplexing problem. By a systematic analysis 
of distribution and methods this organization is able to 
supply just the data an advertiser needs. The darkness 
is dispelled and the bright light of verified facts takes its 

lace. aaa buyers no longer find it necessary to grope 
in the dar 

There are no dark spots in the Boot and Shoe Recorder 


1146 Broadway New York circulation. Our records are audited by the Audit Bureau 
Established 1888 of Circulations. 
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may be reversed. A 














bow!. vase, or basket I 
of flowers in the win- 
dow display is always 
attr:.tive. It is some- 
time: necessary to 
raise ‘hese in the dis- 
play y using a ped- 
estai or other fix- 
ture. \ small bench, 
simil.: in design to 
that Justrated, is al- 
ways iseful. 





A W..dow in Laven- 
ar and White 


Th units com- 
posin: the setting 
illust ated in Fig. 6 











ie 

















(O) 


clubs, two baseball 
bats, two tennis rack- 
ets, two riding crops, 
etc., and cross a pair 
of each, attaching 
them by silk threads 
to the ovals. These 








—— 








may then be hung 
in the window in 
similar manner to the 
panels shown in Fig. 
7. This will obviate 
the use of the paint- 
ings, which should 
be omitted entirely 
unless they are fairly 
good. Poor artistic 
effort in pictures is 
undesirable in win- 




















are «© follows: A, B, 
Cc, | and F. The 
smal! circle F is at- 
tach.1 to the larger 
circl’ E by placing 
a block two inches 
thick between them. 
The Easter lilies or 
any other flowers that may be used are 
then arranged between the circles. By 
placing the pilaster B on the platform 
instcad of on the floor it raises the top 
edge over the others. These narrow units 
ma) be raised above the others of the same 
length, using a small base unit a couple of 
inches wider than the longer unit. Laven- 
der and white will prove a good color 
scheme for this setting, although another 
may be as suitable. 


A Sport Footwear Display 


The sport business in the shoe store 
has assumed large proportions, not only 
in footwear actually used for the various 
sports, but for wear with sport costumes 
designed for outing and street wear. This 
is a phase of the business that the shoe 
merchant may well take advantage of in 
planning his window displays. 

A sport footwear display is 





Fig. Fig. 6 
A circle painted on wallboard plus a few Recorder units is the basis for 
both of these attractive backgrounds 





dow display decora- 
tions. 
The sport foot- 
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window setting, using the Recorder In- 
terchangeable Units in its construc- 
tion. 

These units are as follows: A, B,C, M 
and T. Platforms made of the H units 
may be substituted for the one shown 
in the illustration. The circular painting 
may be done on the E unit, or on a thick 
circle of cardboard. It may be necessary 
to employ a painter to paint these sug- 
gestive sport pictures unless the merchant 
is something of an artist himself. By hav- 
ing subjects adaptablé for this purpose 
that can be used several times at vary- 
ing intervals the cost need not prove 
excessive. 

For the shoe merchant who prefers it 
the following idea may be carried out with 
considerable good effect. Cut ovals from 
heavy cardboard or wall board. Tint 
these the color desired. Borrow two golf 


wear may be ar- 
ranged in units in 
the window. The 
shoes intended to be 
worn when playing 
golf may be posed in connection with a 
golf bag and clubs, tennis shoes with a 
tennis racket, riding boots with a saddle 
and riding crop, spurs and other “horsey” 
accessories. 


Co-operate with Non-Competing 
Stores 


The shoe merchant should make friends 
with other merchants and arrange for the 
exchange of courtesies extending to the 
loaning of articles of merchandise for dis- 
play purposes. The sporting goods store 
that does not handle footwear may be 
glad to loan the shoe merchant sporting 
goods for display purposes, accepting in 
exchange the use of sporting footwear for 
use in his own displays. These displays 
may be made profitable to both merchants, 
the shoe dealer using a :mall card with 
the words, “Sporting Goods by Jones,” 

the sporting goods dealer re- 





suggested to follow the Easter g 


] ciprocating by the use of a 





display, filling out the balance 
of April. A little concentrated 
effort on sport footwear right 
after Easter may make an 
otherwise dull week busy. 

The shoe merchant should 
drop the word “Spring’”’ from 
his vocabulary immediately 
after the Easter selling period, 
if, in fact, it would not be wise 
to drop it earlier. “Summer” 
should be substituted in all 
the advertising and conversa- 
tion in the store. Summer foot- 
wear now holds the boards; 
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Spring footwear is passe. 
Several Sport Window Ideas 
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card stating, “Footwear by 
Brown.” Arrangements of this 
nature may be made with va- 
rious merchants so that it may 
even be possible to borrow 
and use in the window a wax 
figure wearing a sport suit. 
The merchant loaning the 
figure and costume will profit 
from the additional display he 

gets, while the shoe merchant 
will secure added attractive- 
ness for his display. This mat- 
ter of borrowing may extend 
to furniture, draperies, rugs, 
etc., although in the use of the 
latter there i; apt to come 
trouble owing to the ten- 











In Fig. 7 a suggestion is 
offered for a sport footwear 


Fig. 7—Push sport footwear after Easter. Here’s a - 


window design which will help 





déiicy of some colors to fade. 
(Continued on page 133) 




















ANY shoe merchants have found that MIL- 
WAUKEE Chairs bring a new air of distinction 
and refinement to their places of business. The 
resulting attraction of better classes of buyers has 
brought about a keen appreciation of these manu- 
factured masterpieces—a knowledge that the best after 
all is the most economical. 











MILWAUKEE Chairs are built by chair craftsmen who 
have pride in the results of their labor—of the finest ma- 
terials and in the most permanent way. 

They have set the standard for store seating. 

Write for our onto, “Saye that Increase Shoe 


1356 F. pony ley penta. S 3206—Louis 16th Fi 
Back from Seat, 
ia Wises Gupstte Measurement, 
= In. Made ia 
Walnut Finish; also 
or Walaut. 


THE MILWAUKEE CHAIR COMPANY 
624 South Michigan Ave. CHICAGO, ILL. 
For Over Half A Century 
MAKERS OF FINE CHAIRS 
Largest Manufacturers of Office Chairs in the World 
MILWAUKEE CHICAGO NEWYORK PORTLAND MINNEAPOLIS 














EASTER LILY SPRAY 
No. G23-139 


Three large cloth flowers and twelve 
leaves. Height, 24 inches. Price, each,$1.00 


_——— } 


EASTER SPRAY 
Ne. 18349 
hi Easter lilies and — i= 
rs 
high of complete $13.00 








ORDER AT ONCE and you [will 
get these ‘decorations in time for 
your Easter windows. 
No. G23-139 i—) 
GET OUR CATALOG B 24 


Shows floral decorations in full colors. Will help you 
improve your show windows. 


SBaumannele 


CHICAGO - - ILLINOIS 
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Divide Your Prospects Into Classes —Then 
Go After Them by Mail 


Here Are Some Lines of Argument Which Can Be Worked Into 
Business Building Letters 


nothing unless it is used constantly. 

You get both publicity and adver- 
tising value from it if your campaign is 
planned in such a way that it is ever 
strengthening the unseen chain between 
yourself and your prospective customer. 

Byington and Spencer of Grand Ledge, 
Michigan, are alive to what can be done 
through direct sales letters. They have a 
list of about 1500 and are adding to it 
every week by keeping in touch with new 
arrivals either in their town or neighbor- 
ing villages. They have submitted to us 
several classifications of customers and 
prospects, which not only apply to their 
business but are applicable to any similar 
store throughout the country. Here are 
these classifications and the Recorder's 
suggestion for the message to be sent to 
each one. 
Class No. 1—Families who never trade 

with us. 

Framing A Real Introduction 


To secure this patronage something 
must be done to acquaint these folks with 
your store. If you can interest the woman 
of the house you have made a step in the 
right direction. Now most women like to 
slip their feet under a table and sip at a 
cup of coffee or chocolate and talk 
between sips. Why not satisfy that whim 
by inviting them to a reception at your 
store. Have a neat invitation printed 
reading as follows: 


Byington and Spencer 
request the honor of your presence 
at their store during 
New Customers’ Week 
March 31st to April 5th 
when they will hold a special reception 
for people who are not regular patrons 
of the store. 
Refreshments 


"Texting oat mailing list means 


Souvenirs 

Engage two or three neat appearing 
girls to serve chocolate or tea and wafers 
and have them dressed in black with the 
customary white aprons, etc. Small potted 
plants or cut flowers make excellent 
souvenirs. To do all this requires only a 
small space and the necessary furniture 
can be had from some local dealers. 

While your guests are partaking of your 
hospitality show them models of new 
styles or the advantages of your corrective 
or orthopedic shoes as well as an assort- 
ment of children’s shoes. Also display 





HE firm Byington and 
TS P Grand Ledge, 
Michigan, have hit on a novel 
but nevertheless extremely prac- 
tical classification of their mail- 


of letter which shall be sent to 
the prospect. Briefly. their class- 
ifications include 

Families = y have never 
bought from them. 

Families whose womenfolk 
buy for themselves and their 
chi but whose menfolk do 


not. 

Families whose menfolk buy 
but whose womenfolk do not. 

Women and men who have 
bought a specific shoe for a 
specific occasion and who should 
be encouraged to buy another 
pair for some other purpose. 

In addition, they have letters 
describing their store policy 
which they send to the entire 
list and a special letter to people 
who have never bought or who 
have discontinued buying in an 
effort to find out the reason, 
thereby giving them a basis on 
which to im their store 
service. Some RECORDER sug- 


tions for similar letters are 
frcorporated i in this article. 











hosiery that harmonizes with these 
numbers. 

Of course you want the names and ad- 
dresses of all who come, and for this pur- 
pose furnish a small card on which they 
convey this information. The girls who 
serve, turn these cards in to you and also 
see that every guest furnishes this data. 


How to Interest the Man 


Class No. 2—The lady of the house 
buys her shoes and the children’s shoes 
but the man of the house does not. 

Since men depend a good deal on the 
shoe merchant for real service and guid- 
ance in what is correct in footwear it is 
necessary to make these factors a part of 
our appeal. Men, as a rule, dread buying 
new shoes as much as they dislike getting 
into a barber’s chair. Both seem a waste 
of time but both are compulsory, so let us 
at least try and make our end of it more 
to their liking. A short snappy letter such 
as this should do the business: 


Dear Mr. Blank: 
Service! That’s where we shine. It 
accounts for our ever increasing men’s 


business. But we have missed you 
among our regulars. We know that if 
you would volunteer once you would 
join the ranks of our regular patrons 
in a jiffy. Drop in and get acquainted, 
We have styles galore. Shoes for every 
occasion and at moderate prices. 

We're going to let you in on a little 
secret. Your wife and the kiddies buy 
their shoes here and you know your 
wife knows values. 

Come in and look us over; you'll find 
us regular fellows. 

Yours, 


Class No. 3—The man buys his shoes 
here and the boy’s shoes, too, but the 
lady of the house doesn’t. 

In a letter of this kind the appeal must 
be pointed to the economy of your mer- 
chandise. Of course every woman wants 
style and comfort and wear but if you can 
talk values, not cheap prices but real 
money's worth, you have hit on the 
keynote of the woman’s pride. They 
usually have just enough conceit about 
themselves to think they can buy just a 
little better than the husband. Then 
arouse their curiosity by asking them to 
drop in and see the fitting machine. The 
following letter will serve as an example: 

Dear Mrs. Blank: 

We are quite concerned because you 
have not favored us with your patron- 
age on shoes and hosiery. Mr. Blank 
and the boys come in when occasion 
demands and this makes your absence 
more pronounced. 

Our class of goods compels us to seek 
the woman who understands values and 
appreciates the qualifications of style, 
comfort and wear in footwear—both 
shoes and hosiery. 

The next time you are shopping, 
favor us with a visit. We would also be 
pleased to show you our method of 

Sincerely, 

Class No. 4—Our records show that we 
sold Mrs. Blank a pair of pumps. Why 
not ask her if they are satisfactory—also 
tell about new numbers. 

A letter of this kind is good because it 
shows you are systematic and have a 
personal interest in your customer. It 
also conveys the confidence you have in 
your merchandise and your own ability. 
This type of letter is a necessary part of 
successful shoe retailing. Something on 
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_NU-SHIN 


Your women customers appreciate Nu-Shine. It is easy to apply and 
renders a beautiful lasting shine. 


Nu-Shine preserves and keeps the leather soft and pliable. It is resistant 
to moisture and dampness. Prevents perspiration from cracking 
leather. The shine will last a week or more with ordinary wear. 
Makes your shoes give better service and satisfaction. 


Nu-Shine is a ready seller, and the quality resells it. 


Colors: White Canvas, White Kid, Light Tan, Nut Brown, 
Cordovan and Black. Nu-Clean for silk, satin and suede. 


Popular price 25c—$2.00 per dozen. $24.00 per gross, freight 
allowed. If your jobber cannot supply you, order 
direct, giving jobber’s name. Attractive dealer 
help with each order. Order now. 


THE NU-SHINE 
COMPANY 


E. Market Place, Reidsville, N. C. 








Seamless Kantainer 





Meets factory needs. Pressed from one sheet of cold 

rolled steel—it can’t crack, break or leak. Noseams 

to open. Lasts as long as your plant. 

Factories, large and small, have adopted it for—holding parts; 

catching steel shavings ; catching oil drip; deli very containers, etc. 
Sold only direct from our toctos to you. 


Comes in five sizes. 26-gallon Kantainer 
Seamless sent on wey; trial, you pay express. 
NTAINER Use Request Coupon below. 
\iliweukee 7 SEAMLESS STEEL PRODUCTS CO. 
Milwaukee 





SEAM! ©SS STEEL PRODUCTS CO. 
Dept M 5, Milwaukee, Wis. 
Gentlemen: Please send Kantainer 10 days’ free trial; as offered. 




















“HUBTIP” “NO-METAL-TIP” 


(Trade-mark Reg. U. S. Pat. Off.) 


SHOE LACES 


STRONG, DURABLE anv FAST COLOR 
TIPS NEVER PULL OFF 


TIPS ALWAYS READY—NOTIN TAGS 


MADE OF THE BRAID ITSELF 
FROM “TIP-TO-TIP”’ 
Every pair in Individual Cartons, 72 Cartons in 
Attractive Display Cabinet 
NEAT, CLEAN, HANDY TO HANDLE 
LIST 


27” — $2.00 Gro. 45” — $2.90 Gro. 
30”°— 2.20 ” 54”°— 3.30 ” 
36°— 2.50 ” 63”— 3.70 ” 
40” — 2.70 ” 72”— 4.10 ” 


Black, Brown, Russett 
Specify ““H UBTIPS” to your Jobber 


FRANK W. WHITCHER CO., Mfrs. 


BOSTON and CHICAGO 
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this order will help establish the character 
of your business. y 


Dear Mrs. Blank: 

To show our personal interest in our 
customers we keep an accurate record of 
each sale, and according to this record 
you purchased from us a pair of 
pumps on Febraury 25th. 

At the time you made this purchase 
they pleased you and we felt they were 
very satisfactory. Not hearing to the 
contrary, presume they are giving excel- 
lent service but if not, won’t you stop in 
and tell us what is wrong? You know 
our interest begins when a customer 
starts wearing the shoes she bought. 
That accounts for our success. 

We would also call your attention to 
the new styles just received for Spring 
selling. They are more beautiful than 
ever but still moderate in price. 

Sincerely, 


Class No. 5—Our records show that 
Mr. Blank bought a pair of work shoes. 
Why not write him in regard to dress 
shoes? 

This is one of the many purposes of a 
mailing list. To have every wardrobe 
catalogued makes it easy to know on 
what shoes to solicit patronage. Perhaps 
Mr. Blank bought work shoes for use in 
the garage or about the yard. Every man 
should have a pair of rough shoes to save 
the dress shoes. This type of letter should 
emphasize the economy of buying that 
extra pair. Something on this order would 
be fitting: 


Dear Mr. Blank: 

Our records show that February 25th 
you purchased a pair of work shoes. 
That was a sensible thing to do. It not 
only saves the good pair but shows you 
appreciate economy. The approach of 
balmy spring weather will likely find 
you in need of further shoes for the 
Easter season and we suggest an early 
selection while sizes and widths are 
complete on the new spring styles. 

You feel quite proud of Mrs. Blank 
and the children when they are nicely 
dressed and it isn’t fair to you to 
neglect yourself. 

Our service and merchandise await 
your demands. 


Sincerely, 


Points to cover in a letter in regard to 
store service are as follows: 

Fitting: We use the 
not guess at sizes. 

Grades of shoes: We carry only first 
quality standard lines. 

Guarantee: We are always ready to 
make good on all sales if the customer 
does not get value recieved as to fit and 
wear. 

Prices: We aim to carry medium priced 
goods and do not have cheap grades we 
cannot stand back of. 


system and do 
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Outlining Your Policy in One Letter 

A letter covering these points indicates 
the character of your store and dictates 
the policy under which you operate. 
Every retail shoe merchant should find 
occasion to use a letter of this kind at 
least every season. 

Dear Mr. or Mrs. Blank: 

Has it ever occurred to you that a 
retail shoe merchant has big responsi- 
bilities? He is accountable for your 
comfort every minute of the day and is 
obligated to you to keep your feet in a 
healthy condition, thereby encouraging 
a happy disposition. 

Correct fitting is the first requisite to 
accomplish this result. We have there- 
fore installed the ——- system which 
eliminates all the guesswork. 

Then again we carry only standard 
makes. By that we mean shoes that have 
proven themselves consistent in style, 
wear and comfort. Every shoe on our 
shelves has a reason for being there and 
answers a definite purpose in your 
wardrobe. We guarantee every sale and 
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are ready to adjust to your satisfaction 
any complaint on the fit or wear of your 
purchase. These are merely added 
values to our moderate prices. 

When in need of footwear keep in 
mind the responsibilities of the retail 
shoe merchant which we so graciously 
assume. Yours 

P.S. Hosiery in the newest shades for 
service or formal wear. 


These seven subjects should be given 
consideration by all progressive dealers 
because they all tend toward getting 
more shoes sold right—right in fit, in price 
and in volume. The merchant who is 
aggressive, who goes after the business, 
has a better chance of selling more shoes 
at right prices, thereby achieving volume 
with its consequently increased profit. 

These forms may serve to help you 
determine the style of letter to be used in 
soliciting patronage from the older mem- 
bers of the family but whether you are 
addressing adults or children keep in 
mind that your appeal must have some- 
thing definite to offer. 





Easy Trims for Easter Windows 


(Continued from page 129) 


The show cards used in the Easter dis- 
play should be such as will carry out the 
Easter scheme. That illustrated in Fig. 8 
is a type of show card that is always de- 
sirable. It is artistic enough for any class 
of display. The panel with the Easter 
lily may be painted on the card or a cut- 
out picture may be pasted on. For small 
cards some very neat designs may be 
found on picture post cards. These may 
be trimmed to the size desired and after 
being pasted on the show card have a 
border of some desirable color painted 
around it. 

Some Window Card Rules to Follow 

The show card illustrated in Fig. 9 is 
another type of Easter show card that is 
popular, but not always so desirable in 
a window display. This type of show card 
lacks a certain amount of dignity that the 
other possesses. It is used appropriately 
in a display in which the Easter egg and 
chicks and rabbits are a part of the dec- 





orations. The simple designs may be 
drawn in outline or colored papers may 
be cut out and pasted on the card. 

Every show card should tie up with the 
idea behind the display. In the sport dis- 
play the show card should add to the im- 
pression that sport footwear is desirable, 
just a much as the Easter show card 
should emphasize the fact that Easter 
footwear is being shown. The show card 
has been called the title to the display 
picture. It should be that if nothing more. 

The suggestion in Fig. 10 is easily car- 
ried out by the shoe merchant, who will 
carefully preserve for future use such il- 
lustrations as appear in his trade paper 
and other magazines. Small pictures il- 
lustrating sport events are used as corner 
pieces. Cards with other subjects may be 
prepared in a similar manner. 

The aptness of the phrasing of these 
show cards is apparent without further 
comment. 















































TheNev Attractive Window Cards ~ 

Easter Styles Sastcr a Sport hy 
Jootwear footwear 

New colore that sparkles with for all Kinds of 

ya a newness and beauty a 

Newest Golors I 
( ¢ 2 Latest Styles 
q 
Fig. 9 Fig. 8 Fig. 10 
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Send for Booklet Des- 
BO gees i-th eo THE RADIO 
re upport is idea or heavy-we t 

people, and le opecially recommended “for Arch Supports, to- "THIS Arch Support is made of two nickel silver 
severe cases 0 at foot and painiu ecl. it 18 con- . : 
structed of two nickel silver plates, sole leather gether with Prices. plates specially tempered and covered with 
platen, which makes ie the most clastic and reulient coker taba Gieeagmincabiieamamitainen: 
support mam Be teal Giese Sains Seenened ot ser ego agp poet bp thetaben aati’ ar ion, 
one en makes it seli-adjustabie. ere is @ feit 
heel cushion to relieve the pressure on the heel. Kom-Fut Arch Support Co., Inc. tender feet and pains in the limbs. 

Wholesale, $18.00 per doz. pairs , New Wholesale, $13.50 per doz. pairs 
Retail, $3.00 per pair $07 Duane Susse Lemna Retail, $2.25 per pair 

















GUESS ARTISTIC DISPLAY 
Why tanners of smooth, white FIXTURES 


leathers recommend Cinderella : 
White Kid Polish and Cleaner to Tastefully Designed and Well Made. 
the shoe manufacturers to whom Illustrated—No. 1781-S 


they sell their leathers. Diamond top shoe stand tiking 
top—12, 18, 24 and 30 ine 
heights—all standard finishes. 


THEN 
Guess why over 100 slipper ARTISTIC WwooD 
manufacturers mail-order Cin- TURNING WORKS 
derella Silver Slipper Cleaner. 511 N. Halsted St. CHICAGO 


Successors to Polay Fixture Service 











Retailers sell these polishes put 
up in attractive packages for . SR HOW TO 

home use. ~ 5 SERIES ADVERTISE 

While the earth is covered with 

| snow and ice, our Everlasting 

Produced by Ase ‘ p~ Narcissus, Tulips, Roses, Plants, 

EVERETT & BARRON CO. at peng 

« our 

Providence, R. I. sah : ye ae FREE FOR THE 

P * SLIP | ; make a selection of 

Makers of highest quality | Cia ) Flowers, Plants, etc., decorate 

your window, interior or home, 

create Easter Air and business 

ahead of your slow competitor. 

You can resell any article, make 

100 per cent profit and have 

decoration and advertisement free. 


FRANK NETSCHERT, Inc. 
61 Barclay St. 
No. 3278;Narcissus Plant NEW YORK, N. Y. 


GROPING IN THE DARK 


Time was when the purchase of advertising space was a “blind groping in the dark.” 
Advertisers had no means of checking a publisher’s statement of circulation and eften 
these figures were unreliable. 

In six years the Audit Bureau of Circulations has solved this perplexing problem. 
By a systematic analysis of distribution and methods this organization is able to supply 
just the data an advertiser needs. The darkness is dispelled and the bright light of veri- 
fied facts takes its place. Space buyers no longer find it necessary to grope in the dark. 

There are no dark spots in the Boot and Shoe Recorder circulation. Our records 
are audited by the Audit Bureau of Circulations. 
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Be Sure that the Shades of your 


Suede Sticks are 
Right for the Shoes 


you sell! 


<Here 
are 30 Shades 


on leather sailigiea! 









lver 
vith 
one 





>m- 
ore, 




























Matching the colors OK’d by Allied Tan- 
ners’ Council. Match your suede and 
buck shoes with them, and when you 
order you'll know just what you are 
getting. 













Eagle Brand 
Suede Stick 


is the most practical stick, in the most practical con- 
tainer—can be carried in a handbag with no chance of 
soiling the contents, and used without soiling the hands. 





, = 








MAIL THIS COUPON TODAY 







American Shoe 
1950 S. \ St., 







Please send us eons quantity of EAGLE BRAND SUEDE STICK—Colors 
assorted. Include One Color Chart—No charge. 


eer Gross at $18.00 gross............Dozen, at $1.75 doz. 
















! Se Sai cate ccc s anes soap Sandvbedes.c ah Geneel semieiienn mina 
eee ee reer eee CORP ivsiccnch Sess 
| Buide ck ewikk¥6innsbiab tek Ohi went ocee Position with firm 
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The Passers-By Will Buy 


Your 


They will if you'll make your windows talk to 
them—tell them of your styles—your service 
and your willingness to please them. 


You pay. a high rental for your windows. Don’t 
let them be a liability instead of an asset. Don’t 
let them be “dumb” when they can be made to 
talk your merchandise. 


Every person who stops for a moment to look in 
your windows can be made a buyer with attrac- 
tive, interesting, and forceful window cards. 


The “RECORDER” SHOW CARD SERVICE 
is designed first of all as a service to “RE- 


Shoes 


CORDER”’ subscribers—To help them sell more 
shoes and sell them oftener. 


It is complete in every detail from cards to price 
tickets and individual in its application to your 
merchandise. 


It is the work of expert advertising men of the 
“RECORDER?” staff and has passed the critical 
inspection of men who know “What’s What” for 
retail merchandising. 


Be the only merchant in your city to have this 
exceptional window service. It is sold exclusively 
to retail merchants in towns of a hundred thou- 
sand population a nd less. 


THE SERVICE CONSISTS OF: 


rhe First Issue: Eight beautiful display mats 
four large and four small) each with your 


name hand lettered across the lower right- 
hand corner, sixteen hand designed cards to 
insert in the frames—a liberal assortment of 


00 


price tickets to match the cards—patent pen 
and ink with our simple instructions for hand 


lettering. 


Each month: Sixteen new hand designed 
cards to insert in the matboard frames— 


PER 
MONTH 


seasonal and up-to-the-minute and a fresh 
assortment of price tickets to match the 


new cards. 


GET YOUR ORDER IN TODAY 








BOOT AND SHOE RECORDER 


SHOW CARD SERVICE DEPARTMENT 


189 W. MADISON ST. 


CHICAGO, ILL. 
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For information 
on what to buy and where— 


“or suggestions 
on what to do and how— 





You are invited to consult the 
WESTER SERVICE DEPARTMENT 
of the Boot and Shoe Recorder 


Pe tieiiiiiiiiiiieliiiiiiiiiiieliiiit) 


't sometimes happens that a dealer feels 
he need of something in the line of 
quipment but doesn’t know just what to 


et or where it may be obtained. Should B id Y 
ou find yourself in this situation, the at J s OV 
Vestern Service Department of the Boot 


ind Shoe Recorder is here to help you out. y V ala OTe 


\lso feel free to write this department for Whenever you are in Chicago you 


suggestions on merchandising methods are welcome at the Western office of 

and store policy. the Boot and Shoe Recorder—in the ji 
Security Building on the southeast corner of 
Madison and Wells Streets. 


Are You Interested in Since we printed this invitation last month a 


How LEATHER Is TANNED ? number of merchants have responded to it. 
Write for Interesting Booklets—FREE We want you to come in and feel at home 
—and to avail yourself of any service or in- 

formation that we can give. 


Mail This Coupon for Manufacturers’ Catalogs and Literature 
1 The Hosiery Survey 
Oo — on Leather ‘ 
0 w Cards 
O Store Record System Remarks 
0 Bookkeeping System 


Store ipment 
mt Construction 























—___J 
eee liiiiiiiiiiieliiit 
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0D Bookkee oso ms 
8 Stock Record Sytem 
O Check Pro 

D Sales Chock Books 
Merchandise 

0 Hosi fea) 











0 Foot Measuring Devices 
0 X-Ray Machines 


vee erode nl 


o © Display Fstares 














Address 





O For Children meagre ibene's 
| Address Shoe Store Service Department, Boot and Shoe Recorder, 189 W. Madison Street, Chicago 
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Febraateg 


fixtures 


For Better Shoe Displays 


No. 424P /Col. 














Write for Equipment Booklet 


J. R. PALMENBERG’S SONS, Inc. 


Established 1852 
63-65 West 36th Street, NEW YORK 


BOSTON BALTIMORE 
26 Kingston Street 122 W. Baltimore Street 


CHICAGO SAN FRANCISCO 
204 W. Jackson Bivd. 11 First Street 


CLEANER DRESSING 


Sport shoes and Children’s shoes should 
be cleaned and softened rather than 
shined. They demand a special cleaner 
which will not remove the color and ruin 
the shoes. 


SPORT SHU is the material used in 
shoe factories, and the steadily increas- 
ing sale to the retail trade the past three 
years proves its outstanding merit. 


Insist on genuine SPORT SHU. Every 
bottle (screw capped) packed in an 
attractive individual carton. Sold to 
retail at 25c. Your jobber can supply 
you. If not, order direct from the manu- 
facturer. 


New England Blacking Co., Inc. 


HUOHMTTTOUT OO 


Quick and Efficient 
SHOE FITTING 


re; Fitting Stool of exclusive with Hart's 

tandardized Shoe Gauge—a ae t yohe shoe fitting and 
eunsianrtieteasel parties Weeede rurale it, will 
mean better service to your customers. 


We have a booklet showing several styles with Pp 
descriptions. A request will b ede Ee he 


Are you acquainted with our factory to dealer service in store furnish- 
ings and cchaire? Wide selection—good value—saving in costs. Ask for 


ischmann 
R COMPANY 


WILLOW AVENUE & 135™ ST. NEW YORK 


1 











24 Binford Street 
BOSTON, MASS. 


Competition has made us supreme. 








SUEDE NAP BRUSHES 


The Season’s Success ! 


Ico 


Every customer who buys suede shoes is a prospect for a 
SUEDE-NAP Brush. Its efficiency and convenience is so 
obvious that it sells on sight. No Findings Department is 
complete without SUEDE-NAPS. 


$2.00 Per Dozen 
E. T. GILBERT MFG. CO. 


228-36 South Avenue Rochester, N. Y 
If Your Jobber Cannot Supply You, Write Us 
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Your Easter Sales will show Better Profits. 


New Buckle Effects for Colonial and Gore 
Shoes in Great Variety. 


A turnover of “Dalco” shoe ornaments will pay handsomely 
x \ pe r dollar invested, 100% profit is not uncommon. “Dalco” 


4 shoe ornaments always bring highest price, because; the 
ORNAMENTS appeal of their design, careful craftsmanship, and a a 
FOR THE set on the shoe, creates a want for them whatever the price. 
il E ASTER Get behind the “Dalco”’ line for big ornament business. 


SEASON Order now and avoid delay! 
DALRYMPLE-DUDLEY CoO. 


FORTY YEARS AT SHOE ORNAMENT MANUFACTURING 


HAVERHILL, MASS. 














It Colors :: :: 


Leather Men who know 
| the difficulty of cleaning 

and coloring Suede 
») leathers at one opera- 
tion, declare the ‘‘Staso” 
Suede Stick a Wonder- 
ra : wl aD Worker. 


8 80 
it is , § Above carton contains 12 ‘‘Staso” 


Carried In Stock In All Standard Colors  stickclesnerectens color A special 


taining 36 sticks of 12 different colors. 























The Stase Suede Stick is made from a new f la. It contai: The Staso Suede Stick is made in all shades, and sample color 
E. i Etitg Lis Come fine particles of a onty ss substance that workdownintothenap _ cards will be sent on request. 

Mev ER of the leather, Key oy be leather, at the same time carrying Fheg Paso Gaede BGS bo caret’ to ctpch bp of standard shades 
the color down to the body of the leather, not merely smearing and immediate delivery can be made. Special shades will re- 
the surface. quire about one week. 

The Stase Gusts Stick is a very small, neat package, very or- The Stase Suede Stick is packed 12 sticks in attractive countér 
Y. and one which care larwoman _ display carton. 
will take pride in using and showing to her friends. $21.00 per gross, F. O. B. Haverhill, Mass., $1.75 per dos. 


Send for Sample Dozen Today 


(MANUFACTURERS)s HAVERHILL, MASS. 
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RE-NUSHINE—a liquid 
shoe polish —is made from 
RE-NULIFE, a liquid 
which makes shoes wa- 
terproof and adds greatly 
to their durability. 





Try It Yourself 


Then You'll Know It Will Sell 


ee a ee 


Write for a sample of RE-NUSHINE and try it on 
your own shoes. You'll find that it not only shines 
and dyes—but it waterproofs, too! 


RE-NUSHINE is unlike any other shoe polish. O ar 
It is made from the wonderful RE-NULIFE I h } r D ll 
waterproofing, which penetrates every fibre of the € ac ou S 
leather without closing the pores or affecting 

ventilation—renders the shoes waterproof and to have more Cents 
makes them wear longer. 


an 
RE-NUSHINE contains no oil, grease, paraffin, Make them mean more to tte d 


turpentine, benzine, benzol, acid or other sub- they'll make more for you. 
stances injurious to leather. It will not burn or 
explode. It shines, dyes and waterproofs in one Keep your store records accurately 
operation. Shoes that have become hard and stiff and up to date. 
by the action of water or the acid of perspiration, 
become soft and pliable when polished with RE- Know what you've bought and what 
NUSHINE. 

you have sold; how much profit you 
RE-NUSHINE is recommended and sold by the have made—how much depreciation 


largest shoe retailer in America. And once you you must take. 
try it, we believe you will want to sell it, too! 
Write today for sample and prices. Know why, how and when you are in 


business for profit. The Recorder 
WATERPROOFING, INC. Record System will do it. 


546 South Meridian Street We'll mail it on request for examina- 


INDIANAPOLIS :: INDIANA tion. Keep it ten days—then send us 
$17.50—or return it at our expense. 


RE-NUSHINE BOOT AND SHOE RECORDER 
WESTERN 


SERVICE DEPT. 
SHINES, DYES AND WATERPROOFS 189 West Madison St. Chicago 











Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 








BOOT AND SHOE RECORDER 


F859—Child’s ‘Buster 
Brown” 
blucher 0: 
trimmed, ; |) 1-1 
spring heel, i * 4 J d Ww 
sole, stitchdown, Grad- * f 7 ont 
vate Last, 

sizes 84-11 

Child’s same, D — 


r inch 
elt, Theda Last, B, C 
widths, sizes 2}4- 














This 
Advertisement 
Appears in 
Full Page 

In Colors— 
Ladies 


Buster Brown SHOES 


Unexcelled for Style, Comfort and Health-Protection 


Children are entitled to pleasing These are the only shoes built 
style, as well as to perfect comfort,in upon the Brown Shaping Lasts — 
their shoes. Here they get them both. which insure the proper protection 


Home 
Journal, 


Buster Brown Shoes are 
made in many modish styles; 
from a variety of fashionable 


Leck for beners ee for each bone and muscle,and 


thus save the growing feet 
from present and future ills. 


April Issue leathers; in sizes to fit cor- They combine correct styles ( 


tm cack pas of shoes 


rectly every child, from 2 to 16 years and genuine values, with true health- ‘gant: 
old; and they outlook, outwear and _ protection. Good stores everywhere \J7j 
sell them at $3,$4,$5 and upwards. 


outvalue ordinary shoes for children. 


Browntit Shoes 


For Women — and for Men 


how to make, to retail everywhere a ‘S619 $10. 


‘Sreoun. Do.ee Gowmpann, D Sowis \SO.. 





THE VALUE of a GOOD NAME 


Every retail merchant knows “the value of a good name.” There is no better asset in 
business! BUSTER BROWN SHOES for BOYS AND GIRLS is a name so good that 
merchants everywhere find it their best asset in the selling of children’s shoes. And the 
name is good because the shoes stamped “‘Buster Brown”’ have always been good shoes 
—shoes that constantly add value to the name. The merchants who have the agency for 
this splendid line of children’s footwear have little to fear from competition. 


BROWN 
SHOE 
COMPANY 


Standard Since 1878 F381—Girl’s ‘Buster Brown” grey suede Aero 


sandal, grey calf trimmed, plain toe, single sole, 

1-inch rubber heel, welt, Theda last, A width, sizes 

3}4-7; B width, sizes 3-7; C and D widths, sizes 
7 $4.25 


F375—Girls’ ‘‘Buster Brown” — Aero sandal 
ie sole, 1-inch rubber heel, tr 
rye last, B width, sizes 3-7; 


MANUFACTURERS 


Misses’ same Footsha: 17 last, %-inch rubber 
heel, B, C and D wid ~~ Shy 4 $3.25 


Sweat same, spring heel, C and D widths, on 
Infants’ same, D width, sizes 4-8 


ST. LOUIS U.S.A. 


Dealer Injiuence is secured thru advertising in the Boot and Shoe Recorder, 
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WASIEZZ BOS TIE 
SHOE 


The New “Round-Nose” Blucher Style 
In Stock 


y 
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Stock No. 02121B.—Pfister & Vogel Best Black Calf with 
Black Alligator insert. Stratford Last, BtoD. Se 


S 
j 
2 
: 
> 


Stock No. 02129B.—Same, except made of Pfister & Fores s 
No. 108 Tan Calf, with Tan Alligator i Bases ches ec otad $4.85 


season than these two Stratfords. Bates dealers catering to the trade of 
young men are finding these oxfords real bread-winners! 

Far from being too showy, the handsome alligator inserts, along with the 
new full or “‘round-nose” foreparts, merely give pleasing “‘tang”’ to the Strat- 
ford in this season of distinctive styles for men. 

As indicators of the strength of the Bates Spring styles to retail at $6, $7, 
and $8, the Stratfords and numerous other new patterns are scoring vigor- 
ously with many of the most successful retailers in the country. 


And they are all in stock! 


We supply newspaper electrotypes for 

Bates stock shoes. Ask for our Spring 

Portfolio, showing six special groups of 
Bates ‘‘Shoes for the Occasion.” 


A. J. BATES CO. 


WEBSTER MASSACHUSETTS 


Bhan Bates trademark has hoe placed on no smarter styles for men this 
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M.A.PACKARD C@., Makers 
BROCKTON 





NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
Syracuse, N.Y., U s. A. 
MEN'S FINE SHOES EXCLUSIVELY 








HOWARD & FOSTER CO. 
Men’s and Women’s Welts 
Address all Communications tothe 
Factory at 
BROCKTON, MASS. 











ROSKLANS 
“Ask the Man Whe Wears Them” 
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Atlanta 
(Continued from page 114) 
very appealing and there seems to be a 
wider variety of smart-looking models than 
ever before. 

The primary demand for the early 
spring will doubtless be for satin and 
suede slippers in this district,*and the 
trade is also looking for a fairly good busi- 
ness in patent leather slippers. The tend- 
ency is toward sandals with strap effects. 
Later there should be an excellent demand 
for white goods. 


Buyers’ Week Held 


The annual spring Buyers’ Week was 
held in Atlanta March 17 to 22, under the 
auspices of the Atlanta Merchants and 
Manufacturers’ Association. Among the 
shoe jobbers taking part as members of 
the association, were the jobbing firms of 
Gramling, Spalding & Collinsworth, Inc.; 
the M. C. Kiser Shoe Co.; the J. K. Orr 
Shoe Co. and the Atlanta branch of Rice 
& Hutchins. 

Invitations were sent to some 10,000 
retail merchants in the various south- 
eastern states, to visit Atlanta. 


Buster and Tige Visit 

Buster Brown and his dog,‘“Tige,”” made 
one of their periodical visits to Atlanta 
recently and entertained children at the 
Atlanta Auditorium. The entertainment 
features included a motion picture com- 
edy, and the usual series of stunts by 
Buster and his dog. Tickets to the event 
were furnished free by the J. M. High Co., 
of Atlanta, who handle the Buster Brown 
shoe line in this city. 


Baker Joins High Co. 

R. P. Baker, connected for several years 
with the store of the Campbell Shoe Co., 
at Montgomery, Ala., has taken over the 
shoe department of the J..M. High Co., 


one of the largest of the Atlanta depart- 


ment stores. This company handles the 
Buster Brown line of shoes. Mr. Baker is 
very well known to the trade in the dis- 
trict, having been identified with the shoe 
business for several years. Prior to going 
with the Campbell Company at Mont- 
gomery he was associated with the shoe 
firm of the W. Powers Co., at Rochester, 
|e 


Much Building Going On 


partments. 
Contracts have been awarded for 

new department store of the Palace 

partment Store Co., at Monroe, La., 

building to be six stories high. 
Contracts have also been a 

the new department store 


"ape ucnaginpetia nae 


MER SON, INC 


Sesion Utlice: Reom 214, United States Hotel 








FREDERICK S. PECK 


Worcester, Mass. 


Men’s and Women’s 
Sport and College Shoes 
Boston Salesarcom 





PULLMAN TRAVELING SLI 


better*than we fet et 
owner of Thade Mark Pullman’ 


— yA. 
full sizes 3 tollin ‘Stock 
M. GUSTIN CO 








THE SHOE FOR MEN 


ELLIOT SHOE CO. BROCKTON, MASS. 
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TRADE MARK REGISTERED 





Stock Dept. 5 “% 
Is At Your Service 
THE eg Aig (Ine.) 








HENRY LILLY Co. 
88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 
Every Wednesday and Friday 
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SLIPPERS for MEN, WOMEN 
and CHILDREN 
Bedroom and heuse 


Flippers in a wide 
variety of styles and 


SATIN SLIPPERS 
neted fer quality. 
FRANK H. tn any Be Inc. 
24 Washington Square -1- Worcester, Mass. 














in Medium and+ 
on Ph oo 


Nes ic and 
imported Satin. Brocadesand Metal Cloths 
$2.10 per pair and up 





BEST-EVER SLIPPER CO., ine, BROOKLYN, N.Y. 











| MULES and D’ORSAYS 


Quilted Satin, Brocaded Satin and Vel- 
vet in all colors. Also in Black and 
Red Kid. Samples and prices on re- 
quest. 
ORIENTAL SLIPPER CO. 
HAVERHILL, MASS. 








SNAPPY FELT FOOTWEAR 
Medium in Price—Long on Wear 











ar = 5 Felt and Leather 
ft Sele Slippers 

a... the entire family 4 

No. by Satin im these 


NEW ENGLAND SLIPPER CO 





140 Green St., Worcester, Mass” 








PARISTYLE FOOTWEAR MFG. CO., ot 
41-45 Washington Ave. Brooklyn, N 
HIGH GRADE MULES AND wemthie 
Made of | Satin, in, Quilted Satin. Em Embossed 


ee w'923.00 por dea ap 








Where to Buy 
Wanted Styles 


Pa a Fn ng gy wg 
free for the 





readers, 
asking. W ching” Write nnd tell us what you 








BOOT AND SHOE RECORDER 


stein Brothers, Inc., Memphis, Tenn., 
this to be a four-story building. 

Another new store will be that of the 
Palm Beach Mercantile Co., at West 
Palm Beach, Fla., a four-story department 
store building. 

The Rich Brothers department store in 
Atlanta, the largest in the South, will be 
formally opened the latter part of this 
month, having been constructed at a cost 
of about $1,500,000. 

Work also is progressing on the $250,000 
department store of the White Company 
at Augusta, Ga. 


Sells Lease on Atlanta Store 


The Endicott Johnson Corporation of 
Endicott, N. Y., recently reported that it 
has sold its lease on the Atlanta retail 
store. The corporation recently issued the 
following statement to its trade in the 
Atlanta district: “This is to notify you that 
we have sold the lease on our Atlanta Re- 
tail Store and have already discontinued 
business at that place. 

“This is pursuant to the statement made 
some time ago that as soon as practical we 
would dispose of our stores in your 
section.” 





The Family Store Opens 


Point Pleasant, W. Va., March 24—The 
Family Shoe Store opened here on March 
10. It is owned by M. D. Jacobson of 
St. Albans, W. Va., and M. F. Grollman. 
Mr. Grollman is manager. 
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ANOTHER MARVELOUS SHOE 
SALE. 


WE TAKE PLEASURS  ANNCUWGING OUR 
ANNUAL SHOE SALE. MARON STH OTR 
AND TTR SAM TOOT m 
nace Dat 


le (hes sale ee offer broken wots otd oom ead 
decontigned styien in Men, Wamen's ant Chit, 
doer Shaws Cwmpe emt On ferty 


First day your choice: .31.00 per paw 
Third day your choice .25e per pair 


> 
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very pair’ remanniug orer cach day wit) or subd 
entice tonuda te eet every part 
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Colcord & Walker, Inc. 
Turn Footwear for Women 


HAVERHILL, MASS. 


Factory 34 DUNCAN S17 











FASHION FOOTWEAR | 
Women’s Fine Turns 
and Novelties 
Se ei ae sand 
pumps in the latest designs and finest 
TESSIER & BOWDOIN 
2 Washington St.,:Haverhill, Mass. 








(AD FRWO0 DA PREG 





SHOE 


é REE curs 


Yor Bookie, Catalogo Plt me othe pentin 
may buy them st $1.25 each. Send for 
WELSON H. GROVER CO. 161 SUMMER ST. BOSTON 























Shoe Illustrations 


Laggoot prodoners oi, rade 














INFORMATION 


for Shoe Merchants 
“WHERE TO BUY” constitutes 


of knowledge so that he who 
these pages may read 























<3. icy — Proprietor 
Dansters. Cac 


+" 


y SI hoe 


ists 
s hea 90m COD 


NFw YORE GFFICE 320 FIFTH AVE. 





Or POSNER’. 


SHOES & STOCKINGS 
FOR INFANTS ,CHILDREN 
AND YOUNG LADIES 
DR. A.POSNER SHOES, INC. 


of cSASR Ny 140 w. BROADWAY 
— 








Soft Soles and Moccasins 


Ask your Jobber for our 
is. We DO NOT sell 
the retail trade. 


Newcomb-Anderson Shoe Co. 


ROCHESTER, N. Y. 








“ELAM” 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 


ROCHESTER, N.Y. 
Boston Office, 16 Columbia Street 











AShoe forBoys 
That Wears 




















Good oS 4G 
ForMeonWonson, and Children 
Carried in Stock and Distributed by 
Bliss & Richardson. Shoe Co. 





TLAND, 
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Shoe Style Show at Indian- 
apolis 

Indianapolis, Ind., Mar. 24—A bevy of 
charming girls, including three of the 
prettiest from the Ziegfeld ‘‘Follies,” had 
parts in a special footwear “‘matinee”’ at 
the H. P. Wasson & Co. store, March 18 
and 20. The affair was staged under the 
direction of B. J. Sutfin, manager of the 
shoe department. 

A narrow promenade, raised a few feet 
above the floor, formed the line of march 
for the models. Every type of footwear, 
from riding boots to slippers, was shown. 

Among the male contingent represented 
was George Miller, of the I. Miller & Sons, 
Inc., whose shoes were the “plot” of the 
“show.” 

The formal evening slippers, which were 
worn with diaphanous evening gowns, 
feather fans, etc., were in white, silver, 
gold and paisley brocade. One of the 
prettiest styles shown was a paisley 
slipper with crossed silver straps. 

In the more “informal” shoes were 
shown several sandal types in brown kid, 
patent leather with gray trimmings, gray 
kid, biege kid with dark trimming and 
biege suede with trimmings of brown calf, 
all featured by the I. Miller company. 

Sport oxfords of different colors to 
harmonize with different costumes, carried 
rubber soles. 

Mr. Sutfin says the “show” was a 
great success in every way, particularly 
from a merchandising standpoint, and he 
is anticipating a big rush for footwear as 
soon as the early spring snow, which has 
covered Indianapolis for the last week 
or so, is melted away. 





Spring Buyers’ Week 

Nashville, Tenn., March 25—The an- 
nual spring Buyers’ Week was held March 
10 to 15, and brought many hundreds of 
visiting merchants to the city, who did a 
considerable amount of their spring and 
summer buying while there. Savannah, 
Ga., Montgomery, Ala., Knoxville, Tenn., 
and Mobile, Ala., are other Southern 
cities where such events are held. each 
year. 





Yates Opens Store 


Springfield, Tenn., March 26—Alvin 
Yates has opened a new store here, sell- 


* ing general merchandise, including shoes. 


Most of his opening stock was purchased 
from the various jobbers here. 


Lydick Buys Store. 

Newman, Ill, March 25—Fred S. 
Lydick recently purchased the shoe store 
operated as the Rice Shoe Store. Some 
years ago, J. S. Lydick, father of Fred 
Lydick, conducted a shoe store in the 
same location where the latter now is 
proprietor. 





COATED GEM DUCK 


ADHESIVE BACKING CLOTH 
Rubber and Lea 
Dry Feot Woden” 
Sheet Rubber Soling 




















EVERY DOZEN 
PAIR INA 
DISPLAY BOX 


Robert E. Miller 


Detachable 


it sien 
* Rubber Heels N. ¥. 


New York City, 











T. W.GODSOE, Pres. _ F.E. JONES, Treas. 
W. G. DONALD, Vice-Pres 


F. E. JONES co. 
FANCY COLORS 


MAT KID 


95 SOUTH STREET BOSTON, MASS. 








b  Despant Manufacturers 


in the World of 


Black Glazed Kid 


Kid Suppass LEATHER ©. 








The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish. 


—— a ores co. 
ries at Seuth St.. Besten, Mass 














No matter what policy you may 

pursue in selling to the shoe trade, 

nevertheless, you need the 

Boot and Shoe Recorder 
ALL THE TIME 

















The HE 5 bude Oo: 


62 W. 15th St. 
New York City 








‘ he mark of ™ 


%ood shoe buckles 
ever since 1905 


L. ALTERSON &' CO. axes 
New York City N.Y. | 


162 W 34% St 





BALLET SLIPPERS in Stock 
Endorsed by the Worid's Prominent Dancers 
Bench Made 
BLACK KID SOFT TOE $2.00 BOX TOE 3.00 
PINK SATIN BOX TOE 3.50 
Sizes 6 child’s to 7 women's 


I. MILLER & SONS, Inc. 


One Carlton Ave., Brooklvn N.Y 








Professional Ballet 
Genuine Black Kid 


Pink, Black and White 
Satin. Alse two grades 
of soft toes 


Wm. Sumner Smith Co 
Chicage 








IN-STOCK 
BLACK BALLET SLIPPERS 
Childs $1.30 
Sizes 7 to 1! 
Misses $1.35 
Sizes Ll bo? 
Ladies $1.40 
Sizes 24 to! 
BLOG SHOE FINDING CO., INC 
147 Duane St.. New York, N.Y. 














BALLET SLIPPERS in Stock 


Ly 4 Pink Satin, Black Kid officially adopted 
the best made toe and ballet slipper in 
Ameria by International ee Masters of 


PBamey 


Only one exclusive agency in a town 


large in all widths. 
“ss pal, AVE, 











DO YOU KNOW? 


that you can buy it—or 
sell it—tbhrough the: 


“Where to Buy” columns. 


This feature in its quich ; : 
service is a time saver in‘ 
meeting immediate needs |; 
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The Men’s Slipper Business 


Frank W. Lord, salesman for Hazen 
B. Goodrich & Co., and Bradley Shoe 
Company, of Haverhill, Mass., is about to 
leave on a sales trip. He carries a large line 
of men’s turn house slippers. He is antici- 
pating a good business. 

Mr. Lord, who has enjoyed great ex- 
perience as a salesman, in commenting on 
the men’s slipper situation, calls attention 
to the fact that slippers are now sold the 
entire year. In part he says: “Today the 
majority of merchants realize that men’s 
slippers are a very important factor in 
their store, and instead of being once-a- 
year sellers, are now sold the year round. 
A great many stores in the larger cities 
have special departments for the sale of 
men’s slippers, and they are profitable.” 

Mr. Lord reports his concerns are mak- 
ing special drives on men’s slippers. 





It’s in the Tread 


Boston, Mass.—Is the secret of “Walk 
and Be Healthy” in the tread of shoes? 
Some experiments, made in the suburbs of 
Boston, show that it is so. Men, provided 
with good tread shoes, flexible, and con- 
forming to the bottom of the feet, showed 
a disposition to walk more generally. They 
would walk short distances, and that 
quickly, instead of calling a taxi or getting 
on a street car. Also, they walked more 
frequently to and from the railroad 
station, in their own home town in the 
suburbs. 

The experiments show that men who 
have good fitting shoes on their feet are 
inclined to walk more than the average 
man, and much more than does the man 
who says he can’t walk because his feet 
hurt him. 


Showing Gore Patterns 


Philadelphia, March 27—Freed’sSample 
Shoes, on Diamond Street, is featuring 
pumps in gray and airedale suede with 
lattice van over the instep and small 
gores at $15. This store claims that it is 
able to sell footwear at considerably less 
than many other stores because it deals 
exclusively in manufacturers’ samples 
and is located in a section of the city 
where rents are not as high as they are in 
some other sections. 


Nu-Shine Co. to Build 
Addition 


Reidsville, N. C., March 27—A large 
addition to the factory of the Nu-Shine 
Company here is to be constructed soon. 
Nu-Shine is a polish that is extensively 
handled by the retail trade over the 
Southeast, and increased business the 
past year makes the additional factory 
capacity essential, officials of the firm 
advise. 


March 29, 1994 





OLLYWOO 
HOSE 


Reg. U. S. Pat. Of. 
Guaranteed fullfashioned 
Let Your Jobber Carry Your Steck 


Harrington & Waring 
41 Union Sq. W. New York 








J. R. BEATON CO. 


Ine. 
331 Fourth Ave. NewYorkCity 
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~ UNIVERSITY 
EcTnorre:FoUNDR| 


perag on con 2? 
= Stee race 


? 
CAMBRIDGE, MASS 
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ATLANTIC PRINTING CO. 


Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 


201 South Street Boston, Mass. 
Telephone, Beach 4960, 4961 








ABELS‘ [ef 
ASK FOR SAMPLES — d 
CH ~ les ») 1d « TP ) 
TOLMAN PRINT, INC 








No matter what policy you mey : 
pursue in selling to the shoe trade, | 
nevertheless, you need the 


Boot and Shoe Recorder 
All the Time 











Be eee eee ee ee <n Bo 


{SSS Sa Zz ! 





March 29, 1924 


BOOT AND SHOE RECORDER 


California Climate an Aid 
to Retail Shoe Merchants 


LOS ANGELES — More seasonable 
weather recently stimulated sales to sonie 
extent, but nevertheless some of the shoe 
merchants report that business during 
March was not as brisk as during Janu- 
ary and February. This is probably due 
to the fact that practically every store 
held sales right after the holidays, and 
this month there has been a let-down after 
the rush of business resulting from such 


events. 


Men’s Trade Satisfactory 


C. D. Knoblick, manager of the Flor- 
sheim Shoe Store on Broadway, reports 
that although business is not as brisk as it 
was during January and February, still 
he cannot complain as it is far ahead of 
last year at this time. This store carries 
men’s shoes exclusively and the lighter 
shades are predominating as spring buy- 
ing increases. Black is still popular, how- 
ever, and is holding up well. Sport shoes 
are very good. 


New I. Miller Shoes 


The Ville de Paris is showing a line of 
I. Miller shoes which they call step-ins, 
a new vogue for spring. These slippers are 
of black, brown, and beige satin with 
suede trim, suede with dull kid trim, and 
patent with suede trim. 


Big White Season Is Antici- 
pated 


Reports from several of the shoe mer- 
chants are to the effect that this season 
will be the biggest white season in years. 
They also state that colors are problem- 
atical. It is the general opinion that bright 
colors will be shown in the cheaper grades 
of shoes but not in the more expensive 
lines. The Innes Shoe Store on Broadway 
is showing fancy cut-outs in canary yel- 
low, blue and green kid trimmed in black. 
White kid slippers are displayed well to 
the front of the windows in the majority 
of the stores. 


Building Home for Theme 
Hosiery Co. 


On the San Fernando Boulevard there 
is being erected a fine modern up-to-date 
five-story building of concrete construc- 
tion with a frontage of 245 feet. This is 
the new home of the Theme Hosiery Co., 
which was established rcently by Theo- 
dore Theme, founder of the Ft. Wayne 
Knitting Mills, Ft. Wayne, Indiana. In 
the year 1891, 33 years ago, he went to 
Europe and brought back with him 20 


families of full-fashion knitters. Thus was 
formed the Ft. Wayne Knitting Mills, 
now a nationally known organization. 

The Theme Hosiery Co. will start 
operations about the first of June, and 
will be the first full-fashioned hosiery 
mill west of the Mississippi River. In 
connection with this plant there will also 
be a fully equipped dying plant. A general 
line of silk and lisle hosiery will be manu- 
factured. 


Buyers Return from Trip 


F. E. White, buyer for the Bootery, has 
just returned from the East. He attended 
the Chicago Convention, and visited the 
principal Eastern cities. Mr. Dace, buyer 
for the College Boot Shops, also returned 
from the East. He purchased a large stock 
of new spring models. 


Patents Are Popular 


Mr. Marsh, manager of the Women’s 
Shoe Store, predicts a big white season. 
Patents are also popular. Mr. Speicher, 
president of the company, has just 
returned from a buying trip and pleasure 
trip combined. He attended the Chicago 
Convention, visited New York, Boston 
and Philadelphia, and returned by way of 
the Panama Canal. 





. FREEDMAN & SONS, Inc. 
BROCKTON, MASS. 














Demand Dunbar Designs 


From Your Manufacturer 


AND BE ASSURED OF STYLE 
AND FITTING QUALITIES 
IN YOUR SHOES. 














Spring Wisather j in lowa 
Stimulus to Shoe Trade 


DES MOINES—There was a much 
healthier note to the retail shoe business 
during the week ending March 22. Wea- 
ther conditions were stimulating to the 
trade. The continued demand for flesh- 
colored hosiery has given a great deal of 
impetus to the trade in black shoes. 

Two outstanding style developments 
include the demand for flesh-colored ho- 
siery with black shoes in satin, patent or 
suede, satin being the most popular, and 
patent leather a close second; sales of 
light-colored leathers, mostly in airedale 
and gray shades. [t seems that favor is 
equally divided between these two styles. 
Some merchants are looking for black 
satins to lead the style race while others 
are looking for light-colored suedes to be 
stronger. 


Men’s Business Good 


“The sale of men’s shoes-has been very 
good of late,” said J. Limoges of the W. 
L. White Co. “We are finding that men 


prefer shoe comfort more than any other 
single item. When we combine this serv- 
ice with good style, our men’s business 
has been constantly increasing. 

“In the women’s line, no single out- 
standing style has developed as yet. How- 
ever, black satin is very good and our best 
bet today. Black patent is also very good, 
but I do not believe it will run as far into 
the season as satin. Sandals should be 


very good again this summer.” 


Hosiery Sales Increasing 
Tobias Panor, manager of the Panor 
Shoe Store in the Kirkwood Hotel build- 
ing, reports that hosiery sales are increas- 
ing each day. Light-colored hosiery is in 
greatest demand. 


New Shoe Store 


The Douglas Shoe Store, operated by 
the Free-San Company, opened recently 
at 406 Seventh Street. The new store is 
attractively fitted with new fixtures. 
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TURDY, cool, long wear- 

ing Keds—the fastest 
selling canvas shoes on the 
market. Build your summer 
footwear profits on Keds, the 
standard by which canvas 
rubber-soled shoes are judged. 
The 1924 Keds catalog has 
been mailed to shoe retailers 
all over the country. If you 
have not received your copy 
write to the Branch or whole- 
sale distributor from whom 
you order your Keds. 


— 
eg 


United States Rubber Company 
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OW that spring has been officially 
ushered in by the calendar, retail 
shoe merchants, when considering 
the ubber phase of their business, can 
act in a more definite way in regard to 
purchasing stocks for the summer season. 

Early reports from the rubber com- 
panies engaged in producing the rubber 
canvas footwear indicated that orders 
were coming in freely with promises of a 
big season for this type of footwear. In 
the past few years considerable stress 
has been put on the rubber canvas foot- 
wear subject through various means, 
particularly newspaper advertising. Much 
impetus was given by retail shoe mer- 
chants last year in their advertising. 

The field for canvas footwear is broaden- 
ing every year and as the time draws 
near for arranging a definite plan for 
getting the most out of this department, 
prospects appear as good as ever before. 
The fact that children are more and more 
eager for outdoor life at camps and sum- 
mer resorts is an incentive to inspire the 
shoe store proprietors to buy generously 
of canvas shoes. 


The Summer Camp Demand 


Organizations comprising large mem- 
berships of boys are making early plans 
for summer programs which call for stays 
at camps, beaches, etc. This leads to the 
question on proper clothing and footwear 
for outdoor life and surely the rubber- 
soled canvas models are among the most 
popular. In the past few years they have 
sold very freely to boys and girls who 
spent some of the summertime engaging 
in outdoor activities at camps and like 
places. 


The Value of Window Displays 


The power of the window display has 
been proven in many ways by the retail 
shoe merchant in connection with other 
subjects than canvas footwear. Wken the 
time comes, the window display featur- 
ing canvas shoes can be made to do great 
work. Displays, suggestive of the many 
uses that this type of footwear can be put 


to, will do much toward stimulating an - 


early interest, particularly by boys and 
girls who eagerly anticipate getting away 
to camps and similar places, where canvas 
footwear is popular. 

As early as March 15 many shoe stores 
gave prominence to displays of women’s 
white footwear in interior display cases. 
Probably the motive behind this action 
was a measure to stimulate an early 
interest in whites. It is almost time when 
a display of canvas shoes for boys and 
girls in the interior will tend to break the 
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Plan Early for Rubber Canvas 
Footwear Season 


ice and open the way for the sale of these 
types for spring and summer wear. 


Crepe Soles for Policemen 


Boston, Mass.—Experiments are being 
made with crepe soles for policemen. One 
obstacle is the fact that regulations of 














police departments of large cities require 
that patrolmen shall wear black shoes 
when in uniform. The edge of the crepe 





Preparing a Mailing List 

The Potter Shoe Company of 
Cincinnati, has been cutting out of 
the daily newspapers the lists of 
births in Cincinnati. There is then a 
card mailed promptly to the child 
stating that the parents can obtain a 
a pair of baby shoes free of charge 
by visiting the children’s depart- 
ment of Potter’s within thirty days. 

At the time that the infant is 
brought in and provided with a 
pair of shoes the name and address 
of both the child and the parents 
can be secured for future use. In 
this way The Potter Shoe Company 
is building up a mailing list. By giv- 
ing away the pair of shoes the com- 
pany has gained the good will of the 
parents. Last Saturday there were 
50 pairs of baby shoes given away. 

















sole is of a light rubber color. It is ex- 
pected that this edge can be blacked, so 
that it will look like the edge of a regular 
sole of leather on a policeman’s shoes. 


Tests for Top Lifts 


When a shoeman wishes to make a 
quick ‘test of rubber top lifts for shoes, he 
puts @ sample lift into a machinist’s vise, 
and gives it a squeeze. That gives him 
an idea of the firmness of the top lift, and 
how it will hold its shape as it is worn. 


White Crepe Soles 


Lynn, Mass.—A manufacturer of fin- 
ishes here promises to produce a finish 
that can be used for whitening the edges 
of crepe soles, so that they can be used on 
white shoes to make them white all over. 





Planning for Fall 


One way to get ahead is to look ahead. 
Some Lynn firms are looking ahead to the 
fall, and are asking their customers to do 
likewise, and to tell them what they see. 
Frankly, these Lynners want a change in 
styles that will bring a brisk demand for 
shoes right after Labor Day, or at least, 
by Columbus Day. 

In the season now closing, production of 
shoes dropped to a low ebb on the fall and 
winter run. Government reports show that 
22,000,000 pairs were made in December, 
the lowest production for any one month 
of the year. 

This slump, manufacturers believe, was 
due to the fact that a host of women kept 
on wearing their summer style shoes right 
through the winter. 

Some style change is wanted; one that 
will put Summer shoes into the discard, 
with straw hats, right after Labor Day, 
and that will start the buying of fall styles 
that are distinctively new. 

Manufacturers naturally suggest boots. 
But they admit that they are helpless to 
bring about any important style change, 
without the co-operation of shoe mer- 
chants. 





Wigely Sells Out in Missouri 
Store 


Chillicothe, Mo., March 3.—Brooks 
Wigely has sold his interests in the 
Wigely-Glick Shoe Co. of Trenton, Mo-, to 
Fred Glick. The latter will continue the 
business under the name of the Fred Glick 
Shoe Co. Mr. Wigely will continue to 
operate his store here and the Walk-Out 
Shoe Store in Creston, Iowa. 
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Continued Call for Fancy Colored Leathers 


Demand for Patent Leather and Black Suede Shows More 
Strength--Interest Grows in Whites 





WHAT IS BEING A sharper tend- 
BOUGHT ency has been 
noted the past ten days toward the 
smooth and harder finishes of leather, 
suedes and buck being more neglected 
than for some time. 

The call keeps up for the fancy colors, 
particularly airedale, the Chinese 
colors, racquet and tan bark. their needs. 

The swing towards black also has 
strengthened the demand for patent 
leather and black suede. 

There is a perceptible increase in the 
all for white kid, also the fancy colors 
of kid in the top grades. 

Sport leathers are meeting with a 
good demand, especially elk, smoked 
elk,.pearl gray, grain calf and smoked 


finishes. 


leathers. 


patent leather. 





High Lights of the Week 


Leather and raw material markets 
in waiting condition. Hide and skin 
markets are especially inactive. 

ons manufacturers and vm 
merchants are operating cautiously 
Leather buyers are not inclined to KID 
stock up and are buying very close to 


Suede and buck leathers are being 
neglected in favor of hard and smooth 


Colors are very popular for certain 
shoes, but so are black and white 


A good demand is developing for 


Leather values remain firm on the 
basis of quotations. 


foot, and medium grades 22 to 25c. 
There is a better call for black, at 
several cents less per foot. A good call 
prevails on leather suitable for sandals 
and stitchdowns. 


While there is a fair sale 
LEATHER for kid in white and the 
fancy colors, the price is somewhat of 
an obstacle, as manufacturers wish to 
manufacture a kid shoe which can be 
sold to retail shoe merchants on a par 
with shoes made of calf and patent 
leather. The price range of kid, how- 
ever, is very wide, with the top selec- 
tions in colors offered at 65 to 80c 
per foot, the medium grades at 45 to 
60c, and cheaper leather below 45c, 








horse. 


SUEDE There has been a considerable decline in the call 
LEATHERS for suede finishes, including buck and other ooze 
finished leathers. Owing to the demand for blacks and whites, the 
white buck is not so much affected in the falling demand for 
suedes. The prices keep up strong, in spite of any setback in 
buying, the top selections of fancy colors in suede calf being 
quoted from 55 to 65c per foot, and medium grades 40 to 50c. 
Prices of colored buck range from 40 to 48c for the top grades, 
with medium selections bringing from 30 to 40c per foot, and the 
lower grades bringing below 30c. 

The makers of the very highest grades of suede calf footwear 
still purchase in fair quantities. 


CALF Some improvement is noted in the demand for the 
LEATHERS smooth finishes of calf, particularly in colors. 
Some of the first selections of fancy colored calf are bringing up 
to 55c per foot, with a good call noted. Airedale and Chinese 
colors are in best demand, with a good call for some of the leading 
tannages of white calf. 

Prices continue very firm on the best tannages, and raw stock 
continues at a high figure. While raw calfskins have shown a half 
cent decline under previous trading, the present top quotation is 
22c per pound. 

Colored calf made from domestic raw stock for full grain and 
embossed grain colors is quoted at 44 to 48c per foot for the first 
selections, number two grades bringing from 36 to 42c per foot. 
Other tannages are quotable at 35c and below, according to 
weight and selection. Shoe manufacturers believe that prices are 
too high, and are buying as closely as possible to their needs. 
Upper leather tanners, however, are not inclined to sell leather at 
prices which will not admit of some profit. 


SIDE UPPER Business in side upper leather, while not up to 
LEATHERS normal, shows some improvement over the past 
few weeks. The tendency continues on the part of shoe manu- 
facturers to buy very close to their needs, even tho’ more fre- 
quently. There have been no changes or improvement in prices, 
and the standard tannages of leather are firmly maintained at 
quotations of the past month. 

Smooth finishes in imitation of calf tannages are most called 
for at the present time. The top selections of colored and em- 
bossed tannages of side upper leather bring from 26 to 30c per 


according to quality and tannage. The 
medium and lower grades both in colors and blacks are in fair 
request. It is a good season for white kid in the leading tannages. 


PATENT It is proving to be a much better season for pat- 
LEATHER ent leather than was anticipated. Tanners and 
japanners of patent are busier, with the demand for black and 
white shoes proving a strong factor in the increase of business. 
There is also a continued good call for colored patent for children’s 
shoes. Prices are very firm on the best tannages of chrome patent 
kips, which are bringing 40 to 45c per foot, with the top selections 
of patent sides quoted at 38 to 42c, and the medium grades 30 


. to 35c. A good call still continues for the lower grades for cheaper 


footwear, the prices ranging from 20 to 25c. The best selections of 
colored patent bring from 50 to 55c per foot. A good call is 
reported for patent colt and patent kid. The latter is quoted at 
65 to 75c per foot, and patent colt at 55 to 65c. 

SOLE The sole leather situation is not encouraging. The 
LEATHER best selling prices which can be obtained are said 
tostill result in losses to tanners. The present running capacity of 
many sole leather tanners is estimated at 30 to 40 per cent, and 
tanners are heard to remark that further curtailment will be made 
before they will sell standard tannages at a loss. 


Story of Sheepskins 

Peabody, Mass., March 26—As singular a story as has been 
heard for many a day is told by tanners here in explaining the 
shortage of sheepskins, a matter that is causing tenners to figure 
their leather over and over again. 

Lamb has superseded mutton, the traditional English dish. 
The war caused England to slaughter its sheep, when young, 
instead of allowing them to grow up to be sturdy mutton. And 
the liking of lamb still abides. So sheep are slaughtered young, 
and there are not as many large and heavy sheepskins as there 
were in other days, when sheep were allowed to grow to the 
mutton age, with large thick skins accordingly. Hence fewer 
heavy sheepskins. 

And the matter is complicated by the fact that a drought in 
Australia destroyed many flocks of sheep, possibly millions. 
English tanners shorn of domestic supplies of heavy sheepskins, 
turned to the Australian markets, and found a shortage there. 
They took what they could get, and that left but few for Peabody 
tanners, and that few at a high price. 
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STRAPS and SANDALS 


IN STOCK 


At Popular Prices 
“EVANGELINE” and “AMERICAN BEAUTY” 


(Goodyear Welt) (Flexible McKay) 





eee Sel Se 

elt r No. 5906—Patent One Strap Sandal, 

No. 5838—Smoke Elk. Black Calf Collar and Strap’ Covered 

No. 5840—Dark Grey Elk. unior Louis Heel. Flexible McKay, 
Price $3.85 idths B, C, D. 


Price $3.60 





‘No. 5904—Black Kid 1 Strap, 13-8 Cover- 
ed Cuban Heel, Flexible McKay. Widths '§901—Patent 1 Strap, 8-8 Covered 
B, C, D. a Flexible McKay. Widths B, C, D. 


Price $3.60 Price $3.60 





MADE BY 


A. H. Berry Shoe Company 


186 Lincoln Street, Boston Portland, Maine 
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McElroy-Sloan Talks Optimism 


“Prosperity Is Contagious” Says Recent Issue of ‘‘Enthusiast’’—‘‘Gid” Coates 
Celebrates Fiftieth Trip for Hanan 


HERE is nothing more paralyzing 

than worry, and yet men and women 

have worried since the dawn of 
history. Worry poisons the brain like bile 
poisons the body. 

“The race has looked at these worries, 
has analyzed them and has stamped them 
counterfeit but we still continue to manu- 
facture the same old brand of bunk. Men 
have even worked out for our guidance 
a road sign of life which reads, ‘Most of 
the things about which we worry never 
happen,’ but we are superior to all signs 
and racial advice. 


Don’t Cripple Usefulness 


“‘We propose to do our own worrying 
regardless of paralysis paresis, or locomotor 
ataxia. We are free agents and we propose 
to cripple our usefulness just to suit our- 
selves. Of-course, if a real problem comes 
up and you do not face it and undertake 
to work it out, you are a coward or are 
deficient in the reasoning faculties. Most 
Anglo Saxons will put up a fight if the 
crisis calls for it, and afterwards destroy a 
large part of their potential usefulness by 
worrying over things that never happen. 

*“Most people carry around a little can 
of preserved worries all their own, and if 
you want to be welcome everywhere as 
salesman, preacher, lawyer or blacksmith, 
just bury your own little can and buy 
yourself a basket of peachy fruit, then 
they will hail you with joy at every station. 
Even that autocrat of the ages, known 
to us as the hotel clerk, will smile and give 
you the best room in the house without 


argument, 
Prosperity is Contagious 
“There is a little pass key called opti- 
mism which will unlock more doors than 


all the keys that all of the worry lock- 
smiths ever can manufacture. Prosperity 


is as contagious as measles and if you don’t 
happen to have prosperity in your pocket, 
just assume it, and if you have the nerve 
you can put it over; then the gold will 
jingle in your pockets. You never go very 
far forward in reverse gear. Neither will 








G. B. “GID” COATES 
0 “the old * and a member the 
ine of F gang of 


lanan “All Star” cast 





the ‘belly achers’ get much business. The 
trout grabs for the live bait and the mer- 
chant buys from the live salesman.” 


Hanan’s ‘All Star’’ Cast 


“Gid’’ Coates, for a quarter of a cen- 
tury on the road for Hanan & Son, on 
February 25, 1924, completed his 50th 
trip for this house. His is a remarkable 
record, from the fact that Mr. Coates has 
never missed one season. On his maiden 





trip, he came home with 53 new accounts, 
and “that record,” he says, has never 
been touched before or since.” 

Several of “Gid’s” old associates, 
“Charlie” and “Johnny” Lusch, “Win” 
Lemon, and Harry Colburn, have been 
called to territories “Beyond the river,” 
but they are still with ““Gid’’ and the other 
Hanan “boys” in memory. “Bill” Hanan, 
Johnny Jones and “Gid” Coates are, 
however, the only ones left of what was 
formerly called “The Hanan All Star 
Cast.” 


Daly with Homan-Hughes 


One of the new salesmen for the Homan- 
Hughes Company, Cincinnati, is John C. 
Daly, who is well known on the Pacific 
Coast. Mr. Daly will cover the states of 
California and Washington with head- 
quarters in San Francisco. He is now in his 
territory with the striking line of spring 
shoes that are being offered to the trade 
by the Homan-Hughes Company. 


Shapiro with A. S. Kreider 


Nathan Shapiro, son of Barnet Shapiro, 
proprietor of the New York shoe store at 
1495 Genesee Street, Buffalo, and for- 
merly with the C. & P. Shoe Company, 
of Auburn, N. Y., is now representing the 
A. S. Kreider Company, in Niagara and 
Erie counties, New York, with head- 
quarters in Buffalo. He has fitted up a 
showroom in the same building as that 
which is occupied by: his father’s store, 


Rubin Travels out of Buffalo 


L. Rubin, representing Selz, Schwab & 
Co., in Western New York and Northern 
Pennsylvania, who formerly made his 
headquarters in Mayville, N. Y., is now 
traveling out of Buffalo. 
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Fast Color Eyelets have 


uine celluloid tops that never 


lose their color. 


Scintillating! 
jen bringing to the screen the joy 

of life that is the birthright 
of Youth, Miss Mae Murray, 
Metro Star, the very personifica- 
tion of buoyant, pulsating youth, 
has earned the gratitude of theatre- 
goers of every age. Graceful, 
vivacious, full of charm, her screen 
characterizations are chaste cam- 
eos against a kaleidoscopic back- 
ground of exotic, colorful settings. 


Diamond Brand (Visible) 











fe 
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They promote easy lacing, 
retain their original finish 
indefinitely, and actually 


outwear the shoe. 


Fascinating! 

HE diversity, artistic audacity 

and élégance of Miss Mae 
Murray’s costumes are a constant 
source of wonder and delight to 
her audience. Her exquisite taste 
and discrimination are manifest 
in the care she bestows on every 
detail of her wardrobe. Miss 
Murray’s footwear is finished with 
visible eyelets, the identifying mark 
of superlative quality and style. 


Ask for shoes with visible eyelets! 





Manufacturers of 


UNITED FAST COLOR EYELET COMPANY 


DIAMOND BRAND (VISIBLE) FAST COLOR EYELETS 
Sete BE NE es Og 
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“Jim” Estey on Trip April 1 


“Jim” Estey, or “Sunny Jim,” as he 
is known among his customers, will leave 
for his “old stamping grounds” in the 
South and Southwest, April 1. “Jim” has 
been traveling this section of the country 
for several years. Everybody in “Dixie 
Land” knows him so well that instead of 
calling him Mr. Estey they simply say 
“Sunny Jim.”’ And it is “Sunny Jim’s” 
never-failing good nature which has been 
the reason for his having built up such a 
fine trade on the N. B. Thayer & Co.’s 
line of men’s and little men’s shoes. This 
season “Jim” says that it is “the strongest 
and snappiest ever, in new ldsts, patterns 
and prices that are right.” 


John C. Flynn is Dead 


John C. Flynn, a veteran shoe traveler, 
who has represented the Selby Shoe Co. 
ever since they were in business, passed 
away at 11.45 A.M. on Tuesday, March 
11, at his home, 125 Duell Avenue, Joliet, 
Ill. Mr. Flynn was sixty-five years old. 


Howard & Foster’s Salesmen’s 
Roster 


The following representatives of How- 
ard & Foster Company, Brockton, will 
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“JIM” ESTEY 


He travels the South and Southwest for N. B. 
Thayer § Co. 





carry that concern’s line of high grade 
welts in the following territories the com- 
ing season: Hector E. Lynch, Sr., a few of 
the larger cities; H. P. Lynch, Pennsyl- 
vania, Ohio, Indiana and Middle West; 
J. C. Woodworth, Middle Southwest; H. 


15 





M. Pulker, Chicago and Northwest; John 
P. Thomas, Texas and Southwest; Charles 
Cason, Atlantic Coast States; Harry R. 
Sargent, Middle-Southern States; “Jim” 
Key, Texas and Southwest; E. L. Agrati, 
New York City and State, also Phila- 
delphia. 


Baltimore Association Against 
Style Shows 


The Traveling Shoe Salesmen’s Associa- 
tion of Baltimore held a meeting recently 
at which the subject of Style Shows was 
discussed. It was the sense of the meeting 
that style shows accomplished no bene- 
ficial results for either the manufacturer 
or the salesman, and moreover that they 
are a detriment to business, inasmuch as 
they help to delay the placing of orders. 

The Secretary of the Baltimore Associa- 
tion, William S. Hinds, writes to the 
National office that he believes this is a 
matter of much concern to salesmen and 
suggests that the National take up this 
matter with the manufacturers’ associa- 
tion, with the idea of calling off style 
shows in the future. 

The quickest way out of a problem is 
through.—H. Devarco in “Direct Re- 
flections.” 





Newhall in New 
England 


All of the shoe traveling fra- 
ternity know Frank B. Newhall, 
who covers part of the Middle 
West and New England for Wil- 
liams, Clark & Co. When inter- 
viewed recently Mr. Newhall had 
just run in to the Hub between 
trips and sample _ inspection. 
From his Boston office at 183 
Essex Street he is covering New 
England trade. 

He states that the style ques- 
tion is now very well crystallized 
as to springtime shoes and that 
his factory is busy. Mr. Newhall 
starts out right after Easter for 
the West with a full line of 
dainty styles. 


There are 


Stuart with Henegar- 
Dooley 


The Henegar-Dooley Com- 
pany announces the appoint- 
ment of a new salesman to its 
traveling force, J. R. Stuart, 
covering the North Georgia ter- 
ritory. Mr. Stuart has been on 
the road in the South for shoe 
jobbers for some time and is 
well known to the trade. 


The Roberts, Johnson & 
ence the last week in Vobmane T 
Some idea o Se le of Ge emma 


business regardless!’ 


the big affair was 
«hy selling forces may be gai 
225 men carrying Roberts, Johnson & 


and line. During 
season were discussed in a round lable fashion. The salesmen were as pas A express their views as the department — 
consequently many ins, iring talks were made. And out of them di 
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led off” was the Missouri Athletic Club, St. Louis. 
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conference week plans for the coming 
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_ THE SHOE ILLUSTRATED IS IN STOCK 
READY TO SHIP 


Seiberling Rubber Heels emphasize a 
visible point of superiority in these shoes 


EMERSON SHOE CO. | 


Rockland, Mass. 


$ 


(@ SEIBERLING 








“> RUBBER HEELS 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 











192% 


> Ln 











March 99. 1924 


BOOT AND SHOE RECORDER> 





CHARLES A. GILDAY, JR. 
He sells Glove Grip shoes for the M. N. Arnold 


Shoe Co. of North Abington, Mass., in Illinois. 
“Charlie” is now on his terrilory. 





Glove Grip Salesmen in 
Territories 


On Saturday, March 22, the M. N. 
Arnold Shoe Co.’s salesmen left the North 
Abington factory for their respective 
territories after a week of inspiring sales 
conferences. A banquet, served in the 
Swiss Room of the Copley Plaza Hotel, 
Boston, attended by salesmen, foremen, 
and executives, brought to a close a most 
harmonious “family” gathering. 

Prizes and bonus checks were dis- 
tributed to Class A men and members of 
the 100 Percent Club. 


A special guest of the evening was 
Ernest L. Lovejoy, a former “Knight of 
the Grip.”’ He is president of the Boston 
Rotary Club and gave a very interesting 
address on “‘Salesmanship.”’ 


Prize Winners 


The season’s prizes for the Glove Grip 
sales contest were awarded as follows: 
Largest total sales, Wyatt M. Walker, 
Ohio; general sales efficiency, William J. 
Lovejoy, New England; largest stock 
sales, Willis I. Goodwillie, Pacific coast; 
largest percentage women’s Glove Grip 
shoes, L. I. Fitch, South Dakota, Iowa 
and Nebraska; highest percentage Glove 
Grip sales, T. G. Fitch, Nebraska, Kansas, 
Oklahoma; highest quota average, E. J. 
Mattison, Indiana; gold wrist watch 
awarded to F. G. Deitsch, West Virginia, 
winner of November sales contest. 

Members of the 100 Percent Club were 
presented with bonus checks and with 
gold fountain pens, suitably inscribed: 
Willis L. Goodwillie, Pacific coast; Charles 
A. Gilday, Jr., Illinois; E. S. Bearce, 
Pennsylvania; Wallace W. Arnold, New 
York City. 


THOMAS HUME 


For many years connected with the selling end of 
the shoe industry, both on the road pb in the 
retail shoe store, is now traveling for Joseph I. 
Melanson ¢ Brother, of Lynn. Mr. Hume's 
most recent connection was as manager of the 
W. L. Douglas Shoe Store, Washington Street, 
near Esser Street, Boston; he has also during his 
retail connection acted as ~~ of several other 
shoe stores and for years has been a shoe buyer. 
“Tom” points to his record of 30 years in the shoe 
“game” as strong evidence that he is qualified to 
make good in his new line. He has adopted the 
slogan “Better Shoes Make Better Feet,”’ which he 
lans to have copyrighted in the near future. He 
eft Boston recently for Washington and other 
cuties near there, including Baltimore. After his 
Washington trip, Mr. ume will cover New 
York City, Brooklyn, fe of Long Island and 
Connecticut with the nson line of misses’, 
children’s and growing girls’ shoes 





Prizes were also awarded to the Class 
A salesmen: Wyatt M. Walker, Ohio; W. 
J. Lovejoy, New England; C. N. Fitch, 
Missouri and Kansas; E. S. Bearce, Penn- 
sylvania; A. V. Rooney, New York City. 


Richard Has Roth Line 


L. Richard has taken on the line of the 
Roth Shoe Manufacturing Company, 
Cincinnati, and will cover Chicago, St. 
Louis, Memphis, Mississippi, Louisiana, 
Texas, Arkansas and Oklahoma. Mr. 
Richard was formerly with the R. P. Smith 
Shoe Company, Chicago, having been a 
member of the sales staff of this concern 
for many years. He was also a salesman 
for the Sam B. Wolf Shoe Company, Cin- 
cinnati, for more than three years. Mr. 
Richard is now in his territory calling on 
the trade. 


Auer to Cover Chicago and 
St. Louis 


Charles Auer of the Sam B. Wolf Shoe 
Company will cover Chicago and St. 
Louis in the future in addition to his East- 
ern territory. Chicago and St. Louis have 
been covered in the past by L. Richards of 
this company. 
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WILLIAM (“WILL”) H. WARE 
Has joined the sales force o y hey Grieb Shoe Mig. 


Co. and will cover from Lake City to t 
Coast and all of the Coast. He has traveled for 
twenty years in that terrilory. He knows the 
children’s shoe trade and has many friends in 
that section. Mr. Ware has recently ‘made a visit 
to the Grieb factories and is very enthusiastic 
about his line. He leaves on his spring and fall 
trip April 1 





C. S. Marshall Sales Con- 
ference 


The sales force of the C. S. Marshall 
Company are now in their Matec as 
follows: Charles O. Miller, Ohio, New 
York and New England; D. D. Doran, 
Pennsylvania, West Virginia and Virginia; 
B. M. Brewer, New York City, jJlarger 
Pennsylvania cities and Washington, 
D. C.; F. W. Johnson, New Jersey, Long 
Island and Maryland, and H. L. Poyneer, 
from Chicago westward. 


General Footwear “Snapping 
Into It” 


General Footwear Co., Inc., The “‘Live 
Wire”’ felt and quilted satin slipper manu- 
facturers of New York City, announce the 
following changes in their sales organi- 
zation: Sam Taustine will cover the State 
of Kentucky; H. I. Goldstein, Georgia 
and the Carolinas; J. J. Ward, Washington 
and Oregon; Irving Jassner, Wisconsin; 
J. H. Woosley, Michigan; J. R. Hemler, 
Northern Mississippi and Louisiana; John 
Siegrist, Indiana; H. M. Whitt, Texas. 
This in addition to the “old stand-bys” 
they have in other territories. 


Carter with Weyenberg 


L. C. Carter, who has been with the 
International Shoe Company for several 
years, will go out on the road with the 
Weyenberg Shoe Company’s line of Mil- 
papers meee teat 
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ACO is that calfskin which 

everybody wanted, but which 
everybody said could not be pro- 
duced. : 


NACO Has Everything 


EXTREME SOFTNESS, yet with 
substance that prevents stretching. - 


EXTREME BEAUTY —colors that 
compel admiration for their delicacy 
and artistry. 


EXTREME COMFORT beyond that 
of any grain calfskin produced. 


LAWRENCE LEATHERS 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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N° leather we have originated has 
ever created such immediate and 
widespread interest as NACO. 


NACO is now being featured in prac- 
tically every one of the finest lines of 
shoes for men and women. 


“‘Have you felt of NACO?’’ 








A. C. LAWRENCE LEATHER CO. 


210 South Street, Boston, Mass. 


NEW YORK CHICAGO ST. LOUIS 
ROCHESTER CINCINNATI PHILADELPHIA 








S;: ARE RELIABLE LEATHERS 


ee 





Dealer Influence is secured thru advertising in the Boot ana Shoe Recorder. 
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Your 
Customers’ 
Comfort Is 
Your Profit 


Comfort is the appeal to which men 
respond most enthusiastically when 
buying footwear. Because lacing hooks 
save time and temper they make shoes 
more comfortable, and they make 
those shoes also more profitable for 
you to carry because they help to sell. 
You ‘can sell shoes without lacing 
hooks—but you can sell more if you 
will buy shoes with lacing hooks and 
use the many attractive features 
which they add to footwear as a selling 
argument for the shoes. 


Sell more shoes with lacing hooks 














ch 29, 199% 


lich men 
ly when 
ng hooks 
ke shoes 
y make 
able for 
D to sell. 
: lacing 
e if you 
oks and 
features 
a selling 


hooks 





March 29, 1924 





BOOT AND SHOE RECORDER 





_— 
——— 


No. B348—All Patent Colt, Cut-out on Vamp 
nd Quarter, 11/8 covered wood heel. 


Price. ... “eS sah ote * a $5.00 


Wilson Process 










No. B349—A'l Black Satin, Black Glazed Calf 
we many with Cut-out, 11/8 covered wood heel. 

PoE, « Ka.veen os cbncenneséses4enbOneue $5.00 
Wilson Process 








oer e eee 














Four Beautiful Patterns 
IN STOCK 


No. B355—All Gray Ooze Calf 14/8 Covered 
Wood Peel Turn. 
Price caus eS PE ee ee $5.50 


No. B361—All Airedale Ooze Calf 14/8 Cover- 
ed Wo ood Feel Turn. 
Price ane’ « roe SL 


JOY, CLARK & NIER, INC. 
ROCHESTER, N. Y. 


New York Office, 127. Duane Street 
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Stock No. 462 


Imported Black Calf Oxford. 
Heavy Single Sole. Dundee 
Last. Price $5.50 Net 





83 Essex Stre:t 
CEO. | ag LOVELY 
GEO. W. — JR. 
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Makers of Fine Shoes 


BROCKTON, 


MASS. 


-, 209 S. State St. 
RSTOW 


CHICAGO: 1618 Bldg 
AGO: OCU. C. Fe BA 


In Stock for 
Immediate Delivery 


Stock No. 562 

Tan Lotus Oxford. 
Single Sole. Dundee Last. 
Price $5.50 Net 


NEW YORK 
651 Marbridge ens 


The Foleo Company, Inc. Marbrid 


Heavy * 
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By the Dr. Scholl 
Method the support 
is accurately ad- 
justed to the exact 
requirements of the 
individual foot. 
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o your customers 






look to you for relief 
from foot discomforts? 





Dr. Scholl’s Foot-Eazer 


Eases feet, body and nerves. Quickly and 
permanently relieves tired, aching feet; weak, 
turning ankles, cramped toes; weak, broken- 
down arches, callouses, corns, bunions, pain- 
ful heels and rheumatic-like pains in the legs. 
Self adjusting—easily fitted to foot and shoe. 

Price $24.00 per dozen. 

Retail $3.50 per pair. 

PROFIT 57% 


Are you prepared to give 
your customers this relief? 


Dr Scholls 
Foot Comfort Appliances 


afford positive and permanent relief—not sometimes but every time. This is the 
result not of accident but of real foot comfort service based on correct scientific 
principles. Nothing is left to chance. There is no hit-or-miss attempt to make 
troubled foot arches fit unchangeable built-in-the-shoe supports. The right Dr. 
Scholl appliance is selected and, by a simple and easy method, adjusted to just 
the right elevation in just the right spots. Later the appliance can again be ad- 
justed to the improved condition of the foot. By this means, plus good fitting 


shoes and general foot care, a complete cure is af- 
fected and use of the arch supports can be dis- 
pensed with. 


Selling Dr. Scholl’s Foot Comfort Appliances with 
the shoes means a bigger sale—and bigger satisfac- 
tion. It leads to a bigger shoe volume in pairs and 
in dollars besides providing an additional source of 
income. It is the most satisfactory means of giving 
your customers foot comfort. 


THE SCHOLL MFG. CO. 


Largest Manufacturers of Foot Specialties in the World. 
213 W. Schiller St. 62 West 14th Street 112 Adelaide St., East 


Chicago, Illinois New York, N. Y. Toronto, Ont., Canada 
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“Orla” Model 
Black Satin, Black Calf Suede Trim, 


Modeled No. 169 5 ° 
Spanish Wood Heel, Torn Edge Decidedie Made to order in 30 days. 


attractive in many combinations. 


Originators of Quality Mc Kays 


Rochester, N. Y. 


Sherwood Styles for Spring 


Never before has style footwear enjoyed such a vogue as at 
present and never before has style been more cleverly inter- 
preted than in the new Sherwood patterns. 


The “Orla” model is especially popular all over the country. 
It is made in many combinations of proved popularity. You'll 
find it a winner—a sure seller—a profit maker. 


SHERWOOD SHOE COMPANY 

















GREELEY 
BOUDOIRS 


will please your trade. 
Plenty of class to them. 
Snappy colors, fine mate- 
rials, good workmanship. 
Every sale means satisfac- 
tion. They sell all the year 


In Black or Colored — et the profit in . 
Kid. 36 pair lots m. 
only 


‘If Your Jobber Cannot Supply You, Write Us. 
yu A. W. GREELEY, Haverhill, Mass. 3x 








The World’s Largest and Most 
Beautiful Hotel For Men 


HOTEL CLAMAN 
TIMES SQUARE 
43d St West of Broadway 
NEW YORK CITY 
1000 Rooms and 1000 Baths 
Completely equipped with every 
soon ta New York City. Quiet re 
finem 2 sway. ‘“Atmos- 
ig not used to Raig ee the rates. 
$12 to $18 $2 to $3 
Weekly Daily 


va Absolutely Fireproof -= 











GROPING IN THE DARK 








Time was when the purchase of advertising methods this organization is able to supply 
space was a “blind groping in the dark.” Ad- just the data an advertiser needs. The dark- 
vertisers had no means of checking a pub- ness is dispelled and the bright light of veri- 
lisher’s statement of circulation and often fied facts takes its place. Space buyers no 
these figures were unreliable. longer find it necessary to grope in the dark. 


In six years the Audit Bureau of Circula- There are no dark spots in the Boot and Shoe 
tions has solved this perplexing problem. By Recorder circulation. Our records are audited 
a systematic analysis of distribution and by the Audit Bureau of Circulations. 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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The Latest in 


SANDALS 


No. 330—Airedale, 8/8 Rubber....... 
No. 328—Patent Leather, 8/8 Rubber. 
No. 331—Gray Buck, 8/8 Rubber..... 3.7, 


— All Goodyear Welts — 


Lots of 12 Pairs or More 
2% Ten Days—Net 30 


IMMEDIATE DELIVERY 


Stern Bros. Shoe Co. 


42 Lincoln Street BOSTON, MASS. 
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APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of 
ing children -— as a fully venti- 

ted shoe, ous Burkley Ventilated Foot 
Developer "fe uverealod. — known 


Make’ om stock of 
children'‘sshoes 
WENTILATIONS- pam ge | by sending 


a ana me Brockton 2133 

for immediate action. 
BURKLEY 
SHOE CO. 


1156 No. Matin Street 
Brockton, Mass. 


surgeons recommend 





















Fine Calf Leathers 


Manufacturers of 
Velvetta Calf— 
Tuscan Calf— 
Russia Calf— 











Strictly Fine Pull-grain Calf Leather 
HUNT-RANKIN LEATHER CO. 
106 Beach St., Boston, Mass., U. S. A. 




















No. 1115 


Make Three Profits 






















with ‘‘Acrobats”’ 


First, a good clean profit on the shoes themselves, 
with the greatest number of re-orders you have ever 
experienced in a children’s shoe department. 


Second, fathers and mothers who purchase 


**Acro- 


bats” for their children will judge your other lines 
by the high quality of these splendid shoes. 


Third, 


every 


**Acrobat”’ 


customer becomes your 


friend, and gives you the most valuable advertising 


obtainable—the 


“word of mouth” 


advertising that 


costs you nothing but gains you many new custom- 


ers and friends. 


No. 1115 


Mahogany Calf, Full Quarter 

Lace Oxford. In Stock: 

3-8, C- D, Buck Chrome Sole, 
spene Heel, Plain Soft 
pS 

8-11, B- c- D, Oak Sole, Imt. 
Perf. Tip, Spring Heel $2.60 

11%-2, B-C-D,Oak Sole, Imt. 
Perf. Tip, 6-8 Rubber 
Re ee ee $3.15 







No. 1150 


Brown Bear, Full Quarter 
Blucher Oxford. In Stock: 
3-8,3C-D, Buck Chrome Sole, 
Plain Soft Toe, Spring 
Heel... veoioneces RMS 
8-11, B-C-D, Oak Sole, Imt. 
Tip, Spring Heel... . $2.50 
11%-2, B-C-D, Oak Sole, Imt. 
Tip, 6-8 Rubber Heel.$3.00 





These are ideal oxfords to buy now for immediate 


pre-Easter delivery. 


Ask also about our new 


“ 


Acro- 


bat” sales plan which will arouse interest in your 





229 3rd Street 


store and in Acrobat Shoes. 





New Spring Catalog 


Send for our new catalog 
“24S"" just off the press. 
Contains all the new Acro- 
bat Styles in stock which 
you can get immediately 
upon receipt of order. 


Shaft- Pierce 
Shoe Company 





Faribault,.Minn. 


S SPECIALISTS IN CHILDREN’S GOOD SHOES SINCE 1892 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Detroit Notes 


Not to Move 


After advertising that it would remove 
from its present quarters on Woodward 
Avenue, the Dr. Reed Cushion Shoe Com- 
pany has had to change its plans because 
it found the new location entirely too 
small and unsuited for its purposes. The 
concern will remain for another six months 
at the old location. 


New Store Not Ready 


Luscombe’s, Library Avenue, have also 
decided to remain in their old quarters. 
The store in the Tuller Hotel building 
which they were to occupy was to have 
been ready for occupancy January first, 
and is a long way from being ready at the 
present moment. It would have been 
impossible to equip the store in time for 
the spring business. 


Herden Joins Watters 


A. F. Herden, shoe merchant of Fort 
Smith, Arkansas, has joined the staff of 
K. W. Watters and will manage the Sterl- 
ing Shoe Stores in Milwaukee and Minne- 
apolis. He will have supervision of western 
distribution. He is now on duty in the 
Sterling Shoe Store of Milwaukee after 
having attended the Chicago convention. 
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Late Des Moines Notes 


Heggen Has New Front 


The Heggen Shoery, 313 Seventh Street, 
recently put in a new store front. It has a 
very rich oak-stained finish on a copper 
background. A new electric sign bas also 
been installed. 


Mutual Insurance in Iowa 

The insurance department of the 
N.S. R. A. recently sent out three men to 
cover the state of Iowa. There is a great 
saving for all retail shoe merchants using 
the National Shoe Retail Association’s 
service on all kinds of business insurance. 
A great many shoe merchants of Iowa are 
taking the insurance. 


Hirsh Buys Store 
Ike Hirsh bought the shoe stock in the 
Wiseman-Higgins department store of 
Marshalltown. Mr. Hirsh is putting in a 
new line of shoes in his stock. 


B. & M. Store to Close 


The B. & M. Shoe Store in the K. P. 
Block will soon close out its business. 


The Teeple Shoe Co. of Waupun, Wis., 
is planning to make a large extension to 
the factory within the near future. 
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Two New Shoes 


Salem, Mass., March 27—Two new 
shoes are being developed by the Litt'c 
Witch Shoe Company. One is a new line of 
“Try-To-Walks” shoes for youngste:s 
trying to walk. The other is a line of 
stitchdowns for youngsters who are gov! 
and lively walkers. The new “Try-T.- 
Walks” have s special shank, for uphol:- 
ing the growing shank, and a leathr 
counter for keeping the heel in pla 
They have a special chrome sole. The n 
sample lines feature uppers of elk. 





Canadian Shoe Imports 


Montreal—An official government bul|: 
tin on footwear imports into Canada f: 
January, 1924, has just been issued by th 
Dominion Bureau of Statistics. It show 
that the total value of footwear broug! 
into Canada during that month was $114 
796, as compared with $179,363 in Decem 
ber, 1923. Of that total $50,300 was im 
ported from the United Kingdom, ani 
$62,074 from the United States. 





J. M. Schneider Dead 


Los Angeles, Cal.—J. M. Schneider, 
president of the J. W. Robinson Co 
department store of this city, died on 
March 9. 
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Here is a group of novelty heels carried by the shoe department of the Jordan Marsh Co., Boston. They are a “big city proposition,” hou 
ever. Beaded effects and studded rhinestones offer a novel appearance. They are attached to women’s shoes by si 


repairers. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


‘ecorder i page OSITIONS WANTED—Four cents word for each insertion. 
P R ” rates for ape less than one eighth saad Ps Minimum amount accepted, seventy-five cents. For other “Want” 
Issue: advertisements, seven, conte 


Space 1 time 7 times 13 times 26 times 52 times 

1 im... «+ $5.00 $4.00 $3.50 $3.00 $2.50 ap to noon on Tucaday of week 

,) ae . . 

tee AS 15.00 12.09 10.50 9.00 7.50 replies forwarde: 
4in.........20,00 16.00 14.00 12.00 10.00 to ads must be sent under letter postage. 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


must be counted in the advertisement and paid for accordingly. Answers 














SALESMEN WANTED 





SALESMEN WANTED 





SALESMEN WANTED 





‘\ .ESMAN wanted to represent New York City 
w holesale shoe firm for territory west of Hudson 
Riv-r and in vicinity of Kingston, New York. 
Terns, commission. Resident sa pref 

Rei rence required. Address E-714, Boot and Shoe 
Re: order, 127 Duane St., New York, New York. 


Ti OROUGHLY oes out-of-town sales~ 
an to represent manufacturers’ of ladies’ high- 

gro ie shoes. Must have first-class following, and 

abi\ty to show immediate results—otherwise do 


0! apply. Good op nity for live wire. Address 
K 31 [Boot and Sine Recorder. 127 Duane St., 








H fOSI ERY manufacturer is open for salesmen in a 

* few territories. les consist of ladies’ silk 

ho-ie wy in five styles. Address E-713, care Boot and 
ecorder, 207 South Street, Boston, Mass. 


Se WANTED—Thronghout the Mid- 
dle West by Lynn_manufacturer of women’s 
medium welts. Featuring stylish wide ankle 
shoes with built-in Crawford arch support shanks. 
Twenty numbers always in stock. 7 per cent com- 
mission, payable weekly. Can be handled as side 
line if desired. Address E-716, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


ALESMEN—A real chance for a few live wires 
to sell, on commission, the best line of real sellers 
in work shoes and gloves made in America, by y 
owning oo and operating their own tannery an fac- 





M's Se cia "high-grade line ~~ 


cand ene tad boca ge why Ty 
tories eon the United States. The slipper 
season so reply promptly. Ferguson 
Bros. Conan Sion Washington Stree:, Boston. 


E*? PERIENCED salesmen who can handle a line 
of growin girls’, misses’ and children’s welts in 
—— with their —— line, covering Michi- 
and northern Indiana; Illinois and southern 
ndiana: Towa and Wisconsin. Commission basis. 
The Miller Shoe Co., Cincinnati, 0. 











is line is backed by a wonderful 
of advertising. Territories open—Central Pennsyl- 
vania, Maine, Vermont, New Hampshire, 0, 
New Mexico, Arizona and Western Oklahoma. 
Address, Wolverine Shoe & Tanning Corporation, 
Rockford, Michigan. 





i VERAL Salesmen with established trade to 
© carry as side line a few men’s oxfords. Biggest 
fi, --dollar retail value offered omy, In-stock prop- 
osition. Six per cent commission. Herold-Bertsch 
Shoe Co., Grand Rapids, Mich. 


(THREE experienced shoe salesmen wanted to sell 
medium priced men’s and boys’ Goodyear welts 
for New L omg l Se ew Jame, states, 


IDE line Georgia, North and South Caroli 

North and South Dakota, Pennsylvania an 
Arkansas. We have infants’, children’ 's and misses’ 
turn lines left for getters traveling 
above terri or part of it. Straight 7 per cent 
commission. Carry 60 styles in stock, all runs of 
sizes. Samples now ready. Give references and tell 
all about your yp ey, and qualifications in first 
letter. Schuylkill Shoe Company, Orwigsburg, Pa. 





with a sizing A ne 
P.&S8. Shoe Co. on le St. New York City. 








V ANTED. R sh } 

line of popular-priced children’s flexible welts. 
Twelve shoes. in-stock. Give references with 
reply. F. A, s 4. Shoe Corp., 11 Furnace St., 
Rochester, N. Y. 


V ANTED—Salesmen with established trade to 
sell men’s popular priced shoes; in-stock. Brock- 
ton district factory. Write, giving full details. ad- 
dress E-715, care ose and Shoe Recorder, 207 
South Street, Boston, Mass. 


E X PERIENCED SALESMEN wanted to sell our 
4 Valco line of turns in Ohio, Illinois, and Middle 
West, also southern States except North and South 
Carolina, Georgia and Florida. Snappy styles and 
excellent shoes. We want men to carry our line with 
aon  eee: Infants, children’s and + “a 
runs. Valley y, Elizabethville, 


si 


to carry our 














S ALESMEN wanted, to represent factory making 
\ well-known line of shoe cleaners and panes om mm 
Desirable territory open. Straight 

Must be familiar with shoe trade. SHU_MILK 
Products Corp., 253 Jefferson St., Newark, N. J. 





HILADELPHIA territory open to experienced 
now employed, with established 
trade for fact line of womens’ novelty welts to 
retail at six ars. Some in stock. Commission 

. Must visit factory. Applicants stete ex- 

a and give references. Correspondence con- 

ential. Address E-704, care Boot and Shoe Re- 
corder, 207 South Street, Boston, Mass. 





XCEPTIONAI, opportunity for retail salesmen 
ell known, popular priced line of 

turn boudoirs (leather soles) in quilted satins and 
colored leather. Ballet slippers, both soft and hard 
, opera and strap sandal. 

t mail-order line. Address 
Shoe Recorder, 207 South 


toes. oe slipper 
In stock. Profitable r 
E-705, care Boot an 

Street, Boston, ay 





S4 LESMEN WANTED—With established trade 
for Michigan and northern Wisconsin. Also 
Ohio, Indiana and Texas to sell our line of misses’, 
children’s and infants’ Goodyear turn shoes and 
sandals on commission. Can be sold with other 
non-conflicting lines. Address with references. The 
Rehr Shoe Co., Orwigsburg, Pe. 





” 
“Tea Pot Dome Profit ners 

Live-wire salesman wanted to 

three Milwaukee made Misses’ om 
Child’s novelties, as side issue, all terri- 
tories open. me fm Fe ped can — 
into any store, sell 3 to 

the sample back into your ~% 


ission 
Mfg. Co., 27 Erie St., Milwaukee, Wis. 





THE BOARDMAN SI OE CO. has 
several o ny in the West and 
Middle ‘or experienced sales- 
men, with cian trade, to sell 
women’s novelties and mg in stock, 
on straight commission. Give full de- 
tails and references in first letter. Ad- 
dress 564 Atlantic Ave., Boston, Mass, 








WESTERN 
PENNS YLVANIA 


OPEN 
Fine nity for aggressive 
cnet’ eitesaeath who is al- 
ready working this territory. 
Volume of business already es- 
tablished. Prefer your own auto 
for traveling. Right man can 
earn good money. Give com- 
plete record your experience, in 
confidence. 

MARION SHOE CO. 
Marion, Ind, 











Wonderful Side Line 
portunity 


We have eloped a new sales prop- 
osition on a line of th t 


Kiddies’ shoes which pay come, ory 





a strictly 
line. Addrens E-721, Boot and Shoe iT 
corder, 207 South Street, Boston, Mass, 











gneeinee hap lh hie a ieting oon, 
sistent 


children's Loew sey a ‘wenn’ cKay com- 
ahd 3 Only 25 samples and most of the num- 

bers carried on the floor. Attractive commission 
mee ee Wh. today. Wobst Shoe Company, Mil- 
wau 


GHOE meng ya a territories open for a 
new winner. T' ab pan ee *Mastermold Shoe.” 
The most practical orthopedic shoe yet devised 
and made in a line of livel Ly qettorend calfskin dress 
shoes and fitted with the ay steel arch support- 
ing shank. Slip them right in your grip. A short line 
of seven samples on three ag oe four patterns, and 
five a, priced at $4.25. Sole leather counters, 

— oe leather insoles, heavy first- ag out- 
soles, leather heel bases, first-quality ra 
Top-grade shoes in every respect Straight —— 
mission basis of 6 per cent. No advances or draw- 
ing accounts. Give Tall details with complete refer- 
ences in first letter. dress Excelsior Shoe & 
Slipper Co., Cedarburg, Wis. 


ANTED— salesmen Men's Med- 

jum Price Welt Dress Shoes (All Leather) 

qaiins ot $9.40 to 90.08. Write for territory. E. B. 
enbrock & Sons, Dubuque. lowa 


WOULD fi like to communicate with several high- 
grade shoe omens ue + w selling 2 to the an 
shoe retailers in igan Mmm nois, Lowa, 
Nebraska, Missouri and Kansas, who could handle 
a snappy line of at Geowing Girt’s, Misses’, and Chil- 
dren's In-Stock Welts in ccnnection with their 
t line. Address E-684, care west and Shoe 
ecorder, 207 South Street. Boston, Mass. 


ALESMEN WANTED—We have several op- 

portunities for A-l salesmen to carry our 
popular priced line of children’s turn shoes. Up to 
the — in style. Sizes run from First Steps 4 
Misses’ 11 4%4-2’s. We pay 6 per cent commission. 
Them « stock proposition. Sampes now ready. 
Quality Shoe Company, Rochester, N. Y 


WANTED-~Selesmen non-conili lines 
to carry best-known ter make of First 
pay Fyn ag py henery 10 per cent commission 
cent on Turns. Strictly stock 
proposition ena ere te to ay y pay- 


=X it fog aye, References _re- 
dress *e-589, care Boot 
pw yp bey La my 207 South St., Boston, Mass. 























HOSIERY SALESMEN WANTED— 
Men to carry a complete line of ladies’ 
silk hosiery to retail from $1.00 to $3.00. 
Spring needle and full fashioned, ad- 
vertised branded line. State territory 
and experience. No objection to side 
line ided only ladies’ shoes hand- 
led. Commission basis. 4 K-632, 


Duane St., New York. 
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SALESMEN WANTED 


FOR LEASE 


FOR LEASE 





ANTED— Experienced salesmen to sell on 

commission twenty-four styles women’s arch 

t oxfords and ps. Territories open: 

fodiens and Illinois, Texas, Wisconsin, Minne- 

sota, Nebraska, and Kansas. Edwards Shoe Com- 
pany, Owego, N. Y. 





ANTED—Salesmen to sell popular priced line 

infants 1-6 flexible turn shoes of merit, in con- 
pe with line now 
pens 7 onqusees. 3 

ve references, how long sold 

annual sales ,etc. Elam Shoe Mfg. Co., Pgewent Tne age. 
St., Boston, Mass. 





POSITION WANTED 


ON MANSFIELD—Buyer and manager of 

Smith-Bridgman's Shoe Department, Flint 
Michigan, desires to make a c hange about April 21. 
References: Ask any shoe man in Michigan or our 
merchandise manager. Extra good on building up 
run down departments. 








ience desires inside 


YOUNG =n. 10 years’ e 
ers or stock. Best of 


position. Can handle 
references furnished. Address E-700, care Boot and 
Shoe Kecorder, 207 South St., Boston, Mass. 





FOREMAN WANTED 








Treeing and Packing 
Room Foreman 


Wanted, a high calibered man 
to take charge of treeing and 
packing room in shoe factory, 
making high-grade women’s 
welts and turns. Must under- 
stand treeing and repairing of 
all kinds of leather. Write, giv- 
ing full information about your 
experience and yourself. Address 
E-717, care Boot and Shoe Re- 
corder, 207 South St., Boston, 
Mass. 














LINE WANTED 


7XPERIENCED SALESMAN OPEN FOR 
LINE—1 have covered the retail and depart- 
ment store trade for several years representing high- 
grade firms. Am energetic, industrious and have 
many friends among the real buyers. Can make 
good with a dependable line of merchandise, either 
men's or women's shoes. Best references fur- 
nished. Address E-722, Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 








FOR SALE 


H=* /THSEEKER’S Opportunity. Snappy Boot- 
ery for sale. Best location in Southwest, health 
resort; town; lation, “75,000, small overhead, 
big turnover; light work. Price $6,000; $3,000 will 
handle. Balance, easy terms. Address Box E-718, 
care Boot and Shoe Recorder, 207 South St., Bos- 


ton, Mass. 








FoR SALE—Women’s, children’s, men’s felt slip- 

per dies and lasts complete. Also five Osaan fur 

— Freeman Cone Slipper Co., East Boston, 
ass 


Pe SALE—Store and fixtures in good manu- 
ans and railroad town. Sena! staple ‘stock. 
$3,000. Samuel Guttmacher, Niles, Mich. 
van El Dowagiac, Mich. 
T A GREAT SAC y= E—Ma chairs 
A ae fixtures for shoe ate ye on ANH 
lins & Company, on F sor ra St., Newark, N. J. 


PLENDID ogns shoe ee & sale. Big 
nit ne city and big trade territory, on 
gust oul s. Write 24L&J ig., Waterloo. Ia. 

















Ladies’ Shoe Dept. for Lease 


Long established Ladies’ Specialty Store, doing Medium 
High-Class Business, which has carried shoes for past ten years, 
is expanding into splendid New Building in 100 per cent down- 
town retail location in Mid-West City of 800,000 population— 
will lease Shoe Department on first floor 2,000 sq. ft. to live- wire 
responsible party. Only people with A-1 standing considered, 
as we in turn invite strictest investigation. Prompt action 


necessary. Address E-719, care Boot and Shoe Recorder, 207 


South Street, Boston, Mass. 

















IMPORTED LEATHERS 


WANTED TO PURCHASE 














Exporter of French Boxcalf, 
glazed kid, brocade, etc., desires 
direct connection with Ameri- 
can shoe factories. Address E-720 
care Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 








We bu ick and pay highest cash price 
Ger cata ent © celenie hacks of shoes or any 


other merchan:lise. Quantity no object. 


For 30 years our —— 
Bank and mercan -- a 


BROOKLYN try ae STNDICATE 
FRANK WALKER 
610 Broadway, gy a 
Phone Stagg 1757 











WANTED TO PURCHASE 








THE NEW YORK EXPORT 


PURCHASING CORPORATION 


BROADWAY, NEW YORK, N 
= Phone—Canal 6874 


SLOW SELLERS 


Bargains in shoes al bend Sev ¢ fal 
wen sales end bargeln bacoments 

















MISCFLLANEOUS 












































Do You Know 


That you can buy or sell it through 
the “‘Where to Bay” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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S( CHANGES IN BUSINESS 3% 





BUSINESS REVERSES 


Tenashoné Ark.—Gus Roth, eral merchandise, 
eported petitioned or petitioner in nammouasey 

Lea ww Boneh. Cal.—M. C. Hossfeld, Triangle Lug- 
gage Shop, leather goods, reported petitioned or 
petitioner in bankru pty. 

Ontario, Cal.—Thomas Porterfield, shoes, re- 
por’ ear or gy mew in bankrup tcy. 

i Cal.—David Joseph Gross, general 
merchandise, reported petitioned or petitioner 
in bankruptcy. 

Bridgeport, Conn.—Samuel Glazer (1846 Barnum 
Avenue), shoes, etc., reported petitioned or pe- 
titioner in bankruptcy. 

St. Maries, Idaho—F. *M. Davis & Sons, shoes, 
etc., r ted assigned. 

K itavia, ll.—Oscar r Brenner, popes 
offering to compromise at 40 per 

Chicago, Ill.—David donee (3151 wr Roosevelt 
Road), od reported petitioned or petitioner 
in bankrupte 

John ee a (1062 Milwaukee Avenue), shoes, 
etc., reported petitioned or petitioner in bank- 


ru 
to 's Bootery (1202 Roosevelt Road), shoes, 
reported petitioned or petitioner in bankruptcy. 
Joseph Kolber (107 E. 43rd Street), general 
merchandise, reported petitioned or petitioner 
in bankru 
Elgin, Tl. Peter Pichik, shoes, reported petitioned 
or petitioner in bankruptcy and receiver ap- 
point 

Sunset, La. —Joseph H. Castille, general merchan- 
dise, reported petitioned or petitioner in bank- 
ruptcy. 

Boston, Mass.—Charles Bell (88 Bennington 
Street), shoes, reported petitioned or petitioner 
in bankruptc 

Lynn, Mass. harles E. Blake & Co., shoe manu- 
— amines offering to compromise at 
29 per ce 

Detroit, Mich. —William H. Brewer (3313 Gratiot 
Avenue), shoes, reported petitioned or petitioner 
in bankruptcy. 

Minneapolis, Minn.—Louis Masler (1018 Newton 
Avenue), shoes, etc., reported offering to com- 
promise at 15 cent. 

Birdie, Miss—Mrs. Ada W. Griffin, general mer- 
chandise, reported petitioned or petitioner in 
bankruptcy. 

Tunica, io —Desnstten & Warfield, general 
merchandise, reported offering to compromise 
at 35 per cent 

Camden, N. J.—Sadie Krause (829 Broadway), 
shoes, reported petitioned or petitioner in bank- 


, reported 


ruptcy. 

Boockign, N. Y¥.—Max Goldschlag Sw Livonia 

Avenue) (533 Sutter Avenue,) shoes, , reported 
offering to compromise at 30 per cent. 

Barnet Rubin (213 Sderbeteen Avenue), 
shoes, reported meeting of creditors called. 

New York City—Isadore I. Kessler (525 Grand 
Street), general merchandise, reported petitioned 
or Pamws 8 in bankru 

arry Schiller (321 West Street), general mer- 
chandise, reported ass 

United Ladies’ Shoe. Mfg. Co. Inc., manu- 

facturers of turns, asking for general 

extension. 

— La Rosario (54 Sullivan Street), shoes, 

itioned or petitioner in =. 

oniewski (Park Avenue), 


Syracuse, N aoe —Felix 

shoes, etc., itioned or petitioner in 

bankruptcy. ae 

+ N. D.—The Community Store, J. Alfred 
Peterson, » general m andise, re- 


ported petitioned or petitioner in bankruptcy. 
Eldin, N. — ae general merchan —y 


reported off at 40 per cen 
Cincinnati, O. wm 1nd i (1351 Central 
Avenue) shoes, —~- © - -+ to compromise 
at 33% cent. 
Shawnee, Okla.—William James Carter, chon, etc., 


reported titioned or itioner in : 
Valliant, oka. —Vallian Jie Goods Co., Co. Claude 
E. Roberts eral 





Elwood City, ey —Morris Feldman shoes, etc., 

reported petitioned or petitioner in bankruptcy. 

Johnstown, PPenn—-Clinton Clothiers, shoes, etc., 
Phila peneraes « or — in bankruptcy 

eee 

ree a2 80 Fon Fourth Strest) general merchandise 

I petitioned a in bankruptcy 


and receiver a 
Colonial Leather Go. = a manufacturers of 
pa leather, reported asking for general 


“Love Brothers —,* Market Street), e's 
reported offering to compromise at 35 per 


"Tlies Schuchat (460 No. 2nd Street), shoes, 
itioned or tioner in bankruptcy 

Lyd SCM DSL MM Stokes, eonoral me 

picy: a 

South Shee .D.—J. F. Blek, general merchandise, 

reported petitioned or petitioner in bankruptcy. 
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White Rock, S. D.—H. F. Miller & Sons, general 
merchandi reported assigned. 


se, 


Memphis, Tenn.—Mrs. M. Light (286 No. Main 


——, shoes, etc., reported petitioned or peti- 
tioner in bankruptcy and offering to compromise 
at 25 per cent 
Mount Enterprise, Texas—Ash Mercantile Co., 
, @tc., reported petitioned or petitioner in 
ptcy. 
Poyner, Texas—D. E. Owens, general merchandise, 
reported petitioned or petitioner in bankruptcy. 
San Antonio, Texas—Julius Mazur, wholesale and 
retail dry shoes, etc., reported petitioned 
or petitioner in kruptcy. 
Norfolk, Va.—Standard Shoe Store, shoes, reported 
petitioned or petitioner in bankruptcy. 
Staunton, Va.—Timberlake-Murphy Co., shoes, 
etc., reported in hands of receiver. 
Glenwood City, Wis.—Co-operative Farmers’ 
Store, shoes, reported assigned. 
Neillsville, Wis.—Huntley Bros., 
chandise, reported partnership 
succeeded by Grover Huntley. 


eneral mer- 
issolved and 


BUSINESS CHANGES 


Loveland, Col.—Shaddle & Ely my Co., 
general merchandise, incorporated $10 

Cc Benge, Iil.—The Empire Shoe Co. hon (40 So. 

Wells Street), shoes, —— closed out business 

at branch store at Hooperstown, Ill., to Carl 


Krause. 
Radom, lll.—Szeczpanski Bros., general merchan- 
dise, reported partnership dissolved and suc- 


ceeded by L. Szeczpanski. 
Nevada, Iowa—Banks & Button, shoes, etc., 
reported succeeded by E. C. Button. 
Waterloo, Iowa—Lincoln Shoe Co., shoes, re- 
ported succeeded by P. K. Shoe Co. 
Arlington, Mass.—P. T. Hendrick, shoes, reported 
damaged by smoke and water. 
Boston, Mass.—Walsh & Cody Inc., sole leather, 
reported Fred N. Perry retired. 
farfield Shoe Co. Inc., shoe manufacturers 
incorporated $20,000 
Louis Williams Shoe Stores Corp.,. shoes, 
incorporated $25,000 
Hart, Mich.—H. J. Palmiter, shoes, etc., reported 
succeeded by George W. Powers. 





MISCELLANEOUS 








New and Used Chairs 
Always on Hand 





Prices from $2.00 each up 


Crown Motion Pictures Supplies 
138 W. 46th Street 
New York City - - - N. Y. 





















Winpow DISPLAY FIXTURES 
ASK FOR CATALOG 


THE OSCAR ONKENCO 


aes ? ST. CINCINNATI,.© 
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Boot and Shoe Recorder 


PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT 


by the 
BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 
(Incorporated under Massachusetts Laws) 
CAPTTAL $150,000 





ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates for 
rine For Seles. etc., see Want Page. 


77 prosmetion is taken by the BOOT AND 
SHOE ECORDER to av»id printing any 
statement tikely to misleal its readers. The 
publishers reserve the right to reject any 
advertising or reading matter which is not in 
line with thia policy. 





OFFICES IN 


BOSTON OFFICE: 207 South Street. 


BROCKTON OFFICE: 224 Moraine St. Geo. 
W. R. Hill, Manager. Telephone 507. 
CHICAGO OFFICE CH 18) West Madison St. Tole 
Main 1089. B. C. Bowen. M 
f LOUIS OFFICE: des Bldg. 1. 


en (B.C. t.. 
NEW YORE OFFICE: Room th enage Bidg.. 
27 Duane St. H. Walter Scott, Manager, Ti 


2425 
een ig) OFFICE: oe 1420, Widener 


Walter poset. & 
HAVER i OFFICE: -, —) Ge Commerce 
yy a Na Bidg. Geo. 


CINCINNATY OFFICE E: 416 Gwynne Bidg. H. M. 
ROCHESTER OFFICE: 626 focers Bldg. Ro- 
8 = “Felovnsag Stove 1133. 
sentative. 
LYNN OFFICE: F 
MILWAUKEE OFFICE: Leonard E. Meyer (B. 
c. Bowen, Manager), 405 Broadway. T: 
Broadway 1827. 
WASHINGTON ¢ OFFICE: William L. Daley, 26 
Jackson Place N. W. 
PARIS OFFICE: e Rue des Italiens. L. Hubbard, 
oo OFFICE: P. V. Curtine, Manager, 
pe rtm 8. W., 
AUST LIAN ‘OFFICE: 439 ‘ti 8t., 
anton, '. 
CONTINENTAL OFFICE: s Wittiam S a 
ARGENTINA: Buenos Aires, Rivedavien 2721. 
P. Sabazzini, Gerente. 
BRAZIL: > » ge S. Fitch, 33 Rue Genera! 
CHILE: Santiago, Las Rosas 1123-1127. Otto- 
Fubrimann ite. 
CUBA: Mr. H. Gomes, Corrales 2A, Havana, 
JAPANESE OFFICE: Yokohama. J. F. Wager, 


SPAIN: Gerente, Leoncio de Miguel, Librere 
Editor, 20 Fuencarral, Madrid 








MISCELLANEOUS 


Milbradt Rolling 
Step Ladders 


ere made in a t 
all 
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On April 5th 


at least two million men will see the Packard Golf Oxford 
advertisement in the Saturday Evening Post. 


And it is a real golf oxford! 
It is made from CARL E. SCHMIDT’S TAN ERIC CALF, a 


leather famous for firm texture, yet soft, pliable and durable. 
This makes the shoe fit snugly around the ankle, and allows 
perfect freedom of all foot muscles. 
Plantation (natural finish) imported crepe rubber soles are used and every 
detail that appeals to golf players (and those coo who don’t play) has been ns PRY 
built into these oxfords. They are ising sn em 
made as only Packard can make them. ire ieee vison 
We told our customers that 1923 
would be a great golf year and it was. 




















1924 will be even more 
80,—so mail or wire your 
order today, and display 
these oxfords in your 
window. ~ pteere ves 


M. A. PACKARD COMPANY 
Code word on men’s in 


oxfords—NIBLICK, 
for women’s BRASSIE. 


No. 83 
SOMERSET 
SCHMIDT'S TAN 
ERIC CALF 
Saddle Blucher 

woot 
tation 
Rubber Sole” 
B.C, D, E, 6-11 
No. 76 


POCONO 
Ladies’ saddle oxford mad 
SCHMIDT'S TAN ERIC 
CALF 


















































— NOW IN STOCK — 


M. A. PACKARD COMPANY 


BROCKTON MASSACHUSETTS 








Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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STYLES THAT ARE SELLING 


No. B4104—Black fatin, Fleck KidTrin wee, 
Turn,16/8:Full covered Spanish Heel. A~C $5.75 
No. B4105—As Illustrated. Patent Loe. 
Dull Calf Trimmed. A—C 85. 
No. B4106—As Illustrated. All White Kid. 
A-C 


25c per pair less in 36 pair lots) 


No. B4558—Patent Leather, Gun Metal Calf 
trimmed, Turn 14-8 Full Covered Spanish Heel. 
A-C 


$5.00 
No. 4559—As illustrated. ‘Black Satin Gun 
ag Calf Trimmed. A—C $5.00 
-As illustrated. Airedale Buck, 
Russia Calf Trimmed, Russia Calf Covered 
Heel. A-C 
(25e per pair less in 36 pair lots) 


No. B4400— Black Satin, Black Ooze Trimmed, 
Tere, 16-8 Full Covered § Heel. AC 


No. \ apatites Illustrated, all Patent Leatner 
“"(25e per ‘pair ‘Jess in 36 pair lots) 


IN STOCK 





Distinctive patterns 
that are in demand-- 
Black shoes the 
vogue with new 
shades of hosiery 


Buy Your Easter Shoes 
Now while our Stock 
is complete 


The largest novelty 
shoe house in New 


England 


Terms—2% 10 Days, Net 30 
F. 0. B. Boston 











No. B4725—Patent Leather Loop Sandal, 
Imitation Turn, 6-8 Leather Heel. C — 


ne. _ B4726—As illustrated, Black Vici Kite 


and White Buck. C W 

No, B4730—All ag Kid, also Red, Green 

and Blue Kid. C wid $3.35 
Ei ssa or pale fanh ha 56 padt Vein) 


No. B4642—Black Satin, Suede Trimmed, 
Imitation Turn, 16-8 Full Covered Spanish 
— AwC #4. 
B4643—As Illustrated, Patent Leather, 
Gan Metal Trimmed. A to C 
No. As Mlustrated, Airedale 
Field Mouse Kid Trimmed. 
Also as Illustrated, White” Kid, Black Kid, 
Airedale Kid and Gray Kid. A-C $4. 
(25e per pair less in 36 pair lots) 


No. 4841—Black Satin, Black Suede Trimmed, 
Turn,14/8 full covered Spanish Heel. A—C $5.75 
— = Tilustrated. All Patent Loe. 
No. 4843—As 


pwr ‘Tilustrated. Ali’ White Ri, 
No. 4844—As Illustrated. All Gray Kid. = c 
$5.85 


(25c per pair less in 36 pair lots) 


No. B4741—Airedale Buck, Field Mouse Kid 
Saddle and Strap, Imitation Turn 6/8 leather 
Heel. B and C 60 
No. B4742—As Illustrated, Gray Buck, — 
Kid —— and Strap. B ani 
No. B4743—As Illustrated. all White, 
Red and Green Kid. B and C 

(25e per pair less in 36 pair lots) 





ROGERS BROS. SHOE CO. 


59 LINCOLN ST. BOSTON MASS. 


_ PACIFIC COAST BRANCH. 135 BUSH STREET. SAN FRANCISCO 





$4.65 
Buck, 
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“TRIS” 


eA PERFECT fitting gore shoe that embraces 
all style requirements. This shoe has so 
much individuality that it is bound to meet 
the customer’s demand for something 
different. 
The “Iris” is made on 2 semi-French Lasts 
carrying either 13/8 or 14/8 heels. In Black 
Satin with a black ooze saddle, and in all 
Patent chrome with buckles to match this 
shoe is particularly attractive. 


ae ps oe Shoe Compan 


Seabrook. N. 


Boston New York Chicago 
215 Essex Street Marbridge Bidg., Room 433 Chicago Bidg., Room 810 


Address all correspondence to the factory 
SALESMEN 








Pacific Coast—Geo. R. Rule New York—Frank Harris Southern States—Ernest and Harry White 
New England—Louis Bonin Chicago District—Frank Parker Eastern States—Frank Law 
Middle States—Chas. Reedholm 
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The hardest service possible for 
shoe leather to stand is given by 
the children. It is the constant 
study and aim of our experts to 
put the utmost in every way into 
the “Robin Hood” line, realizing 
that the utmost possible falls 
short of parents’ expectations be- 
cause of the inordinate punish- 
ment children’s shoes are required 
to stand. 


Shoe against shoe and price 
against price, “Robin Hood” Shoes 
for Boys and Girls will give you a 
competitive line of children’s foot- 
wear that will bring distinction 
and constantly growing prestige 
to your store. 


i} HE handling of a popular brand of children’s shoes does more to 
attract business to a store than anything else a merchant can do. 
Of course, a brand to be popular must have all the merit that can 
be built into a children’s shoe and in our “Robin Hood” line you will 
find the sterling quality, good workmanship and right patterns neces- 
sary to the successful merchandising of children’s footwear. 


The price range in the “Robin 
Hood” line is broad enough to 
include the business of your cus- 
tomers who must use rigid econ- 
omy, as well as please those who 
can afford to pay higher prices for 
the extreme values offered in the 
grades designed exclusively for. 
“dress up” occasions. 


For those who secure the “Robin 
Hood” agency we have many 
constructive advertising helps and 
clever novelties, all ready for 
immediate use—which will 
quickly bring your children’s shoe 
department into the limelight 
and make your store the talk of 
the town. 


Merchants who see ahead will not be slow to recognize the 
unusual advantage in securing the “‘Robin Hood’ Agency 


CENTRAL SHOE Co. 


MANUFACTURERS. 


Solid Leather Shoes 


ST. LOUIS MO. 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Style No. 315 
Patent Leather 
“ADRIENNE” 
Flexible Sewed—14/8 Covered Heel 
| Widths A to D 
PRICE, $5.00 
A Tu 
SN MEMS SOAMAAAAASESASSAEAM ASSES LOSAERE EAD 
KS 
= 66 /] : - 99 
_ Follow the (reighton Line 
= One of the strong features of the Creighton line is 
3 its “completeness.” Large productive capacity; = 
= honest workmanship; popular lasts and patterns = 
= that follow fashion’s decree; and with it all a = 
= strong stock department service that makes it = 
= possible for the merchant to keep his sizes right. = 
= A. M. CREIGHTON 
Lynn Massachusetts 
/ yy el . 7 
SA X HALAL CCE ROMA CCLCCUPcccccceOU CO HCHCHUULL A GHILA UCLA UU MEUM TIL PT DL TTIUOTITTU TT MN TOOT UHUOT INIT) TUTTI TTS” 
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American Shoemaking American Leathers 


American Styles 


Of of the best reasons why American Shoes are the admitted world 


leaders is because of American Leadership in every one of their three 
major factors. 


American Shoes need no borrowed authority in any respect. They “stand 
on their own.” 





We take no less pride in the position of 
American Shoes than in the position we 


have established for Tony Calf Leathers. 


And we fear no comparison of Tony 
Leathers with any produced anywhere. 





TONY CALF LEATHERS 


Reg. U. S. Pat. Of. 


RED TAN BROWN BLACK 





CREESE & COOK COMPANY 


TANNERIES 
DANVERSPORT, MASS. 


SAMUEL WOLFENSTEIN 
39 SPRUCE STREET 
NEW YORK CITY 














Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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CHERRY 
LOTUS CALF 


$4.65 








26X 


3 IN STOCK 


B-C-D Widths 





Real Style Appeal at Popular Prices 


That's what brings volume business and quick turnovers. 
26X is one of those sought-after styles that ‘“‘looks like, 
and is worth, more money.” It pays for itself in record 
time. The last few pairs sell out clean, giving you a 


real profit. Varsity last. Plump Oak Bend Outsole. 
Hl Wingfoot Heel. 
































MARION SHOE CO. 
MARION, INDIANA 






ew) 


WESTERN QUALITY AND EASTERN STYLE 
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PINCUS 


& TOBIAS, 13 Lexing. 
Aven 
ue, Brooklyn, 


ue, Brooklyn. 
N.Y. Made of Vo 
Kid color 67 Yu C 


Made of Vode Kid 
color 46 Red. 








Shoes by “PINCUS 
& TOBIAS, 13 Lexing- 
Aven 





























Shoes by 
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PINCUS 
z Lexing- 
Brooklyn, 
of Vode 
‘u Chi 


il 


Vode Kid 


Confidence in Vode Kid Colors 


r¥\HE steadily increasing sales of “Vode Kid Colors is not accidental 


j 
- or temporary. 


It is due, and will continue to be-due, to the confidence which 


Node Kid Colors have won with manufacturers and retailers, who 
must have absolute color correctness and harmony. 


“youe Kia Colors Now Selling Mast Freely Are 


Cola 17 AUREDALE Color 51 FAWN Color 70 JACK RABBIT 
Color 170 ORIENTAL PEARL Color 112 BOMBAY 


Of the More (olor ful Shades, These Are Most Favored 


Color 340 CLOISONNE BLUE 
Color 5g6 CHINESE RED 


Color 46 RED Color 140 LIGHT BLUE 


Color 67 YU CHI 


A decided finishing touch to the shoe—quarter linings 
of GRAY, WHITE, CAMEL, and FAWN shades 
of “Vode Kid. These also lessen crocking of hosiery. 


The Standard Kid Co. 


209 South Street, Boston, Mass. 


Branch Offices Agencies 
21S t Chicago Cincinnati 
NewYork, NY. Los Angeles St. Louis 
70 North 4th Street Montreal Rochester 
Philadelphia, Pa. any 0 Sees eon 
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No. 5014—Dotble Top Shoe Stands 


Equipped with three-way coupling that 
allows adjustment of the shoe top at an 
desired angle. Made in heights of 12, 18, 24, 
or 30 inches, respectively. 


No. ptt gigas Tabourette 


GOTHIC 


@ Dignified, attractive, and neat ap- 
pearing is the Gothic Design, with 
octagon shaped tapering standards 
and graceful three-cornered base. Tops 
of plateaus conforming to the general 
lines of the design give them an ex- 
tremely graceful and unusual ap- 
pearance that balances out completely 
the lines of the well-proportioned de- 
sign itself. 


Pride of ownership and appearance is 
typical of good looking windows. Your 
merchandise is worthy of the best setting 
possible, for it brings good results in sales 
from a dollar and cents standpoint. 


Every progressive store owner is pleased 
with a neat and attractive appearance, 
with every detail of his organization, for 
it helps speed business along. 


It is difficult to imagine a store without 
display windows—and inasmuch as a 
store is judged by its windows first, any 
effort to make them highly attractive pays 
good results. 


Display Fixtures play an important part 
in the setting you wish your shoes to 
make when on display. 


We have a complete book, describing fully 
correct styles in Window Display Fixtures. 
The Shoe Book is yours for the asking. 


HughLyons& Company 


Lansing, Michigan 


SALES OFFICES: 


New York—35 W. 32nd St. 
Chicago—217 W. Jack Blvd. 
Baltimore—! N. Eutaw St. 
Boston—52 Chauncy St. 





No. 5005—Plateau 
8 inches high, 10 x 18-inch top 


No. 5002—Flower Vase 
With 4-inch base, 12 inches 
high. 


No. 5006—Pedestal 
12 ya > 7-inch base 


18 jan dng high: 8Sinch base, 
10-inch top. 
24 inches high; 9-inch’ base, 


12-inch top. 


No. 5021—Hosiery Drape 
Stand 


A convenient fixture from 
J na me draped can be a“ 
t ‘or display in 

a iow. It has a 24-inch — 
ard =e ~o 6inch side 

Base of the standard is 7 tnohen. 
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Brophy Bros. r 





















































UNAM TNALI AN AANA 








MIN 


Adrienne 






Satisfaction 


The value of a product is best determined by the satis- 


faction it brings to its purchasers. 


Since 1891, it has been the purpose of Brophy Bros. to cre- 
ate such a feeling in the minds of their customers. That 
they have been successful is evidenced by the fact that 
when located in Lynn and unable to make shoes for 
five months, owing to labor trouble, every customer 
-with the exception of one was back on the books 
within a‘year. 











Brophy Bros. shoes are —as they were— satisfactory. 





Quality Shoes—Popularly Priced. 





Have you seen them? 


BROPHY BROS. SHOE CO. 


; SOUTH BOSTON, MASS. 


BOSTON SALESROOM NEW YORK SALESROOM 
89 BEDFORD ST. 755 MARBRIDGE BLDG. 
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Henry Hull 


matinee idol and star of the silver 
sheet has won an enviable follow- 
ing among cinema enthusiasts by 
his lovable characterizations ot 
the buoyant, impulsive and care- 
free American youth. Mr. Hull 
is as popular in real life as he is 
on the screen and enjoys the dis- 
tinction of being one of the most 
fastidiously dressed young leading 


men in the film colony. 


Visible Eyelets 


are one of the small but impor- 
tant details which Mr. Hull insists 
are essential for the good quality 
and correct appearance of his foot- 
wear. Every well-groomed man 
who knows that the secret of good 
dress is simply the perfection of 
small items selects shoes that are 
finished with visible eyelets— 
their guarantee of good quality 
and true style! 


UNITED FAST COLOR EYELET COMPANY 


Manufacturers of 


DIAMOND BRAND (VISIBLE) FAST COLOR EYELETS 


Oo rm ~ yy 


_ 
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N ZG S 
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9 019278 1190270 


There is still time 
to get these three 
styles in your store 
in time for your 
Easter Business. 


enV 1270 


AA 
4 


All of them are in 
Harmony with the 
present style trend. 











B 587-W 
Net 30 Days 


cross-strap sandal, 


AAA 
AA 
A 

B 

Cc 


DENVER OFFICE 


218 Charles Bidg., Denver, Colo. 
TIGER & McNUTT 
Representatives 





Women's Pigeon Gre 


par ag Grasmere last, McKay sole. 
neomititmtitk. 


Telegraphic Code Word “Mountain.” 
Women’s Racquet Brown suede quarter and vamp, 
Berville suede collar and 


brown 
Sa last, t sole, 134 inch suede - 
cred Spanish Louis heel. aio ad 











Styles for Easter 





B 01487-0 $4.75 
Net 30 Days 
Telegraphic Code Word “Poiar.” 
y Delhi Buck quarter and 
, 3-strap Rosita sandal, imitation ie 


A 





% 
% 


They aremade from 
materials that are 
in vogue, over popu- 
lar shaped lasts that 
havebeenthorough- 


ly tested as to their 
fitting qualities. 








8 
8 
7% 
th 
7 


All Three Styles 


IN STOCK 


B 519E 


aaa sandal, 
very 
Cuban heel. 


Net 30 Days 
Telegraphic Code Word “*Moor."’ 
Women's Patent ‘a quarter and vamp, Berville 


and straps 


last, turn sole, 1% inch patent covered 


A 


Send for New Stock Catalog 


UTZ & DUNN CO. 


ROCHESTER « NEW YORK 


NEW YORK OFFICE 


Bush Terminal Sales Building 
130-132 West 42nd St., Room 1521 
S. A. McOMBER, Representative 


LOS ANGELES OFFICE 
700 Forrester Bide., Los Angeles 


G. C. McATEE, Representative 
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P & V ELK KIP SIDES. A sport shoe leather that will add both beauty 
and distinctiveness to your fine sandals and sport oxfords. Its fine grain, 
uniform color, and ‘‘easy give,”’ will win the hearts of the wearer. 


The particular tannage given this leather makes it ideal for sport shoes, for 
it must withstand the steady and active use footwear of this kind is given. 
(——_—__ 


It is an excepted fact that sport shoe leathers bearing the P & V symbol 
have the same high qualities always found in Pfister & Vogel leathers. 


Made in up-to-date colors. Write for sample swatches. 
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These New Strap Patterns Will Reach 
You in Ample Time for Easter Selling 
If You Order vew 


We Ship 
Them Upon 
Receipt of 

Order 


No. 159 No. 583 
Price $4.85 Price $4.65 
Silver Suede Kiki Sandal, Cut-Out on Saddle Patent Kiki Sandal, Cut-Out on Saddle and 


and Quarter, Single Sole, 8/8 Wood rter, Good = Welt, 8/8 Ss 
Covered Heel, Be t Last. AA toC. a Rubber ry} — 
to 


No. 584—Same in White Kid. 


No. 139 ; 
Price $4.85 


— Suede, Patsy One Strap, Cut-Out 


Vamp and Quarter, Single Sole, Military 
Wood Covered | Heel, Newport Last. 
to 


No. 140—Same in White Kid. Price, $4.50. 


No. 171 
Price $5.00 


Silver Suede Dolly One Strap, 


Cut-Out 
£., Saddle and Quarter, Si Sole, Full Airedale Suede Lazette One Strap, os peg 
Wood Covered arn is Heel, aes t — omc Covered ee 


THOMSON-CROOKER SHOE CO. 


18-26 Station St., Boston, Mass. 


Dealer Influence is secured thru advertising in the Bout and Shoe Recorder. 
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THE NEW 
4 “tsburs “4 


Winpo:spol 


PORTABLE Fix & 0 


Removable 
Wall Flange 


Supplement your regular show-window lighting with this new and 
highly improved spot-light. Unusual effects are obtained with the “Pittsburgh "Windo- 
Spot. Special features of your display can be sharply brought out, the strong center 

















beam of light being even and free from shadows. 


The new WINDOSPOT has a double-jointed 
bracket which permits turning the spot to any 
point within more than a half sphere—an un- 
usually wide range. 

Very easily put up; the wall flange can be 
quickly taken off by loosening thumb screws, 
and the flange screwed into place on the wall, 
ceiling, floor or portable base, without the bal- 
ance of the unit interfering in any way. 

The extension arm ball is then put into the 
socket in the wall flange, spot turned to desired 
position, and thumb screws tightened. 

For a portable spot light the wall flange may 
be attached to a block of wood as a base. 


For many years we have specialized in show 
window lighting and have a fund of informa- 


tion and experience that will help any win- 
dow decorator get the best results from his 
displays. 

The “Pittsburgh” line includes also Silvered 
Reflectors, Color-Lite and Easy-To- Install Con- 
duit. Not a single “Pittsburgh” Reflector made 
since August Ist, 1916, when we began using 
our secret process of backing, has ever been re- 
ported to us as having the silvering tarnish or 
discolor, or the backing crack, check or peel, in 
spite of our 5-year guarantee. Not only is this 
guarantee an agreement to replace defective ma- 
terial, but it is assurance that replacements will 
not be required. 

Write for a complete description of the “Pitts- 
burgh” line; also for free copy of “Show Window 
Lighting,” a valuable booklet. 


Pittsburgh Reflector & Illuminating 
Company 
404 Bowman Building - Pittsburgh, Pa. 


NEW YORK—1452 Broadway 
PHILADELPHIA—A. Hopkin Jr. Co., 235 South Eighth Street 
LOUIS VILLE-— Nicholson Electrical Sales, 307 Keller Building 


CHICAGO—Reflector & Illuminating Co., 565 W.Washington St. 
SAN FRANCISCO—Myers & Schwartz, 90 New Montgomery St. 
TORONTO, ONT.— Wilson Illumination Co., 23742 Yonge Street 
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LIIONICVISY YD: 


Your Customers Are Writing 
Us for Your Name 


gee every state in the country and from 
pretty nearly every town, letters are pouring 
in to us in response to our national advertising. 

This national advertising is reaching into four 
million of the country’s homes — homes 
that your best business comes from—through 
the Ladies’ Home Journal, Good Housekeeping, 
Vogue, Harper's Bazar. 

And your customers are writing us—they want 
to know more about Feeture Arch Shoes and they 
want to know where to buy them. 

We're telling them Every single one of the 
thousands of letters is answered individually. 
And we send a booklet, “Comfort Plus Style,” to 
tell the story in detail of these wond shoes 
that have made fashion comfortable. 

Perhaps ‘there is no Johansen are Arch 
Dealer in your town and this profitable business 
may be yours if you act quick enough to get our 
exclusive franchise. . 

Write us now —or better still — make sure by 
wiring. 
JOHANSEN BROS. SHOE CO. 
St. Louis, Mo. 
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A Rare Beauty and Ele- 
gance in Shoe after Shoe 








UYERS-of CUIR de NEIGE are confirming 


our own belief. 


They make no secret of their satisfaction in what 


they say is the most perfect white glazed kid they 





have ever seen. 


Aside from their compliments on the beauty and 
pure whiteness of the leather, we like best to hear 


that it is “running” so uniformly in shoe after shoe. 
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A Uniformly Pure White 
in Case after Case 








HAT, after all, is the real test of any leather— 
repeating that same beauty in case after case 
of shoes. 


And thatis the thought behind every Evans Leather— 
and which so soon convinces the user of it that it 
pays best to 





tandardize OM 


Evans Brands i 


John R. Evans & Company 
CAMDEN, NEW JERSEY 


(Branches in all Prir.cipal Shoe Centers) 


EOE gry 
cag ra I i TOT * cot ara I a i: TTS ag rs TORI Nr OTT pats 


Weriiioe 





REG. U.S. PAT OFF. 


QUALITY 
72 e/, ; aers 7; ip De rs coisa ioe iol Wie Wicartcl Cotios. 


! ] Two of our latest styles of interest 
to retail trade. Sold only in 36 
pair cases of a style and color. 












Send for Samples and Prices 


No. 429—Women’s Fancy Stitched Silk Bound Everett. 


C. A. GROSVENOR SHOE CO. — 


70 Central Street, WORCESTER, MASS. 


Factories at Worcester and Oxford, Mass. 











The Old Dependable Cake ad tin 
Dressing for White Shoes 





‘‘The Name Blanco Is Signal of the Best 
Available White Cleaner” 


LAING, HARRAR & CHAMBERLIN 


Sole Distributors for the United States 





43 North Third Street - - Philadelphia 
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CAPITOL McKAY 
STYLES FOR SPRING 
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At no other season of the year is it so 
necessary to have your stock of women's 
footwear replete with the season's choicest 
style offerings. 

Capitol McKay styles combine bear:iy 
of design with attractive trimmings and 
leathers fashioned to harmonize with the 
stylish spring frocks which are so beautiful 
this season. 


Your trade will appreciate the extreme 
values you will be able to offer in Capitol 
McKays. 


Ss 
S 
S 
ae 





Specialty Manufacturers of 
HIGH GRADE NOVELTY McKAYS FOR WOMEN 


Our “Medinah,” fashioned in those leathers which are 
now in vogue. White and Colored Kid, Patent Leather, 
and Black Satin; can be had over our 8/8 Co-Ed last, 
as well as our 12/8 Runway last. 


Capilol Shoemakers, Inc. 


Wash Street at Eighteenth - - ST. LOUIS 


oooooocooooooooooooooooooooooCoooOooooooOooooOoooCooooCoCOoOooooooOOooOOCoOOIS 


LID 
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LOD 
C.H.ALDEN CQ 
Vay 


An Alden Style 


that can be 
delivered promptly 


Lot No. 130 
Medium Light Shade Brown 
Chrome Calf Oxford 

Lot No. 140 . 
Glazed Calf Oxford 
840 Last 
Rubber Heel 
A 7-11 C 611 
B 6-11 D 611 


























ABINGTON, MASS. 10 HIGH ST. 













The past four years during which we 
have concentrated upon a _ limited 
range of standard styles, leathers, 
lasts and patterns have proven beyond 
doubt that the economies we have 
effected have greatly assisted Alden 
dealers in giving better value, at no 
sacrifice of profit. 


Our plan also includes quick 
delivery service on certain lines 
altho’ this 1s not an in-stock 
proposition. 













C. H. ALDEN CO. 
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FAMOUS PLACES | 





[LITTLE JOURNEYS 




















° Washington’s Headquarters 
at Valley Forge 









2 Set eee 


- 









Washington’s headquarter S draw thousands of visitors every month to 
Valley Forge where he spent the bitter winter of 1777-78. Vim heels have those qualities of 
rugged resistance which brought Washington through the zero hour of the Revolution. They 
are made to stand hard winters and hard wear. Bull Dog heels are our very highest grade; 
Ever Grip our popular-priced grade for manufacturers who want a trustworthy heel at a 
sensible price. 


OSTON WOVEN HOSE & RUBBER CO. Cambridge, Mass.| 
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Sheepskin Moccasins 
Rubber Boots 


Two Items That Sportsmen and 
Campers Will Want This Summer 


SEND FOR AUCTION CATALOGS 


Chicago . .. . . April 25 
Brooklyn .... May 2 


Boot and shoe merchants just now should be planning for the trade of the camper, 
angler and the fellow who takes to the open spaces during the months of June, 
July, August, September and October. Such men are right now-in the market for 
moccasins, rubber boots and puttees—three items that are to be offered at early 
sales in Chicago and Brooklyn. For lolling around camps and beaches there is no 
more comfortable footwear than sheepskin moccasins. For angling, rubber boots are 
a necessity. These offerings are to be made, along with other merchandise, at the 
following places: 


Chicago, April 25—421 prs. High Trench Boots; 71,777 prs. Leggin Laces. 


Brooklyn, May 2—47,948 prs. Sheepskin Moccasins; 52,500 prs. Rubber Boots, 
various; 45,664 prs. Spiral Leggins; 24,235 prs. Shoe Laces. 


Shoe jobbers selling to that part of the trade that features outdoor apparel along 
with the regular lines of footwear will find plenty of merchandise of this character in 
both auctions. The two sales catalogs give all lot sizes, storage points, etc. For the 
Chicago catalog write the Q. M. Supply Officer, 1819 West Pershing Road, Chicago, 
Ill. The Brooklyn catalog may be obtained by writing the Q. M. Supply Officer, 
Ist Ave. & 59th St., Brooklyn, N. Y. 


The Government reserves the right to reject any or all bids. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Mac CAOGALIN- CONWAY 


present 


The MAG-WAY girl 


fea turing 


THE MILO 
Mac CAUGOLIN - CONWAY SOOE GO. 
LYWNW -MASS. 


WOMENS HIGH GRADE NOVELTY FOOTWEAR 
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Mr. Raymond P. Morse 


MORSE & BURT CO. 
BROOKLYN, N. Y. 


‘“*JUDGE IT BY ITS USERS’”’ 


IAN 
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Open Letter 


To RAYMOND P. MORSE 


Mr. Raymond P. Morse, 
Morse & Burt, 
Brooklyn, New York. 


Dear Mr. Morse: 


You have demonstrated beyond the shadow of a doubt that a very large 
proportion of the women of this country appreciate a shoe that embodies 
both comfort and beauty. 


Your Cantilever Shoe would not have been such a success if you had 
not made it so good-looking, as well as so comfortable. 


To make such a shoe which, after all, has to have certain limits of style 
beyond which, for comfort’s sake, you cannot go, must be no easy accom- 
plishment. You must have to depend largely upon the richness of the shoe 
material, and there too you are limited, because this material must give the 
greatest possible comfort. 


Realizing all these things, we cannot help feeling that in New Castle 
HAVANA BROWN Kid you have found that beauty of color and that 
refinement of comfort which you regard as necessities to the successful mer- 
chandising of Cantilever Shoes. 


Sincerely yours, 
NEW CASTLE LEATHER CO., Inc. 


c 


President 








NEW CASDLE KID 
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Lot No. 887—Patent Leather Strap with Dull Calf 
Trim, Champagne lining, 15/8 Spanish Full Louis 


Let No. 886—Same Style, Skinner's 5004 Black 
Satin, Dull Calf Trim, Champagne lining, 15/8 
Spanish Full Louis Heel, B, C, D widths... . .$4.00 


Lot" No. 888—Skinner's 5004 Black Satin, Black 
Ooze Calf Trim, Champagne lining, 13/8 Spanish 
Full Louis Heel, B, C, D widths 


889—Same Style, Patent Leather, Dull 
13/8 Spanish Full Louis Heel, B,C D 


Let No. 
Calf Trim, 


On the Floor 
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ATTRACTIVE STYLES 
FOR EASTER 


Lot No. 1474—High Grade Black Satin, Trimmed 
with Black Ooze Calf, Silver Piping, Center Gore 
Pump, 14/8 Spanish Full Louis Heel, B, C, and 


Let No. 1471—Same Style, Airedale Nubuck with 
Gold Piping, C and D widths $4. 


Lot No. 1472—Same Style, patent Leather, Silver 
Piping, B, C, and D widths 


Lot No. 1473—Same Style, Levours White Cab, 
White Piping, B, C and D widths 





Lot No. 1476—Airedale Nubuck, with Gold Pip- 
ing. Roman Cut Out Sandal, 14/8 Spanish Full 
Louis Heel, B, C, and D widths 


Lot No. 1477—Same Style, Patent Leather, Piped 
with Silver, B, C, and D widths $4.00 


Lot No. 3965—Black Satin, Black Ooze Trim, 
Champagne lining, Silk French Corded, 14/8 Span- 
ish Full LouisHeel, A, B, C widths 


Lot No. 3964—Same Style, same description, 13/8 
Covered Military Heel, A, B, C widths 


At Once Delivery 
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| A bottle of REPCO 
—~ with every pair of White Shoes 


SALE of white shoes is not complete unless it includes a 
bottle of Repco Heel and Edge Enamel. Every retailer who 
appreciates the possible profits of his findings case will find he can 
build up a pleasing business by pushing quality goods like Repco. 


This superior liquid enamel is easily applied. It restores the 
smooth, neat appearance to sole edges and heels. 

Repco Heel and Edge Enamel is made also in the colors of ivory, 
light gray, dark gray, champagne and Havana brown. 

Stock Repco, show Repco and you will easily sell Repco. 


For Sale by Shoe Finding Jobbers 


UNITED SHOE MACHINERY CORPORATION, BOSTON 
SAN FRANCISCO BRANCH, 859 MISSION STREET 


J. K. KRIEG . UNITED SHOE REPAIRING 
39 WARREN ST., NEW YORK MACHINE COMPANY, BOSTON 
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SMART LINES ARE FASHION’S FUNDAMENTAL 








What is the newest 
development in Lasts? 
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The more intricate the strap pattern We can always answer that question— 
the more saving in time and trouble more accurately, we think—than any 
you can effect by using other organization 


ns len 


UR establishments in every great 


oe. Fk ull Cone shoemaking and style making cen- 


ter enable us to sense the trend of things 


Telescope Last in lasts in a timely national way. 


Many famous last successes are our origi- 
nation. We offer our record in this re- 
spect as the best possible reason. why we 
can give you service that will help you ex- 
tend your sales. 







United Last Company 


Headquarters — Boston, Mass. 
















Prevents straps from 
riding above the cone 






TEN FACTORIES SEVEN SHOW ROOMS 















and into the hinged BROCKTON ROCHESTER BOSTON 
opening, thus saving NEWARK HAVERHILL NEW YORK 
LYNN AUBURN 1402 Bush Terminal;Bldg. 
much tim - " 
feines ron: _ specs CHICAGO ST. LOUIS ek 
& Up production. NEW YORK MILWAUKEE ST. LOUIS 
Adv. Bidg., Rm. 303 







Strapscan be buttoned 















CHICAGO 

in the exact proper Stiteed Comgeny “yabeueaa 
position when the shoe United = ao Ltd. 331 Arch St. 

. jontrea MILWAUKEE 

is on the last. with Branch Office at Toronto 10 Metropolitan Bldg. 












SMART LINES ARE FASHION’S FUNDAMENTAL 
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The Sweetheart 


SIMPLE AND DEMURE 
BUT OH SO STYLISH! 








INSOUITE 


REG.US.PAT.OF F 


The Insolite shoe is the 
last word in flexibility. 
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Wo: the Vogue for light 
stockings continues— 
there is every reason to keep 
supplied with shoes of black 
patent—satin and suede. 





OU line is full of patterns 
designed to cater to this 
demand for shoes which dis- 
play the stockings abundantly. 
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PA_FIELD SHOE Co. 


BEVERLY, MASS. 


tyle Shoes for Volume Trad 
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“Our Trade Wont Take 


Anything But FF. B. & C. 


White Glazed Kid” 


For the woman who has once 
worn F. B. & C. WHITE 
GLAZED KID shoes, no sub- 
stitute for this most perfect of 
all white leathers will ever be 
satisfactory. 


Undoubtedly, this is why so 
many makers of the highest 
type footwear have already 
said to us: : 


“Be sure to ‘cover’ us as usual on 
F. B. & C. W HITE GLAZED 
KID—our trade won't take 
anything else.” 


F. B. & C. WHITE GLAZED 
KID is more than the most 
beautiful shoe leather obtain- 


able. 


It is. also the most practical, 
because of its characteristic 
highly glazed surface. 


The Glaze that Stays 


Dirt and dust cannot pene- 
trate the pores and it is, there- 
fore,.a simple matter to keep 
the shoes clean. 


F. B. & C. WHITE GLAZED 
KID shoes hold their looks 
indefinitely and; wear out 
gracefully. 


Amalgamated Leather Companies 


INCORPORATED 


= 





22-24 North 5th St. Philadelphia, Pa. 


Factories: Wilmington, Del. 
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Why the demand for 
Uskide Soled Shoes 
is constantly growing 


IRST a few hard working, hard walking men tried Uskide 

Soles. And proved to their own satisfaction that a shoe with an 
Uskide Sole will give more value for the money than the same 
shoe without an Uskide Sole. 

Then one man told another. The enthusiasm of Angus the 
toolmaker passed on to Fred of the Drop Forging Department — 
over the dinner pail—on the way home from work—after the 
lodge meeting. 

Word of mouth advertising—the best kind of advertising — 
has created a real demand for Uskide Soles. 


But we are not content to let word of mouth advertising carry 
the whole burden. Today national advertising is doing its part to 
convince those who have not yet experienced the economy and 
comfort of Uskide Soles that an Uskide Soled Shoe makes their 
shoe dollars go further. 


That’s why more and more manufacturers and retailers are 
selling Uskide Soled Shoes in larger quantities. 


Write for samples and prices. 


United States Rubber Company 
1790 Broadway New York 
Branches in all principal cities 

















_@.. 
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The Dualink 





\S 








The Tailetre 





- The Tabstrap 


Easter 


The Sceptrestrap 


The Regent 


styles 


[. Miller Beautiful Shoes 
IN STOCK 


The SCEPTRESTRAP 
Stock No. 39—All black satin, turn sole, 
17 8 Spanish heel. AAA toC.. . $8.00 
The TABSTRAP 
Stock No. 40—Black satin, piped with 
silver kid thruout, turn sole, 17 8 Spanish 
beek BAA eG 6 3 a oes. Vice 8.75 
Stock No. 41—Identical with the above 
in all brown satin with gold kid piping. 
RBG. 35. 50's 6 a oe $8.75 
The DUALINK 
Stock No. 45—All black satin with jet and 
Reel double loop beaded ornament, turn 
sole, 17-8 Spanish heel. AAA to C.. $7.90 
Stock No. 47—Identical with the above 
in all brown satin with bronze and gold 
beaded ornament. ....... $7.90 
The CHAPSFORD 
Stock No. 43—All black lizard calf fringe 
tongue concealed centre gore slipper, 
light welt, imitation turn sole, 10 8 
covered cuban heel. AAA to C. .. $7.35 
Stock No. 44—Identical with the above 
in all brown lizard calf. AAA to C...$7.35 
The REGENT 

Stock No. 1005—All patent leather, bead 
edge, turn sole, 17 8 Spanish heel. AAA 

Osi Sette ce «ass ee $7.25 
Stock No. 3009—Identical with the above 
in all black satin. ........ . 





I. MILLER 6G SONS 


a: As. T° Bs 


The TRISTRAP 


Stock No. 46—All black satin, turn sole, 
13 8 covered cuban heel. AAA to C. $8.00 


Stock No. 48—All patent leather, light 
welt; imitation turn sole, 128 covered 
cuban heel. AAA toC. ..... $8.00 
Stock No. 50—All tan calfskin, light 
welt, imitation turn sole, 128 covered 
cuban heel. AAA toC....... $8.00 
Stock No. 52—All white kidskin, light 
welt, imitation turn ‘sole, 12 8 covered 
cuban heel. AAA toC...... $8.75 
Stock No. 53—All light gray kidskin, 
light welt, imitation turn sole, 128 
covered cuban heel. AAA toC. $8.75 
Stock No. 54—All Ch gne kidski 

light welt, imitation turn sole, 128 
covered cuban heel. AAA to C. .. $8.75 


The TAILETTE 
Stock No. 49—All patent leather, open 
shank, turn sole, 178 Spanish heel. 
pT ES Seer ee err $8.25 


The MONOCREST 
Stock No. 51—All patent leather, light 
welt, imitation turn sole, 12 8 celluloid 
cuban heel. AAAtoC...... 





ont paeawok AVE., BROOKLYN, N. Y. 


LE 
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RUFF-TRED a ay <a ee = KRIMPSOL 
priced crepe A high-grade sole spurt 
made with uppers of shoe made in th brown 
both brown and white can- p and white models. 
vas duck with soles of Top 
Notch quality rubber crepe. 
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The Crepe Sole of the Krimpsol and Ruff-Tred Sport Shoes 


Top Notch Values in Crepe Soles 


he MEET your demand for crepe soled canvas foot- the toe” pattern in Men’s, Boys’, Youths’, and Little 
wear, the Beacon Falls Rubber Shoe Company Gent’s sizes. Prices and sizes are as follows: 
offer the Krimpsol and Ruff-Tred, both Top Notch Krimpsol —Men’s Sizes ule. 12 
values in every way. 43 Youths’ “2. 
The Krimpsol and Ruff-Tred meet the demand for “  —LittleGent’s “ 8 /10%.. 
crepe soled canvas footwear. Both live up to the high Ruff-Tred—Men’s 
standard of values set for all Top Notch products. “ =e 
These splendid sport shoes are made in the “laced to = —Little Gent’s 





ee 


BEACON FALLS RUBBER SHOE CO. 
Makers of Top Notch Rubber Footwear 
Beacon Falls, Connecticut, U. S. A. 


Branches at 
NEW YORK BOSTON CHICAGO 
106 Duane Street 241 Congress Street 208-12 South Jefferson St. 


Eo ~ seabed SAN FRANCISCO 


MINNEAPOLIS 
426-432 Second Ave. No. 530 Howard Street 


TOP NOTC 


A GUARANTEE [i S| OF MILEAGE 
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Important— 


WHEN and WHAT 


Wiechman’s 3 


RETAILER SERVICE 





and 





A New York 





NX \. COLOR PICTORIAL yA 
connection \Q tells you pf 








Ourfree buy- 
ing service 











keeping you 
advisedin advance— 
on patterns—leathers 
—colors—etc. 
Means Turn-over 
and Profits. 

You cannot afford to 
be without it. 











will be of un- 


told value to you. 

It is saving merchants all 
overthecountry large sums. 
This service is handled by 


. retail men who know shoe 


values and can get the 
shoes you need quickly 
from Manufacturer or 
Jobber. 











The April First Issue of This Twice-Monthly Service 
NOW READY—Total Cost $1.50 Monthly 


Mail Your Check Today 





NEW YORK “Telihag? 
—— “Ye Taki 


BROOKLYN 
raetdon 


200 Nostrand Ave. 


ROCHESTER 
49 South Ave. 


CHICAGO 
Sul 219 W. Huron St. 


CINCINNATI 
124 E. 8th St. 


ST. LOUIS 
3939 Olive St. 
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LAST-MINUTE EASTER NOVELTIES 


as NOW IN STOCK 4 


Handsome in its simplicity is this opera pump with A very beautiful hand turned sandal ¢ exceptional 
imported gold and silver kid piping. An Im. Turn quality. Champagne line 
No. 1968—Tan Russia Call, 13/8 Mi peel. $5 ” 





with fall breasted high Spanish heels. Champagne 
lined No. 1966—Patent Colt, 13/8 Mil. Hi 
No. 733—Black Satin, Silver Piplag... my * C4 No. 1967—Patent Colt, 16/8 Spanish | fieci” 


No. 732— Patent, Gold Piping...... - 
C Width 3/7 
No. 738 No. 744 


Pate TSS on 


Stich Flapper ek. At wich gum metal cal The problem fr 4 $5.00 Retailer will fad it ls: 
No: 735—Persne 16/8 Mi Fee oat No. 744—Patent, Gua Metal Trim, 16 /8 Span. 
pee Sen peeet 70 Peers ey’ ¢ No. 743 Patent, Gun Metal Tim, 13 78 Mil 

Bee Fan sere Sh vlarpe th a 7 No. 146 Satin’ Gan Metal Fim, 1678 Space 


. 741—Satin, 9/8 Flapper Heel - 4 
ish Heel.. 
No, 745—Satin, Gun Metal Trim, 13/8 Mil. 


Heel. 60 
No. 747—All Patent, 14/8 Spanish Heel 
No. 748—Satin, Bl«. Suede Trim, 14/8 Span- 
, ish Heel... 3.60 
C Width 3/7 
No. 3708 


igh St le and Quality at a Nominal Price 
atent, Mat Trim, 16/8 Spanish 


afee incinerate 
—Patent, —_ Trim, 13/8) Mil. ae 4.25 


. 3709 —Pat 
. 3712—All Pacteat, 1 4. 4 
. A ae hg et An exceedingiy sood shoe for those who prefer one 
: h Leather Heels my 
No. 6407—Patent, ‘Gus Metal Strips 


‘ieee SHOE CO.Inc. 


‘omens Specialty Jootwear 
79 Reade Street NewYorkCity 
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merchants hate used to 
bi ger profits. We will 
end you a complete set. 


These are just a few samples of 
Rotospeed work that other shoe 


build 
gladly 
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OTOSPEED 


STENCIL DUPLICATOR 


Prints Sales and Col- 

KcYenslebeu M-lad— saci h tones 

Mews, Bulletins and 
lao} Kola 


s 


This Is a Special Offer to Shoe Merchants 


We want to send you a complete Rotospeed 
Stencil Duplicator outfit—machine, stencil, 
paper, stylus, ink, paste, and a supply of im- 
pression paper. With the outfit we will send you 
some clever and effective ideas that. have been 
used by successful shoe merchants everywhere. 
We will tell you how you can produce these ideas 
right in your store with a Rotospeed. Then we 
want you to test the machine and ideas for 10 
days without expense. 


What It Does for You 


With a Rotospeed you can keep your stock 
moving rapidly—every number of every style of 
shoe. People expect you to carry a wide variety 
of styles. Keep them informed on your stock by 
means of sales letters, price lists, bulletins, and 
folders. Take advantage of every season and 
holiday by means of attractive bulletins and do 
all of this easily and cheaply with a Rotospeed. 


Easy to Operate 


You, or any clerk in your store, can operate a 
Rotospeed Stencil Duplicator without muss or 
trouble. It reproduces anything that can be type- 
written, handwritten, drawn, or ruled. Just write 
or draw on the Rotospeed stencil, attach stencil 
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THE ROTOSPEED COMPANY 


CUT OUT AND MAIL! 


The Rotospeed Co., 
Dept. BP-2, Dayton, Ohio, 


Please send me complete Rotospeed machine and free trial 
equipment. After 10 days’ trial I will pay $48.50 gp return 
the machine. Please send me samples of work, booklef, and de- 
tails of your free trial offer. This does not obligate me in any way. 


to machine, turn the handle, feed in the paper 
and the finished copies of printed matter come 
rushing forth and pile up automatically in the 
tray rack. So simple that anyone can do it. 


We Furnish Ideas FREE 


We have many samples of Rotospeed work that 
have been used PROFITABLY by other shoe 
merchants. We’re continually receiving such 
samples from satisfied Rotospeed users and will 
gladly send them on to you—give you valuable 
ideas that you can use for bigger profits. 


Accept This Liberal Offer 


Let us send you some samples of ideas that are 
proven business-builders, big money-makers for 
other shoe merchants. Let us tell you how easily 
and cheaply you can produce these ideas in your 
store with a Rotospeed. Let us prove to you that 
you can increase your profits $1,000 in a year. 
There is no cost or obligation. Just return ‘the 
coupon. Let us know whether you want us to 
send you the complete Rotospeed outfit, ma- 
chine and ideas-fora 10-deys’ free trial or whether 
you want us to send you some samples of ideas 
that have been used successfully by other shoe 
merchants. 


DAYTON, OHIO 


Address....... 


(Print or Write Plainly) 
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Daintiness for the Dainty Nass 


STICKLES—KO-REC-TOE—Growing Girls and Misses shoes are the manufactured 
counterparts of an ideal in Shoemaking. Excellent quality consistent at all times—master 
workmanship—daintiness and beauty of design. 

Stickles Ko-Rec-Toe lasts are correct for growing feet—the result of . 
ful study of - en tee of _ ese Girl. The arches are tka and dobtipabened 
to support the growing foot—the heels are trim and correct in hei i 
KO-REC-TOE affording free and ample toe room. ae ee 


DESIG NED FOR GIRLS—B UILT FOR GIRLS 
in Styles that Appeal 


Salesmen will be pleased to call 


Stock No. 9335 


“PING PONG” 


Stock No. 9355 











“TUNIS” 


Growing Girls Patent Colt Cut-out 
sandal, Light weight soles with Rubber 
Heels, Goodyear Welt, Sizes 24% to 8, 
Widths AA/D. Price 
(Made to order, 4 weeks’ delivery.) 
Made also in Grey Buck and White Elk 
50 





Growing Girls Patent Colt, 1 strap with 
cut-outs through vamp and quarter, 
light weight soles and Rubber Heels. 

hite chrome lined, Sizes 24 to 8, AA/D. 


$4.00 

(In Stock April 15th. A, B & C Widths.) 
Same as above in Misses 12 to 2, widths A 
to D 15 
(This run in Stock April 15th. C & D) 


‘Tue |_-]).STICKLES SHOE (0. 


MANUFACTURERS 


RED WING, MINN. 


STICKLES 
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These supreme golf shoes, built 
by the genuine moccasin meth- 
od, cannot be duplicated by 
any other manufacturer. 


The ‘““Del Monte” 
. For Men 


Style 205—Vamp, tip and quarters of 
Natural Puritan Veal. Saddle and 
backstay of Sportocasin Black Veal. 
Grain oak doubler, moulded grain oak 
counter and calf quarter-lining. Sole 
and heel genuine English Ceylon Latex. 


EALERS who handle Sportocasins are soundly protected against unfair competi- 

tion from other types of moccasins or imitation moccasins. 

One of the outstanding features of Sportocasins is its deep-cut, snug-fitting and 
elevating arch. It is obtained by an exclusive method of cutting and fitting the vamp at 
that point. This method is fully patented, and it constitutes an advantage to every wearer 
not equaled in any other sport shoe. 

Coupled with the genuine moccasin method of running the vamp under the foot, 
without inner sole, and the natural, smooth-fitting cupped heel-seat, thispatented 
principle in Sportocasins identifies them as the highest type of golf shoe possible to 
obtain. 

Made in the best shoemaking manner from the finest obtainable materials, and 
furnished in a variety of attractive patterns and colors, Sportocasins offer high-grade 
dealers a top-quality sport line that se//s. 


Ask us for Sportocasin literature and the full 
details of our co-operative sales work for dealers. 


THE SPORTOCASIN Co. 


YARMOUTH, MAINE 


It AAT as 


Dealer Influence.is secured thru advertising in the Boot ana Shoe Recoraer. 
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Making Your Summer Season Profitable 


with an opportunity to try-out the “In-Process’’ system 





oe ym 


eneral country 
wear. Tan S — No.102 
Tan Box); Brass eyelets; 
Crepe sole with white rubber 
middle sole. Brogue—Soft 
Toe Box. $5.75. 





BERKLEY 
A ~~] A Oxford Os after 
and “ ery” wear. A com- 
tion of Sinoked Elk and heavy 
= Jersey Calf. Nickel Eyelets. 
Dufiex ribbed bber sole. 


CHARLES A. EATON fi 


BROCKTON 


Summer need not be a slack season. 
With golf, tennis, motoring, boating, 
the seashore and the great out-doors all 
demanding correct sport shoes, every 
industrious retailer should be getting 
his share. 


Sport shoes have nearly always been 
a gamble, but Crawford distributors 
operate on a basis that insures an active 
and profitable season from May to 
September. 


Here are four Crawford Sport Shoes 
that are ‘In Process””—absolutely cor- 
rect and in demand as to style. You 
can sell any or all of these sport shoes 
to your customers without carrying a 
heavy stock or waiting for delivery. 


In order to introduce the Crawford 
“In Process” proposition to those re- 
tailerswho have not enjoyed its benefits, 
we are offering these four sport shoes 
at regular Crawford distributors’ prices 
to enterprising retailers in towns where 
we have not yet established an agency. 


A small stock is all that you need. 
These four sport shoes are ready for 
immediate shipment and will be con- 
stantly “‘In Process” during the season, 
so that your repeat size schedules can 
be shipped daily or weekly as you wish 
them. Crawford distributors are already 
taking advantage of this unusual sport 
shoe opportunity. You, too, can make 
your summer season profitable, without 
investing much money or gambling on 
styles. 


Send in your order today and enjoy 
real turn-over in sport shoes of correct 
styles and perfect fitting qualities. 


The (awford Shoe 


Retailing at Most Styles $8 
A Few at $9 and $10 
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BRUCE 
Player's ~ pe Oxford for golfing, 
tennis and other sports. Tan Sport 
ae (No. 102 Tan a — 
overlay apron. Eng repe 
with white rubber middle sole. 
Brogue—Soft Toe Box. $6.25. 





SHOE INDUSTRIES 


MASS., U.S. A. 
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‘The Crawford ‘ 
Arch Supporting Shank 
keeps the Arch Young 


Misshapen shoes and shoes that break 
in the shank after they are worn are 
detrimental to health and comfort. 


The Crawford Arch Supporting Shank 
keeps the shoe in shape and holds the 
foot in its proper position during the life 
of the shoe. The Crawford Arch Sup- 
porting Shank prolongs that youthful, 





On the head of the rivet which locks 


springy walk in those who are leaving the shank to the insole, and which is 
: flush with the insole, you will find this 
youth behind. trade mark. Look for the trade mark. 
It is your protection. 
A valuable talking point for the retailer @ 





is the shoe with a Crawford Arch Sup- 


rting Shank. 
I ee ei 
The Crawford Arch Supporting Shank Singote 
is built right into the shoe — fitted be- K 


tween the inner and outer sole and 
locked to the insole. It cannot abrade 


the skin. : Nothing in the Shoe hut the Foot 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 


Dealer Influence is secured thru adverising in the Boot and Shoe Recorder. 
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of Our Line!| 


HANNAHSONS 









+ 













| No. $85-B Black Satin cas Ser "Imita- & Pg 

. oon. mere = pepambebsprs i ~ ‘No, 884-B—Black Satin Gun Metal Calf Cut-Out Front Strap. 

ll No. 884-B- Imitation Turn, 9/8 Military Heel. C Width. Code, “Suzy 

= = $5.00 = Pricer ~<a 

| hess cccitcmecttectt Price, a ae CF, Cot Out From 

} Imitation , Turn, 14/8 Half Spanish Heel. C Width. 
"OE Sn ccocdiachvondsbrens os tbitiemnere Price, $2.7 


Popular Prices that Spell Profit 


Advanced showing of these four numbers indicate a big demand. Dealers 
who know HANNAHSONS Quality and who have cashed-in on the profit 
of our popular prices know that our styles go over big. These black satins 
will go fast way into summer. Take advantage of our discount of 5%—10 Days 
by ordering 36 pairs to the width. 


LOOK AT THE PRICES. Where can you buy such high style and such 


quality at such prices. 















You'll soon start to show white shoes. Be prepared with this enticing, chic 
model by ordering early. 


IN STOCK APRIL 10th 


ORDER NOW FOR QUICK DELIVERY 


















“No. 825-B—Black Satin Suede Trimmed Vamp Cut-Out _ | 
. Code, No. 572-B—White Canvas Kid Cut-Out Front Strap. Imita- 
Sete. tan, Ten,00 Mao Mow © han ee tion Turn, 9/8 Military Heel. C Width. Code, “Flo.” 


No. 571-B—Same with 12/8 Cuban Heel. B and C rene | 
Code, “Louie oe gone cc 1.85 i 
570-B—Same = 14/8 Half Spanish Heel. B ‘and C 







No. 
Widths. Code, “Dorothy”... ..........-c00-0008 Price, $1.85 |] 


I HAVERHILL ANNAHSON MASSACHUSETTS | 
| SHOE CO. 
BOSTON SALES OFFICE, 183 ESSEX STREET 


‘Dealer Influence is secured thra advertising in the Boot and Shoe Recorder. 
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NEW YORK'S MARKET 
for NOVELTY FOOTWEAR 












IN STOCK __ 








A Hot Number for Spring! 


High-Grade Turn Sandal 


No. 1539—Patent Leather Cut-Out. 
Gray lining. 12/8 Block Heel. Medium 
Broad — 
No. 1540—As above in Satin, tunis 
Cut-Out, ; 
No. 1541—As No. 1539 with 
wage Spanish yg E 
No. 1542—As No. 1540, with 
Baby Spanish Heel. 
A width— Sizes 4 to 7. 
B width —S:zes, 3% to 7. 
C width—Sizes. 3 to 7. 
Wire or write your orders at ence. 
M. J. SAKS SHOE CORP. 
157 Duane St., New York 











. $5.25 





THE FAVORITE RIGHT NOW! 


No. 20—Russia Calf, extra fine quali- 
IN STOCK ty. mete be made, ivadidear Wil, 
“SARAZEN” chrome sole and heel, curved shape 














fitting ankle strap, full kid lined. 
wide, sizes, 344-644; C wide, 
sizes, 26-7 , 


No. 40—As above, except 
in all extra fine Sterling 
Colt patent leather, sizes 
same as No. 20. 


The L. B. Schindler 


Shoe Co. 
148-150 Duane Street 
NEW YORK, N.Y. 





EXCEPTIONALLY POPULAR! 


Orders Filled in Rotation +! 
Fine Turns—All white leather lined t+ruout t,. 
“GLORIA” No. 600—Al! Patent; No. 602 





—Same with Black Suede 

Lattice; No. —Same with Field 

Mouee Lattice; No. 605—Same with 
Gray Nubuck.- 


4 to 8—$1.65 









izes 
814 to 11—$2.00 






Mosher Shoe G 


14-16 WEST BROADWAY 
NEW YORK CITY 


**CHIN-CHIN” 
Expressing the Chinese Mode 


No. 3902—Chrome Pat- 
ent Leather Stitchdown 
op our new modified 
last. Gray suede lined 
throughout. Rubber 
Heel. Creased Vamp. 















































FOR THE KIDDIES! 


Dr. Kimmel’s “‘Tru-Fit”’ Shoes 
*“*Room for Every Toe”’ 








No. 554—All Patent Blucher. Good- 
year Welt. Sizes: 

Infants’, 5 to 8.. vevee 2.65 
Child’s, 8% to i. -...$2,90 


No. 530—As No. 554 in 
Russia Calf. Sizes: 

Infants’, 5 to 8........... $2.50 
Child’s, 844 to 11........ $2.75 


Same as ubove in Oxtords 


KIMMEL & MARBACH SHOE CO., 





“DAISY SALLY” 


A Shoe That Will Sell Big for Easter 


No. 601—Patent Pump Brooklyn 
McKay.All Leather. RubberTop-lft 


Sizes 
Children’s, 843 to 1}. ~$2.35 
Misses’, 114 to2.. 2.60 


Growing Girls’ Broad and Nar- 
row Toe, 24 to6..... .. $3. 


Write for Samples 
LION SHOE CO. 


107 Reade Street 
New York City 


























‘““THE RIGHT SHOES ON TIME” 


A Dainty, New Sandal for Spring 


No. 402—Patent Leather “Poppy” 
Sandal, 8/8 Covered Heel. Cham- 
pagne color Oe $3.50 


No. 404—Popular Shade Tan 
Calf. As above, with 8/8 Lea- 
ther Heel. Rubber Top Lif 
Sizes, 3 to7. C Wide. $3.. 


B. FRIEDMAN 
Established 1880 
09 READE ST. 








- The New Miss Debutante: 


One of the best sellers 
Goodyear Welt. 8-8 Heel. 


No. > > iam Lea, 
Rubber H 


No. 231 2 Levor 
Kid. 


No. 2310—Gray Kid. 


No. 2311—Alredale Nu- 
buck. 


Widths B-C-D; Sizes, 
24 w 7. 


CONCORD SHOE 
COMPANY, INC. 


116 Duane Street 
New York Cit 
63 N. Third St., 
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eAnnouncement 


A NEW LINE 


of 
STYLE EDUCATORS 


for 


YOUN G MEN , 3 Ze EDUCATOR 


PRINCETON 


HJHE Rice & Hutchins sales force has just left our eight distributing houses with 
r ) j the best news yet for every dealer—a message of profil and big sales, a message 
Gey that you will welcome. 


Rice & Hutchins, Inc., has designed a new line of Style Educators for Young Men. 
Every pattern is ultra-stylish—of the type that young men like—dash, swagger, 
and up-to-the minute lines. The lasts are the latest—the utmost in comfort and unusually 
rich in appearance. Each last retains the Educator features of comfort and room for the 
five toes. Every model is all that can be desired in fine footwear construction. 


In addition to the selling qualities of the shoes themselves, 
there is a point on which the dealer can capitalize to the 
fullest extent: Every shoe bears the famous Educator 
trade-mark—the best-known trade name for shoes in the 
world. The power of this brand is tremendous. It is na- 
tionally advertised and Educators are sold the country 
over by 15,000 dealers. 


By tying up with such a well-known brand and footwear 
of quality, there is an opportunity to build up an excellent 
trade among the young men of your community. 


If, by any chance, our salesman should not call on you 
be sure to write for samples. 


RICE & HUTCHINS 


INCORPORATED 


BROADWAY 13 HIGH STREET BOSTON, U.S. A. 


YLE DISTRIBUTING BRANCHES: 


os wimg ee va = 

Rice utchins St. Shoe . 

No. 1688—Russia os Circular i i . Atlas Shoe Co. Boston, Mass. 

Vamp Oxford, ay tip ga H Cleveland . Jos. I. Meany & Co., Inc., Phila.. Pa. 
. , 1 Oye WRITE FOR NEW CATALOG 
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If Hats—Why Not Shoes? 


By ARTHUR D. ANDERSON 


O attempt to stimulate business in ‘men’s shoes 
can hope to succeed to the extent hoped for 
unless one fundamental fact is taken into 

consideration. 

The buying habits of men differ mater- 

ially from those of women. 

It is safe to say that the average man buys a pair of 
shoes because he feels he needs them—in other words, 
because his other shoes are worn out. He is not im- 
mune to the style appeal, of course, but “takes” the 
disease more lightly than do his womenfolk and, if 
Nature is allowed to take its course, usually recovers 
in a short time and continues to buy “another pair like 
the kind I had before.” 

This, then, must be the starting point of any move- 


ment if it is to be successful. It has been done in other 
lines and can be done in shoes. 


Follow the Lead of the Hat Maker 


What man, for instance, thinks of wearing his winter 
felt hat much after May 1. But does he buy a pair of 
lighter weight shoes at the time he buys his straw hat? 
A large percentage, on the contrary, can be seen 
throughout the summer with a pair of heavy looking 
grain leather oxfords, obviously a winter proposition. 

The obvious cure for the evil is to quit displaying 
these heavy shoes when straw hat season comes around. 
If the merchants of this country could in some way 
reach an agreement to show lighter soled shoes of 
smooth leathers in the Spring and to relegate to their 
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hold-over stock department the shoes that they know 
are not suitable for warm weather wear, then the solu- 
tion of the problem would be well under way. 


What Other Branches of the Trade Might Do 


Or if, by some miracle, it became impossible for the 
manufacturer to buy the heavier leathers for his sum- 
mer run, it would be equally impossible for the mer- 
chant to buy the heavier shoes, and with the exception 
of hold-overs (shoes not sold during the winter) his 
merchandise would be seasonable and saleable at a 
profit. : 

There is absolutely nothing new in this theory but 
it has never been done. In fact, it has never even been 
attempted. 

Also Shoes for Occasions 

Another and equally obvious move is that embraced 
in the phrase of “Shoes for Occasions.”” One merchant 
has made a good start along this line recently by push- 








accustomed everybody, everywhere, to the sight of 
Scottish tweed knickers, with cap and coat of the same 
material, worn by the whole motor family, that it 
would take much searching to find a spot where knick- 
ers worn by men or women excite the slightest stir. 
And yet, possession of sport-clothing implies additional 
purchases of apparel, because men must wear less in- 
formal attire at business, and women attending mah 
jong parties do not dress for outdoor sports.” 


How Price Can Be Made a Good Influence 


There is another influence that should be studied 
with care and that is the confliction of ideas on price of 
footwear. In many of the big cities the merchant feels 
that the five and six dollar price level will develop a big 
volume of business for him by taking customers away 
from stores selling at higher levels. That merchant is 
cutting off his nose to spite his face, for common sense 
now tells us that men will not wear more than their 
regular quota of shoes the 





ing the blucher pattern for 
street and business wear. He 


year round, and if they are 
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reports that it increased his 
sales considerably because it 
made it necessary for the 
men to buy another pair for 
dress purposes. Men, even 
those who are notoriously 
careless about their footwear, 
can be made to see that the 
blucher is not the thing for 
evening wear. It is a street 
and business proposition and 
this thought, if put across, 
becomes the entering wedge 
by which it may easily be 
possible to develop the idea 
to its ultimate conclusion. 
Men are cagey about style 
talk which implies that it is 
up to them to become dudes. 


The Birth of a New Last for Men 


How one new style y an Crees ogee 
esting yarn coming from George E. , oO 
Thomas F. Peirce & Sons, of Providence. 

“Men kept coming into the store,” os Mr. 
Peirce, “and d to be fitted short. If they 
should have had an shoe, we usually had to 
squeeze their feet into a 7D before they were satis- 
fied. They didn’t like that vacant space in the toe of 
their shoes.” 

Not being able to get what he wanted from the 
manufacturer, Mr. Peirce p a set of sample 
size lasts and borrowed a rasp from a friend. Then 
sat down and filed away until he had develo a 
last with a — wide, roundish toe, with a — 
and a four-i vamp--unusually short. This, he 
finds, satisfies the needs of the men who wanted to 
be fitted snug in the forepart of the shoe and, inci- 
poy mnt its — — to fe perly instead 
of fitti angerously short. But "t expect it 
ssadtaieliy Sn lncouneh hie gaie-athemne, he on , be- 
cause his male customers buy when the shoes 
and if they don’t see what they want, they buy the 
next best thing. 

“What this country needs,”’ says Mr. Peirce, “is a 
campaign which will overturn the present buying 
habits of men and give them an appreciation of the 
importance of correctly shod feet.’ 


working at top wages the 
thing to do is to encourage 
them to pay better prices for 
their shoes. 

Still another point, and 
an even more important one, 
is the courage that many 
merchants in smaller towns 
have had to grade up their 
shoes in price, quality, ma- 
terials and design so that 
shoes at ten dollars and up 
are. better appreciated by 


- the man who has the price 


to pay and who gets full 
value in comfort and appear- 
ance by paying the extra 
dollars for better grade foot- 
wear. These merchants are 

















Merchant after merchant has 
endeavored to show that smart gray hats or double 
breasted suits, imply the need for spats and light tan 
shoes, plus a cane. That may be good talk on Broadway, 
but it doesn’t ring the cash register on Main Street. 
There has, however, been a remarkable influence on 
dress for men and it has been the development of but a 
few years and is worthy of real effort in shoe selling. 
We can best emphasize it by quoting what a prominent 
fashion writer tells about clothes: 
The Influence of Sport An Entering Wedge 

“Take sport-clothing for another example. Not long 
ago, a man wearing knickers created a small sensation 
and endless talk if he appeared on the street in almost 
any town or city of any State. Even on the golf course, 
knickers were accorded a loud Main Street razz. For 
women to wear them was unthinkable, and Legisla- 
tures have argued the weighty question of bifurcated 
apparel worn by females. Today, motor. travel has so 





lifting up the level of men’s 
shoe departments and making them worth-while fac- 
tors in “getting a profit.” 

Here and there all over the country, merchants are 
realizing that better prices can be had for men’s shoes 
with good salesmanship and good fitting to back up the 
proposition. It is a simple question of business economy 
that if the number of pairs sold is limited, a better 
price per pair is the only solution to the men’s shoe 
game. 

Another writer says: 

“Let the trade begin with itself. For example, from 
photographs in the trade magazines, I notice that most 
of the members of the different State retail associations 
wear business suits.at their banquets. There are also, 
unfortunately, very few well dressed meninthe average 
retail store and factory, including the head of the 
establishment, so that it-is evident there is a bigsfield 
for a ‘pride-in-appearance’ movement to work in.” 








ent, det dite patie.” a 
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“Getting More Shoes Sold Right” 





Miniature, Yet Big Enough to Keep You Informed on What Is Presented 
in This Issue—and Other News 














The White Season 
Detroit, Mich., April 2—Re- 
tail shoe merchants are looking 
confidently to a big season on 
whites. Chinese colors are sell- 








in the spring season. 

have been shows at Appleton, 
Fond du Lac, Wausau and La 
Crosse. 





Tailored Shoes 
New York, Apr. 3—A Fifth 
Avenue store advertises: “Now 


co a my oge when 
amas must tailed to make 





ps’ are nothing more or 
nes than pumps whose seams 
are piped with silver or gold. 


Black Linings Again 





here 
large demand for black shee 
leather for quarter and souk 
inings of shoes. It is due to the 

arity of patent and satin 
shoes for women. 





In the Movies 
Haverhill, Mass., April 4— 
Paul Whitcomb of the Whit- 
comb family of shoemakers of 


this city has the 
Young hands Ceatesiaies 
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Hand-Sewed Moccasin 
Seams 


Auburn, Me., April 3— 
Manufacturers of moccasin 
style shoes for men are sendi 
out a of sport shoes = 
partly sewn vamps, to illus- 
trate the Maine method of 
making a moccasin seam. 


Two-Piece Oxfords 
New York, April 4—Two- 
piece oxfords for sport wear by 
men have appeared here. They 
have just two pieces of leather 


7 


quarter the uppers, vamp and 
in another scroll. The heel the quarter. They are 4 
was a 15-8 covered Spanish They have crepe soles, and are 
Louis. selling at $12.50 a pair. 
=—=— 











Big Buckle Season Ahead 


New York, April 1.—This summer and fall will see an 
i a anes were on women's those, 
according to representative buckle concerns , whi 
demand for their 








age are of the opinion o< 
plain opera pump, w 
lends itself so ingly to a 
distinctive buckle, will be the 
best bets for fall. 


In Different Colors 
Boston—W. K. Chandler, 
Inc., report a big sale of shoe 
bindings in various shades— 
in meadow green, Jack Rabbit, 
Oriental pearl, Chinese blues, 
tangerine, and 142 other dif- 





of designs afe also re 
by this house as good sellers. 


Satin Hats and Shoes 

Paris—Rose Descat, one of 
the wine Baap of “chic 
chapeaux” has recently decided 
on small black satin hats. To 
Fear a4 these adornments 
for SS head, American 
shoe buil are i 


New Atlanta Store 

Atlanta, Ga.—The Princess 
Boot Shop, recently opened 
in the Peachtree Arcade, is 
one of the most attractive 
stores to be found in Atlanta. 
The new store caters exclu- 
sively to wes —_ since - 
opening e an excel- 
lent business. Eenest F. Hicks, 
the owner, has delegated the 
management to Jesse Cham- 
bers, a well-known Atlanta 
Shoe salesman. 


Imported Men’s Oxfords 

Philadelphia, April 3—One 
of the recent features in the 
shoe store at Snellenburg’s was 
a collection of men’s imported 
English-made oxfords. The 
were offered. in tan calf pos. 
black kid and had plainstraight 
tips with almost invisible 
stitching. 


Alligator Calf Models 
Philadelphia, April 3—Gray 
alligator calf in cut-out ankle 
strap models, tan alligator calf 
in instep strap and colonial 


styles and gray lizard calf with 








buckle instep strap models 
were recently featured at the 
shoe department in Gimbel’s 
in a two-day sale. 


Sandal Tykes Popular 

Los les, Cal., April 3— 
Sandal effects are meeting with 
a good response from the 
women here. The strength of 
the flesh-colored hosiery, worn 
in contrast to black footwear, 
is gaining. 

Blacks Sell Truly 


Cincinnati, April 3—A 
call for blacks is seal b 
ren Se The md 
shoe stores report good 
demand for black patterns, 
particularly suedes and satins. 


Trend Toward Colors 
Buffalo, April 2—The | 

of the shoe te here camaet 
a steady trend toward 
Colored sandals for the 
ounger women are selling 

y- Men are preferring 
lighter shades of tan than in 
former years. 


Pipings of Gold 
St. Louis, April 4— 
the newest els in women’s 

















Brown Suede Pattern 

we tax ee oe 
suede was y com- 
bined with brown alligator 
in harmonizing tone was 
shown the past week in one of 
the Gillett-Upton, Inc., win- 
dows—it had a little leather 
rosette which concealed the 
side front goring in truly orna- 
mental style. 





Another Convert 


joined the ranks of those who 
would “Walk and Be Healthy.” 
Her press agent is sending out 
pictures showing her starting 
on a long walk. She says walk- 
ing is the best exercise. 





The Winning Sign 
Boston, -Mass., Apr. 4— 
The medal for this hag dy best 
store sign goes to store 
that posted the sign: “‘A good 
long walk fate day is the 
best spring icine.” 
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“Even if you haven’t had 
a disappointing experience in 
this matter you had better 





Here’s a System which will Help Solve 
Your Insurance Problem 
By W. S. CAOQUETTE 
of Rice § Hutchins, Inc. 
ON’T lock your insur- CHOOSE YOUR COVERAGE 
ow pr sara hy CAREFULLY! 
been stolen. Many retail 


merchants are letting George 
lock the door. Are you? Most 
of us look at insurance as a 
sort of necessary evil, place 
as little as possible, pay the 
bill, and proceed to forget all 
about it. 

Naturally, we would re- 
sent it greatly if we were 
accused of giving the rest of 
our business the same kind of 
attention. An intelligent un- 
derstanding and practice of 
Insurance is like putting the 
family jewels in the deposit 
vault; it takes the risk off of 
your shoulders and places it 
where it belongs—with the 
insurance companies. 


One Hundred Per Cent 
Best Coverage 


Let’s go back to the first 
principle. Why do you in- 
sure? Because the funda- 
mental purpose of insurance is protection. Choose your 
coverage carefully, decide what part of the risk you 
want to carry yourself. (Chart No. 1 shows this graphi- 
cally.) Many retail merchants are their own insurance 
companies and do not know it. If you carry a policy 
with the 80 per cent co-insurance clause, you carry 20 
per cent of the risk yourself. One hundred per cent is 
really the best coverage. In that event you are covered 
up to 100 per cent of your loss. 

The following is taken from an open letter sent 
broadcast to merchants by the Chamber of Commerce, 
Lawrence, Massachusetts, on the subject of 80 per cent 
co-insurance. 











How the 80 Per Cent Clause Works 


“Have you ever suffered a fire loss? And when the 
adjustment was made be disappointed because you 
received as damages less than you felt you should? 
More than likely the agent then endeavored to explain 
to you the much-discussed co-insurance clause that is 
jn all mercantile form policies. 





COVERED 


Chart No. 1 showing proportionate risks assumed by in- 


surance companies and by the insured 


study your policy now to 
guard against disappoint- 
ment later. 

“Here is the experience one 
of your neighbors had some 
time ago: His stock and fix- 
tures were worth $50,000. He 
felt it would be a prudent 
thing to insure for only 
$10,000. There was a fire, 
and the loss was estimated to 
be just $10,000. So he sat 
back and awaited the insur- 
ance company’s check for 
$10,000. The check came. It 
was for $2,500. He protested, 
feeling that he had been de- 






BY 
INSURANCE frauded out of $7,500. 
Insurance $10,000—Loss 
$10,000—But He Got Only 
$2,500 


“He hadn’t been at all. 
Two thousand five hundred 
dollars was the amount to 
which he was entitled. Here 
is the way it came about. There was in this contract, 
as in all policies covering stock and fixtures, a ‘reduced 
rate contribution clause, which made the insured a co- 
insurer with the company, for it stipulated that the 
insured agreed to carry insurance to an amount at 
least 80 per cent of the total value of stock and fixtures. 
By the terms of that clause the insurance company 
agreed to pay a proportionate share of the loss. This 
share of the loss would be the proportion which the 
insurance bore to 80 per cent of the value of the stock 
and fixtures. Therefore, since the total value of stock 
and fixtures was $50,000, 80 per cent was $40,000. He 
carried $10,000 insurance. This was one-quarter of 
$40,000. Hence he received one-quarter of the fire loss, 


. or $2,500. 


“Had the fire loss been $5,000 the indemnity would 
have been $1,250; had it been $20,000 the indemnity 
would have been $5,000. Get the proportion idea? 

Co-insurance Law is Standard 
“This co-insurers’ clause is standard. The under- 
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100% COVERAG: —-MONTHLY INSURANCE FIRE RECORD —— (VALUES TO INSURE) 


“ADD CANCEL 


000 
G00 
oon 





Form No. 2—The top line shows you, for instance, that your stock, furniture and fixtures, while inventoried at $23,000, are insured for only 

$18,000. Therefore, you should add $5,000 insurance. But on the other 7 also have merchandise due which is worth $5,000 so the 

total amount you must add, to get 100 per cent coverage, is $10,000. On the third line, we find a different condition—a gross value of $23,000 

and insurance of $28,000, obviously calling for a cancellation o, ba a But here again you have some merchandise due valued at $3,000 so 
you cance 000. 


writers adopted it about twenty-five years ago to safe- standing of every reputable company. Every reliable 
guard them against paying maximum losses when the _ broker has a Best Rating Book. 

maximum insurance was not carried. This practice, it Second.—A Policy Record. Here is listed a complete 
was felt, was unfair to the insurance companies and so history of every policy, which should be guarded as 
the ‘co-clause’ was inserted. It is involved and techni- carefully as an inventory record. As policies expire or 


cal, and is not easily understood.” are cancelled, draw a straight red line through them, 
Keeping insurance records is most important, and not obliterating however, the entry entirely. The policy 
you should have two records, namely: record form may be ruled off by hand, if desired, and is 


Monthly Fire Insurance Record of Values to Insure a form that can also be used for other police lists by 
and a Policy Record. The former covers all property not having a separate sheet for fire insurance, another for 
attached to the building, under two divisions—stock burglary, and another for liability, by simply substi- 
and furniture and fixtures. This report should be posted. tuting the headings. 
at the beginning of each month, and your coverages so Lastly, let me repeat, that it is a wise man who 
adjusted as to be not over or under insured. By look- studies his insurance and sees to it that he is neither - 
ing at the form shown, this can be easily understood. overor under-insured, but that he is sufficiently 
(See Form No. 2.) covered in all branches of insurance necessary to the 


: safeguarding of his interest. 
How To List Your Values Some of the necessary forms of insurance are: 
If you decide upon 80 per cent coverage, then your Fire 
values must at all times be listed at 80 per cent of their } f . 
: F Naan Safe Burglary. 
true value. Another important point to keep in mind Daylight Holdu 
is that furniture and fixtures should be figured at re- Saanched d P- 


placement price, less depreciation; not at original cost 
less depreciation, because in the event of loss, the re- 
placement price is what you would personally have to 
lay out to rebuild. Also, list the amount of merchandise 
due you in the next month, so that it may be covered. 
We might say that last year your lowest value was 
$15,000, and your highest, $35,000. Place up to $15,000, 
the balance in policies of small amounts, as needed Talk over your own insurance problems with some 
and cancel as fast as your values decrease. good broker or the National Retailer’s Mutual Insur- 
Under the short rate cancellation table, it is least ance Company, who understand thoroughly the various 
expensive to cancel at either end of the policy. By plac- forms of insurance. 
ing your insurance each month, it makes it advanta- The Jatter organization has been particularly suc- 
geous from this standpoint. Select good companies only cessful in caring for the insurance needs of the retail 
—choose the best brokers. Best’s insurance reports can shoe merchant and has been able materially to de- 
give you an absolutely safe and unbiased opinion of the creas the premium cost in many forms of coverage. 


POLICY RECORD -- ~ FIRE INSURANCE - - ~ STOCK ~ FURNITURE and FIXTURES - 


Theft Insurance on Stock. 
Public Liability. 

Plate Glass. 

Water Damage. 
Contingent Liability. 

10. Elevator Liability. 


WSN AYS eh YE 


TE AMOUNT 





Form No. 2—This is a.record of the various policies, their numbers, amounts, premium rates and expiration dates. 
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HE weeks go by and again comes a gathering 

of the craft to decide on styles. This is but an- 
other way of announcing that the National Styles 
Conference will meet in New York City April 7 and 
that the result of thzir style findings will be pub- 
lished in the next issue of the Recorder—April 12— 
pointing the way to July, August and September. 
What's new? What is the trend? You will want to 
know and the Recorder will publish it in full. 


Painted Faces and Orthopedics 


MERCHANT writes us, “painted faces and 
orthopedic shoes don’t go together,” and, strange 
to relate, his letter comes from a region not far removed 
from. an oil reservation. His community struck oil 
recently and almost over night culture and objects of 
art, player pianos and fine clothes crept into town. 
Business was accelerated and the flossier the shoe the 
quicker its sale and the higher the price. There was no 
limit to the “pocket punishment” of the community. 
Afternoon teas all over the town indicated those who 
had struck it rich by the height of the little fingers 
crooked over the cups. The book of etiquette was the 
best selling number. 
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A regular crusade broke out to break the men folks 
from drinking out of saucers and chewing tobacco in 
tuxedos. Wow! but it was a painful period of prosperity 
—then the darn thing busted. Most of the frills went by 
the board, but the women folk still clung to their 
expensive clothes and particularly their fancy shoes. 
The lower oil went, the less money in town—and before 
long many good stores were vacated. 

Now it looks like sub-normalcy and some of the mer- 
chants who would like to sell a few orthopedic shoes 
find that it is foolish to test out their salesmanship on 
girls with highly painted faces, for cosmetics continued 
—the spirit of jazzwas hard to break. Therefore, yousee 
the reason for the axiom which starts this little investi- 
gation of our own “into oil,” and which leads off this 
editorial, “painted faces and orthopedic shoes don’t go 
together.” How is it in your town? 


ee 
A Hopeful Style Sign 


HERE are many indications that freakishness in 
footwear is passing. Simplicity and some degree of 
beauty was possible in the old oxford. In the march of 


' progress when straps came into vogue, some simplicity 
- was possible the first two seasons of that vogue. No one 


style period has ever lasted as long as the call for straps 
and fancy strap patterns. There is no question but 
what strap adjustment made selling easier because 
shoes could be fitted one size up or down with slight 
readjustment of the strap. 

The new colored hose have revitalized cut-outs so 
that shoes are in their most complex stage at present. 
Recently the Brooklyn Shoe Manufacturers’ Board of 
Trade of Brooklyn, New York, made an announcement 
that it was the intention of that group to work towards 
simplicity of footwear for women. 

The New York style show is but six weeks away and 
already the manufacturers are holding meetings to 
determine some general characteristics worthy of 
adeption by them all. Inasmuch as it is characteristic 
of style to start in the higher grades and follow through 
in all the values, it is the ardent hope of merchants 
everywhere that there is a fair amount of sincerity 
back of the statement simplification of shoes. At any 
rate, Brooklyn has placed itself on record and we will 
watch with great national interest the outcome. 

The question as to whether simplicity in shoes will 
reduce the number of styles eventually is for you to 
determine in your community. Good business sense 
demands that new styles should progress in such a way 
as not to make all styles already on shoe store shelves, 
obsolete and valueless. A quick turn to some unusual 
design is not expected or wanted. 

We certainly look for beauty in shoes, and if it can be 
achieved by showing a merchant how he can buy less 
patterns and yet can diversify his materials to give him 
variety, plus the important factor of plenty of sizes, 
then economic progress is actually made. 
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Misdirected Energy 


RETAIL shoe merchant complained bitterly 

about the amount of stock necessary to do busi- 
ness. “Do you carry a perpetual inventory?” he was 
asked. “No,” he said, “I tried but it takes too much 
time.”” He ought to complain but only to himself, not 
to others. Of course he carries too many styles and dead 
styles at that. Here is a man doing about forty thou- 
sand in sales a year who finds time to drive miles to the 
wholesale market to exchange a pair of infants’ shoes, 
but can’t find twenty minutes a day to keep a record 
that will save him hundreds of dollars a year. Yet this 
man has his money invested and expects it to auto- 
matically make money for him regardless of his neglect 
to adhere to the fundamental principles of good busi- 
ness the first of which is proper and accurate records. 
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How to Lose Customers 


HEN fitting a customer do you appreciate the 
bigness of your task or is your vision narrowed 
down to the customer before you? To see in your mind 
ten, twenty, or even more eyes watching you fit this one 
person is not an illusion, but a reality. You may think 
this one customer is the sole judge of the style, size, fit 
and wear of the shoe you are selling, but you are wrong. 
If the shoe meets all the requirements your customer 
expects it to, that customer may come back for the next 
pair, perhaps this sale will bring another customer, some 
friend willing to give you a trial. But if the shoe lacks in 
one of these three qualifications, particularly in regard 
to the correct size instead of gaining one or two cus- 
tomers, you may lose five or ten or more. The reason is 
easily explained. 
Here is an incident which occurred last week which 
illustrates the far-reaching effect of a shoe sale in this 
instance to the detriment of 
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looking in the old shoe for her correct size. When this 
customer closed the door behind her little did that 
salesman think of the harm he had done his employer. 

All he could see was the $12 on his sales book. Here is 
a concrete example of a salesman with a narrow vision. 
But what was actually the answer to the sale? Occasion 
arose while she was playing the hostess to a gathering of 
about twenty of her guests to express her utter contempt 
for the dealer, not the salesman who sold her an ill- 
fitting pair of shoes. Inealculable harm has been done. 


RET Soe | 
Tact Is Everything 


BREEZY salesman rushes into a store with his 

sample trays. He triessuper-salesmanship. He tells 

that he was sent down here all the way from such and 

such a factory on a special trip to show these beautiful 
samples. 

The buyer inquired how it was that only he had been 

selected in the whole city to be sold. The salesman 


—answered: “Because 1 won’t do business with those 


damned competitors of yours.” The buyer turned 
around and said, “Getting rather warm in here fellow, 
don’t you think you would be more comfortable out- 
side?” 

This is the day of friendly co-operators. and not of 
deadly enemies. You can’t say unpleasant things about 
other men in any man’s town, and get away with it any 
more. Anyway, “knocking’’ never sold anything. 
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‘‘Hunt’’ or “‘Tell *em’’ 


XTRA salesmen are needed for the busy weeks 
ahead. Do you “te!l ’em,” or do they find out for 
themselves? The merchant often says, “I know every 
pair of shoes on my shelves.” 





the merchant. A woman of 


Suppose he does, what hap- 
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social prominence and a sing- 
er of note purchased a pair 
of black calf oxfords at her 
customary shoe store for $12. 
Her correct size is 7-AAA, 
but the salesman fitted her 
with a.7-AA, telling her it was 
7-AAA, 

She told the salesman they 
felt too large, but he stated 
they were the same size as the 
shoes she had on. Three bone- 
head mistakes. In the first 
place, he lied about the size 
of the shoe he sold her, then 
lied again about the size of 
her old shoes, and on top of 
that showed his inefficiency 
and lack of shoe fitting by 





Second Warning 


Reports are still being received of the opera- 
tions of one or more so-called “‘agents”’ or *‘col- 
lectors”? throughout the South and Middle 
West claiming the BOOT AND SHOE RE- 
CORDER has sent them to call on 
for the renewal of subscriptions. 


Although the BOOT AND SHOE RECORDER 
employs agents to introduce the Recorder to 
merchants who do not subscribe for it, the 
authority of these agents is limited to the se- 
curing of subscriptions from non-subscribers. 


The BOOT AND SHOE RECORDER author- 
izes no one to call on subscribers for the re- 
newal of their subscriptions and anyone claim- 
ing to have such au ty is an imposter. 

All remittances for-renewal of subscriptions 
must be sent to the home office of oe BOOT 
AND SHOE RECORDER at Boston, M 

No one has any authority to cash aan 
made to the BOOT AND SHOE RE- 

and anyone asking you to cash such 


checks should be turned over to the chief of 
police. 








pens on Saturday when extra 
help sells most of the shoes? 
They don’t know every pair 
and surely follow the line of 
least resistance by selling any- 
thing the customer wants. If 
these extra men were given 
a short talk on what shoes 
the retailer was anxious to 
move there would be many 
pairs sold that are now 
gathering dust on the shelves. 

The big merchant gives his 
extra help specific instruc- 
tions and you can bet they 
are lived up to. 

The result is less wasted 
time and more sales at a de- 
served profit. 
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Shoemen at Miami. Left to right are “Joe” 
Jones, shoe traveler; M.F. Kelly, ifacturer; 
and G. F. Peterson, retail merchant. 








Where the California Shoe Retailers’ Convention will be held—the new Los Angeles 
\ Tidheare ‘Mahe sonar plana noe fa be in Loe Angeles June 23, 25, 95, 26. 
4 
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News PICTORIAL 
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Claire Windsor, a Goldwyn star, goes a- 
riding. What do you do toward selling 
boots for riding habits? 







You are a dunce if you don’t know that 
boys and girls need shoes NOW- 
est selling season for children’s shoes. 
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TABLE SHOWING THE PERCENTAGE OF WOMEN’S PLAIN LACE OXFORDS AS AGAINST ALL OTHER 
TYPES OF WOMEN’S SHOES 

(Recorded in January, 1924) All 
Other 
Oxfords Types Per cent 
Pairs Pairs Oxfords 
ST. LOUIS ~— At Sixth & Locust Sts. 2:40 to 4:50 P.M.......................0....- 1,852 2,294 44.7 
At Seventh & Olive Sts., 8:30 to 9:30 P.M................,..6.22.-2-. Ol 639 49 
CHICAGO At N. W. Cor. Madison & Michigan Blvd. (No time stated). ........... 554 1,242 30.8 
At State & Madison Streets .(No time stated). Busiest corner in the world 991 2,116 31.9 
NEW YORE: Boonderery © Gaee ee oe anc Fike cick tp cn cccmce lec bec cectassoesis 400 975 29 
Fifth Ave. & 42nd Strect. 2.5... 2... cect cece cece sect tecncsaes 714 1,497 32.2 
Macy’s Entrance. . a te Se ee 993 2,297 30.2 
Grant Ave. & Geary St. 3:30 to 4:30 P.M............ 0... cece cece ees 686 2,223 23.5 
F RANCISCO Grant & Market, 8:30 to 9:30 P. M. (Busiest corner in San Francisco).. 453 917 33.3 
Was eins os Sods ble HELA Behe bao w 008 ve Sos Oo LOE “8,244 13,190 38.4 




















Don’t Neglect Your Staples Entirely, Is Timely 


Warning of Shoeman 


Investigation Shows that Women Are Still Buying and Wearing 
the Plain Lace Oxford 


HE question of style is claiming so much atten- 

tion today that many retail shoe merchants are 

apt to neglect the business which they could 
have on plain oxfords. 

This comes about more or less naturally, because 
about 95 per cent of a buyer’s time today is given 
to the selection of the proper styles, or to the study of 
some question connected with the style situation. Of 
course it may not be necessary for the buyer to spend 
more than the remaining 5 per cent of time taking care 
of his staple shoe purchases. However, because of this 
condition, there exists a tendency to belittle the im- 
portance of the staple business, and not infrequently 
does a member of the trade advance the opinion that 
the women’s plain lace oxford is dying—that within a 
few seasons it will be as passe as the nine-inch button 
boot is today. 


Dangerous to Neglect Staples 


S. A. Beeson, sales manager of the Johansen Bros. 
Shoe Co., St. Louis, contends that retail shoe mer- 
chants are still doing a good percentage of business on 
oxfords, that they are not dead and will not die. He 
states that any merchant who has the idea that staple 
shoes are going to disappear is riding for a fall simply 
because such a merchant will naturally fail to give his 
staple business enough attention. 

In order to substantiate his contention, Mr. Beeson 
went after actual figures. He bought recording tickers 
and stationed men on busy corners of St. Louis, Chicago, 
New York and San Francisco streets, with instructions 


to count the number of plain lace oxfords on one ticker 
and the number of all other types of women’s shoes 
on the other. 


Investigation Showed 38 Per Cent Oxfords 


The result found was that an average of about 38 
per cent of all women’s shoes recorded in those four 
cities were oxfords. Mr. Beeson says he bélieves a gen- 
eral average of about 35 per cent tobe correct, consider- 
ing the time, places, and other conditions affecting the 
method of gathering the data. He contends further 
that the same percentage would hold good in-cities and 
towns of smaller population. 

The accompanying table gives the a of 
Mr. Beeson’s investigation. 


John L. Laird Is Dead 


Philadelphia, April 3—John L. Laird, for 50 years an 
important figure in the shoe industry, died at his home, 
515 East Sedgwick Street on March 28. Mr. Laird was 
a member of the firm of Laird, Schober & Co., manu- 
facturers of women’s high grade shoes. His death was 
due to heart disease. 

Born in 1854, he was the son of Mr. and Mrs. John L. 
Laird. He entered the shoe manufacturing industry in 
his early life and for 21 years represented his company 
in London. , 

Because of ill health, Mr. Laird retired three years 
ago. Surviving him are two daughters, Mrs. A. Jacobs 
of New York and Miss Dorothy Laird of Philadelphia. 
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EW Year’s day on the calendar falls on the first 
Nay of January, but a new year to the merchant 
or individual may fall at any time of year. 

aster is an example in support of this. .. .synony- 
mous with change in mind, spirit, season and mer- 
chandise it is the beginning of a new selling year for 
the shoe merchant. 

From this date a view may be taken of the past and 
the future in selling; the first of the year is a bookkeep- 
ing milestone when the books are balanced while now 
public demand and selling effort are balanced. 


Using All Methods Available 


There’s something in the air makes folk want new 
things to wear. Every article in the wardrobe is brought 
forth and after the creases of a winter’s hiding deep in 
a closet are shaken out is appraised for its worth during 
a new season. It doesn’t make any difference how good 
it may be the fact of its continuing a respected member 


of the Spring outfit depends entirely upon how it strikes ma mark off the old Srom the 
. s of : w the decorative is 

the fancy of its owner. Advertising and shop windows The Men of ie of nea 

are scanned for something more appropriate to take its almost anything that brings 

place. They are looking for suggestions; they will — - pr — 

respond to ideas. They know what they need, but they Seeling that there is “something 

don’t know what they will buy. The direction the al the store is borne out 

. * . i in in the kind of ads shown on 

Easter buying propensity takes is entirely or mostly up the following pages. The copy 

to merchants’ suggestions and to the number of methods pe go f a we point 

of presenting such suggestions. selecting an Easier outfit. The 

ihe merchant who fecle the right 

. ° mere: who feels the rig 
This Material note for his store has been 
The material on succeeding pages is built on the struck in the examples given. 


thought that the number of pairs of shoes bought is in 
due proportion to the number of needs felt, and that it 
is better to hasten the realization of these needs than to 
wait for them to form in their own slow way. There are 
a number of ways of using these helps. . gg -s@t-J 
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ln the towns where the services of an artist are 
procurable the advertisement layouts may be clipped 
and used to make a working drawing from which to 
make a plate for the size ad to be run. 

‘ Where it is impossible to have drawings made from 
the ideas they may be clipped and pasted onto small 
window cards of some tint or gray, the heading of the 
advertisement doing for the lettering and a price 
stenciled on where the text would be used in the ad. 
A pair of shears and paste pot are all you need to make 
some nicely illustrated price tickets with a selling 
message. 

In the copy will be found many phrases that can be 
used for a selling message for window cards. 

The point we would make is that this is done solely 
for merchants to utilize in every possible way to make 
the selling problem easier. To many it will start a 
profitable train of thought; to others it will prove of 
outright use. Every man ought to weigh the possibilities 
of turning it to his advantage. 
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Spring’s Fancy in Footwear 
The smart shoe this Easter, as always, gets the attention of those 


who believe that each part of a costume must match the other in 
quality, style and shade. 


A thing that fits well in all these particulars is sure to be be- 
coming. 


You may not have a definite idea as to what YOUR Easter shoes 
will be—kid, calf, suede—or the many other variations in pattern, 
but you'll have plenty of material to pick from in our new Easter 
stocks. | 


Dame Fashion’s Easter Shoes 
There's so many new things to pick frem. The alligator hide is 
one of the newest infleathers. . . white and colored piping as dainty 
as the smartest frock’s trimmings. 


Our designers worked as many new fancies into our shoes as they 
could without making them cost as much as an imported pair. 
Adaptation and selection of the best offered by foreign artists made 
up in America—means the best at a reasonable price. 
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Easter Surprises in 
Shoes 


Ribbons, bindings, gorings—the 
hat, the frock, and jewelry have 
yielded their best for the benefit of 
footwear. 


Instead .of being just shoes, they 
aremore the‘‘costume”’ than ever before. 
The very things you admire in a hat 
or gown may now be found in shoes. 
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Black satins with red and green pip- 
ing—whites with gold piping. .. .we 
have them, and it will do your heart 
good to see just how much “‘finery”’ 
your shoe money may now buy. 
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FASTER Easter—Fashion’s Own Day 
aed For months we have spent our time 
ae fashions ow day “shopping” and ‘‘conferring” to bring the best 
ier ; in shoes to Blanktown. 

=== Now we place the fruits of our ejfort 

SS before you on Easter—a time when the very 

—————— air is charged with the electric influence of 
is Sr FAS HION. The shoe thal can win approval 
nty See now is worthy of gracing the Easter foot. 

So shop around—then come here in order 
ey a to be better able to appreciate the everlasting 
ir. value that has made our shop known for 

# value. 
» Your Names 
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“Tt Isn't Anything this 
Easter 


“It isn’t anything this Easter— 
to get just the shoes you need at 
Blank’s. I went down there the other 
day and saw the Airedales and Tan- 
barks and the new light Browns that 
match the new Biscuit and Camel’s 
Hair suits. The smart ones that go 
with the tailored effects, and the 
perfectly glorious evening slippers 
that are made of the same material as 
gowns. And the ornaments!—re- 
minds you of jewelry. 


““How much? Oh, that really 
doesn’t matter. This is Easter you 
know, and you can afford to stretch a 
point if necessary—you can be so 
certain of getting oceans of wear out 
of their shoes.” 









anything 
thisEaster-" 













































































YourNameHere 


STREET TOWN 


5 a ee ee 6 ee 6 ee ee’ ee * 



































ETAIL shoe merchants, who attended the annual 
R convention of the Iowa Retail Shoe Dealers’ 

Association, held at Fort Des Moines, Des 
Monies, Iowa, last week, were impressed with the em- 
phasis which was put on instructive subjects. Addresses 
by capable speakers on many vital issues to the retail 
shoe merchants were of particular interest. 

On Wednesday and Thursday, the final sessions, 
many important subjects were covered thoroughly by 
several speakers. Those who spoke Wednesday in- 
cluded: Fred Becker, secretary of the Ohio Leather Co. 
of Girard, Ohio; H. A. Alexander, manager of the chil- 
dren’s department at Elwell-Fields Shoe Co., Des 
Moines; C. J. Doepke of Ackley, Iowa; Robe:t Shana- 
han, sécretary of the Chamber of Commerce of Ames, 
Iowa. 


Jacobson Heads New Officers 


“Harry Jacobson of Des Moines was elected president 
and other officers chosen include: first vice-president, 
C. F. Hardy of Winterset; second vice-president, A. H. 
Lamb, of Cedar Falls; secretary and treasurer, Ira 
Welch of Greswold. Directors: Fred Stuhler of Monti- 
cello; W. H. Gernes of Ames; Chris Larson of Marshall- 
town. 

“The Travels of a Calfskin Through a Tannery,” was 
Mr. Becker's subject. His address constituted a journey 
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This is positive evidence teslifying to the interest manifested when the Iowa Retail Shoe Dealers’ Association held ils recent convention. 


lowa Shoe Merchants Hear How to 
Increase ‘Turnover 


Much Constructive Business Accomplished at Annual Convention 
Held at Des Moines 
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through the tannery showing how intricate the process 
is which results in good leather from which shoes are 
made. He said: “We find a growing demand on the part 
of retail shoe merchants toknow more about leather, and 
my purpose here today is to demonstrate facts that will 
give you a keener appreciation of the values you sell in 
calf leather shoes.” 


How lo Merchandise Children’s Shoes 


Mr. Alexander gave the convention valuable pointers 
on, “How to Merchandise Children’s Good Shoes.”” He 
said: ““The demand today is for better-fitted children’s 
shoes because more and more schools are examining 
children for physical fitness and thereby their mothers 
are showing an increasing knowledge in proper fitting 
and its importance to the health of the child: Accord- 
ingly shoe merchants must find shoes that have proper 
fitting characteristics and then properly fit the child 
even if the mother has contrary ideas which need coun- 
sel and advice. Pick out a good line of children’s foot- 
wear aad stick to it, keeping sizes coming along as 
needed. 

The tendency is towards style but remember that 
school and service shoes are still volume sellers. In our 
misses’ and children’s department; -we can pick out five 
or six numbers on which we do 75 per cent of the busi- 
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ness. I make it a rule to buy sizes as I need them, in- 
stead of case lots. Buy widths early. 

“Boys are calling for more style especially in sport 
oxfords, but high shoes are still volume sellers. Do not 
starve your stock of staples, but on style shoes don’t 
buy your-full requirements, but depend upon filling 
sizes needed from stock departments of your supply 
houses. 


““Boys’ shoes are in a separate department and have - 


an average mark up of 35 per cent. Average sale price of 
children’s shoes was $4.57, boys’ $5.08. Our turnover.on 
boys was approximately three times. Since correct fit- 
ting is playing a more important part in building a good 
business it follows that more intelligent service is being 
demanded which costs money because good shoes will 
not fit themselves. Quit giving a guessing service and 
render, and charge for, fitting service. Good fitting serv- 
ice wins the parent’s confidence.” 

C. C. VanWagner, Jr., of Rockwell City, was absent 
due to the death of his wife, who helped him compile his 
paper. It was read by Secretary Welch. “Getting Rid of 
Odds and Ends in a Small Town,” was the subject. He 
said: ““We never consider a style or staple shoe worth 
any more than what it will sell for. We have no hesi- 
tancy in marking them down to where they will sell, 
even if we have hardly unpacked them. We often buy a 
style that looks good, but when we come to selling it 
find we don’t know all about style or customers.” 


Service and Quality at Right Price 
C. J. Doepke of Ackley covered the ground of the 
small-town merchant under the subject: “Styles, Sta- 
ples and Other Things.” He said: “Our town of 2,000 
people is similar to thousands of other towns located in 
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The sessions were held at Hotel Fort Des Moines, Des Moines, Iowa. This photograph shows all who attended grouped in front of the hotel. 


rich farming territory with paved’ roads leading to 
nearby cities. 


“The automobile has changed condi- 
tions, but ever since I was a boy, people 
have gone out of town to shop. They 
always will; but it is up to us to take care 
of the trade that does not go all over crea- 
tion to shop. Do the right thing by giving 
them service and quality at the right price, 
which will give you a living and a profit. 


“Remember that narrow widths and small sizes have 
ruined many shoe merchants, so don’t be discouraged 
when you lose a sale of some narrow width. In staples 
we try and keep a perfect run of sizes, but the rapid 
change of style makes even staples an obsolete word in 
the shoe business. 

“Three things are essential for success in a small 
town: personality, quality and service. Personality is 
the great touchstone that brings people to your small 
town store. In a town of 2,000 population, there are 
usually two larger and two smaller stocks of shoes. 
Therefore, be active in community, church and lodge 
work. You have a standard to live up to so get the repu- 
tation of keeping good shoes and that you fit correctly. 
Doll up your store, play the game as hard as the city 
merchant and you will get about as far. Keep up with 
the styles, be supplied with staples and other things will 
take care of themselves.” 

The resolutions passed covered the following sub- 
jects: opposition to dishonest advertising, endorsement 
of the four-season buying plan as a measure toward 
stabilizing shoe styles, expression of confidence in Pres- 
ident Coolidge. The association advised members to 

(Continued on page 62) 
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A committee of 15 women decided thal these win- 
dow displays in the store of the Park-Brannock 
Co., Syracuse, N. Y., came closer to making 
them go in and buy than any others. The contest 
was held during Spring Opening Week, recently. 


Here Are Eight Points to Keep in Mind 
When Planning Window Displays 


INDOW displays are the soul of a retail store 
\ and reflect the kind of establishment to be 
found behind the front door. This is the philo- 
sophical basis on which Max Edelstein, window dresser 
for the Park-Brannock Co., of Syracuse, N. Y., one of 
the largest shoe stores in Central New York, has ar- 
ranged display windows for many years. The proof of 
this philosophy is measured in the extent of the store 
business, and approval of it was given recently when 
the windows were awarded first prizes in the annual 
spring opening week contest conducted by retail mer- 
chants of Syracuse. 


Women Served as Judges 


The award of first prize was made by a committee of 
15 women, presidents of women’s clubs from all parts of 
Central New York, who judged not as professional 
window dressers, but as average women on a shopping 
tour. The committee was instructed in making awards 
to take into consideration the following five features: 


attractiveness, originality, merchandise displayed, sales 
value and desire to possess suggested by displays. Park- 
Brannock windows came nearer to these ideals than 
any others in the class in which the store was entered. 

All told, there were 118 co-operating stores in spring 
opening week and most of them took part in the win- 
dow display contest in which awards were made by this 
non-professional committee of average women shop- 
pers. The event was a decided success and attracted 
wide attention. The honor prize is coveted by mer- 
chants in each class. 

Mr. Edlestein has been dressing windows for many 
years and has often been awarded prizes in business 
competitions, but this is the first time that representa- 
tives of the public were ever called upon to make 
decisions as viewed from the consumer’s viewpoint. 


Windows Reflect on Character of Interior 


Mr. Edelstein has some very definite ideas of window 
dressing. He believes the window is the soul of the 
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establishment and a big factor in business success. ““The 
art of window display embodies the outward appear- 
ance of retail merchandising; is and always will be the 
guiding spirit of the public at large in which an opinion 
is formed as to the kind of establishment which may be 
found upon entering,”’ he says. 

““Merchants are usually judged by their exterior dis- 
plays, which do more to inspire a prospect to enter 
than any other method, with only one exception—the 
advertising medium. Advertising through the window 
plays an important part as a salesmaker, and the im- 
pression derived is either for good or evil. 

“Windows should have their own individuality, so 
they will stand out as being different. The window 
shopper gets the habit of looking into certain windows, 
because of their character and appeal. Simplicity, 
cleanliness and frequent 
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trim the windows, particular attention being devoted 
to prevent fixtures from dominating or obstructing 
views. Windows are dressed in groups of patterns; all 
shoes in pairs. 

Mr. Edelstein lays out a plan before he dresses any 
window, and then visualizes harmony which effects 
might bring. Unlike many windows, those in the Park- 
Brannock store feature price. “Shoes without prices 
are dead letters,’ Mr. Edelstein says. “lt makes them 
talk.” Price tags used are small cards, printed with 
black ink and do not conflict in any way with a general 
display. 


How to Push Slow-Sellers 


Mr. Edelstein, who has measured the success of 
effective window displays, says it is possible to do any- 
thing with a window. Mr. 





changes are good rules to 
follow. 


Edelstein said: ‘“Slow-sellers 
can be boosted by a strong 





“I do not believe in 
overcrowding, or 
making stuffy dis- 
plays. They become 
less attractive to the 
observer while airy, 
roomy and plenty of 
space around shoes 
will cause even hur- 
ried pedestrians as 
they glance, to turn 
back and gaze at a 
particular pair of 
shoes which stand 
out conspicuously. 
This effect cannot be 
accomplished by 
crowded displays. 

“I also believe in 


A Prize-Winner’s Principles of 
Window Trimming 


Appearance of window displays should faith- 
fully reflect the character of the store interior. 

An atmosphere of individuality should be 
expressed by displays in order to command 
attention. 


Simplicity, cleanliness and frequent changes 
should be included in the program. 


Avoid overcrowding. Stuffy trims have a 
tendency to allow the observer’s glance to skim 
hastily over the display. 

Allow plenty of space to emphasize show- 
ings. A pair of shoes stands out conspicuously 
if placed in a roomy window. 

Don’t allow footwear for different purposes to 
be confused by mixing. 

Lay out a plan before you dress a window— 
try to visualize the harmony which your deco- 
rative subjects will make. 


See your windows, not as a shoe merchant, 
but as the consumer will see them. 


showing. Put on an at- 
tractive -price, feature price 
and feature the shoe, and 
you have a combination 
which will bring prospective 
customers inside your door. 
It is just plain common 
sense. Let us see our win- 
dows as the public would 
see them, not through the 
eyes of a professional shoe- 
man, but the eyes of the 
average purchaser who is 
willing to listen to your 
message if your window tells 
your story.” 

Just as the Park-Bran- 
nock windows were awarded 








featuring different 


first prize in the window 
display contest, so were the 








styles and kinds of 

footwear, for certain occasions, by them- 
selves. It has a stronger pulling power 
than mixing sportwear with suede pumps, 
sandals, satin slippers, etc.”’ 

“In the display which won first prize, the scheme was 
simple, appealing and well balanced, blending hosiery 
draped from fixtures, colors placed so as not to confuse 
the eye. The flooring and center plateau of each window 
was covered with a runner of Verdi green silk plush, 
using that color to create a pleasing contrast for the 
varied colors of hosiery. All black suede pumps were 
shown in the ladies’ window, and all tan oxfords and 
shoes in the men’s. A bud vase with roses was.centered 
on the plateau of each window. The scheme produced 
harmonizing effects. 1t balanced the display so it did 
not look top heavy. The ends didn’t look out of bal- 
ance.” 

In all Park-Brannock windows, which by the way 
are trimmed three times a week, the shoes are made to 


Park-Brannock advertise- 
ments appearing in the Syracuse daily newspapers. 
The committee, which made the awards on advertising 
of co-operative stores, was composed of professional 
advertising men. Park-Brannock advertising is written 
by Ernest N. Park, member of the firm. It is always 
attractive and has for years won awards in the spring 
opening week contests. 


Won “‘Ad”’ Prize 


This is not surprising when you stop to reflect 
that the Park-Brannock policy is to say in its ad- 
vertisements and to show in its windows what the 
Company is reasonably sure will appeal to the class 
of trade served by the store. Beauty in the window 
is the means to an end and not en end in itself. 

The honors given the Park-Brannock store this year 
are unusual, for it is the first time that any one store 
has won both first prizes in the window display and 
advertising contests. 
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Iowa Shoe Merchants Hear How to 
Increase Turnover 
(Continued from page 59) 


take full advantage of the National Shoe Retailers’ 
Association in connection with business problems and 
other subjects; pledged support to the insurance de- 
partment; extended a message of sympathy to C. C. 
VanWagner, Jr., on the loss of his wife. 


Travelers Elect Prescott 


The Iowa Shoe Travelers’ Association held its annual 
election of officers Wednesday afternoon at Fort Des 
Moines Hotel. The following were elected: J. William 
Prescott, president; B. R. Boyle of Cedar Rapids, vice- 
president; and Merwin Simons, secretary and treasurer. 
Frank B. King of the National Style Committee was 
the leading speaker at this conference and election. 


Speakers on the Final Day 


Those who spoke Thursday included: E. W. Hertzler 
of Burlington, a former president of the association; 
Charles Perry of 
Knoxville; Frank 
King of Chicago; 
Curtis M. Johnson, 
of Rush City, Minn. 

The president’s 
annual address, de- 
livered by the re- 
tiring leader, T. F. 
Jacques, embraced 
the accomplish- 
ments of his admin- 
istration and also 
touched on subjects 
vital to the retail 
shoemerchants. Mr. 
Jacques stressed the part of his address pertaining to 
power of organization. A passage follows: “It has been 
said, and rightfully so, that this is a day of organization. 
As individuals we can do nothing; we live by contact 
with others, our competitors are and should be our best 
friends. And why shouldn’t they? They know how to 
sympathize with us, they know more clearly the prob- 
lems confronting us and so it is that we, who have the 
same troubles, come together here for the purpose of 
helping each other out of difficulties. 

“‘We cannot measure in dollars and cents the benefits 
received by mutual contact in an organization like this. 
However, we can fix a goal and work towards that goal 
with fairness to the public and to ourselves and by hav- 
ing a goal in the past, we have done some things col- 
lectively that could not have been done individually. 


Welch, secretary; 


*‘We are building for a future, ever re- 
membering that the solution of our suc- 
cess is not in eliminating our competitor, 
but in bringing him to these meetings 





A iclure oj the association, left to they are: Ira L. 
group pic 7 Frank Jou as. ft to right thers 


ues, retiring president; Harry J 
Hardy, first vice-president. 


showing him how he can become more 
efficient and by doing so our business will 
be easier and more satisfactory than ever 
before. So let us at this time co-operate 
in the development of our association so 
that its value to each member may be 
continuously greater.”’ 


The Four-Season Plan 


E. W. Hertzler, speaking on: “Four-Season Buying 
Plan” said in part: “Today I think the biggest worry 
we have is: How to sell goods at a profit after you have 
it; how to get a bigger turnover so as to have less shoes 
on hand that depreciate in value so fast it makes your 
head ache to think of it. That’s where the four-season 
buying plan comes in. 

“Years ago we made a lot of noise because we bought 
only twice a year. We claimed we bought too far in ad- 
vance and styles were dead before we got them in our 
stores. Now we find we buy too often and shoes keep 
coming in on us when there is no business, or before we 
have disposed of the ones that came in a week or so ago. 
We’ ve got the other 
extreme. 

“We devote too 
much time to buy- 
ing and not enough 
time to selling. 
Weare anticipating 
purchases, but we 
don’t anticipate 
sales. 

“The old system 
of buying six 
months in advance 
was too far ahead. 
The system we 
have just followed, 
that of buying continuously, is also wrong. But if we 
can get down to a four-time a year advance buying, and 
will stop there, I believe we have hit a more sane and 
reasonable buying plan, and I believe it is up to 
retail shoe merchants to adopt such a plan. If we don’t 
we will all go broke. 

“The thing to do, in my estimation, is to adopt a plan 
agreeable to the manufacturer, the travelling man and 
the retailer, and that plan is the four-season plan. 

“We must have a more definite plan on buying than 
we had this last year so we may know more accurately 
how to conduct our business. I was more successful 
under the old two-season buying plan, because I had a 
figure to base my spending on, but when I’m spending 
all the time it’s a good deal more difficult to keep track 
of myself. Now the solution to our future success lies 
in a more definite plan of buying. We know the old 
two-season plan was wrong because we did buy too far in 
advance, yet we know that the continuous season plan 
is wrong too. 

“T think that the four-season plan will again get us 
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back to the regular line basis. By that I mean we 
sell this or that manufacturer shoes in his grade and 
not half a dozen or more lines as we are now, buying one 
or two styles from this or that line as the men come 
through with patterns we just seem to think will be 
knock-outs, and if we don’t buy them our competitor 
will. You know there are a lot of retail merchants today 
who at one time were the representatives for a certain 
line of shoes, and they concentrated on that line, who, 
today, are the agents for every Tom, Dick and Harry 
line, but in reality are the agent for no line whatever, 
because these manufacturers cannot afford to give them 
the exclusive sale on just one or two styles. 


Pick Good Lines Carefully 


“The successful retail merchant concentrates pur- 
chases. He picks good lines of shoes in certain grades 
and plays them. He becomes the representative for his 
city or town on this line. He can expect favors, deliveries 
and exclusive agencies because he is a worth while 
customer. It isn’t fair to a manufacturer to ask him for 
the exclusive agency on one or two styles. Now, when 
we get on a definite buying basis again we can better 
concentrate on lines and I’m sold on the plan of con- 
centration, for then you know what you are doing.” 


Concerning Prices Stamped on Sole 


In talking on the subject: “How Can Retail Prices 
Stamped on Footwear Prove Beneficial to the Retailer?” 
Charles Perry of Knoxville, said in part: “There is the 
suggestion of using a shoe with the retail mark on the 
sole as leaders. I do not believe in leaders in this day and 
age of intelligent buyers. They soon learn the leaders 
and look for nothing else. A leader in a department 
store may be all right where they have a chance to sell 
them several articles before they get out, but in a shoe 
store, I believe that every shoe should be sold on its 
merit or worth, and sold at a legitimate profit to the 
retailer. That should at least be the aim when the shoe 
is bought. Enough poor styles and end sizes will 
accumulate to sacrifice without buying them. It is soon 
enough to sacrifice profits when you are compelled to 
do so.” . 





Southeastern Convention In June 


Charleston, 8. C., April 2—With every retail shoe- 
man in historic Charleston actively at work, the 1924 
convention of the Southeastern Shoe Retailers’ Associa- 
tion, which will be held at the new 12-story Francis 
Marion Hotel, on June 911, promises to be one of the 
most enjoyable and interesting that the association has 
ever held. 

M. A. Condon, president of the Southeastern Shoe 
Retailers’ Association, who is a member of the depart- 
ment store firm of Jas. F: Condon & Sons of this city, 
has been assured of the full co-operation of every shoe 
dealer in this city. 

The program of the 1924 convention is in the hands of 
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well-selected committees named at a largely attended 
meeting of the Charleston Shoe Retailers’ Association. 
A brief review of the program shows that the conven- 
tion has been definitely assured of the attendance of 
Sam Davis, field secretary of the National Shoe Re- 
tailers’ Association. Seaton Alexander, of Wheeling 
W. Va., president of the National organization has been 
urgently requested to come and invitations have been 
extended to a representative of the Harvard Bureau of 
Business Research, and to various leaders in the nation’s 
shoe industry. The visiting shoemen will be favored 
with a Style Revue, on a specially designed runway. 
The activities incident to the convention are being 
directed by members of the Charleston Shoe Retailers’ 
Association, which has as its officers: H. J. Williams, 
president; W. D. Livingston, vice-president; H. W. 





M. A. CONDON 


President of the Southeastern Shoe Retailers’ 
Association 


Wells, treasurer; and A. M. Brinkley, secretary. E. H. 
Poulnot, Jr., a member of the department store firm of 
Kerrison’s, is chairmen of the general convention com- 
mittee. This committee includes Walter F. Livingston, 
Matthew A. Condon, Charles Ellison, Ben Rubin, and 
the following sub-chairmen: Alex Karesh, display; J. V. 
McAuliffe, publicity; W. 1. Cormier, Jr., entertainment; 
B. R. Kerr, membership. Messrs. Rubin, Livingston, 
and Ellison are chairmen, respectively, of the following 
committees—badges and registration; program of 
speakers; and hotel reservations. 





New Craddock Sample Room 


Baltimore, Md., April 3—Opening of a sample room 
at 100 Hopkins Place, is announced here by the 
Craddock-Terry Company. Howard Edwards and his 
son, who have charge of the sales office of the same 
firm, will also have charge of the sample room. Mr. 
Edwards was here in conference with company officials. 











Charles E. Starks with Chipman, 
Harwood Company 


Boston, March 31—Charles E. Starks, for many 
years identified with the old McElwain, Hutchinson 
and Winch Company of 
this city, part of the time 
as credit manager and more 
recently as sales manager, 
has become general mana- 
ger of the old established 
firm of Chipman, Harwood 
Company, wholesalers of 
white fabric and novelty 
footwear. Mr. Starks’ con- 
nection with the company 
is part of a reorganization 
plan which already has re- 
sulted in the election of 
Clark Harwood as president 
and of F. E. Chipman as 
treasurer. 

No radical changes in merchandising policy are con- 
templated under the new regime. The business will be 
conducted as it was under the leadership of the late 
A. V. Chipman, father of the treasurer. 





CHARLES E. STARKS 
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Federal Shoe Tag Bill Hearing Soon 


A hearing on the latest Federal shoe tag bill, known 
among those who are not engaged in investigating some- 
thing as H. R. 4141, has been scheduled to be held in 
Washington some time early in the week beginning 
April 7. The date tentatively set is April 8 and will be 
attended by a committee appointed by President John 
€. McKeon of the National Boot and Shoe Manufac- 
turers’ Association. That portion of the bill dealing with 
footwear reads happily as follows: 

‘That every manufacturer of shoes and other 
articles of footwear purporting to be made of 
leather wi any territory of the United States, 
or the District of Columbia, shall before offering 
such articles for sale or for transportation to any 
State, or the trict of umbia, cause each arti- 
cle to be stamped or tagged showing the amount 
and kind of material other than leat used in its 
manufacture.”’ 

The bill is under the wing of the committee on Inter- 
state and Foreign Commerce, the members of which are 
as follows: 

Samuel E. Winslow, chairman, Massachusetts; James 
S. Parker, New York; Edward E. Denison, Illinois; 
Everett Sanders, Indiana; Schuyler Merritt, Connecti- 
cut; Carl E. Mapes, Michigan; William J. Graham, 
Illinois; Walter H. Newton, Minnesota; Homer Hoch, 
Kansas; Adam M. Wyant, Pennsylvania; Olger B. 
Burtness, North Dakota; Alben W. Barkley, Kentucky; 
Sam Rayburn, Texas; George Huddleston, Alabama; 
Clarence F. Lea, California; Tillman B. Parks, Arkansas; 
Robert Crosser, Ohio; Ashton C. Shallenberger, Ne- 
braska; Parker Corning, New York. 


BOOT AND SHOE RECORDER 


Pars ane ee 


April 5, 1924 


Secretary J. Dudley Smith in a letter to members of 
the Manufacturers’ Association urges that “in case 
your factory is located in the district of any of these 
representatives, you should write direct because they 
are the men whose duty it will be to recommend that 
the bill be passed or defeated. If your factory is located 
in some other district, then write to the representative 
from that district to work with the committee in bring- 
ing about the desired results. 


Boyden Shoe Mfg. Co. is Reorganized 


New York, April 2—Reorganization of the Boyden 
Shoe Manufacturing Company, of Newark, N. J., has 
been completed with the purchase of the entire com- 
mon stock of the concern by L. C. Hart, who becomes 
president of the firm. His son, N. B. Hart, becomes 
secretary and W. E. Wilson and Harry Fleuchaus, both 
formerly connected with the concern, become vice- 
president and treasurer, and general manager, respec- 
tively. Mr. Hart purchased the entire interest of A. L. 
Slavens and Charles Slavens. 

Mr. Hart, who will serve in an advisory capacity to 
the company, contemplates no radical changes in the 
conduct of the business. The same high standards of 
quality are to be maintained and the service, particu- 
larly deliveries, are to be improved. Mr. Hart made it 
clear that his acquisition of the Boyden Company 
would in no manner alter his connection with the Krip- 
pendorf-Dittman Company of Cincinnati, with which 
he has been connected for the last 16 years. 





Sargent-Anderson Co. is Incorporated 


Salem, Mass., April 2—With a paid-in capital of 
$100,000, the Sargent-Anderson Co., shoe manufactur- 
ers, was recently incorporated by Donn D. Sargent, 
George C. Anderson and Thomas H. Ray. The firm 
makes welt and McKay shoes for women in staple and 
novelty styles. 

Mr. Sargent is production manager and Mr. Anderson 
sales manager. The company is located at 409 Bridge 
Street and has a Boston office at 183 Essex Street. The 
capacity of the factory is 2,000 pairs daily, the concern 
specializing in grades to retail at $4 and $5. The new 
sample line is now ready, and shows attractive styles in 
flexible McKay wood heel patterns, Goodyear welt 
sport patterns, oxfords and sandals. Semi-tailored 
models are also carried. 


Merchant Motors 50 Miles a Day 


Salem, Mass.—George Ashton of the All-American 
store here motors 50 miles daily in the routine of his 
business. He has a store in Lawrence which is 25 miles 
away. He makes a trip between Salem and Lawrence 
daily, covering 50 miles. He travels by automobile. 
When he swings around through Boston to visit the 
big Boston market he covers 100 miles. i 
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With Banana and 
Nude Shade Hosieryv— 


Black (cedar (uff 


. 
Sahn Shoes B 825—Black Cedar Cliff Satin, Suede Trimmed 
Vamp Cut-Out Sandal, imitation turn, 9/8 Mili- 


tary heel, B and C widths, code “Shirley.” 


The light-colored hose has been sweeping through 
the country. No hosiery ever emphasized the strap 
and cut-out patterns to a better degree. One im- 
portant thing to remember: In the dyeing of this 
nude and sunburnt, or whatever you may call the 
shade, no two batches go through the dyers’ hands 
in precisely the same shade. When the Grand 
Leader store in St. Louis found §3 shades of light 
hose in its new purchases, there are only two an- 
swers in the shoe department—either black patent 
or black Cedar Cliff Satin. ““When in doubt 
black” is the way to sell Cedar Cliff Satin, for an 
odd-colored garment can never find its proper shoe = 006—Bleck Coder Cl Setin. Sucde CosSet 


Front Strap, imitation turn, 14/8 full Spanish 
heel, B and C widths, code “Charlotte.” 
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color. 

And Cedar Cliff’s lustre lasts long after several 
pairs of hosiery are worn out. It will please every Black Cedar Cliff Satin Shoes 
customer you sell it to. Made by 


Hannahsons Shoe Co., 
Haverhill, Mass. 
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The Sale of “‘Miss Manhattan’’ 


Makes Two Customers 


Young girls appreciate quality in hosiery as 
instinctively as do their elders. The trim 
smartness of “Miss Manhattan” is as satis- 
fying to misses as the amazingly low price 
and long wear are to the mothers who do 
the buying. 








Women who buy these 
lovely “Arrowhead” stock- 
ings for their daughters 
need no persuasion when 
you show them the other 
beautiful ankle - clinging 
styles for themselves. 





It pays to stock the com- 
plete Arrowhead line in- 
cluding hosiery for -men, 
women, and children in 
silk, artificial silk, mercer- 
ized, cotton, and worsted. 


Extensive advertising in 
The Ladies’ Home Jour- 
nal, The Saturday Evening 
Post, Good Housekeeping, 
Pictorial Review, and The 
Country Gentleman, has 
made Arrowhead Hosiery 
well known to your cus- 
tomers. 


\ Send in your orders 


now. They will be filled 
\ promptly. 


“Miss Manhattan” is a light-weight, mercerized, ribbed 
stocking for Misses. In Black, White, Cordovan, Tan, and 
Elk-Skin. Sizes, 5 to 10. Packed six pairs to the box. 


Ricumonp Hosiery Mitts, Inc. 
Established 1896 


CHATTANOOGA TENNESSEE 


Arrowhead y, 


Ankle-Clinging 


HOSIERY 
\ For all the Family 
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The changing world of 

style creates an increasing 
and profitable demand for Hosiery that 
lends itself to the newer ideas in foot- 
wear. 
For example * * *IRON CLAD 
83 has been designed especially 
satisfy the present and increase the 
future demand for an INEXPEN- 
SIVE, modish, English Rib Sport 
Hose which can be worn successfully 
with any style of low footwear. 
To take care of the pronounced de- 
mand for IRON CLAD 83, we have 
installed a battery of special new knit- 
ting machines which assures prompt 
deliveries on TRON CLAD 83 at all 
times. 
IRON CLAD 83 has two big dis 
criminating features: 
One is the unusual beauty of the 
UNBROKEN English Ribbing from 
toe totoe * a great improve- 
ment over the old style, unsightly fine 
gauge foot 


Issue of April 5, 1924 








Boot and Shoe Recorder 


The other is the unusual 
beauty and increased wear- 
ing qualities gained only by 
knitting IRON CLAD 83 
from 4-ply gassed Mercer- 
ized yarn. 

IRON CLAD 83 IS 

READY IN THE 

APPROVED NEW 

LIGHTER SHADES 
Leather Grey, Mode and 
Buck. Also in Black. Packed 
1% dozen to the box. Sizes 
814 to 10%. 


Per Dozen 
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No 196 in Cannon 
—a very dark gray— 
looks like sheer Llack 
—itt has the Sable 
Heel, a BLACK 
heel. No. 195 is the 
same stocking car- 
ried in stock in 26 
colors, mad: in any 
color desired. Re- 
tails, $4. Price, $30 


doz. 




























The Sable Heel 


Fadeless, clean, clear 
cut, and black as jet— 
the Sable Heel proves it 
a sheer black stocking to 
the onlooker. 





SILK HOSIERY 
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- | Without obligaticn, mail to me details of your “Ideal 
| Assortment,” and what it will do for me 


You Just Know She Wears Them ee 


71 





CANNON— 


a McCallum siege gun 
that captures big sales 


Look at this stocking. See the absolutely clear 
and even texture. See how sheer and brilliant 
it is. Sheer—it seems no more than a shadow— 
and yet it wears! 


It is not black, it is Cannon—an exclusive 
McCallum shade of dark gray—that looks like 
the sheerest black you ever imagined. No one 
can tell it is not black, for McCallum makes it 
with the exclusive Sable Heel, which is black. 
Women like the sheer effect of gun metal stock- 
ings, but the gray heel spoils the whole appear- 
ance. It either proclaims a gray stocking, or 
looks like a black stocking gone wrong in the 
wash. 


McCallum Cannon is an exclusive shade, better than 
gun-metal, and it has the Sable Heel of black. On the 
street, at the dance and everywhere, Cannon looks like 
the sheerest black stocking ever created, and it keeps 
that look, for the black heel never fades. 


That's just one McCallum style hit that is making 
money for McCallum dealers. McCallum always leads 
the way in stocking style. McCallum dealers always 
have the newest thing in stockings first. Added to that 
advantage is McCallum quality, McCallum service, and 
McCallum advertising—and all of that means the suc- 
cess of those retail dealers who are associates in the 
McCallum organization for making and distributing 
the finest silk stockings ever created 


McCALLUM HOSIERY CO., Northampton, Mass. 
BOSTON NEW YORK CHICAGO 


THIS COUPON WILL. HELP SALES 


Are you a McCallum dealer now? If not, write to 
McCallum Hosiery Compan’, Northampton, Massa- 
chusetts, for information about the McCallum $600 
Ideal Assortment. It will be shipped to a limited 
number of New Dealers 


McCallum Hosiery Company, 
Northampton Massachusetts, U.S.A. 


Firm Name. .. 


Street..... 
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AN INVITATION 


NEW YORK, 136 Madison Ave. at 3ist St. 
ST. LOUIS, 1314 Washington Avenue 
BOSTON,{66 Essex Street 

PHILADELPHIA, 1211 Arch Street 


Corticelli's reputation for being first with 
the fashionable colors comes, probably, from 
our facilities for following Parisian style ten- 
dencies closely. Corticelli offers a color soon 
after Paris has definitely accepted it, which 
means the American woman will accept 
it also. 

It will be a pleasure to show you the com- 


Examine the complete Corticelli line at any of our 8 branch houses 


CHICAGO, 373 West Adams Street 
CINCINNATI, 6th and Sycamore Streets 
BALTIMORE, 11 West Redwood Street 
SAN FRANCISCO, 278 Post Street 


plete line of Corticelli styles and colors at any 
of our wholesale sales offices. In this complete 
line you can see the very newest colors and 
styles and gauge accurately the season's ten- 
dencies. 

If unable to call in person, we shall be pleased 
to give you style and color information by 
mail. Write us. 
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FINE SILK HOSIERY 
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A DEPARTMENT OF THE Boot AND SHOE RECORDER 
207 South Street, Boston 


Riot of Freak Color Names Is Becoming 
A Very Serious Matter 


T various times during the 
past year the RecoRDER 
has had occasion to com- 

ment on the rapid multiplication of 
new colors and color names, and 
the increasing difficulties this riot of freak nomen- 
clature was creating for buyers. On this subject we 
take pleasure in quoting the following amusing 
yowl from a well-known New York distributor: 


“We. are prepared to match anything that 
comes down the pike in 30 dozen lots, and 
believe our line meets every conceivable 
condition. To be in the hosiery business 
today a man must have knowledge of 
botany, zoology, ‘tree-ology’ and, to figure 
profits, trigonometry. 

“In the animal world, the colors cover 
everything from beaver to otter, to say 
nothing of seals and the more domestic 
airedale. In the vegetable kingdom ‘Yes, we 
have everything from bananas to apricots.’ 
We have nudes of every nationality from 
Eskimo to African, and, forthosewho have a 
style of their own, Rougeur. For those who 
have lost their nerve we have sand, and we 
have tan-barks and other barks for those 
who need a different tonic. For those who 
do not believe in prohibition we have 
champagne. When it comes to weather we 
have four or five kinds of dawn and as many 
kinds of atmosphere, to say nothing of sun- 


Does It ean A 
eturn to Black? 
It Is Possible 


bursts and sunsets. In the flowers 
we have everything from nastur- 
tium to rose blush. And so we 
could go on. Don’t hesitate if 
there 1s any science we have 
missed. Fust let us know and we will study it 
up for you. But with the above knowledge we 
think we should get business.” 


Color Confusion Getting the Trade’s Goat 


We think that anybody who can correctly 
identify any hosiery color by name these days 
deserves to get the diamond-studded custard pie. 
Our flippant friend does not exaggerate the 
situation in the least. And seriously it is a serious 
situation. That it creates trouble for buyers may 
not be such a great matter, since buyers, by the 
nature of their calling, run into trouble as inevi- 
tably as the sparks fly upward. But it is creating 
trouble also for manufacturers and distributors, 
and even for the consumer. And for this reason it 
seems possible there may be a severe reaction 
against colors altogether. There are signs of such 
a reaction already. Nothing very definite. Merely 
vague rumblings of the coming storm, so to speak. 
But ominous nevertheless. 

The core of the trouble is the losses sustained 
through the color craze by both manufacturers and 
distributors. Retail merchants caught up by the 
spirit of the thing have gone off on a private 
color jag of their own, and nothing will do but they 
must have a lot of special colors exclusive to them- 
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selves. In this they have been aided and abetted by 
the manufacturers, who have been falling all over 
themselves to offer the merchants special dyeing 
services. Well, all this leads to a lot of unsold colors 
lying around on the hands of manufacturers and 
distributors, to an increasing quantity of hosiery 
that has been spotted or otl.erwise spoiled in the 
dyeing, and to a variety of other losses, irritations 
and general nuisances. 


Does It Mean a Return to Black? 


In the minds of many men in the trade the 
answer to the whole problem is a return to black. 
One hears an awful lot these days about the return 
to black. No doubt the wish is father to the thought 
but if there is anything like a concerted movement 
by the trade to restore black it is probable that 
black will be restored. It is hard to avoid the con- 
clusion that this would be a serious mistake, for it 
seems reasonably clear that the color vogue has 
been responsible in considerable degree for the 
increased consumption of silk hosiery. Style is a 
great stimulant to business on any kind of wearing 
apparel, and, in hosiery at least, the essence of 
style is color. And if instead of trying to bring 
back black the trade would concentrate its energy 
and ingenuityon the jobof bringing orderout of the 
present color chaos, the results would be more 
profitable for everybody concerned. 

However, the return of black is not in pros- 
pect for the near future. 

At the present time the 
demand is all for the 
light colors—pale nudes, 
rosy nudes and soft tan 
shades. The last named 
are very good just now. 
In fact judging from the 
appearance of the New 
York streets they seem 
to be the favorites, 
especially so in medium 
weight lines. But the pale 
and rosy nudes are also 
conspicuously in the fore- 
front. There seems to 
have been a considerable 
increase in the demand 
for gray. Blacks seem to 
be holding about the 
same relative position 
they have held for some 
time—that is they con- 
stitute a small percent- 
age of the sales on chif- 
fons, a fairly large per- @& 
centage of the sales on §& 
medium-weights in the 
higher-end range, and a 
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An elaborate and attractive openwork effect on a full- 
fashioned silk stocking from the Heminway line. 
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decidedly large percentage of sales in the lower- 
end range. In other words, from a style viewpoint 
blacks are unimportant, but from the viewpoint of 
volume business on staple merchandise they are 
important. There is some talk of an increased call 
for gunmetals in chiffon weights, but so far it is 
not very much in evidence. 


French Clocking Popular 

Outside of the fine French clock, fancies are not 
apparently in much demand. In sports hose and 
certain novelties for more formal wear, ribbed 
effects seem to be meeting with considerable favor. 
Black and white combinations are also spoken of 
favorably. Many new numbers in printed hosiery 
have been introduced, and it is said that they are 
selling very well. One objection to printed hose in 
the past has been that they faded out easily in the 
washing, but it is claimed by the manufacturers 
that these new prints are fast. It is still a bit too 
early for white to come into prominence, but the 
trade is generally agreed in predicting a very good 
season for white, both plain and with colored 
embroidered clocks. 





Advertising Censors Again Define 
“Full Fashioned’”’ 


In connection with the use of the terms “‘fashion- 
ed” and “full-fashioned” in hosiery advertising, 
the following announce- 
ment was sent out last 
week by the National 
Vigilance Committee 


practice of a number of 
manufacturers and deal- 
ers in carelessly and in- 
discriminately advertis- 
ing hosiery of various 
types as ‘fashioned’ and 
‘full-fashioned.’ In many 
instances the true mean 
ing of the terms has been 
utterly ignored and copy 
edited with apparently 
no thought of its effect 
on reader confidence. 
Serious results are im- 
minent if prompt steps 
in abatement are not 
taken.” Fashioned and 
full-fashioned, it is ar- 
gued, are practically 
synonymcus. 


* of the Associated Ad- 
> vertising Clubs of the 
* World: 

4 “Confusion has been 
» caused by the recent 
‘4 
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Hosiery Department in the g2nd store of I. Miller & Sons. This department contributes heavily 
to the three quarters of a million dollars total rolled up by the five I. Miller departments. 


| Does Hosiery Pay? Here Are Five Stores 
with a Volume of $750,000 


1 REPORT that the five shoe stores of 
A I. Miller & Sons, Inc., do an annual busi- 
ness of over $500,000 a year on hosiery 

| was enough to send a Recorder representative 
| nosing around inquisitively for confirmation and 
| details. He found both, and then some. The 
| report was inaccurate. Actually the business done 
on hosiery by the Miller stores amounts to $750,- 

|} cco a year. It sounds incredible. No department 
store in the country does as much hosiery busi- 
ness as this. Few department stores do as much 
hosiery business as one of the Miller shoe stores. 


And this isn’t all of it. The Miller 
stores have a 10-time turnover onhosiery.We 
believe the average turnover on hosiery for 
a department store is about 34%. A turn- 
over of 10 is remarkable for any kind of 
store on any kind of goods. 


These extraordinarily high figures of turnover 
and total sales might have been taken by the 
Recorder representative with a grain of salt if he 
had not been given the opportunity to verify 
them himself. But he was cheerfully offered 
every opportunity he wanted to verify them. In 





fact, all his inquiries, pertinent and impertinent, 
were very cheerfully and candidly answered by 
Maurice Miller and Irving Miller, both of whom 
gave him a generous slice of their time to help 
him find out anything that might be of value to 
Recorder readers. 


Quality Always Maintained 


There are too many reasons for this success. 
The first of these is the insistence of the firm on 
the policy of quality above all. This, of course, is 
a logical policy for the Miller stores, which have 
built up a reputation for quality shoes. But, as 
the Recorder has frequently pointed out, it is a 
most desirable policy for any kind of store. It 
has carried the reputation of the Miller hosiery 
to a point where, as Maurice Miller frankly con- 
fessed, some women who do not like their shoes 
will go to one of their stores for hosiery. This is 
a remarkable sort of achievement in itself, and it 
points to the second main reason for the success 
of the Miller hosiery business. 

This reason is that the firm considers its hosiery 
department as an important independent business, 

(Continued on page 78) 
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its proper place with the “trim- 
mings.” In this case it won’t be 
slighted, and the full range of 
its color and qualities will be 
utilized in the Easter costum- | 
ing. If the other accessories | 
receive the greater attention in 
selling they will crowd hosiery 
into a minor position with 
Easter money rather limited 
when it comes to this part of 
dress. 








ASTER hosiery advertising gives at- 

tention to details. The details of the 

costume exhibit the innate taste of 
the wearer. The harmony of color and quality 
is apparent to everyone in its importance. 
So hosiery’s importance comesfin its being a 
detail. Just as in shoes as part of footwear the 
relation of hosiery to the rest of the costume 
provides a topic of interest, which’goes with- 
out saying. 
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What's on the Style Calendar? 


Before a pencil is put to paper there must 
be an idea of which way the style wind is 
blowing. The buyers have taken care of the 
purchase of the hosiery itself, so the study of 




































































fashion’s tendencies is not to set the style but < 

to follow it intelligently. Y Your Name |% 
Today with bracelets, fobs, boutonnieres, sree YE Town 

handbags, scarfs and capes putting the A 










finishing touches on costumes it is seen that 

the suit or gown depend toa great extent for A triumph in luxury. This season not to have 
aera . . . . one’s ankles smartly shod is to trespass on fashion’s 
individuality on accessories. This fact in- frat lens. 


fluences the copy written. Hosiery designers have laid themselves out in 
smartness, in weave and colorings and weight. 
It took months of planning to assemble the many 



























Travel with the Style Wine appropriate styles now on display. 
In the Easter budget there is so much for yf your ee a so ond —_ 
4 cere « > > ” we Aave proper ostery; tf a color com 
the individual to spend for trimmings.” As saniod fr soem, or 4 meatval shade to aiid to the 
the selection narrows down hosiery is includ- luxury of the whole you will not be disappointed in 
ed as an essential if in the selling it has taken making a selection. 
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No Schemes Necessary 


Let the west wind and sunshine take the 
place of “stunts” in forcing a demand. Easter 
opens the pocketbook, the mind, and the 
desires of everyone. As usual the things they 
buy will be the ones they know the most 
about. 

The Easter Ankle is a subject that so far 
has been neglected comparatively speaking. 

























































































‘Tour Name 


STREET TOULN 

















Soft as a Spring zephyr and flawless as the 
sky on a Fune day. To perfect the Easter 
costume hosiery holds first place. 

» Instead of a break between skirt hem ana 
shoe top there is a continued harmony in color 
and quality marked by the sheerest of silk in 
exquisite color. Fust to demonstrate to yourself 
the well-known fact that silk is the longest 
wearing fabric known when it is properly 
handled try the kind on sale here. 

Every element of style in dyeing and weaving; 
every protection against “runs,” “chafing” and 
other disagreeable features is embodied in our 
new Spring hosiery. 
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“Sheer as a Butterfly’s Wing,” says Fashion of the 
new Easter Hose. 

SILK, because it is richest in appearance and its 
elasticity withstands great strains. Pure silk is 
emphasized because there are so many kinds of silk 
nowadays and the wear depends upon the quality. 
Pure dyes for style and for wear. 

Our latest chiffons measure up to the standards set 
by those who know silk hose. Full-fashioned, they fit 
the curve and contour of foot and leg as smoothly as 
one’s skin; no bulges or pulls to wear into holes. 
Reinforced heels and toes, guarded against garter 
runs, they give one every joy of the smartness and wear 
that is in silk properly dyed, woven and fashioned. 


In one newspaper featuring Easter things to 
wear there are advertisements totaling over a 
thousand square inches on blouses, topcoats, 
tailored suits, corsets, myriad hats, gloves, 
necklaces, handbags, etc. but with approxi- 
mately only thirty square inches of hosiery 
space. : 

At this rate hosiery might seem to be an 
inconsequential item on the part of those 
selling it. 
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Does Hosiery Pay? Here Are Five 
Stores with a Volume of $7 50,000 


(Continued from page 75) 


to be conducted and featured as such, and not 
merely as an incidental adjunct to shoes. The 
department gets a window display to itself, 
with its own display cards and appropriate trim- 
mings. It gets a striking interior display, as the 
accompanying picture shows. And its sales are 
pushed vigorously both through advertising and 
through the work of the sales force. The advertis- 
ing is largely through direct mail. It is figured 
that newspaper advertising, 
to produce any large effect, 
particularly on the Miller 
class of trade, would have 
to be done in a large way, 
involving heavy expense, 
and the firm is not con- 
vinced that it would pay to 
push hosiery in this way. 
But direct mail is found 
to be very effective. The 
firm does not lean much 
toward special sales, but 
every once in a while it pulls 
something that makes its 
customers sit up and take 
notice—as for instance when 
it recently staged an offering 
of hosiery at actual cost for 
one week. Such stunts not 
only stir up active interest 
among the customers of the 
store, but they also serve 
to set a high mark in sales 
for the salesforce to shoot at. 


standard of quality. 


department. 


possible. 


sources. 


brands. 


at” from day to day. 


Salesforce Gets 5 Per Cent 


Commission season approaches. 


And the entire salesforce 
in all the stores are not only 
instructed to push hosiery but are also given an 
incentive to do so in the form of a § per cent com- 
mission. This policy has proved to be almost too 
effective, for at one time the sales-people pushed 
hosiery so aggressively that it was rather an annoy- 
ance to some customers, and they had to be 
instructed to tone down their methods. At 
present the established practice is for a sales- 
person, after he has sold a customer a pair of 

shoes, to suggest certain new hosiery shades to go 

with them. He tells her about the splendid range 
of fashionable hosiery carried by the store, 
suggests that she take a look at it, and guides her 
personally to the department. 

Besides concentrating on quality and pushing 
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How the MGllers Play the 
Hosiery Game 


First—They insist on maintaining their 


Second—They look on their hosiery depart- 
ment, not as an incident to their business but as 
@ separate business, and treat it accordingly. 

Third—They educate their salespeople to talk 
hosiery intelligently and pay a liberal commis- 
sion for customers turned over to the hosiery 


Fourth—They advertise it and devote window 
Space to their merchandise. 
Fifth—They keep their mark-up as low as 


Sixth—They buy from comparatively few 


Seventh—They advocate, for the average store 
at least, concentrating on well-known, established 


Eighth—They are ruthless in their price cut- 
ting of numbers which do not sell. 

Ninth—They have a perpetual inventory 
system which tells them exactly “ 


Tenth—They pay very special attention to the 
condition of their stock as the end of any selling 
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sales vigorously, the Miller stores make a special . 
point of keeping the mark-up low. A shoe store is 
in an especially good position to do this because 
of the relatively low expense of its hosiery de- 
partment. The expense of the Miller hosiery 
department is figured at 20 per cent, which is 
very much lower than the average for department 
stores. A shoe store can always allow a much 
lower ratio of expense for its hosiery department 
than is possible in a department store, for reasons 
which the Recorder has pointed out before. And 
consequently a shoe store can make a smaller 
mark-up—or in other words it can make a lower 
price—on its hosiery than a department store can 
make on goods of compar- 
able quality. This is one of 
the many advantages a shoe 
store has, and it should push 
this advantage instead of 
taking the highest profit it 
can get. A policy of keeping 
profits as low as possible 
pays richly in the long run, 
as the Miller stores have 
proved. 


Buy from Few Sources 


As to buying policies, the 
Millers lay great emphasis 
on the value of buying from 
a few sources and dealing 
only with firms of absolutely 
unquestionable reputation. 
No buyer, they point out, 
knows all there is to be 
known about hosiery, and if 
he cannot rely completely 
upon the integrity and high 
standards of the people he 
buys from, he is bound to 
get stung sometimes and to 
have his own reputation for 
quality impaired. As a 
general thing, Irving Miller 
said, he believes that it is good policy for a store 
to carry well-established branded lines, but in the 
case of a store which has gained a high prestige for 
quality this is not so important, as the name of 
the store is apt to count more with its trade 
than the name of the manufacturer. 

The Miller stores do such a large volume of busi- 
ness that they naturally buy in large quantities 
and place their orders for a considerable period 
ahead. This is particularly necessary since they 
are style leaders and try to keep in advance of the 
fashion. Their judgment on colors, for example, 
is generally considered so authoritative that some 
important manufacturers look to them for guid- 

(Continued on page 9?) 
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Five out of eight families in your community 
will see this advertisement 


[his full-page advertisement appears in the April issues of Ladies’ Home Journal 
and Harper's Bazar, the March 15th issue of Vogue, and the May issue of Wo- 
man's Home Companion. The same illustration, in a different layout,{will appear in 
Ladies Home Journal and Harper's Bazar, May; Vogue, April 15th; Woman's 
Home Companion, $ April; McCall's, April and May. This advertisement is one 
of a series to appear during the year in the above publications. ; 




















he —put on a pair of Gordon 
silk stockings.. No matter what the'day’s 
work or pleasure may be—Gordon will meet 


every hosiery need. 











The fine texture, the lustrous appearance, the 
even knit, and wonderful wearing qualities 
of Gordon Hosiery, from the sheerest chiffons 
to the heaviest silks, have made it a favorite 
ordon among discriminating women forgenerations. 
Made according to the most rigid specifica- 
tions, Gordon Hosiery is known for its long 


HO SIiERY wearing qualities and it never fails to give 


lasting satisfaction. 


It is often costly to buy “just any silk stock- 
ing.” To get the best quality in all the new 
spring colors ask for Gordon by name. 


BROWN DURRELL COMPANY 
Gordon Hosiery - Forest Mills Underwear 
New York Boston 
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An attractive selection of men’s half hose from the line of Bradford & Richter. 
v 


Just What Are Seconds and How Should 
They Be Bought and Sold? 


VERY once in a while there crops up a 

controversy over the question of hosiery 

seconds. The controversy usually centers 
around two main points: 

First, What is the best policy for a store to 
adopt toward seconds? and— 

Second, What constitutes seconds? 

These two questions are really tied up together, 
for the best policy for a store to adopt toward 
seconds depends upon what is meant by seconds. 

If seconds are inferior in wearing quality, if 
they embody real defects, then a store that wants 
to maintain a high standard of quality in its mer- 
chandise will not use them. And if a store does 
carry them it must in common honesty point out 
to its customers that they are defective. On the 
other hand, if seconds are not defective, if they 
merely embody irregularities which do not detract 
from the wearing quality of the hosiery, then the 
situation is altogether different. In such case a 
store that seeks to maintain a high standard of 
quality could still legitimately carry them, and 
the question would resolve itself into the problem 
of how to advertise them honestly. 


And There Is No Accepted Definition 


And here is where the great difficulty lies. For in 
hosiery, as in all other textiles, there is no accepted 


definition of what constitutes seconds. Every 
manufacturer has his own individual standard 
which guides his inspection department. Slight 
defects or blemishes or irregularities which might 
be passed over by the inspection department of 
one manufacturer would be sufficient to have the 
goods classified as seconds by the inspection de- 
partment of another manufacturer. 


In other words, the seconds of one 
manufacturer might be in every respect 
equivalent to the firsts of another manu- 
facturer. 

So that before you can say what a second is you 
must know what the standard of the manufacturer 
is. Then it is up to you to decide for yourself 
whether you would classify his seconds as inferior 
merchandise and how you would represent them 
to your customers. 

It should be remembered that there is so such 
thing as a perfect pair of silk hosiery. 


Even Silk Fibre Is Not Uniform 


Apart from such minor imperfections as must 
naturally occur in the course of manufacture, there 
are irregularities in the raw silk which cannot be 
overcome until a new kind of silk worm is invented. 
A worm spins thousands of yards of fine silk fibre. 
This fibre is not even throughout its length. In 
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peat sales. 


ing and embroidering. 


sales. 








This Name is 


) Your Salesman! 








The name “Heminway Silks” 
stamped neatly in gold on your 
full fashioned hosiery leads to re- 


For women know Heminway 
through years of experience with 
j Heminway Silks for sewing, crochet- 


They know that “Heminway Silks” 
on full fashioned hosiery is a guar- 
/ antee of style, quality and value. 


Heminway Hosiery is 
priced right for quick re- 
sale. It will build real 
‘ profit in your hosiery de- 
partment through repeat 





Write for full information of 


colors, prices, and grades. 


THE H. K. H. SILK COMPANY 
OF NEW YORK, INCORPORATED 
120 E. 16th St., New York, N.Y. 


Ann Pennington, famous 
Broadway Revue star, 
ishere wearing No. 220, 
a sheer, pure silk quality, 
as strong as itis beautiful. 











SILKS 





— they wear as well as they look! 


HEMINWAY 














FULL FASHIONED HOSIERY 
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reeling this fibre from the cocoon several threads 
must be combined in order to make a strand strong 
enough to work with. No matter how carefully the 
reeling is done it is humanly impossible to secure a 
uniform strand, and no reeler ever pretends that 
the raw silk he offers for sale is of uniform size. 
Raw silk is always described as 13-15 deniers, 14- 
(6 deniers and so forth, meaning that it varies 
between 13 and 15 deniers or between 14 and 16 
leniers in size. So that perfect evenness of thread 
in silk hosiery cannot be secured. 


Imperfections Which Do Not Affect Wear 


Other imperfections, if they may be called so, 
nevitably arise in the process of manufacture, 
whichdonotat all impair thequality of the hosiery. 
For instance, the relative dryness of silk makes a 
good deal of difference in its working qualities. 
here is a certain percentage of moisture desir- 
able in the silk that is being worked on the knitting 
machines, but it is prac- 
tically impossible tomain- 
tain this percentage in- 
variably. In making full- 
fashioned hosiery the leg 
is knit on one machine 
and the foot on another, 
both being subsequently 
joined up. And if, as will 
sometimes occur, there is 
some difference in time 
between the knitting of 
the foot and the knitting 
of the leg, there will bea 
difference in the relative 
dryness of each, and as a 
result a faint streak will 
show where the foot and leg have been joined. 
It would be stretching a point to call this an 
imperfection, but there are some manufacturers 
whose standard of inspection is so strict that they 
would include such hosiery among their seconds. 


Other Kinds of Imperfections 


There are many other things which are sufficient 
to classify hosiery as seconds from a strict inspec- 
tion standard—things that will occur through 
some trifling carelessness on the part of a worker. 
For example, the silk may be a bit too dry and the 
hosiery knitted from it will have a slightly harsh 
surface—like a very fine file—besides which it will 
take wrinkles easily. Then again the seaming may 
be a bit irregular. Or the length may be a trifle 
short. If a pair of hosiery supposed to be 28 inches 
long falls slightly short of a full 28 inches, and is 
otherwise up to standard, some manufacturers will 
include it among the firsts without question. In 
fact some will pass it without question even if it is 
only 27% inches or less. But other manufacturers 


HOSIER? 


One Way to Advertise 
Seconds 


“Fancy silk stockings at $1.75 a pair 
—‘variables’ of the $4 to $7.50 grades. 


From a mill that has a very rigid method of 
inspection and classifies as ‘variables’ 
many stockings where it would take an 
expert to find the Minute defects.”’ (From 
a recent advertisement by the ‘fohn Wana- 
maker store, New York.) 
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will include among seconds any pair that doesn’t 
measure up to size exactly. 


Some Methods of Testing Hosiery 


These are merely a few of the more common 
grounds on which hosiery will be classified as 
seconds by some manufacturers. And they do not 
imply any defect in the wearing quality of the 
hosiery. As a matter of fact, the strain put on a 
pair of hose in the boarding and finishing is so 
great that any real defect in wearing quality is apt 
to show itself in the course of this process. If a 
stocking is a bit cloudy or a bit dry, if it shows a 
faint streak where the leg has been joined to the 
foot, if there are occasional slight knots, if the 
seaming is somewhat irregular or the length a 
trifle short—these things do not mean that the 
merchandise is imperfect in any way. But a very 
strict standard of inspection would classify it 
among seconds. 

Now there is a very 
strong compulsion on 
buyers to purchase sec- 
onds for special events, 
and this leads rather 
easily to misrepresenta- 
tion. There are certain 
very definite advantages 
in buying seconds. Sup- 
posing, for example, a 
buyer wants to put on a 
special sale of full-fash- 
ioned silk hosiery at $1.95. 
He goes to a manufac- 
turer—who it is assumed 
is a strictly high class ma- 
nufacturer—for a job to 
use in this sale. What can the manufacturer give 
him? On a line of this grade the manufacturer 
probably does not make more than about §0 cents 
a dozen at regular prices, so he cannot take an 
$18 line, for instance, and give it to the buyer for 
$15 or $16. Even if he did the buyer could only 
advertise the offering honestly as $2 or $2.25 value 
for $1.95, and this would scarcely be a sufficiently 
striking inducement for such a special as he con- 
templates. The same manufacturer, however, 
probably throws the seconds of his $24 and even 
$30 lines into jobs at $15, which a buyer could 
retail very profitably at $1.95. 


Disadvantage of Buying Bargain Lots 


There is another advantage in this. Even if the 
manufacturer did make a big concession to the 
buyer by giving him regular $18 goods for $15 or 
$16, he could give him naturally only the slower 
selling numbers—or in other words the least 
desirable ones from the point of view of consumer 
demand. 
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No. 568—Chiffon. Three 
seam stocking made with 
imitation full fashion mark- 
Beautiful and sheer. 
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ings. 
eee 


HOSIERY SECTION 











A One Fifty Stocking to Retail for One Twenty-Five 


One of those rare “finds” in] Merchandise 
that combine volume and quick) invest- 
ment turnover ana a continually, increas- 
ing number of pleased customers. 


A stocking with all the charm that rich 
glistening thread silk can give it, silk 
especially selected for its strength and 


purity and knitting thatis perfection itself. 


One Twenty-five is shaped in the knitting 
to the curve of the leg with perfect narrow- 
ing from top to toe, the texture at the 
ankle being precisely the same at the calf. 
Made of double cracked pure thread silk 
with re-enforced feet and tops. 


Guaranteed Thread Silk—Run-proof. 


Exquisitely Packed. 


All Wanted Street and Evening Shades 
Costs Ten-Fifty—Sells for One Twen- 


ty-five. 


RAY-MOND HOSIERY CO. 


138 Fifth Avenue, New York City 
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No. 516—Pure thread silk 
full fashioned stocking. 
Heavy grade. Extra wide 
flare top. All colors. Doz. 

$15.00 
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Big Increase in the 
Sale of Silk Hosiery 
the Feature of the 


Year 


An open work, full-fashioned lisle stocking 
shown by courtesy of the Krueger Tobin Co. 


N a report made at the annual meeting of the 
Silk Association of America last week, T. 
Walter Fred, president of the Davenport 

Hosiery Mills of Chattanooga Tenn., and chair- 
man of the hosiery division of the Association, gave 
the following interesting summary of the market 
during 1923 and of present existing conditions: 

“On account of apparently a surplus of produc- 

tion of silk hosiery in 1923 it was impossible for 
manufacturers to advance their prices in propor- 
tion to the advances in the price of raw material. 
Any advance in hosiery prices was stubbornly 
resisted by buyers, who reported being offered silk 
hosiery at very low figures. 

Why Prices Did Not Go Up 

“Neither the stores nor the public were in the 
right frame of mind to be willing to pay an ad- 
vanced price. During January and February, in 
the face of something like a 50 per cent advance 
in the cost of silk, several full-fashioned knitters 
reduced their prices slightly. By March nearly all 
the hosiery manufacturers were operating on high- 
priced silk, and by that time there was a general 
advance in hosiery prices of from 4 to § per cent. 
This slight advance in hosiery prices did not enable 
the manufacturers to break even, since silk was at 
least 50 per cent higher. 

“Another factor against advancing hosiery 
prices was the earnest desire of all leading hosiery 
manufacturers to stabilize the price range of silk 
hosiery and to restore the confidence of the public 
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by so doing. The slight advance made in the early 
spring did not change the retail price range. By 
that I mean the prices at which hosiery was sold 
over the counter. 


Development of Silk and Fibre 
“The high prices of pure thread silk and the 


constant demand for something lower in the price 
of hosiery led many manufacturers to turn from 
making pure thread silk and put their machines on 
combinations of silk and fiber. Hosiery made from 
this combination of silk and fiber grew in popular- 
ity, and has been a big factor in the hosiery busi- 
ness during the past year. Most of these combina- 
tion silk stockings were made to retail at $1 a pair. 
Another method of meeting this situation was to 
plait pure thread silk on fiber. 

“These combinations were of different propor- 
tions, ranging from 50 per cent pure thread silk 
and $0 per cent fiber to go per cent fiber and to 
per cent silk, or even lower. In fact some of the 
hosiery called silk and fiber had so little silk in it 
that it would almost take a microscope to find any 
pure thread silk. The silk and fiber mixtures have 
been good sellers when properly made with enough 
pure thread silk to increase the wearing qualities of 
the stocking. Also, the price made it very attrac- 
tive to the public. Another attractive feature of 
the silk and fiber combinations is that you can 
make a very heavy silk stocking at a comparative- 
ly low cost. 
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EASTER 





A Varied Individual 


Line of Fine 
Weaves 


FOR ALL CHILDREN 


HATCHED OUT FOR THE 
SPRING SELLING SEASON 





Style 1800—Exceptionally 
fine gauge American viscose 
150 denier gloss silk; our 
own exclusive rib; $ 

20 colors and shades Doz. 


S CON, 


v 






2 POSN IER’ 
HOSIERY 


is so exquisitely made in every detail of 
material and workmanship as to impress 
the buyer with its importance in having 
it in his line. 


Our wide experience enables us to extend 
valuable advice and service to buyers 
interested in getting more out of their 
children’s hosiery departments, covering 
Infants’, Children’s and Misses’ require- 
ments. 


The wonderful color assortment and 


beautiful, exclusive patterns allow the 
matching of all shoes and dresses. 


New Catalogue Just Out 
Write for it; and you would make 
no mistake in sending an open order 
at the same time. 

Try the number illustrated and let 
your customers back up your judg- 
ment. 


The Only House Specializing in 
Children’s Hosiery Exclusively 


Dr. A. Posner Shoes, Inc. 


140 West Broadway 















Ss 
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The number illustrated is only one of our 
complete range of rapid selling 





styles. 


NEW YORK CITY 





N. Y. 
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Men's Scotch golf hose of light weight wool in an attractice pattern. 


Earthquake Caused Little Advance 


“In the late summer silk prices had worked 
down to a point where the manufacturers had a 
fair profit at the prices they were getting for silk 
hosiery, but a few weeks after this came the earth- 
quake, and we had a complete upset of the silk 
market. Prices went soaring to the skies. It is very 
commendable to note here the broad and liberal 
attitude that hosiery manufacturers as a whole 
exhibited during this trying ordeal. Some of them 
did not advance prices at all, and those who did 
advance prices put on a very slight advance— 
from 4 to 6 per cent. 

“It was a great temptation during this time to 
sell whatever silk the manufacturer owned at 
enormously high prices rather than manufacture it 
up and sell it in hosiery at far less than replace- 
ment cost. Many manufacturers owned silk in 
which they had at least $5 per pound profit, but in 
no instance that I know of did a hosiery manufac- 
turer take advantage of this situation. They con- 
tinued to ship orders taken at the old prices, and 
took care of their customers’ needs at the old 
price, or at prices very slightly advanced. No one 
knew what was going to happen and many were 
not protected on silk at all. In most cases it took 
considerable nerve to take this broad and liberal 
attitude, but it resulted in stabilizing prices, pre- 
vented merchants from being upset and the public 
in general from being thrown into confusion, and 
in the long run proved to be a very wise course. 


1923 Showed Good Increase 


“Now in regard to the hosiery business generally 
last year’s sales were greater than they were in 


1922, but profits were less because of the high 
price of silk. As far as sales were concerned 1923 
was a very satisfactory year. Considering the 
serious problems that came up throughout the 
year, the hosiery manufacturers as a_ whole 
weathered it in good shape, and they had a most 
satisfactory year’s business in spite of the fact that 
profits were too close to be comfortable. The out- 
standing developments in a hosiery way through- 
out the year were, first, the coming into promin- 
ence of silk and fiber combination hosiery, which 
was sold at popular prices. The other big develop- 
ment was the increasing demand for sheer silk 
hosiery. Chiffon hosiery grew in _ popularity 
throughout the whole country, and they have 
definitely become one of the leading factors in the 
pure silk hosiery business. The thinner the stock- 
ings were made, provided they were closely knit, 
the more popular they were and the higher price 
they brought. 


Less Pure Thread Silk Used 


“These two developments have a tendency to 
use less pure thread silk, as usually very little silk 
is used in the fiber combination, and chiffon stock- 
ings are so thin that only a few ounces are used in a 
dozen hose. On the other hand, factors that in- 
crease the quantities of silk used in making hosiery 
are the constantly increasing use of silk hosiery by 
all classes of women everywhere, and for all 
occasions. Even the factory girls now wear silk 
hosiery. The year 1923 made more certain than 
ever the fact that cotton stockings are a dead 
issue. “Another factor in increasing the use of pure 
thread silk hosiery has been the introduction 
during the last year of the wool understocking. 
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It’s the Signature 
Colors: That Counts! 















Black 

White ina 

Siuiiuees Why do art museums treasure count, it is the name of a com- 
Seal their Rembrandts so highly? ™odity that you trade on. 
Silver B . The value that the public puts 
Pearl ecause, regardless of time and upon and is willing to pay for 


Beig 
heads the homage of all. In the last worth of the product. 


Otter 

Cinnamon 

- OLLYW® 
Fawn ie 





Gun Metal | 
Log Cabin H E 
Peach ; | 
Lariat REG, U.S, PAT. OFF, 


Sombrero GUARANTEED FULL FASHIONED 


French Nude} 





porn is a name that is indelibly printed in the minds of the people, 
ae signifying a recognized high standard in hosiery quality. If 4 
"0 you are not enjoying the money-making value of this signa- 

; ture, you are overlooking a steady source of profits. 






Your Jobber Can Serve You 


HARRINGTON & WARING, New York City 
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Retail Merchants Buying Late for Easter 


Demand Fust Beginning to ‘Develop with Silk Hosiery 
the Strong Feature 


HE hosiery mar- 
ket during the last 
month has shown 


very little change worth 
noting. As usual it has 
presented a mixed appear- 
ance, with marked dull- 
ness in some quarters and 
marked activity in others. 
Generally speaking, how- 
ever, it may be said that 
the market has been de- 
cidedly quieter during the 
month of March than dur- 
ing previous months. This 
has been due probably to 
the lateness of Easter and 
to a lull in demand at re- 
tail such as is naturally to 
be expected in a between- 
seasons period. 

Normally the occurrence 
of Easter late in April 
should mean active buying 
for Easter during March. | 
But retail merchants gen- | 
erally have developed the | 
habit of buying so very 
close to requirements that 
the approach of Easter did not have the stimulat- 
ing effect it normally would a month or six weeks 
ahead. 

Orders Call for Quick Delivery 


It is beginning to have this effect at the present 
writing, and some mills report that they are getting 
swamped with orders for quick delivery. Prob- 
ably this improvement in immediate business will 
become more and more accentuated during the 
next few weeks, with a strong likelihood that it 
will continue through the spring and early sum- 
mer. Consumer demand for silk hosiery has been 
exceptionally good on the whole during the last 
six months or so, and the trade is convinced that it 
will be even better during the next few months. 
But retailers in most cases are stubbornly averse 
to anticipating their requirements, and this re- 
sults in a somewhat unbalanced market situation, 
bearing particularly hard on mills selling through 
jobbers, which naturally cannot adapt themselves 
very readily to demand for 24- and 48-hour deliv- 
eries from the retail trade. 





A printed silk and artificial silk sport stocking made on a spring 
needle machine from the line of the Mavis Hosiery Co. 


Epidemic of Sales during 
March 


Consumer demand, as 
already noted, lagged dur- 
ing March, as compared 
with previous months, and 
needed considerable stimu- 
lation in the way of special 
sales. It may be said that 
an epidemic of special sales 
by department stores was 
the outstanding feature of 
the hosiery business at re- 
tail during the month of 
March. This involved a 
big demand from the 
stores for seconds and ir- 
regulars, and it is said 
that stocks of such goods 
have in consequence been 
pretty well cleaned up. 


On the other hand it 
has intensified the price 
competition in the silk 
hosiery market by cen- 
terin gthe attention of the 
consumer on prices rath- 
erthan on style orquali- 

ty, and it may be said that there is a dis- 
tinct movement on, particularly in full- 
fashioned lines, to produce stockings that 
can be retailed at considerably less than 
the prices which have been standard for 
some time. This tendency has already 
been evidenced in the production of 8- and 
g-strand full-fashioned silk hosiery to 
retail at around $1.50, and of a combina- 
tion silk and artificial silk full-fashioned 
stocking to retail at $1.00. And a Phila- 
delphia manufacturer, it is reported, will 
soon put upon the market a full-fashioned 
thread silk stocking, with a relatively small 
proportion of artificial silk, to retail at 
$7.25. 

This kind of tendency must necessarily have 
the result of weakening the silk hosiery market 
eventually. So far, its effect has been felt chiefly 
on the market for seamless goods, which is natural- 
ly hit most directly by the production of full- 
fashioned goods at prices that compete with the 
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Allen A No. 885—A new style—The 
finest number ever sold at $2.00. More 
style, wear, weight of silk. A stocking 
for discriminating buyers. All the new 
shades including Airedale, Tanbark, 
Racquet, Platinum, Jack Rabbit, etc. 
Retails at $2.00. 


cA Standard of Good Taste j 


HERE are people who dress more 

for their own satisfaction than 
outward appearances. People who 
are even more exacting of the inti- 
mate unseen details of apparel than 
of outer garb. 


For these people Allen A Hosiery 


Standards that set ours. 


For the merchant who seeks their 
trade we know of no more appro- 
priate hosiery line. 


AllenA 


Hosiery Underwear 


For men, women and children For men and boys only 














is made. It is their discriminating x: > 








THE ALLEN A COMPANY, KENOSHA, WISCONSIN 
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seamless. But the continual hammering down of 
price standards by the production of qualities to 
meet a price cannot but have its effect on the 
whole market sooner or later, just as the cut in the 
price of artificial silk a few months ago had its 
effect both on raw silk and on pure silk hosiery. 
The decline in raw silk, also, if it is continued, 
must have its effect on hosiery prices. At present 
the market is below the basis of $7 a pound for 
Japan double extra cracks. This level does not 
call for a revision of hosiery prices, but it does 
make the trade feel that a revision of hosiery 
prices may not be far off. And if the raw market 
goes much lower, the pressure for lower hosiery 
prices will probably have to be met. 


Chiffons and Staple Weights 
Both Good 


Current demand is most 
active on full-fashioned 
lines, and is pretty well 
divided between staple and 
chiffon weights. Measured 
against production the de- 
mand for chiffons is much 
greater than for any other 
sorts, and many retail 
stores, particularly those 
catering to a_ high-class 
trade, are doing the major 
part of their business on 
chiffons. In the five shoe 
stores of I. Miller & Sons, 
Inc., for example, which 
do an annual business of 
$750,000 on hosiery, fully 
7o per cent of their sales 
are on chiffons. But taking 
the hosiery market as a 
whole, and including all 
qualities, the bulk of the 


business is still done on the 


. 


Good Demand for Mixtures of Silk and Artificial 
Silk 


The lower prices made some time ago on hosiery 
of artificial silk, and mixed natural and artificial 
silk, have resulted in a decidedly increased demand 
for these grades, according to reports. On the sub- 
ject of artificial silk, which has been so much dis- 
cussed lately, Bertrand R. Clarke, vice-president 
of the Tubize Artificial Silk Co. of America, 


pointed out in a report to the annual meeting of 





: I ts’ silk socks with crochet top, fromthe li Dr. A. Posner, 
more staple weights. Sa nfants’ silk socks with croche wp.fre e line of osne: 


the same way, taking all 

classes and qualities of hosiery, black probably 
still outsells all other colors combined, although 
as a style proposition it counts very slightly just 
now. 
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the Silk Association of America that the con- 
sumption of artificial silk in this country last year 
amounted to 38,935,500 pounds, which was an in- 
crease of about 12,000,000 pounds over the pre- 
ceding year. “Probably the outstanding feature of 
1923, he said, “was a noticeable improvement in 
the quality of all cellulose yarns and their intro- 
duction into hitherto untried fields. Increased 
experiments with yarns from 50 denier to 100 
denier developed and made possible new kinds of 
fine hosiery, underwear, laces, veli veilings and 
combinations of artificial silk with silk and the 
finer counts of cottons. European production 
and consumption appear to have increased ap- 
proximately in the same proportion to the in- 
crease noted in the United 
States.” 


Fancy Hose for Infants 
Moving Well 


A word should be said 
regarding the strength of 
the market for infants’ 
and children’s fancy hose, 
which has been notewor- 
thy for some time. Style 
has invaded the children’s 
field as definitely as it has 
invaded the field of wom- 
en’s hosiery, and there 
has been for some time a 
very lively demand for the 
newest things in infants’ 
and children’s fancy tops. 
This is a department of the 
hosiery business which a 
shoe store carrying chil- 
dren’s lines could feature 
profitably. Women arenow 
paying attention to style in 
their children’s hose, as 
they never did before, and 
this offers an opportunity 
to the shoe store that has a 
clientele for children’s. 





Hosiery Manufacturers to Meet in 


Philadelphia 


Plans have been completed for the 20th annual 
convention of the National Association of Hosiery 
and Underwear Manufacturers, which will be held 
at the Bellevue-Stratford Hotel, Philadelphia, on 
April g and 10. The speakers at the first day’s 
session will include B. R. Clarke, vice-president of 
the Tubize Artificial Silk Co. of America, and Dr. 
E. H. Killheffer, vice-president of the Newport 
Chemical Works, Inc., Passaic, N. J. Among the 
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CARRY YOUR STOCK 


That is our purpose in establishing complete stocks 
of ladies’ full-fashioned silk hosiery in five impor- 
tant cities — stocks which are so complete that 
immediate delivery means immediate delivery. 


39 colors for you to choose from 


J. R. 





BEATON COMPANY, INc. 


331 FOURTH AVENUE, NEW YORK 


CHICAGO— 227 West Jackson Blvd. BOSTON—99 Chauncy Street 
ATLANTA—246 Peachtree Arcade SAN FRANCISCO—133 Kearny Street 


Nearest Office Hosiery “As You Like It” profit-making service. 
and find out 
how we can save Name 


money for you 


Send coupon to 










Send color list, price card and full information about 





Street 
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speakers on the second day will be Charles Cason, 
vice-president of the Chemical National Bank, 
New York, and John Leitch of Philadelphia, the 
well-known authority on industrial democracy. 
Captain Irving O’Hay, formerly of the United 
States army, will be the only speaker at the an- 
nual luncheon, which will be held in the Rose 
Garden of the Bellevue-Stratford at 1 p.m. on 
April 10. The routine part of the convention pro- 
gram will include the election of officers, reports of 
the various committees, the annual report of the 
president, Joseph H. Zens, and informal discus- 
sions by the members of topics pertinent to the 
industry. In conjunction with the convention 
there will be held the Twentieth Annual Knitting 
Arts Exhibition at the Commercial Museum under 
the direction of Chester I. Campbell of Boston. 





Does Hosiery Pay? Here Are Five 


Stores with a Volume of $7 50,000 
(Continued from page 78) 


ance in making up new lines. But in proportion to 
their turnover they keep their stocks low. It is 
their policy also to carry only a few full lines. 
They have found by experience that the bulk of 
their business is done on relatively few lines, and 
these are the only ones in which they carry com- 
plete assortments, although they carry limited 
assortments in a number of additional lines. 


Can the Slow Sellers Quickly 


One secret of a satisfactory turnover, Irving 
Miller says, is to watch your stock very carefully 
and throw out ruthlessly whatever doesn’ t sell. 

If he buys a number and finds that it isn’t moving 
quickly, he simply marks it down and clears it 
out—and that’s the end of it. For instance, he 
tried outsizes a few times and found relatively 
little demand for them; so he simply doesn’t 
bother with them any more. The ideal stock 
consists only of actively selling items, and the 
methods followed by the Miller stores seem to 
have brought them very close to this ideal. This 
calls for a good system of stock control. The 
Miller stores have a perpetual inventory system 
which enables them to tell by numbers, sizes and 
colors just how much they are selling from day to 
day and week to week, and to compare these 
records with past performances. This strict system 
of stock control means very few leftovers and very 
few mark-downs. 

One pertinent word of advice for hosiery buyers, 
given by Irving Miller, is to watch their stocks 
especially carefully approaching the end of a 
season. At present the Miller stores are cutting 
down on their advance orders for light colors, 
because the beginning of the summer demand 
for white around the end of May will naturally 
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reduce the sales of the lighter shades, and nobody 
knows yet whether the lighter shades will be good 
next fall or not. Incidentally the Millers are strong 
believers in chiffons. 

They were the first retailers, we believe, to 
feature these lines and at present they probably 
sell more chiffons than any other store in the 
country. About 70 per cent of their hosiery busi- 
ness, they say, is on plain chiffon goods, chiefly 
the light shades, and very little black. They 
carry some novelties and children’s lines, but do 
not do much on either. 


Why the Average Merchant Hasn’t Made a Go of It 


On the general subject of a hosiery business in 
shoe stores, Maurice Miller has emphatic views, 
which agree closely with those expressed from 
time to time by the Recorder. He is enthusiastic 
about the hosiery business. He believes that the 
shoe store is the logical place for it. But he thinks 
that most retail shoe merchants, even those who 
carry hosiery, are neglecting their opportunities 
in this respect. He pointed out that they have 
thus far failed to register with the public the fact 
that a shoe store is the logical place to go for 
hosiery. Despite the fact that a considerable 
percentage of shoe stores now carry hosiery, a 
shoe store is still about the last place the average 
woman thinks of going to when she needs a pair 
of stockings. And this is because the shoe retailers 
do not push their hosiery business as it should be 
pushed. Mr. Miller pointed out that in Chicago, 
where a number of high class shoe stores feature 
their hosiery strongly, the public seems to have 
been awakened to the fact that a shoe store is the 
place to buy hosiery. But in New York and most 
other cities the reverse is the case. 

And this is so because most retail shoe merchants 
do not take their hosiery departments seriously 
enough. To the majority of them the buying of 
hosiery is an incidental matter, like the buying 
of shoe polish or findings, and the care of the 
department is given over to some poorly-paid girl 
who knows little about either the buying or selling 
of hosiery. It would profit any shoe retailer, Mr. 
Miller thinks, to pay a competent person to take 
charge of the hosiery department, and to push 
this department vigorously. If all shoe retailers 
would do this a good hosiery business would come 
much more easily to each of them individually. 
There is no logical connection between drug stores 
and alarm clocks or safety razors. Yet people now 
go naturally to drug stores for these articles, 
because they have been carried and featured by 
so many drug stores that the connection is now 
firmly established in the public mind. The con- 
nection between shoes and hosiery is absolutely 
logical, but it is difficult for a few stores to estab- 
lish this connection in the public mind. 
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It PAYS to Sell 
GOOD CHIFFONS 


Why risk the good reputation of your store 
by allowing your customers to walk out with 
chiffons that are in fact and in price cheap? 








Carlton 300 


It isn’t cheap. It isn’t expensive. In price it 
is that always commendable half-way be- 
tween cheapness and extravagance. In quality 
it is without peer. 


Full fashioned, 42 gauge, pure dye thread silk, 
20/21 inch boot silk heel, plaited silk sole. 
Absolutely (guaranteed to be) free of rings and 
imperfections. 


By actual test a stock pair has worn 43 con- 


secutive days with careful laundering. Each 
pair in glassine envelope; 3 pairs to a box. 


$16.50 


1/10 or net 30, f. o. b. N. Y. 


FREUND & BRICKMAN 


SOLE DISTRIBUTORS 
212 FIFTH AVENUE NEW YORK CITY 


African Brown Dawn Moonbeam 
Airedale Fawn Moresque 
Amber French Nude Nasturtium 
Atmosphere Gold Otter 
Beige Gun Metal Peach 
Blush Indian Skin Polo 

Black Jack Rabbit Racquet 
Bombay Log Cabin Silver 
Cinnamon Medium Grey White 


reckles Sunburn Mah Jong Blue 


Fi 
Killarney Green Dragon Red 
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Fibre plaited. ' Attractively printed 


patterns Latest Spring shades. An 
unusually fast seller. Retail at $.50 
pair. 


MEN’S HALF HOSE 
IN ALL QUALITIES AND STYLES 


is our specialty. Superior service and values 
at all times. Send for sample order of hose 
shown in illustration. 


WEILER & PENDLETON 
535 COURT STREET READING, PA. 
Buy Your Hosiery in the * Hosiery Belt” 


Write for 
1924 
Illustrated 
Catalogue 








_ John M. Haley & Co., Inc. 


IMPORTERS 


276 Fifth Avenue 
New York City 
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Style IRENE 


A NEW TYPE OF 
FULL FASHIONED HOSE 


Three strands of pure silk twisted over 












y one of fibre. It wears because it fits. 
COLORS 
Black Dawn Cinnamon 
‘ Nu Beige Oriental Pearl Jack Rabbit 
Log Cabin Nude Mah Jong 
African White Sunburn 
; Sombrero Banana 
> 








$8.00 per Dozen 
Terms: 3/10 or 2/10—30 X 


KRAMER HOSIERY CoO. 
133-135 S. WELLS ST. CHICAGO 


Kra-nit Service means that 
you get what you want when 
you want it. 






























Many of; the largest jobbers and 
retailers are PROFITING by hav- 
ing their stocks of hosiery RE- 
DYED—-why not, YOU? 

















From Dead Loss to Live Profits 


We will RE-DYE those obsolete, 
unsalable, faded and soiled colors 
in your hosiery stock and make 
them FASHIONABLE, FAST 
SELLING COLORS for Spring. 


Our special RE-DYEING process 
guarantees the same soft, fine tex- 
ture, same finish and same tensile 
strength of hosiery as before. No 
harsh, hard or stiff feeling. 








’ Send Us a Sample Order Today 


THE PEERLESS HOSIERY DYEING Co. 
Hosiery Re-Dyers 


ai PLEASANTVILLE, N. J. 
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Do you want to 
H:O:S:I-E-R-Y 

ib nian ng Sell more Hosiery 
F°I°X°T-U-R-E’S 
. wit the Api unas of Standard Service” 
Attractive Show Cards— 

Hosiery Price Tickets— 


: Hosiery Color Style Tickets— 
Cone fe Window Displays and Suggestions— 


sent on 











request 


and a 
No. 2083 Real Merchandising Program. 





This big issue, which also includes several beauti- 

ful cards for your Easter Footwear Displays, is 
ing to make more money for the hundreds of 
tandard subscribers. 


* * * 


Every known type : If your city isn’t already closed, there’s no reason 
° why you shouldn't get in on it! 
of display fixture. 


*« * x 











No. 5203 - 
Write or wire—we'll tell you about this Service 
that will make more sales for you, and it costs 
you only $1.50 a week! 


A 
fi (DISPLAY FixTURE COMPANY, NEW 7ORK) 


1146 Broadway New York SHOW CARD SERVICEJnc 
Established 1888 Standard. Bldg~RogersPark ~ Chicago, Il. 
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CHLOSTERI” 
eA (ontact Point of Profits 


As the crystal detector of a radio instrument is the vital contact point between 
the great world of sound waves and your ear—so has ‘‘Hosiery”’ become the 
valuable contact point between your cash drawer and all that the leading hosiery 
manufacturers can do to fill it. 


*TUT Te Te Te TTT elit) o} 


“Hosiery” is a distinct department of the Boot and Shoe Recorder and is the only 
medium which concentrates on making itself useful to shoe merchants who are 
selling, or plan to sell, hosiery. 


Each month its standing becomes higher and more authoritative. Each month 
for this reason it is more worthy of your careful reading and thought. 
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Se ervice 


WALK-CROFT DELIVERY 
SERVICE IS OFTEN CALLE 

THE STANDARD OF THE 
SHOE WORLD. 


“Walk-Groft, 


-SMART SHOES FOR WOMEN ARE MADE BY 





BANCROFT WALKER COMPANY 
AT THEIR FACTORY IN BOSTON 

















PICK A: GOOD ‘LINE? AND. STC. TO ST 























d 1924, Bancroft Walker Company 
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Sandals and Strap Pumps in Airedale Brown 
Nubuck and Jack Rabbit Gray 


In Stock 
Sizes and Widths 
































No. B 312—Airedale Brown Nubuck Strap Mwah eds one eee 3 two8 No. B 309—Airedale Brown Nubuck 
a 258 Last, 12/8 Cuban Heel. Welt. Oickaied 24%to8 Sandal, 237 Last, 7/8 Walking Heel. Rub- 
ift. Welt. Price........... 15 

incase spbddadbuttaknenegoecss $5.15 T Net 30 Day. ber Top Lift. Welt. Price $5. 
No. B 314—Same in Jack Rabbit Gray No. B 310—Same in Jack Rabbit Gray 


PS BOOED, ca ceteddevedcvetevce $5.15 Nubuck. Pries...csccescccccccccces $5.15 





C. P. FORD & CO., Inc., Rochester, N. Y. 


NEW YORK CITY, 127 DUANE STREET 








g «6For EnsterOulek Selling Styles 
3 W’s LENOX 


for 


Growing Girls 
Misses 


Children 


IN STOCK 











on caters s» Weimer, Wright & Watkin Co. 


to 2, C, D, and E 2.50 
Leather 


BR om boaybeduee 48% 39 South Second Street PHILADELPHIA § 
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'“Collateral’ that gives 





ack 
ub- - 
1 ———— ° . 
° ———— you solid business expan- 
ray —_—— — ° 
15 sion— 

— » JUST as the business man becomes more successful as he is able to put more 
vitality, more pep into his work, so does a business go ahead faster when 
there are new inspirations, new appeals to the public, new standards of 

service and value to patrons. ; 
' In the current full-page advertisement in the Saturday Evening Post we say 
that active feet are good “collateral” to the business man, It is just as true that 
the Arch Preserver Shoe which makes active feet should be good “collateral” 
to the retail shoe dealer. 
i THE 





ARGH PRESERVER 


The shoe makes friends and builds business because it gives more for the 
money invested than any other shoe a man can buy. It gives style; it gives 
quality; it gives foot comfort and vigor. A man who once wears this shoe will 
come back again when he buys his next pair. 

No other sales franchise is so valuable. No other sales franchise can do so 





“KEEPS THE FOOT WELL” much for you in your community. If you are interested in taking it on, please 
y y y. If y g P 
Thie Trede Merk le fecad write us. 
is rade Mar 18 oun on ° : ° . 
the este cad alae of every gencles _ Twenty good styles carried in stock, enabling you to handle your business 
Arch Preserver hoe. There are without an excessive investment. 
seven patents em 1¢ in rc ~ 
poet ye «| conseestion, Foes E. T. WRIGHT & COMPANY, INC., Rockland, Mass. 
are vested solely wit . . right “cc ° 9 ’ 4 Ny 
&  Cameoas, lec,  Geekiand. Makers of the “Just Wright” Men’s Fine Shoes Since 1876 


Massachusetts, for the making of 
men’s and boys’ shoes, and with 
The Selby Shoe Company, Ports- 
mouth, Obio, for the making of 
women’s and misses’ shoes. 
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I Emest W. Worsdell 


74 Geld St., New York 





Pigskin 
Tanned Especially for 


Fine Footwear 


Pigskin is a leather with unusual style 
qualities. Its natural, permanent grain gives 
a smart look to any shoe. 

Roser’s Pigskin meets every requirement of 
leading manufacturers. It is tanned and 
treated especially for fine footwear. It is 
favored both by manufacturer and retail 
merchant. 

The shoe here illustrated is from the spring 
line of Whitman and Keith, consistent and 
extensive users of Roser’s Pigskin. 


HERMAN ROSER & SON, Inc. 


GLASTONBURY, CONN. 
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HOTEL EMPIRE 


BROADWAY at SIXTY-THIRD ST.. NEW YORK CITY 


A new fourteen-story fire proof structure ini modern 





CAPACITY 1,034 
The location is unique: Subway, elevated, street cars, busses, all at door 
RATES; Room, private toilet $2.50 Single Room with hath $3.50 

Double Room with kath $5.00 . at 


Under Personal Direction: P. V. LAND; Manager 











Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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“Smooth Inside as a Miller’s Wing” 














The Sandal--IN STOCK 
500— 2-43%....... $1.20 
_ 501 Gists . 1.35 
at ahr santes 1-60 
Elk 810— 234-8....... 2.15 
nenf= hek He 
ae ne P72) Bes 
815— 234- 7......- 2.35 
white. fsst— 836-11....., ne 
te -_ mE k.ccces e 
Nubuck 51 . nye 2.15 
816— 254- 8...... 2.50 
Creased Vamp Oxford 
IN STOCK 


No. 820—Patent Leather—2 ao 
No. 821—Tan Elk—24-7... 2.25 


Good Looking and STURDY 
Miller’s are a revelation to most merchants. They 
are carefully made, of the best materials. If you 
sell good shoes, here’s a line you shouldn’t overlook. 


We will gladly send samples. 


MILLERSHOECOMPANY 


J. E. DAY, Mgr. 
SALEM, MASS. 




























Ask any man to meet you at the 
“Essex” and he at once consents, 
Business has probably brought him 
there before and he knows the con- 
venience of its location and the charac- 
ter of its service. 


“ESSEX SERVICE SATISFIES” 


The Essex Hotel Co. 


J. J. McCarthy, Pres. 
T. A. McCarthy, Treas. 
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* A REGULAR fellow. Without doubt the * 
= Most Popular Last on the market today. 2 
* + 
= Orr Salesmen are now 3 
+ out with the Complete Line = 
* for Fall 1924 + 
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Plantation Sole Crepe 


a Rubber Firm thoroughly conversant with this trade and in close 

contact with producing Plantations and Consumers in Europe is anxious to 
get into touch with a House doing a regular business with American Shoe Manu- 
facturers and whose position is such that it can secure a large share of this rapid- 
ly increasing business on thoroughly sound lines. Replies should be addressed to 
E 734, Boot and Shoe Recorder, 207 South Street, Boston, Mass. 
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instocns ( \ | IN CLEVELAND 
3 [or 

Be i8 Courtesy 
rr Refinement 


aici cae Convenience 


helps many an athlete win 


a Excellent 


Ideal Soft Soles and First 


ag Arp Service 


readily as the first ones 


lar ap Se and Kitchen 


receive a dozen pairs. 


Por/Idoz. _ 
4 2 oe = our catalog ae oe styles? aad ITS THE 
ote ca"? | HOLLENDEN 





No. 52—Infants’ Soft Sole 








NEW YORK OFFICE 320 FIFTH AVE. 
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A particularly fine grade of Ceylon Plantation Rubber especially ae pont 
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NZ) DECIDEDLY BROCKTON SHOES 
SPEAK FOR THEMSELVES 


NO LONG STORY NECESSARY TO CONVINCE 
THE SHOE WISE OF THEIR MERITS 





Our pictures portray the 
perfection of our line 
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Young men’s smart dress oxford. 
Made of P & V 104 Lotus Calf. Bleached 
Calf full quarter lining. Nine iron back 
sole. Wingfoot rubber heel. 


PRICE $4.85 


BROCKTON SHOE MANUFACTURING CO. 


Daily Capacity 7000 pairs 
BROCKTON, MASS. 
Boston Office and Sales Department, 117[Lincoln Street 


Chicago, Il. San Antonio, 
Security ‘Bide. $01 Russell Bias j 


Atla: Georgia 
238 Poachties Arcade 


—- 
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To Be Sure You’re Right—Buy Original Chippewas 


The retailer who sells the ORIGINAL CHIPPEWAS for work and sport wear never has to 


worry about “customer satisfaction.” 


The ORIGINAL CHIPPEWAS are made of RIGHT materials—over the 
RIGHT kind of lasts and for wear and satisfaction 
the workmanship is JUST RIGHT from every angle. 


YOU buy RIGHT and can sell RIGHT. 


That's why the ORIGINAL CHIPPEWAS are 
bringing turnover and profit to merchants who sell 
them. If you don’t know the ORIGI NAL CHIP- 
PEWA line write us. We'll send either catalog or 


salesman. 


B100—Men’s 6-inch Chocolate Texas Calf, Goodyear Welt, 
unlined Soft Toe Cap, Single Sole, Rubber Heel, Last 36, 
widths’A to E. In stock E only. Price 


B116—Men’s |6-inch Tan Soo Calf, Goodyear Welt, unlined 
PlainToe, Single Sole, Last 36, widths A to E. Last 34, widths 
Cto F. Made on order only $5.8 


B421—Men’s 8-inch Chocolate Texas Calf, Outing Nailed 
Sole, Last 20, In stock F width only $2.90 


B440—Men’s 6-inch Tan Soo Cal‘, Outing Nailed Sole, Rub- 
ber Heel, Last 20, F width. Made on order only... . . $2.75 


CHIPPE\VA SHOE MFG. CO 
CHIPPEWA FALLS - WISCONSIN 
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Seasonable Weather Acts 


Favorably on Shoe Trade 


CHICAGO—Business conditions in the 
retail shoe stores, in both the Loop and 
outlying districts of Chicago, were un- 
favorable during most of the week ending 
March 29. Thursday was the exception: 
a bright, sunny day with the thermometer 
registering well above sixty and with the 
shop windows beautifully decorated, 
suggested that spring had arrived. An ex- 
cellent volume of selling was done in 
nearly every shop on that day. A brisk 
trade on Friday was reported ir the Loop 
district. 


Bright Colors in Children’s Shoes 


In the wholesale trade a very good 
volume of business is being done on chil- 
dren’s shoes. A favorable amount of mail 
orders are being received indicating that 
where the weather is favorable business is 
good. These orders are largely for com- 
plete runs of sizes and spread out over 
many styles. There is a strong tendency 
toward bright colors in children’s shoes 
and is expected that by the time Easter 
is here colors will predominate. 

The condition in regard to men’s and 
women’s shoes still shows a quiet market. 
What business has been done is from out- 
side territories as the local demand is very 
slight. Factories are beginning to get 
caught up on orders and indications are 
that if weather conditions are favorable 
there will be a sufficient volume of busi- 
ness to keep their plants busy from now 
on. 


Shorter Vamps Selling Well 


J. O. Meder, manager of the O’Conner 
& Goldberg store at 4616 Sheridan Road, 
reports a growing demand for shorter 
vamps. The store is showing some ex- 
tremely attractive models of that type of 
both the strap and opera pump pattern. 
The demand for the Colonial seems to be 
diminishing in that locality. 


About the Colonial 


Commenting upon the exceeding popu- 
larity of the Colonial pattern in Chicago 
during the past twoseasons, and the present 
tendency toward the returning popularity 
of the strap pump for street wear, W. B. 
Helms, manager of the Regal Shoe Store, 
at 4718 Sheridan Road, said: ““The true 
Colonial has not been sold in any volume 
in Chicago recently. What has been sold 
and what has been called ‘Colonial’ is 
merely some modified form of the strap 
pump or some perverted form of the true 
Colonial. Buckles do not make a Colonial, 
although one would think so from reading 
some of the recent newspaper advertise- 
ments and looking at the illustrations. 


“The simple opera pump has long been 
popular with the well-dressed woman as 
an accessory to the correct dress for cer- 
tain occasions, so it is only natural that 
it would come back in popularity.” 


Good Men’s Trade 


Mr. McNamara, manager of the French, 
Shriner & Urner shop at 106 S. Michigan 
Ave., reports a fairly good business. He 
said: “The light tan vogue is growing.” 


Rounder Toes in Men’s Pat- 
terns 

Roy D. Way, manager of the Chicago 
Nettleton Stores, claims several very good 
days during the week. “There is a tend- 
ency,” remarked Mr. Way, “toward a 
more rounded toe for the business man. 
He seems to be getting away from the 
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brogue last. I do not know whether this 
condition is found generally or whether 
it is peculiar to the Nettleton trade alone.” 
Mr. Way was recently appointed to his 
present position. He was formerly with 
Marshall Field & Company. 


Patent and Satins 


Mr. Cohen, manager of the Wolock & 
Bauer Store at 4636 Sheridan Road, re- 
ported strap patterns in patent leather 
and satin are very good and black is the 
best color. 

Change in The Fair Depart- 
ments 


The misses’, women’s and children’s 
shoe department of The Fair, on State 
Street, which formerly occupied the same 
space, has recently been divided. The 
women’s department is still in the old 
space on the second floor, while the misses’ 
and children’s are on the fourth floor. J. T. 
Kemp is the manager and buyer of both 
departments. 





More Zest to the Buying 
in St. Louis Shoe Stores 


ST. LOUIS—The question that every 
retail shoe merchant is asking is ‘““What’s 
the matter with business?” To a certain 
extent it was answered during the week 
ending March 29. With old “Sol” on the 
job 100 per cent Wednesday and Thurs- 
day, two of the best days’ business for the 
past two months was reported in almost 
every store. It was more than just an 
improvement in the tone of business. It 
was an active, definite buying trend to 
which everyone credited the ideal weather. 
It appears that weather is the principal 
cause for the hesitancy in business that 
has been sweeping the retail shoe field for 
some time. At Jeast the sales results on 
the two days of fair weather would in- 
dicate this trend. 

Another encouraging note to the busi- 
ness on these days was a reversal of form 
in the selection of materials. Gray, which 
caused a like number of hairs on the head 
of many a retail shoe merchant, was 
strong in the demand. Two large operators 
made the statement that further worry on 
their footwear was unwarranted. Grays 
sold as well as satin while patent suffered 
in comparison with its demand on pre- 
vious days. Airedale also received its 
share of the prestige. This call for colored 
suede relieves a great deal of the strain 
centered on shoe stocks of colored suedes. 

A vogue for more tailored effects in 
footwear is becoming more and more 
apparent; this following the tailored suit 
fashion which is so popular at the present 
time. 





Piping of Gold Kid 

A number of tailored pumps with 
delicate piping around the collar and 
throat of the vamp and in some cases on 
the straps is a note that appears to be new. 
Where black satin is used the piping is 
gold and the same proves true in other 
materials, the piping always being of a 
contrasting color. 

Reptile skin footwear has lost much of 
its popularity. 


Ames 12th Anniversary 


Ames Shoe Company is celebrating its 
12th anniversary with a 10 per cent dis- 
count on all footwear.. Frank Ames, 
proprietor of the store and the dean of 
retail shoe merchants, stated that busi- 
ness was good during the sale. 


Buys New Home 


J. J. Sensenbrenner, president of the 
Senac Shoe Company, who operates a 
dozen shoe departments and 14 hosiery 
departments throughout the United States, 
has purchased one of the most attractive 
homes in St. Louis. The house is located at 
7311 Westmoreland Avenue. 


Enjoyed Remarkable Success 

The Green-Heyden Co. of Sacramento, 
Cal., purchased $100,000 worth of shoes 
from the Brown Shoe Company of St. 
Louis in 1923, the Brown Company 
reports. The Sacramento store has enjoyed 
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WALL @) MARK 
“Snappy and Satisfactory Shoes for Men” 








IN STOCK 
UNBRANDED 
Order today—size weekly 
All Solid Construction 
Correctly Styled Se 
Bony tered Patent Colt Lace Oxford 
White Goodyear Stitch ADELPHIA LAST 
ADELPHIA LAST (French) (French) 
Swagger Foxed Pattern B, C, & D Widths 
1924 Model for Young Men $4.60 Net 
B, C, & D Widths 
$4.60 Net 
Pesce a Na Descriptive Circular on Request 
Golden Tan Calf 
B, C, & D Widths 


$4.60 Net 


WALL, STREETER & DOYLE COMPANY 


North Adams, Massachusetts 
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excellent success and carfies exclusively 
the Brown line. The store commenced 
business in November 1922 and averaged 
a 4.78 turnover on its stock since then. 


Retail Shoe M Merchants Elect 
Officers 


At a recent meeting of the St. Louis 
Shoe Retailers’ Association, March 26th, 
the election of officers for the coming year 
was held. Fred. H. Maxted, manager of 
the Hahan & Sons, St. Louis store, was 
elected president of the association. 
Maxted, a newcomer to St. Louis, is one of 
the most aggressive members of the asso- 
ciation and in his address of acceptance, 
out-lined a tentative program of an 
unusual character. Greater membership 
with increased interest was one of the 
constructive thoughts suggested. 





F. H. MAXTED 
Nootate fiom. Louis Shoe Retailers’ Association. 


He is manager of Hanan’s Si. Louis store. 

Emil Kappel, a large merchant in 
North St. Louis, was elected first vice- 
president; Max Wiess, Vogue Boot Shop, 
second vice-president; J. A. Hutcheson, 
Hutcheson Shoe Co., treasurer; R. H. 
Armstrong, Barnes Shoe Company, ser- 
geant-at-arms and Geo. E. Gayou, Boot 
and Shoe Recorder, secretary. 

The following directors were elected 
for three years: Russell Agnew of Brandt’s 
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Inc., Frank Ames of Ames Shoe Company 
and Sol Fisher, Fisher Shoe Company. 

One of the principal topics discussed as 
part of the program for the coming year 
was a campaign of propaganda for in- 
creasing the sale of more vairs. News 
items appearing on the women’s , ~ves of 
the local papers, prepared by the assoc. 
tion, was suggested as a method for accom- 
pilshing the desired result. 

A co-operative advertising campaign 
following the news features was mentioned 
as a stimulus to the shoe trade. The 
matter was put over for future considera- 
tion when a definite plan could be brought 
before the organization. 


C. A. West Elected President 


Officers were elected at a recent meeting 
of the St. Louis Shoe Manufacturers’ 





Cc. A. WEST 
Elected president tt St. Louis Shoe Manufac- 
turers’ and Wholesalers’ Association 


and Wholesalers’ Association. New officers 
include: C. A West of Shoe Specialty 
Manufacturing Co., president; Howard 
W. Stephens, Johnson, Stephens and 
Shinkle, vice-president; H. C. Stribling, 
Peters Shoe Co., second vice-president; 
Frank A. Mahler, Tweedie Footwear 
Corporation, secretary-treasurer. The di- 
rectors elected follow: Harry Vinsonhaler, 
W. S. Overton, S. C. Pedigo, Beverly 
Jones. 





Unfavorable Weather Curbs 
Interest in New Footwear 


MILWAUKEE—Retail shoe business 
in general was rather slow during the week 
ending March 29, due to unfavorable 
weather conditions. Those who are in 
need of shoes, regardless of season, are buy- 


ing from the spring stock, but the majority 
seem to be waiting for warmer days before 
buying spring footwear in order that a 
sudden snow flurry may not catch them 
unawares. Colored leathers have been 
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Style Shows All Through 
Wisconsin 


Shoe merchants have been co- 
operating with other business men 
in style shoes which have been held 
throughout Wisconsin during the 
+ “+ month. In several cases, shoe 
merc... ** arranged with ready-to- 
wear mercu.. to include shoes in 
the displays on 1. models as a 
means of showing spring . ~ Shoe 
stores of Madison, Wis., broug.. 
their latest styles during the forma 
spring opening which started March 
18, during which special window dis- 
plays and style shows with live 
models were used. March 21 and 22 
were selected by stores of SReboy- 
gan, Wis., and the methods of dis- 
play were left to the choice of each 
concern. 

Special window displays, an auto 
parade and a band concert were used 
in Appleton, Wis., opening. The 
Kern Shoe store, the Jahn Shoe 
store and the Diamond Shoe Com- 
pany, were among the shoe mer- 
chants of Fond du Lac to co-operate 
in the annual style week. The dates 
of the opening coincided with those 
of the auto show which brought 
crowds of people to the city. At 
Wausau, Wis., The Bootery and the 
Mayer Shoe store were among the 
shoe merchants who participated in 
the spring opening. It was featured 
by unusual window displays. 

The Walk-Over Shoe stere of 
La Crosse, Wis., provided shoes for 
the annual style parade managed by 
F. A. Pruess of Mutchow Bros. & 
Pruess. A vaudeville program ar- 
ranged and directed by Mr. Pruess 
was held with the style show in a 
local theatre. ‘ 











selling better than previously, but a much 
greater part of recent business still holds 
to black patents and satins and a few 
black and tan kid. Colonials are slightly 
in the lead in styles, although a great 
variety including straps, cut-outs, sandals 
and oxfords are also active. 
Improvement in Men’s Trade 
Business in men’s shoes is picking up to 
some extent, one store stating that the 
past month has been exceptionally good. 
Black and tan are standard colors, al- 
though a tendency to lighter shades is 
noted. There is little fanciness about men’s 
styles this spring, most of them being 
regular “he-man’’ shoes with medium or 
broad toes. One style, which is starting out 
well, is the two eyelet southern tie. 
The importance of light shades of 
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A Real Bates “Knock Out” 
In Stock 
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Stock No. 02127-B. Made of Pfister & Vogel’s Tan Lotus Calf on 
“Knock-Out” Last. Soft toe (no box). Sole and heel of genuine 
English Plantation Crepe. B, C and D widths............$5.00 
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N_ two senses—its name and its success—this speedy Bates In-Stock Sport Shoe is a knock- 
out. To date Bates dealers have bought it with significant rapidity, and it is selling rapidly 

to consumers in most parts of the country where the snow is off the ground! 
From the bottom of its fine Plantation Crepe sole to the smooth stitching of its top-edge 
seam, No. 02127-B is a perfect sport model for 1924. Note its handsome circular-seam, foxing 
and wing-tip pattern, with smart perforations. Notice also its new wide soft toe, made without 


IGNITE 


box. 
The “Knock-Out” is among several new sport types just added to the Bates Spring series 


of “Shoes for the Occasion,” a special bulletin covering which has just been put into the mail. 
This “Knock-Out” is a splendid member of the Bates line to retail at $6, $7 and $8. And all 


of these sport styles are in stock! 





We supply newspaper electrotypes for Bates stock 
shoes. Ask for our Spring Portfolio, showing six 
special groups of ‘“‘Bates Shoes for the Occasion.”’ 


A. J. BATES CO. 


WEBSTER MASSACHUSETTS 
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hosiery for women has not diminished by 
any means and a good volume of business 
is reported in this line. 


Shoe Department in New 
Store 


A shoe department is included in the 
store recently opened in Sheboygan, Wis., 
by the J. C. Penney Company. The open- 
ing attracted considerable attention as the 
building has been extensively remodeled 
and redecorated by the company. 


Rueping in Europe 

As a result of the opening of trade op- 
portunities in Germany, Austria and 
smaller states of Central Europe due to 
readjustments following the world war, 
Frederick E. Rueping, of the Fred Rueping 
Leather Co., will visit large shoe manu- 
facturers in these districts as a special rep- 
resentative of the company taking with 
him a full line of samples of colored 
leathers. Representatives of the company 
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have been in Germany for some time and 
have given encouraging reports of a mar- 
ket for specialty leathers. 


Celebrates Twenty-Second 
Anniversary 

With the opening of a new store in 
March, J. A. Hall of Ashland, Wis., 
celebrated the twenty-second anniversary 
of his career as a shoe merchant in that 
city. March 20, twenty-two years ago, he 
purchased the T. Strouse Shoe Store in 
Ashland and shortly after moved into a 
new building changing the name to the 
Ashland Shoe Store. A few years later it 
was consolidated with Schiller’s Shoe 
store under the firm name of the Ashland 
Shoe Store and was managed by Mr. Hall. 
In February, 1924, Mr. Hall disposed of 
his interests in this business but has now 
opened another store which will deal in 
shoes as well as leather goods. He is 
operating the business with his two sons, 
R. W. and B. C. Hall, under the name, 
J. A. Hall & Sons: 





Stimulus in the Form of 
Favorable Weather Needed 


CINCINNATI—The spring selling sea- 
son in the retail shoe stores has been slow 
getting started, due to the unfavorable 
weather. Cold weather has kept down the 
volume of business. Retail merchants in 
all lines, including department stores, 
state that: they have moved but little 
spring merchandise, but they expect a 
good spring business as soon as the 
weather warms. More favorable weather 
during the last part of the week ending 
Mar. 29 has borne out this expectation, 
for retail business was stimulated. 

Women are buying black footwear in 
large volumes. The contrast of black shoes 
and light hosiery is extremely popular and 
the demand for blacks will undoubtedly 
continue until May or June. Suedes in 
airedale and other new spring colors have 
been forging to the front and have also 
maintained a good place among the sell- 
ers. Colored sandals are not moving yet 
to any noticeable extent due to weather 
conditions. Small tongue effects with 
cut-outs are having a fair call in the down- 
town stores. Gray buck trimmed with 
black leather, and fawn trimmed with 
tan are popular numbers. 

Sales of men’s shoes have been holding 
up fairly well. There is still a greater num- 
ber of black oxfords being sold to men this 
spring than during the spring of 1923. 

Factories Receiving Large Orders 

Cincinnati factories are strengthening 
their position daily. Orders have been 
booked in large quantities for April and 
May deliveries. The policy of some retail 


merchants of waiting until the last min- 
ute to place their orders for pre-Easter 
delivery has been shown lately when local 
factories have been forced to turn down 
orders because of inability to deliver them 
prior to Easter. 


“Foot-Saver” Expands 


“The Foot Saver,” monthly house or- 
gan of the Julian-Kokenge Company, has 
been enlarged to twice its former size. 
The current issue carries an article on the 
McKay room of the company, with a pic- 
ture of a corner of the room. 


Myron Wolf Returns 


Myron Wolf, of The Sam B. Wolf Shoe 
Company, has just returned from an 
eastern business trip. Mr. Wolf visited 
several of the large shoe markets on his 
trip. 


Black and White Kids 
The P. Sullivan Company is now busy 
filling orders for black and white kids. 
Walker T. Dickerson, vice-president of 
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Puchta with the Cahill 
Shoe Co. 





Chas G. Puchta, former superintendent 
of The Sachs Shoe Mfg. Co., Cincinnati, 
is now associated with The Cahill Shoe Co., 
of Cincinnaii. 

Mr. Puchta has always been associated 
with the shoe industry in Cincinnati and 
was superintendent of The Val Dutten- 
hoefer Sons Co. for a number of years. He 
is well known among the shoe manufacturers 
of the United States as a practical shoe 
maker. He is a brother of the Honorable 
George Puchta, former mayor of Cincinnati. 





the company, states that white kids and 
black satins will be big sellers during May 
and June with black patents showing 
strength also. The tendency in these 
shoes is towards the 12-8 and 14-8 heels. 
Mr. Dickerson is on an Eastern trip. 


Queen Quality Shop Moves 

The Queen Quality Boot Shop, Race 
Street, which is forced to move, because 
the building that it now occupies has been 
sold, held its final removal sale. It offered 
women’s footwear at extremely low prices. 


Good Call for Blacks 


The Cahill Shoe Company reports its 
business has been improving steadily dur- 
ing the past month. There are some colors 
being sold and some bucks are in demand, 
but a large part of the orders are for black 
shoes, in patents, satins and suedes. Or- 
ders for white kid have also been coming 
in well. 





Early Part of 1924 Shows 
Increase Over Last Year 


CLEVELAND—Measured by its total 
in all lines of trade and industry, the vol- 
ume of business during the first two 


months of the year was satisfactory. High 
records in such items as freight traffic, 
retail and mail order sales, bank clearings, 
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PATENT MEANS STYLE THE WORLD OVER 


In the style development of footwear, the distinctive character 
and quality of Sterling Patent plays a leading part. “Sterling 
Makes Better Shoes,” whatever their grade—creating new 
volume, speeding up turnover, and increasing the goodwill of 
maker and retailer. 


Sterling Colt Sterling Hio 


Sterling 


BRISTOL PATENT LEATHER COMPANY --- BOSTON,MASS. 
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indicate a total volume equal to, if not 
in access of, that during the same two 
months last year, says the business bulle- 
tin of the Guardian Savings & Trust Co. 

As compared with this time last year, 
conditions are similar in the enormous 
amount of business moving. They are 
quite dissimilar in the prevailing mood on 
the part of buyers. Forward buying is ab- 
sent; conservatism as to commitments and 
purchases for present needs only are the 
prevailing rules, just as they have been 
for some months past. 


Supplying Current Needs 


While, with the exception of a very few 
lines, the stocks of goods on hand are not 
rated as excessive, it is the opinion of va- 
rious writers that as a rule shortages do 
not now exist, and that business must, 
therefore, confine itself to the supplying 
of current needs. ; 

The volume of shoe trade in the city 
has been retarded some by inclement 
weather that prevailed in the first half of 
March, but pleasant days the last part 
of the month increased sales. 





Comparison of Sales 


A comparison of sales for the week 
ending March 22, this year, with the 
corresponding week last year which was 
the week before Easter a year ago, gives 
some interesting light on what is taking 
place this year. 

At the Petot store in this city, it was 
stated that business during the week end- 
ing March 22, this year exceeded that of 
the same week last year, although a year 
ago sales were stimulated by Easter 
Sunday. This store has experienced a 
steady growth since its opening, and the 
present year has been the best in the his- 
tory of the store. 

At the Bailey Co., shoe department, 
H. H. Hess, the new manager, who came 
here from Detroit a few weeks ago to take 


Satisfactory Note to Eas- 
ter Trade 


The usual demand for Easter 
wearing apparel is being felt in this 
city, and as the month of March 
ebbed the sales increased. Cut- 
outs and straps are going best of all 
models offered, and the less there is 
of the shoe the better it seems to sell. 
The bright colors, on which many 
merchants are banking heavily, have 
not commenced to move at a rapid 
rate. As the weather warms up, 
however, these shoes are expected 
to move along at a great rate. Pa- 
tent leather and black satin are the 
favorite colors, although the grays 
and the sand colors are popular. 
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charge, reported that sales in the week of 
March 22 went far ahead of the volume 
of the corresponding week last year, al- 
though Easter Sunday followed the close 
of the corresponding week last year. 

Hess has discontinued the bargain counter 
in the shoe department of the Bailey Co., 
and has Jeft that sort of merchandising 
to the basement. He has had the stock 
removed from the department on the 
fourth floor, and has installed mahogany 
tables on which are displayed every model 
carried by the store. More than 150 models 
may at all times be seen by patrons of the 
department, and the exhibit forms a 
mighty attraction. The advertising values 
are immense, and one is impressed with 
the appearance of the exhibit at the first 
Visit. 

Favors Unenclosed Shoe Exhibits 

Hess says that the old idea of having 
the exhibits of shoes in a case or a window, 
where they can not be touched, does not 
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begin to produce the results that an un- 
enclosed exhibit does. True, he says, some 
of the patrons pick up the shoes, examine 
the stitching, the finish, the buckles and 
other parts, but the damage that is done 
is not worth paying attention to. 

If the model is a good one, fondling it 
and examining it, helps to sell it. 

Although there are more than 150 
models on display on 15 tables in the de- 
partment, a system of marking has been 
adopted by Hess that enables a new clerk 
to work in the department without con- 
fusion, after only a few hours’ training. 

The different models are grouped to- 
gether in the apartment set aside for stock, 
and each group in the stock is given a 
number. The model from each group that 
is put on exhibition is given a number 
corresponding to that given the group, so 
that identification is easy and it may be 
found without a long and exasperating 
search. 





Black Satins in All Grades 
of Shoe Stores Very Strong 


PORTLAND—With the exception of 
the stores that specialize on fire, closing- 
out and clearance sales the year around, 
there is not one shoe sale on in Portland 
at the present time. All the stores have 
blossomed out with spring styles. Retail 
shoe merchants look forward to a good 
spring business. 

In women’s footwear, black satins are 
strong leaders with almost every class of 
trade, and patents and the darker tones 
in suedes are still in high favor. The 
Staiger Shoe Company, which caters to 
a high-class trade, reports front gore and 
tongue pumps steadily gaining in favor. 
These have 14-8 military heels and are 
sold with or without cut steel buckles. 

“In Portland,” says Will Knight, 
president of the Knight Shoe Company, 
“1924 will be the greatest year ever, for 
white shoes. The grays and beiges and 
Jack Rabbits will all have a share of the 
popularity, but whites will be the leaders 
by a long margin.” Sport styles have sold 
well in several of the stores. 


Men’s Business Gains 


The College Boot Shop, an exclusive 
men’s store, reports an increase of 50 


per cent in sales since Jan. 1, over the 
same period last year. Plain toes and 
bluchers in tans and blacks are the best 
sellers. 


Expects a Good Year 


Leon J. Bodungen, manager of the 
Walk-Over Boot Shop, is gratified with 
the increased men’s trade that came dur- 
ing a few days of warm weather. “‘Pros- 
pects for a good year,” he believes, “‘were 
never better. Later on, I expect a good 
run on sport shoes with crepe soles.” 


Successful Spring Opening 

Greenfield’s spring opening was a de- 
cided success. Puritan or Colonial pumps 
with 8-8 heels continue to sell extremely 
well in the department stores and some of 
the specialty shops. They are being worn 
with tailored suits. 


Craig Back on Duty 


Thomas H. Craig, manager of the 
women’s department of the Knight Shoe 
Company, who has been seriously ill for 
several weeks, has recovered and has 
resumed his duties at the store. 





Encouraging Outlook for 
Easter Season in Detroit 


DETROIT—During the latter part of 
March there was a decidedly better com- 


~ plexion to the trade in the retail shoe 


stores. However, there were still traces of 


a spotty nature during the week ending 
March 29, but the immediate outlook was 
most encouraging. 

(Continued on page 126) 
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‘‘Leathers 
That Bring 
Re-Orders’’ 
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We want all shoemen to think of DONKEY 
COLT and STARBUK in terms of the above 


given slogan. 


We want also to assure you that the slogan 
means what it says—and we intend that it 
shall continue to constantly grow in meaning. 


In other words, you will find in DONKEY 
COLT and STARBUK that kind of leather 


quality which makes you and your customers 
want it again. 


TOLMAN, Dow & Co., INC. 


176-180 LINCOLN ST. 2 BOSTON, mane. 
Rochester, N. Y. Greater New York 
Mr. Charles L. Kirk New Castle Leather Co. 
22 Andrews St. 100 Gold St. 
St. Louis, Mo. Cincinnati, Ohio 
T. M. Fitzgerald & Co. Mohr-Holters Sales Co. 
| 1602 Locust St. 202 E. 7th St. 


General Representatives for Continental Europe 
New Castle Leather Co. 
Headquarters: Paris, France 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Good Prospects for Easter 
Season in Boston Stores 


BOSTON—There was a brisk tone to 
the shoe buying in several shoe stores dur- 
ing some of the days of the week ending 
March 29, but as a whole the week was 
classified as only fair, with strong indica- 
tions that a good Easter season will be en- 
joyed here. 

The basic style characteristics remain 
the same and few, if any, new patterns in 
women’s models are being received. In the 
high grade shoe stores the tendency is 
decidedly toward more conservativeness 
in models. Cut-outs appear to be less 
generous and other styleful characteristics 
are also more simple in design. 

The popularity of black suedes, patents 
and satins holds fast in most of the stores 
in women’s styles. Airedale suede is selling 
well. The steady demand for the nude 
shades of hosiery is an impetus behind the 
movement for black footwear. Some of the 
newest of the black patent models in 
women’s styles are featured by cut-outs in 
the fore part of the shoe so that the sharp 
contrast offered by the light shade of 
hosiery and the dark material in the black 
shoe can be emphasized. 

Men showed more interest in tans than 
blacks, the fact that has held true for 
some time now. However, the only new 
note in men’s styles was the appearance of 
men’s black high shoes with gray suede 
tops. Hanan’s high grade store on Tremont 
Street showed a few pairs in its men’s 
window. They were made on bal patterns. 


Gilchrist’s M. G. A. Sale 


M. G. A. week at the Gilchrist store on 
Washington Street was observed during 
the week commencing March 24. There 
were special sales in the shoe department 
as well as every other part of the store. 
Members of the sales force selected the 
articles put on and also priced them. 


Delany Speaks t to the Con- 
tinuation Class 


Thomas A. Delany, secretary of the 
National Shoe Travelers’ Association, ad- 
dressed the students of the Continuation 
Class of the New England Shoe and 
Leather Association recently. He talked on 
the traveling shoe salesman and the 
qualifications necessary for success in that 
vocation. 

Mr. Delany took up the fundamentals of 
shoe salesmanship, cited some of the in- 
teresting experiences of the traveling man, 
and described the important changes that 
have taken place in the shoe industry dur- 
ing the past generation. The speaker 
stressed the importance on the part of the 
salesman of personality, education, ap- 
parel and language, and also the need of a 


good physique, in order that the salesman 
may be able to withstand the many handi- 
caps of constant travel. 

The successful salesman, he said, must 
first of all be honest with himself and his 
customer, and must never try to sell the 
customer merchandise that his trade does 
not demand. He should constantly study 
his business and always watch his com- 
petitor and his product, but nrust never 
“‘knock”’ him. 

Shoe salesmanship, he said, is dis- 
tinctly a high-grade business calling for 
the very best that men can give it, and the 
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opportunities for young men ambitious to 
become successful salesmen are still great. 

On March 21, the class was given an in- 
formal talk on shoe and leather export 
business, with special reference to South 
America, by Secretary Thomas F. Ander- 
son of the New England Shoe and Leather 
Association. 


- Selling Stacy, sy, Adams Co. 
Shoes for Men 


The agency for high grade men’s shoes 
made by the Stacy, Adams Co., of 
Brockton, Mass., was recently granted to 
the Jones, Peterson & Newhall concern of 
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Temple Place. The Brockton manufac- 
turing concern makes the “Foot-Flex,” 
which possesses flexible qualities. The 
Stacy, Adams Co. has enjoyed good suc- 
cess with the “Foot-Flex” patterns. 


Return from Florida 


Charles C. Hoyt, of Farnsworth, Hoyt 
Company, accompanied by Mrs. Hoyt 
and Mr. and Mrs. J. D. Farnsworth, ar- 
rived in Boston, March 21, after an inter- 
esting 2100-mile motor trip from Miami, 
Fla., where they spent several weeks. 


Traffic Managers’ Meeting 


The traffic Managers’ Council of the 
New England Shoe and Leather Asso- 
ciation held an interesting luncheon- 
meeting at the Boston City Club, March 
25, with Chairman Carlton R. Blades, 
presiding. The members informally dis- 
cussed a number of transportation mat- 
ters affecting the shoe and leather in- 
dustry. The guest of the occasion was W. E. 
Whelpley, manager of the a oa 
Manufacturing Company. 


Open Supply Station 


Peters Bros., Rubber Co., Inc., of 
Brooklyn, Cincinnati, St. Louis, and now 
of Boston, recently opened a distributing 
and supply house at 29 Lincoln Street. 
From this point it can more quickly serve 
the trade in this section on backing cloth, 
tape, and the other products of its plant. 


Talked with President 
Coolidge 

Harry I. Thayer, of Thayer-Foss Co., 
returned to Boston recently, after two 
weeks’ visit to Pinehurst, N. C. While in 
Washington, on his way home, Mr. 
Thayer, accompanied by Frank R. Briggs 
of the Thomas G. Plant Co., Boston, 
called on President Calvin Coolidge at the 
White House. Their visit was made es- 
pecially interesting by the fact that the 
president was just about giving his semi- 
weekly audience to the newspaper cor- 
respondents. 

Mr. Thayer, by the way, is a candidate 
for delegate from the eighth Massachu- 
setts District to the National Republican 
Convention, in the presidential primary 
to be held April 29. 





New York Shoe Merchants 
Expect Good April Trade 


NEW YORK-—Spotty conditions con- 
tinue to prevail in the shoe trade here. The 
few days during the week ending March 
29, in which spring weather gave some 
promise, developed fairly good business, 
but unfavorable weather, particularly on 


Saturday, had a deterring effect. Mer- 
chants in general are chafing at the 
slowness with which spring trade is de- 
veloping. Aside from the weather, the 
lateness of Easter this year possibly has 
something to do with present conditions. 
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At least some of the leading merchants 
have expressed this view, and hold to the 
opinion that the first two weeks in April 
are likely to see a rush of real business. 
Sporadic sales are announced, but there 
has been no general price cutting on 
spring shoes so far. Several merchants are 
oushing out a few special lots at low prices 
1s leaders with apparent success. In their 
advertising and window displays they 
usually group several styles under one 
price heading to attract attention. The 
question of price is still highly important, 
or is regarded so by the retail shoe mer- 
hants for even the exclusive shops have 
heen. using prices in their advertising 
natter. 





Shoe Sales in February 


Sales of shoes in department stores in 
he New York Federal Reserve District 
vas 17.2 per cent larger in February, 1924, 
han in February, 1923, statistics com- 
piled by the bank from reports made by 
leading department stores in the district 
reveal. Total sales in all departments 
gained 15 per cent, so that shoes did bet- 
‘er than the average departmient. Gains in 
sales in shoes were exceeded only by the 
gains in hosiery, 23.7 per cent; women’s 
and misses’ ready-to-wear, 22.5 per cent; 
house furnishings, 20.3 per cent; ready to 
wear accessories, 19.4 per cent and men’s 
and boys’ wear, 19.1 per cent. 


Same Style Situation 


The style situation shows little 
change. The bulk of business is run- 
ning to satins, patents and ooze 
leather in strapped or gored models 
in women’s shoes. Gray has been a 
promising color for some time. The 
call for the light brown shades in 
suede or ooze is waning considerably 
at present. 











In the seven types of chain stores for 
which the bank compiles statistics, the 
shoe chains showed the greatest gain in 
year to year sales in February, making an 
advance of 15.5 per cent in February, in 
comparisons between individual stores. 
The gain for the total number of stores 
was 32 per cent, but part of this increase 
was due to the larger number of stores, 
333 reporting in February of this year, 
against 292 in February, 1923. 


Wholesale Trade Falls Off 


Wholesale shoe trade during the month 
was comparatively dull, falling 11 per 
cent in sales totals in February below 
February last year. Based on 100 for 
February, 1923, the following five-year 
comparisons are shown, 1920, 210; 1921, 
100; 1922, 89; 1923, 100; and 1924, 89. 





Favorable Trade in Stores 
in Pittsburgh During March 


PITTSBURGH—The shoe business in 
Pittsburgh took on a much brighter aspect 
during March. The March winds blew in 
the right direction. Cold, rainy days made 
footwear a necessity for many, while the 
spring sunshine made the shoppers more 
eager for beautiful shoes. All stores in the 
city and those in the outlying districts re- 
port an improved condition and a banner 
Easter season is expected. 


Blacks Are Most Popular 

Thus far colors have not been moving 
at a very rapid rate. Patent and satin are 
extremely popular, due to the lighter 
shades of hose. Many merchants count 
strongly on black staying in the lead until 
late May. At this time, white will come 
into its own and adorn the feet of the live 
dressers. Opinions differ among merchants 
as to the popularity of whites. Some think 
that colors will take their place to a great 
extent, while others predict a better white 
season than has been experienced for some 
time. 

Men’s shoes are lighter in both color and 
weight than during previous seasons. Tans 
are expected to be very good and the 
comfort and durability of calf is bound 


to make the light weight shoe popular 
among the men as summer approaches. 


Salesmen’s Association Meets 


Eighty-five members of the Retail Shoe 
Salesmen’s Association of Pittsburgh at- 
tended the last monthly meeting held at 
the Hotel Chatham. After the dinner, 
President Grossman called the meeting 
to order and dispensed with the business 
of the evening. Harry Ritter gave a very 
interesting talk on the tremendous field 
covered by the shoe business. He empha- 
sized the fact that the position of the shoe 
salesman is much more important than is 
generally supposed, and urged that every 
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salesman make a careful study of his du- 
ties so as to increase his services to the 
highest point of efficiency. 

C. J. Mensch of the Walk-Over Shoe 
Store held the interest of every one pres- 
ent until the last minute. Mr. Mensch has 
passed through all the stages of the shoe 
business and gave a heart-to-heart talk 
to the salesmen present. He highly praised 
the new organization on the progress it 
has made during the last two months and 
urged it not to slacken its efforts. He 
drove home the point that it is only 
through organization that the shoe indus- 
try can hope to better its conditions. Mr. 
Mensch sounded the keynote of the or- 
ganization when he said that the initials 
R. 8. S. A. P. P. mean “Retailing Shoes 
Successfully Always Promotes Progress.” 


Liquidates Business 
John P. Pshirer of Millvale, Pa., re- 
cently liquidated his shoe business. Mr. 
Pschirer is as yet undecided as to his fu- 
ture plans. 


State Directors Meet 


Three directors of the Pennsylvania 
State Shoe Retailers’ Convention will 
leave Pittsburgh for Philadelphia Sunday 
evening, March 23. One of their duties 
will be to attend the Directors’ meeting 
which will be held Tuesday afternoon, 
March 25. 


Attend Braddock Fair 
A party of prominent retail shoe mer- 
chants motored to Braddock, Pa., Friday, 
March 28, and attended the Braddock 
Commercial Fair. The Fair commenced 
on Monday, March 24, and continued 
throughout the week. 


Exhibit Walk-Over Patterns 

Upon invitation, the Walk-Over Shoe 
Store exhibited the “Princess Pat’’ shoe 
at the annual convention of The Hospital 
Association of Pittsburgh, held at Hotel 
Schenley, April 1, 2 and 3. 


Opens Sample Room 
H. Malkin’s Sons of New York, manu- 
facturing distributors of “Foot-Kare” 
shoes for children, opened a sample room 
in the Hotel Henry. A. L. Freedman is in 
charge. 





Strong Demand for Patent 
Leather in Strap Models 


PHILADELPHIA—Shoe manufactur- 
ers here almost unanimously report a 
very strong demand for patent leather. 
It is made up in a variety of one, two and 
cross-strap patterns, though the first 


named seems to predominate. Some manu- 
facturers find active demand for a plain 
patent leather pump, others find the tend- 
ency to be towards three and four rows of 
stitching, and still others report a con- 
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COLLINS AND STAPLES’ TURNS 
LEAD IN REAL VALUE 


For neat, dainty appearance, utmost flexi- 
bility and satisfying service nothing can 
equal our genuine bench-made hand turns. 


IN-STOCK SERVICE 


Seasonable merchandise from stock is a quick asset insuring 
greater turnover and increased profits with less expendi- 










“GIPSY WANDA” 
No. B55 


No. B45—White kid loose-girdle one-strap (with No. BSS—Pat. Gipsy Wanda 13/8 Cuban Cov- 
button, not buckle). 13/8 Cuban Heel. In stock oa Heel. In stock April 10. AA, A, B, C. 
April 15. AA, A, B, C. Price........... ee AE Te bends ec hace eehaneshrene $8.00 


lo. B35—(Like 45 pattern with buckle) “Lois” white kid loose- 
gre ene tr. 8/8 Military Covered Heel. Im stock April 
A, B, C. Price $5.35 


Terms positively 2%, 10 days. Net 30 


COLLINS & STAPLES 


Manufacturers of Women’s Fine Turn Shoes 
Haverhill, Mass. 
































$6.00 $5.50 
Tenderfoot Soles Now In Stock 


If you have not yet seen this new shoe, which was the talk of the Chicago Show, it will 
pay you to allow us to send samples. 


FOUR REASONS WHY YOU SHOULD BUY THEM 
1—Lightest Weight Crepe Sole on the market. 


2—Sole construction guaranteed. 
3—Most paaes appearance because of new sole construction and neatly 


round 
4—Made from that popular leather—“‘Dundee Calf.”’ 
Stock No. 500. Ladies’ Moccasin Oxford. AA to D...............0.e0008- $5.50 
Stock No. 800. Men’s Plain Toe Blucher Oxford. A to D................. 6.00 


On less than 12-pair orders add 35 cents per pair 
Terms: 5% 10 days, net 30 days 


THE PRESTON B. KEITH SHOE CO. $3 BROCKTON, MASS. 


MANUFACTURERS OF MEN’S AND WOMEN’S FINE SHOES 











Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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tinuing demand for elaborate cut-outs. 
Some manufacturers note a growing de- 
mand for plain effects due probably to the 
vogue of the tailored skirt, though fancy 
patterns still comprise the bulk of the 
demand. 

The demand for suede is said to have 
declined within the past week or two. 
Satins are becoming more active. The out- 
look for white kid is said to be good. Some 
factories are still proceeding cautiously 
on reds, greens, and blues for children’s 
footwear. There is virtually no demand for 
these brilliant colors in women’s shoes. 
Demand for black gun metal and tan calf 
walking oxfords is growing. 

Prices generally remain the same, de- 
spite raw stock advances and the strength 
of the sole leather market. 


Wholesale Trade Fair 


Wholesale merchants report their trade 
to be fairly active. One firm is getting 
some fair-sized orders for patents and 
finds that satin is more active than it has 
been for six months. White kid is expected 
to become active a little later in the sea- 
son. The general feeling is one of optimism 
in spite of the fact that several wholesalers 
dropped behind in their sales for March. 
They place the blame for this condition 
upon the hectic condition of business in 
general, the lateness of Easter, the un- 
favorable weather and the rapidity with 
which styles change with the resulting 
postponement of buying on the part of 
the retailer who wants to be sure that he 
is getting the latest models. 


State Directors Meet 


At a meeting of the board of directors 
of the Pennsylvania Shoe Retailers’ As- 
sociation held recently it was décided to 
open the membership of the Associa- 
tion to retail shoe merchants in New 
Jersey, Delaware, Maryland, and Vir- 
ginia. Heretofore only Pennsylvania re- 
tail merchants were eligible. 

The Association selected February 9, 
10, and 11 as the dates for the next con- 
vention. A location committee is working 
on the problem of the selection of a city 
in which to hold the gathering. Invita- 
tions have been received from Newark, 
Trenton, Baltimore, and Atlantic City. 


Unique Advertising 

Burns of Los Angeles, California, is 
advertising his sandals in the daily papers 
here. He points out the fact that they are 
suitable both for street wear and for dancing. 
They have hand-turned soles and low 
heels and are offered in sizes 13% to 9, 
AAA to E. They come in white, black or 
brown kid; red, green, or blue kid; patent 
colt or white buck; gray, fawn, otter, or 
black suede and gold kid. This firm will 
ship the shoes either C.O.D. or upon re- 
ceipt of money order. It is also desirous 
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Shoes for Occasions 


In keeping with the plan to pre- 
sent shoes for occasions, the Straw- 
bridge and Clothier store is fea- 
turing in its shoe department, shoes 
for town, shoes for the tailleur, shoes 
for afternoon, and shoes for sports. 
The first-named group includes 
both matching shoes and contrast- 
ing shoes. One model presented in 
this group is a cross-strap pump in 
gray or fawn buckskin and in 
patent leather, chestnut brown or 
black calf. One of the models fea- 
tured in the second group is a pump 
in gray or brown suede with kid, 
alligator with calf, or patent leather. 
The third group contains shoes with 
one, two, or three straps arranged in 
various ways, or shoes with buckles, 
bows, or leather bandings. One 
pump in this classification is a cross- 
strap in black calf with patent 
leather trim. The “Heather” is a 
specialty of the last-named group. 
It is presented in fawn or gray buck- 
skin with calf and in black gun- 
metal with grain leather. 











of securing agencies among merchants in 
short vamp shoes. 
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Spanish and Flat Heels Fea- 
tured 


Reiszner’s store in West Philadelphia is 
featuring shoes with Spanish or flat heels. 
They are pumps in strap effects in aire- 
dale, brown, gray, patent leather and 
satin. Others are featured. 


Capacity of Factories 


The percentage of capacity at which the 
shoe factories here are operating varies 
greatly. One factory is on a 40 per cent 
basis, several more are around 59 per cent, 
quite a few are running from 60 per cent 
to 80 per cent of their capacity. One re- 
ports it is now operat:ng full after many 
months on part-time schedules, and still 
another says it has been up to capacity 
since the first of the year and is booked 
ahead for several months. 


Winkelman Employees Dine 


Louis Winkelman and Jules Winkel- 
man, retail shoe merchants, gave their 
employees and executives their third an- 
nual dinner in the Hotel Longacre a short 
time ago. Music and entertainment were 
provided by Joseph Axilrod, Louis Cohen, 
and Frank McNamara. The committee 
was headed by P. J. Blanckensee. 





Lynn Concerns 


Plan for 


Oxfords for Fall Season 


LYNN—Leaders here are looking ahead 
to fall. They take it for granted that sum- 
mer shoes will continue in style ‘“‘as is.” 
Repeat orders for summer shoes are ex- 
pected to be of good volume, but no great 
style changes are expected. The trend 
these days is towards plainer patterns. 
There isn’t much chance of important 
changes when the winds blow that way. 

It is getting near time for the booking of 
orders for novelties for fall. One firm says 
it expects to carry its spring and summer 
samples into the fall, with the exception of 
white shoes and certain high colors. Also it 
will add some new oxford patterns. Several 
firms are looking for a larger business on 
welted oxfords in the fall. One leader says 
fine oxfords of velvet, satin and suede will 
sel] to the better grade trade in the fall. 


Welted Oxfords 


“Welt oxfords look well with the tail- 
ored costumes.’’ That is from the New 
York style letter received by a Lynn firm 
last week. 

“College girls are wearing oxfords and 
hosiery of modest colors, and tailored 
gowns.”’ That is from a salesman’s letter. 

Several makers of welt shoes are re- 


porting an encouraging outlook for ox- 
fords. Lattice and slashed oxfords are 
selling for summer. Plainer types of ox- 
fords are expected to sell for the fall. 

One problem of making oxfords is to 
pull in the shank, to make it look slim, 
like the shank on a turn shoe. By the use 
of new machinery for slimming shanks, 
Lynn manufacturers hope to make shanks 
of welt shoes slimmer than they ever were 
before. 


Manufacturer’s Views on 
Style 


Charles MacLaughlin of MacLaughlin- 
Conway Co. was in New York recently 
and discussed early fall styles with a 
group of shoemen there. In his opinion, 
an oxford season is ahead. Oxfords will be 
of the front lace, side lace and button 
styles. The button styles will have one, 
two or three buttons. The materials will be 
satin, velvet and suede and some patent 
leather. Russia calf will also be used. Heels 
of wood will be 15/8 or 16/8 high. While 
these oxfords will be of the so-called 
novelty style, yet they will be of plainly 
patterns that have been used for some 














120 













ee — ob 


| STRAP S and SANDALS 


IN STOCK 
At Popular Prices 
“EVANGELINE” and “AMERICAN BEAUTY” 











(Goodyear Welt) (Flexible McKay) 
{ 
% | 
i 
i 
: 
| 
! 
No. 5835—Paten Sandal, Goodyear 
No. ee ce Se Sandal, 
Nn - 5e00 Dek c k = Elk. {unior Louis ge: Fig Re ose cae 
Price $3.85 idths B, C, D. 
Price $3.60 





No, 5904—Black Kid | Strap, 13-8 Cover- 
ed Cuban Heel, Flexible y. Widths No. [5901—Patent | Strap. 8-8 Covered 
B, C, D. Heel, Flexible McKay. Widths B, C, D. 


Price $3.60 Price $3.60 





MADE BY 





A. H. Berry Shoe Company 
186 Lincoln Street, Boston Portland, Maine 


Welt, Rubber Heel, Wi Widths B, C, D. 
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time. The general style trend is towards 
less gaudy effects. 

Mr. MacLaughlin believes that patent 
leather and black satin shoes will continue 
to sell after Easter, and to some extent 
during the summer, but fine white shoes 
wil] gain much during the summer. Sandal 
styles and strap pumps, with heels 12/8 
and 13/8 high, will probably be much fa- 
vored during the summer, but the patterns 
of them will tend towards plainer effects, 
he says. 





Pipings on Pumps 

The Travers Shoe Company is making 
piped pumps. These are shoes of patent 
leather, piped with silver kid, or of airedale 
or Russia calf, piped with gold. The strap 
has a wide gore in its middle, The gore is 
concealed by a flat tailored bow, of the 
same material as the shoe. The bows are 
piped with silver or gold. The shoes are of 
a gore style that slips on the foot with ease, 
and it hugs tight. Having a tailored bow, 
the shoes may be sold as tailored pumps. 

Also the firm has a new Cleopatra 
pump of white kid with colored trimmings. 
The Egyptian strap of this pump is car- 
ried across the vamp, to get a gypsy effect, 
and towards the toe it forks to either side, 
and extends to the sole, thereby making a 
novel tip effect. On either side of the strap, 
as it passes over the vamp, are square cut- 
outs. 


Satins, Patents and Whites in 
Order 


Murphy, Gorman & Waterhouse are 
cutting, for their three leading shoes, 
satins, patents and whites. After these 
three come colors of gray, green, red and 
blue. The firm, by the way, has some par- 
ticularly fine colors in kid leather, which it 
believes cannot be duplicated in any low 
price lines. These fine colors are for women 
who use exceptionally good taste in the 
selection of colors. 

A new pattern, in the Murphy, Gorman 
& Waterhouse line, is that of a strap pump, 
with the addition of an elastic instep 
strap. This strap is of the same material 
as the shoes, and is cut to give the effect of 
three narrow ribbons of leather. It is fas- 
tened to the shoe by a gore, close down to 
the shank. The gore makes the strap 
elastic, so that it will fit smoothly over the 
instep, whatever its height may be. The 
firm also has some new patterns which 
show square cut-outs on the vamps. 

Mr. Gorman returned from a trip to the 
Pacific Coast. Mr. Daniels started out, 
late last week, for a two months’ trip 
through the South. 





Talked About Shoes 


Frank C. Stetson of the Watson Shoe 
‘Company of Lynn lectured about shoes 
and shoemaking at the Unitarian Men’s 
Club recently. He traced shoemaking back 
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to St. Crispin, to show that by tradition it 
is an honorable craft. 





Lynn Notes 


T. J. Kiely & Co. are adding more san- 
dal styles of white leather to their lines. 

Everett Dunbar, footologist, says that 
after 60 years he is retiring from footwear. 
He is “going to take time to play.” 

One Lynn firm has instructed its sales- 
men to sell all white shoes for summer and 
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to ignore color trimmed white shoes. It has 
a record for “safety first in style selec- 
tions.” 

A. E. Little & Co. are booking good 
orders on riding boots. 

More samples of sport oxfords with 
crepe soles have appeared. One firm ex- 
pects to sell such shoes in the fall, as well 
as in the summer. 

A Lynn expert on finishing edges claims 
to be able to put a white edge on a crepe 
sole to match a white upper. 





Good After-Easter Trade 
Gradually Taking Shape 


BROCK TON—Following the shoe ship- 
ments for the Easter trade, an excellent 
business has developed for after-Easter. 
According to information obtained by 
Brockton manufacturers and salesmen, 
many merchants were well stocked with 
Easter footwear and awaited the selling 
of these goods before purchasing more. 
With the improvement in the weather and 
more buying of seasonable shoes, retail 
merchants in many parts of the country 
are beginning to realize, according to 
Brockton manufacturers, their needs for 
spring and summer. Accordingly, they are 
placing a gratifying amount of business for 
May deliveries, thus replacing goods 
which they are selling at the Easter sea- 
son. This is supplementary to the business 
of the in stock departments in Brockton 
factories which is now at the height of its 
selling season and is bringing business for 
immediate delivery from merchants in all 
parts of the country. 


Push “‘Shoes for the Occasion”’ 


Brockton shoe manufacturers are thor- 
oughly “sold” on the proposition of 
“Shoes for the Occasion” as a means of 
increasing sales for the merchant. One of 
the leaders in this movement is C. S. Mar- 
shall Company, makers of ‘‘Marshall- 
made” shoes for men. In the fall samples 
sent out by this concern there are offered 
excellent opportunities for merchants to 
diversify their purchases and thus obtain 
“Shoes for the Occasion.’ Tan shoes for 
day, with black shoes after 6 P.M. supply 
to merchants opportunity for added sales. 
As a member of the Marshall concern said: 
“You carry a spare tire on your car, why 
not carry spare shoes in your wardrobe?”’ 


Ozfords and Boots Well Represented 


The ‘“Marshall-made” line of men’s 
oxfords, in both heavy and light weights, 
are shown along with the usual quota of 





boots. Lighter shades of tan are princi- 


pally used by Eastern merchants, while 
darker shades are favored by the Western 
trade. Blacks are well represented, as an 
effective contrast to the colored samples. 





Great Variety of Upper Leathers 


Out of the 119 samples in the “‘Marshall- 
made” line, there are 70 different varieties 
of upper stock. These include black, dull 
and patent, various calf and grain leathers, 
Norwegian, etc. Dress shoes are shown 
with cloth top effects in contrast. Sport 
shoes are well represented in white, also 
white and black combinetions. These are 
made up in nubuck, genuine buck and elk. 
Genuine plantation crepe soles are used on 
sport shoes. There are many attractive 
lasts, including a new shape called the 
Optimist. This is a conservative type on 
the baby brogue effect, having a round toe 
and carrying an inch heel. It is a typical 
custom shoe. “Quality Maintained”’ is the 
slogan for the Marshall-made line, it being 
the policy of this house to make the shoe 
first and the price afterward. This plan 
brings to C. S. Marshall Company a 
steady and consistent business from rep- 
resentative merchants. 





In stock Booklets Out 


.At this season of the year Brockton 
manufacturers, who maintain factory in- 
stock departments, are distributing to 
their customers booklets containing in- 
formation regarding the styles available 
for prompt shipment. One of the most at- 
tractive of those issued by local concerns 
is by Churchill & Alden Company, makers 
of the Ralston Shoe for men, and the 
Tru-Pe-Dic shoe for men and women. 
This booklet, which is printed in several 
colors, illustrates and describes a variety 
of Ralston stock shoes in oxfords and high 
patterns. The shoe illustrations are un- 
usually effective. Excellent pictures of the 
officers and executives of the concern are 
shown, including: F. S. Farnum, presi- 
dent; W. H. Emerson, vice-president; 
S. P. Alden, treasurer; H. W. Fleming, 
secretary; J. H. Farnum, director of man- 
ufacturing. The Tru-pe-dic shoe is es- 
pecially featured in a separate section of 
the catalog showing its anatomical con- 
struction and foot-fitting qualities; also 
the styles which are carried in stock. 
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Easter Sellers In Stock 


Your shoes will be shipped the same day we get 
your order. If you are handling “Acrobats,” be 
sure your stock is complete. If not, now is a 
splendid time to try them. 


No. 1674 
Smoked Bear Barefoot 
Sandal, Leather Quar- 
ter Lining, Spring Heel. 
In Stock: 
3/8 D_ Buck 
Chrome Sa 


8%/11 D Oak 


SE ee ee 


Style 894 
Medium Tan Calf 
Owes 
4 zar 
No. 1610 Last, Single Sole. 
Mahogany Lotus Bare- Price $4.25 


foot Sandal, Leather 
Quarter Lining, Spring Terms2%,30; Net60 
Heel. In Stock: 

D_ Buck 


oon SATISFACTION 


So 
il 


ness is the big thing in business— 


When you buy our genuine Calf 
shoes to retail at $6.00 and $7.00 
No. 1600 you will have the satisfaction 
foot Sandal, Full Lesth- of knowing that your customers 
Spclee Hed tesa are getting the best that money 
RF can buy at those prices. 

The shoes we have to retail for 

$5.00 are in the same class. 


jWrite today 


Acrobats are made by the patented Acrobat “Double ‘UNION MADE BY 
Welt” process, which makes them rip-proof and practi- 
cally watertight. Strong, flexible leathers, ‘Nature lasts,” 


no tacks or nails, triple stitched. Acrobats will make friends 
and keep them,—your customers will come back for more. Weber‘ Bros. Shoe Co. 
North Adams, Mass. 


Shaft-Pierce ee 
Shoe Comp any Send for 


230 3rd St. Faribault, Minn. § Catalog 


$94 S” 
Specialists in 
Children’s Good Shoes since 1892 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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This catalog is a unique production and 
one which has been highly commended. 


Patent Featured in Shoe- 
making 

Under patents issued to the Barbour 
Welting Company of Brockton, this con- 
cern is producing what is known as The 
Barbour Stormwelt; a development in 
Goodyear welting brought about by an 
increased demand for shoes of the cork- 
welt or corksole-welt type. A feature of 
the Barbour Stormwelt is its one piece 
construction, by the absence of any open- 
ing or joint, and sealing the inseam against 
water which accumulates on the welt ex- 
tepsion. This unit construction combines 
sales appeal with waterproof qualities. 
The company intends to increase the 
demand and sales of Stormwelt shoes 
through advertising to merchant and 
consumer. More than 100 shoe manufac- 
turers have already incorporated this 
feature in their sample lines. 


Shoe Manufacturers’ Western 
Trip 

Treasurer W. M. Nute, of Howard & 

Foster Company, returned recently from 

a two months’ tour through California 

and the Hawaiian Islands. Mr. Nute, 


BOOT AND SHOE RECORDER 





Light Shades of Tan for 
Men’s Shoes 


Edwin Clapp & Sons, Inc., of 
East Weymouth, Mass., are receiv- 
ing reports regularly from their 
salesmen, all of whom have been in 
their territories for the past three or 
four weeks, that the lighter shades 
of browns and tans are leading in 
their sale of men’s shoes, although 
there is quite a demand for blacks. 
There seems to be a decided tendency 
towards broader toes, and shorter 
foreparts are rapidly gaining in 
popularity. 

There is a very evident prefer- 
ence for the plainer patterns. How- 
ever, contrasting leathers of the 
same color are quite popular; for 
instance, a black Russia vamp with 
a black pig or Norwegian grain 
quarter. 











who was accompanied by Mrs. Nute, 
visited many points of interest in famous 
localities. Delightful weather prevailed 
through the entire trip. Mr. Nute met 
many shoe merchants during his trip and 
obtained important information regarding 
business conditions in the far West. 





Signs Point to Increased 
Shoe Buying After Easter 


HAVERHILL—Although shoe buyers 


generally have been reluctant to place 


orders for the spring and have not sent in 





Men’s Sizes in Women’s 
Shoes 


Haverhill shoe manufacturers do 
not often receive an order for large 
sizes in women’s footwear. In fact, 
they are not as a rule seeking busi- 
ness by which a merchant could 
order men’s sizes in women’s shoes. 
Such an order however, came to 
Hannahsons Shoe Company re- 
cently, and furthermore was prompt- 
ly filled. A men’s university in Ox- 
ford, Ohio, was planning a play in 
which the participants were to be 
dressed as women. Costumes were 
easily secured, but the shoes of- 
fered a problem. Sloane’s Shoe Store 
in Oxford reported it could get 
dainty shoes in large sizes. An order 
was sent to Hannahsons Shoe Com- 
pany for 18 pairs of white satin 
slippers. The men students got the 
women’s shoes in men’s sizes and 
completed their costumes. 











@ normal amount of Easter business, yet 
Haverhill manufacturers believe that 
after-Easter buying will show a marked in- 
crease. Many of the buyers who have 
visited Haverhill during the past few 
weeks say they are well supplied with 
regular goods and are placing only small 
orders for filling in purposes. Haverhill 
manufacturers are of the opinion that mer- 
chants, if they have even a normal amount 
of sales at Easter time, will require many 
shoes to replenish their stock. At this time, 
salesmen are seeking and obtaining busi- 
ness for after-Easter delivery. Develop- 
ments along this line during the past week 
have been satisfactory. Representatives 
of several Haverhill concerns are antici- 
pating a rush of orders for quick delivery 
following the Easter season and believe 
that the month of May will see an in- 
creased factory production. Last minute 
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ordering is prevalent. This is a handicap 
for the manufacturers, inasmuch as 
stitching departments require much time 
for producing patterns which are most 
in demand. 


Satins Selling Well 


Fabric footwear, with satins in the lead, 
constitute a large part of Haverhill’s 
women’s shoe production at the present 
time. Black is the favorite in satin foot- 
wear. Cut-outs and strap patterns offer op- 
portunities for contrasting effects with the 
light shades of hosiery now so extensively 
worn. Patent leather is rumning well in 
sales and this also is effective with the 
light shades of hosiery. There is an in- 
creasing tendency on the part of merchants 
to maintain hosiery departments in con- 
nection with the shoe business. These 
work well together and bring added sales 
and profits. Representatives of Haverhill 
shoe concerns consider that hosiery in a 
shoe store is helping them in securing 
orders as well as assisting the merchant to 
increase his sales and profits. 


Good Demand for Wood Heels 


Haverhill wood heel factories have a 
normal business in their production. Or- 
ders are coming from shoe manufacturing 
concerns in all parts of the country. There 
are now in Haverhill and immediate vi- 
cinity about 30 wood heel factories em- 
ploying approximately 1,200 persons. In 
some departments there is a shortage of 
skilled help which tends to hold up pro- 
duction. As in many years past, the high 
heels lead in sales to conform with the 
extensive demand for women’s novelty 
footwear. 

Of late there is an increasing sale of the 
lower type of heels for women’s shoes 
which are utilized in the production of the 
sport and sandal patterns. The latest de- 
velopment in this industry is wood heels 
for men’s shoes. Although this type of 
heel is not yet fully perfected the manu- 
facturers believe that it is entirely prac- 
tical and that there are possibilities for 
increasing sales. Haverhill] concerns claim 
more wood heels are made here than in 
any other city in the United States. 

Shoeman Chosen Director 

J. Wallace Allen of Knights-Alien 
Company, Haverhill shoe manufacturers, 
has been elected a member of the execu- 
tive board of the Boston Boot and Shoe 
Club. 





Women’s Novelty Models 
Meet with Better Sales 


ROCHESTER—Reports from shoe novelty footwear in women’s patterns. 
stores for the week ending March 29 Black patent are selling freely and their 


indicated a fair trend to the demand for 


popularity has been increased. 



































Should Be Encouraged 


PeRANKLY. shoe trees are not used enough 
as yet in this country, but the wearers of 
good shoes are fast realizing their necessity. If | 
the shoe merchant through suggestion and i 
demonstration will give further impetus to | 
shoe tree sales much business will result. i 
When you suggest—when making the shoe sale— 
that a pair of Miller Shoe Trees will keep the shoes | 
in shape, lengthen their life of usefulness and pre- i 


serve their appearance, you appeal to the common 
sense of your customers. 


The Sale of Shoe Trees 


! 

The after-service rendered by Miller Trees means I 
a satisfied customer—one who will naturally re- : 
member your helpful interest—and who will come 
to you again. i 
i, 

So tell the story of Miller Trees—demionstrate i 
them—for you will be rendering service by your i 
suggestion and at the same time making a legitimate i 
unforced profit. i 


Won't you request a catalog? 


SHOE TREE DIVISION 


O. A. Miller Treeing Machine Co. 


Brockton, Mass. 
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Buying Lighter Shades 
Black and tan oxfords for men are the 
leading sellers in the McFarlin shoe de- 
partment. Manager Lester Watson re- 
ports that men are demanding plainer 
effects and are buying freely of the ox- 
fords in lighter shade. 





Company Incorporated 
Incorporation papers for the E. & B. 
Shoe Company to manufacture children’s 
shoes have been filed with the secretary of 
state. Directors are Frederick S. Elam, 
Hobard E. Buckland and Leo J. Dodd, all 
of Rochester. 


Demonstrate Shoe Merchan- 
dising 

About 150 students of the Rochester 
high schools and the Mechanics Institute, 
who are taking the courses in Retail Dis- 
tribution, attended a demonstration of 
shoe merchandising held by the Wm. 
Eastwood & Son Co., on April 2. 

Students in these courses are studying 
merchandising of all sorts of products and 
this demonstration was arranged to 
familiarize the pupils with the problems of 
the retailing of shoes and to introduce them 
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to intimate contact with store life, or- 


ganization, and merchandising methods. 

Moving pictures showing the various 
methods and operations in the manu- 
facture of shoes were thrown on the 
screen. A demonstration sale was ar- 
ranged by O. K. Johnston, advertising 
manager of the Eastwood stores. 

Buying Novelty Footwear 

Jim Olmstead, manager of McCurdy’s 
shoe department, reports a good business 
on women’s novelty footwear. 

A college pump, which is carried in 
nine color combinations, is a popular sell- 
ing number for the younger women. 
Mandarin sandals and a southern tie 
pattern with strap and cut-out on vamp 
are also selling well. 


Show New Lasts 


The Empire Last Company, a branch 
of the United Last Company, held a style 
show at the Powers Hotel recently where 
it displayed the newest lasts. The display 
which was arranged by Joe Holmes and 
Charles Helmer, salesmen for the Empire 
Last Company. It was well attended by 
the manufacturers of Rochester and 
vicinity. Popular lasts for women carry 
medium-wide toes. 





Encouraging Note to the 
Trade in Buffalo Stores 


BUFFALO—Business approached more 
nearly a normal trend during the week 
ended Mar. 29 than in any other like 
period since early last autumn and as a 
consequence the pessimism, which has 
pervaded the retail shoe trade for several 
months, gave way to a more hopeful feel- 
ing that the corner has been turned at 
last. 

While merchants have been doing their 
level best to find a possible reason to 
explain the absence of buyers in their 
stores, it nevertheless, appears that the 
chief factor in the vicissitudes of retail 
shoe merchandising is the weather. Topsy- 
turvy climatic conditions have played 
havoc with the shoe trade in Buffalo for 
the past six months. Now that the weather 
has returned to a normal basis, so the shoe 
trade shows signs of behaving likewise. 

The pick-up in business has not been 
confined to stores in the downtown section, 
but has spread to those in the various com- 
munities of which the city is comprised, a 
further indication that the movement in 
this direction is something more than a 
flash in the pan. 


Trend Toward the Colors 


The larger stores report a steady trend 
toward colored suedes as milady pur- 


chases her Easter outfit, though satins 
and patents continue to predominate. 
The flapper type of girl is fitting herself 
out with a pair of the colored sandals 
while the men are showing a pronounced 
favoritism for light tans, particularly the 
soft toe effect. 

It is worth noting, as indicative of the 
state of the shoe dealer’s mind, that most 
of the downtown establishments have 
added to their force of salespeople within 
the past week. 


Contest Arouses Interest 


In co-operation with a local newspaper 
and theater, the Paris Shoe Shop, 529 
Main street, held a “Cinderella” contest 
recently in which the first prize of $50 
was offered the woman who could wear 
the shoes worn by Dorothy Webb, lead- 
ing lady in “Abie’s Irish Rose,” which is 
enjoying an exceptionally long run in this 
city. Miss Webb wears a size 1, Wilbert 
strap slipper. Fifteen prizes in all were 
given. The idea has been copied with con- 
siderable success by shoe merchants in 
neighboring towns. 

Fashion Shows Held 

Among the contributing factors in the 
increased demand for footwear were 
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fashion shows held during the week of 
March 24th, one in Shea’s vaudeville 
house by Adam, Meldrum & Anderson 
and the other at Shea’s Hippodrome by 
Wm. Hengerer & Co. 

While the idea, essentially, was to 
feature the gowns and suits for Spring 
wear, shoes were worn in keeping with the 
purpose for which the garments are 
intended. Sandals and Colonials were 
shown to the best advantage with sport 
clothes. 


Watters’ Offices Move 


The office personnel of K. W. Watters 
and of the Sterling Shoe Corporation have 
moved from their old offices in the build- 
ing at Main and Mohawk streets into a 
handsome suite in the new Genesee build- 
ing, in which is located the exclusive 
Watters store. These two firms, of which 
K. W. Watters is president, have their 
own sample room in the new quarters and 
it is here the buying will be done for the 
chain of Sterling stores, about a dozen in 
number, scattered over the Eastern part 
of the country. 


New Store at Lockport, N. Y. 


Lockport, N. Y.—One of the most in- 

viting and attractive shoe stores in this 
part of the state, excluding Buffalo, is that 
of John J. Wittman, at 8 Main street, 
which held its formal opening on March 
27th. Mr. Wittman, former shoe buyer 
for J. N. Adam & Co., department store, 
in this city, purchased the Lockport store 
early this year. It has been remodeled and 
redecorated, with a new modern front of 
beautiful design and handsomely refur- 
nished throughout. 
” The store has an all-glass copper front 
with marble base and deep entrance-way, 
affording extensive window display space. 
The display fixtures throughout are in 
Colonial style. The furniture is in mahog- 
any, which blends with panelled ceilings 
and the sidewalls done in ivory finished. 
A double long row of individual chairs, in 
mahogany finish to match the color 
scheme, and leather cushioned, affords 
ample accommodation and ease for fitting 
footwear. 

Two special departments are provided, 
one for children’s footwear and the other 
for men’s heavy work shoes and rubbers. 


Hosiery — Reach High 
ne 








Cincinnati, Apr. 4—The hosiery de- 
partments of the retail shoe stores are 
doing a much better business now than 
at any previous time this year. With the 
coming of warmer weather there has 
sprung up a more brisk demand for hosiery. 
A number of new spring colors in hosiery 
have been introduced. These include cin- 
namon, morene, Indian skin, sunburst, 
aurora, and rose. 
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BROCKTON 











NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
Syracuse, N.Y., U.S. A. 
MEN'S FINE SHOES EXCLUSIVELY 











HOWARD & FOSTER CO. 
Men’s and Women’s Welts 


Address all Communieatiens te the 
Factory at 
BROCKTON, MASS. 
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Detroit 
(Continued from page 113) 

Black satins seem to lead sales, with 
patents running strong. Gray and the 
sand shades are moving slowly, but in- 
dications are that they will sell better in 
the near future. 


Straps Selling Best in Women’s Styles 

The fact that not a buyer or merchant 
interviewed was willing to predict an as- 
sured style shows the need of the four- 
season change. Some lean towards small 
tongue effects, others to gores, but the 
fact remains, straps are selling. 

The sandal type is being pushed in the 
low heel types with more or less success. 
At R. H. Fyfe & Co.’s, a window display 
of sandals was made very interesting by 
the adoption of a name that permitted 
specially attractive window settings. The 
name “Cameo” was chosen for its display 
possibilities. The show cards were all 
white on black, some of them being oval 
in the shape of a cameo and having a 
white raised figure on black. 

The A. E. Burns Company had a large 
display window given up to the display of 
a Convertible Sandal which is being 
taken up in satisfying numbers. The idea 
is that of N. C. Amluxen, manager of the 
women’s department. The straps are not 
attached to the sandals but slide through 
loops at the sides and around under the 
shank. The strap is then brought up over 
the instep and crossed, and then buckled 

around the ankle. 
Calls for Bright Colors 

Ross D. Filion, manager of Fyfe’s high- 
grade department, is finding sales on 
bright colors in a line retailing at $17.50. 
This is an exclusive creation of his own. 
The shoes are of the ankle strap type with 
an opera pump vamp from which a strap 
of contrasting shade leads to the ankle 
strap and dividing forms a double curve 
and leads to the sides which are cut out 
nearly to the shank. The following colors 
are selling: Chinese red with gold trim- 
mings; Chinese blue with silver trim- 
mings; Chinese green with silver trimmings; 

white kid with red and with blue trim- 
mings; champagne with red and with blue 
trimmings. 

While the bulk of the business is done on 
black in this department, fawn shades are 
being called for. 

Riding boots and golf shoes are begin- 
ning to move, which indicates an early in- 
terest in out-of-doors by women. 

S. J. Jay, manager of the men’s depart- 
ment at Fyfe’s, has adopted a slogan and 
had it posted in his department which 
reads: ‘““Wear black after six o’clock.” 


New Spring Backgrounds 


New spring backgrounds have been in- 
stalled in all the windows of the A. E. 
Burns Company. The effect is that of a 











HENRY LILLY Co. 
88-90 Reade St. New York 


AUCTION TRADE SALES 


SHOES AND RUBBERS 
Every Wednesday and Friday 
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Stock Dept. 5 

Is At Your Service 

THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 
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PARISTYLE FOOTWEAR MFG. CO., INC. 
41-45 Washington Ave. Brooklyn, N ’ 


HIGH GRADE MULES AND D’ORSAYS 


Made of Satin, Quilted Satin, Embossed 
Leather, Tinsel and Brocade 
Prices frem $23.00 per dez. up 











FLEXIBLE MeKAYS with the comfort 
° urns 
‘WOMEN’S COMFORT FOOTWEAR 
MEN’S ROMEOS, EVERETS and OPERAS 


only in case Iots 
NORTHEASTERN SHOE CO., Inc. 
~ 54 Auburn Street, Chelsea, Mass. 
Boston Office, 139 Lincoln Street, Room 212 








SLIPPERS for MEN, WOMEN 
and CHILDREN 







Bedroom and heuse 
Slippers in a wide 
variety ef styles and 


es. 
SATIN SLIPPERS 
neted fer quality. 
FRANK SvanvER CO., Inc. 
24 Washingten Squar -t Worcester, Mass. 

















in Medium and+ 
IGH GRADE 


OR SUPPERS 


all styler ~ ony 4 
— rocade/ Metal 
— $2.10 per pair and up 


ws MGUSTIN ©. rewsom 
























BEST-EVER SLIPPER CO. inc.,, BROOKLYN, N.Y. 











| MULES and D’ORSAYS 
} Quilted Satin, Brocaded Satin and Vel- 
vet in all colors. Also in Black and 
Red Kid. Samples and prices on re- 
quest. 
ORIENTAL SLIPPER CO. 
HAVERHILL, MASS. 











SNAPPY FELT FOOTWEAR 
Medium in Price—Leong on Wear 
Feit soft yoo ee wo- 
and children — felt tes 
for misses 


a = 
3 a Coed 
soft sole for 
women in colors. Men's 


soft-sole felt slippers. 
SANDLER & RUMNEY, 35 WAREHAM STREET, BOSTON, MASS. 


















| Felt and Leather 
Soft Sole pers 
For the entire family 
No. 7300 Satin in these 
Cc Aalue, Old Rose. 
‘o ‘ 
Lavender, B. Blue 
Black, Taupe and Pink. 
Send for Price List 
NEW ENGLAND SLIPPER CO. 








140 Green St., Worcester, Mass 
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garden wall, the stones being an apple 
green outlined with white. 


Hosiery Selling Freely 


The vogue of light-colored hose is offer- 
ing the shoe merchant a splendid op- 
portunity to increase his hosiery sales. 
Miss Atwood, in charge of the hosiery de- 
partment at C. H. Baker & Co. for 8 
years, reports increased sales of light- 
colored hosiery. She is showing 24 shades, 
of which a pink shade called Cherub and 
tan shades, banana, meadow lark and 
blush are the best sellers. This department 
does a very large business and turns its 
stock ten times a year. 


Business Changes 


Richard Hocking, 10815 Mack Avenue, 
is selling out and will retire from the shoe 
business. 

The G. R. Kinney Shoe Company 
closed its store at 4834 Michigan Avenue 
March 1. 





Stops Confusion at the Wrap- 
ping Desk 

Los Angeles, Cal., Apr. 2—A unique 
feature of the new and enlarged Model 
Boot Shop, at 350-52 S. Broadway, is 
a specially built cabinet, designed to 
eliminate confusion at the wrapping desk. 
It is semi-circular, tinted a soft gray to 
resemble marble, and has 28 hinged 
pigeon holes, resembling lock boxes in a 
post office. Each pigeon hole bears the 
number of a salesman. When he completes 
a sale he deposits the purchase and the 
money in his own pigeon hole; the cashier 
makes the correct change and the wrapped 
package and change are returned to the 
pigeon hole. This has proved a very wel- 
come innovation. 

Joseph M. Maidenberg, proprietor of 
the shop, is the originator of the $5.85 
shoe store in Los Angeles. The one-price 
policy has made many friends for the 
store and has been a great factor in build- 
ing up the substantial business the store 
enjoys today. Associated with Mr. Maiden- 
berg are Louis Leader, buyer; S. W. Nich- 
ols, sales manager; and Ira Hecht, mer- 
chandise manager. 





Registers “Great Scott’’ as 
Trade-Mark 


Milwaukee, Wis., Apr. 2—The Doer- 
man & Herbst Shoe Manufacturing Com- 
pany of South Milwaukee, maker of chil- 
dren’s shoes, has made application for 
registration of its trade-mark, “Great 
Scott” which it has used on its first-class 
brand since last August. The derivation 
of the trade-mark, it is reported, is from 
the name of the company’s organizer 
and president, Scott Doerman. 











FASHION FOOTWEAR 


Women’s Fine Turns 


dus and Novelties 
tn Smt tg TT 


pumps in the latest clesigns and finest leathers. 
TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. 


Phillips Shoe Co., Inc. 

Makers of 
Women’s Turn 

Slippers 















276 RIVER STREET 


207 Essex Street 








Cokord & Walker, Inc. 
Turn Footwear for Wemen 


HAVERHILL, MASS. 


Factory 34 DUNCAN ST. 



































SHOE 


RE CUTS 


For Booklet, Catalog or Folder if we do the printing 
Novelties and Staples 
Or you may buy them at $1.25 each. Send for 


WELSON H. GROVER CO.  161SUMMERST. BOSTON 


INFORMATION 


for Shoe Merchants 


“WHERE TO BUY” constitutes a 
source of as gba aoe 
runs through these pages 
—and learn.  itee 





















































































AShoe for Boys 
That Wears 


. Marston & Tapley Co. 








DANVERS, MASS. 
‘ “« . 











Gleal Dab Poe Q, 
Don’ Stee Ompery 
Ba Shoe 


WOW YORE GFFIKE S20 Firth Ave. 

















Soft Soles and Moccasins 


Ask t Jobber for our 
We DO NOT sell 
the retail trade. 


Newcomb-Anderson Shoe Co. 


ROCHESTER, N. Y. 








“ELAM” 
Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 


ROCHESTER, N.Y. 
Bosten Office, 16 Columbia Street 








Where to Buy 
Wanted Styles 
An Extra Editorial Service to 
Weite onl naa aad the 
== | Og ——dngual ammma ome 
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Shoe-Phonious Flapper-O- 
Doodle 


By L. M. CHURBUCK 
Brockton, Mass. 


Once there was an old quartette 

Organized by Nature and called the 
“Seasons,” 

Spring, Summer, Autumn and Winter. 

They gave their best, and because of 
natural reasons 

They lent their voice to Nature’s songs, 

Expressing in terms of great beauty 

The Seasons, distinct and apart, 

For that was their natural duty. 

One fatal day a Flapper came 

And charmed them with her smile, 

And with her art made them agree 

There wasn’t any reason 

Why sandals weren’t a winter shoe, 

Or furs weren’t for summer season. 

From that day on the Season’s songs 

Were sadly out of tune, 

Until old Winter coldly said: 

“T think we will resume 

The program Nature made for us— 

The quartette of the Seasons.” 

“Let us go on the old, old way; 

It’s best for business reasons.” 

“It’s best to keep in harmony, 

*Cause mixin’ Winter an’ Summer 

Is blending things in the worst way, 

And making business bummer.” 

“Let’s have a shoe distinct for me, 

For you, and you, and youl 

Then business goes a natural pace— 

Not Flapper-doodle-do!”’ 





New Shoe Stores 


Becker’s, Linton, Ind., shoes and 
hosiery. 

Bargain Shoe Store, Southbridge, Mass., 

Maynard L. Ginsburg, proprietor. Store 
at 17 Hamilton Street. 

Cut Rate Shoe Store, Central Hotel 
Building, Albermarle, N. C. 

Speck Store, 114 W. Vine Street, Knox- 
ville, Tenn. 

Newman & Co., 302 Indiana Avenue, 
Indianapolis, Ind. 





Straps for Golf Bags 


The sport of golf has furnished a good 
outlet for straps of leather, for every one 
of the thousands of golf bags that is 
carried over the course the coming season 
will be suspended by a strap. Tan strap 
leather is commonly used. Very smart 
bags have white straps. 


Enlarges . Hospital Facilities 


Boston, Apr. 2—The Barnet Leather 
Co., Inc., in Little Falls, N. Y., has greatly 
increased the hospital facilities at its tan- 
nery. The company reports modern 
equipment, increased space and trained 
hospital attendants make this one of the 
finest tannery hospitals in the country. 


















The One 
Waterproet 
Leather That 
Takes and Re- 
tains a Polish. 


CREESE & COOK CO. 
Tanneries at Danverspert 95 Seuth St. Boston, Mass. 











COATED GEM DUCK 
ADHESIVE BACKING CLOTH 
Foot 
Sheet Rubber Soling 
B. F. CHAMBERLIN 


“™sosTon 








Colored 
Chrome 
Sides 























EVERY DOZEN 
PAIR INA 
DISPLAY BOX 


Robert E. Miller 


Detachable il sien 
* Rubber Heels New York City, N.Y. 














T. W. GODSOE, Pres sy 5; eo 


F. E. JONES ‘CO. 
FANCY COLORS 


MAT KID 























No matter what policy you may 


pursue in selling to the shoe trade, 
nevertheless, you need the 


Boot and Shoe Recorder 
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ee 
aie mark of ™ 
6ood shoe buckles 
ever since 1905 
L.ALTERSON & CO. 


' } 
1o2 \ St New York 
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BALLET SLIPPERS in Stock 


Endorsed by the Worid’s Prominent Dancers 
Bench Made 
BLACK KID SOFT TOE$2.00 BOX TOE 3.00 
PINK SATIN BOX TOE 3.50 
Sizes 6 child’s to 7 women’s 


I. MILLER & SONS, Inc. 


4 One Carlton Ave., Brooklyn: N:Y. 








Professional Ballet 
Genuine Black Kid 


Pink, Black and White 
Satin. Also twe grades 
of soft tees 





Wm. Sumner Smith Co. 
Chicage 
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Co-operative Spring Opening 

Nashville, Tenn., Apr. 4—The annval 
spring meeting and banquet of the Nash- 
ville Shoe Dealers’ Association and the 
employees of the various stores that are 
members of the organization was held 
in mid-March at the Nashville Chamber 
of Commerce building. Twice each year 
the members of the association entertain 
their employees in this manner at a 
banquet. 

The association this year held a co- 
operative opening of all the Nashville 
stores for the spring season, advertising 
the event extensively in the Nashville 
trade territory. It was the first time the 
shoe merchants had ever held a co-opera- 
tive spring opening, and proved so suc- 
cessful the event will hereafter be an 
annual affair. 


Shoes Near East Relief 


Philadelphia, Apr. 1—The people in 
charge of the Near East Relief headquar- 
ters have been quite busy for the past week 
or ten days preparing for shipment and 
otherwise looking after the lots of unsal- 
able shoes which have already been turned 
over to them by wholesale and retail 
merchants in this city, Pittsburgh, and 
other parts of the state. The action of the 
shoemen in giving their unsalable stock 
to charity in this manner has won them 
a considerable amount of publicity. Most 
of the papers carried stories about their 
gift to the needy and several printed pic- 
tures showing the large quantities of shoes 
at the headquarters of the Near East 
Relief. 








Mueller Returns From Trip 


St. Louis, Apr.-3—Edward C: Mueller, 
president of the Edward C. Mueller Com- 
pany of St. Louis, one of the leather mer- 
chants of the Southwest, who represents 
the Barnet Leather Co., Inc., here, was 
on an Eastern trip, visiting the tannery at 
Little Falls, Boston and New York. Be- 
fore returning, he also visited Philadel- 
phia and Hanover. 





Kreis-Keener Co. Moves 


Knoxville, Tenn., Apr. 3—The Kreis- 
Keener Shoe Co., will move shortly into 
a new store on Gay Street, formerly occu- 
pied by the shoe store of Gillespie Broth- 
ers. The new location provides larger 
space. 





New Store Building 


Miami, Fla., April 2—The New York 
Department Store Co. plans the construc- 
tion of a large new department store build- 
ing this spring here, at a cost of several 
thousand dollars, officials of the company 
have announced. A site for the building 
has been acquired on N. E. First Street. 











HOLLYwoop) 
HOSE 

Reg. U. S. Pat. O4. 
Guaranteed fullfashioned 
Let Your Jobber Carry Your Steck 


Harrington & Waring 
41 Union Sq. W. New York 














f 


Hosiery MILE 


Erie Ave. @ Am St., Philedeiphia 
Ladies’ Heese 
New York Fy 388 hb Ave. 











J. R. BEATON COMPANY, Inc. 


331 FOURTH AVE., NEW YORK 





CHICAGO ATLANTA 
You SAN 
—_ ra eT FRANCISCO 

















ija ¢ 


TOLMAN PRINT, INC 








ATLANTIC PRINTING CO. 


Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 


201 South Street Boston, Mass. 
Telephone, Beach 4960, 4961 
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Black Patents and Satins 
Are Strong in Louisville 


LOUISVILLE—Shoe business with the 
Louisville merchants was only fair during 
March considering the unseasonable 
weather experienced. Due to snow and 
rain, spring business was slow in develop- 
ing, especially in men’s shoes. However, 
general conditions are very good, building 
operations quite active, money plentiful 
and being freely spent, and the general 
outlook for the season is good. 

In women’s shoes demand has become 
very strong for patent leather strap pumps, 
with black satin well up, and fair business 
on airedale and gray. Flesh-colored 
hosiery is in demand, such as peach, 
banana, sunbeam, freckle, etc. 


Expect Big Volume in April 


Children’s business has been very fair, 
and will go over big during April according 
to the leading retail shoe merchants who 
are carrying good stocks, and anticipating 
heavy volume. In fact it looks as if April 
will be one of the best months that the 
trade has known in a long time due to the 
delayed March buying. 


New Price Schedule 


The Boston Shoe Co., Louisville, 
announced a new plan of pricing men’s 
shoes, which will be sold hereafter at $6, 
$8 and $10. Heretofore the company has 
endeavored to stock all grades at all prices, 
which resulted in confusion of prices. 


Bright Colored Sandals 


Bright colored sandals are on exhibit in 
some of the stores. Lines including red, 
blue, green, purple, gray, etc. Merchants 
are a little bit doubtful as to whether the 
vivid colors will take well this year, but 
others feel that the ice was broken last 
year and that the live stuff will go over 
big this year. 


Shoemen Made Directors 


The Market Street Merchants’ Asso- 
ciation held its annual meeting recently 
when John Zoll, of J. Zoll & Sons, shoe 
merchants, was elected a director, along 
with Maurice Brooks, of Brooks Brothers, 


and Arnold Levy, of Levy Brothers. 
Jacobs’ New Store Draws 


Praise 

Many of the local retailers compliment- 
ed Joe T. Jacobs, of the new Jacobs Shoe 
Co., on the very attractive show windows 
at his store. The windows were originally 
installed for a ready-to-wear house which 
occupied the shop before Mr. Jacobs 
opened his shoe store, but they were so 








Expect Good Buying 

Retail shoe merchants claim that 
with any kind of weather a big 
spring business will be done, as the 
city is very busy commercially and 
industrially, and labor is well em- 
ployed at good wages. Ground was 
broken recently for the new $3,000,- 
000 Kentucky Hotel. The Standard 
Sanitary Manufacturing Company, 
which has its headquarters in Pitts- 
burgh, has started work on a 
three-quarters of a $1,000,000 ad- 
dition to its local plant, which al- 
ready employs 4,500 men. The Ford 
Motor Co., Detroit, has received 
bids for a new $1,000,000 assemb- 
ling plant at Louisville, and the 
Louisville Refining Co. has started 
work on a new refining plant. 
Building permits are abnormally 
heavy, and there is an industrial 
and commercial development which 
indicates a much busier town, 











well arranged that it was not necessary to 
change them. 


Travers Co. Closes 


L. D. Boynton, manager for the Travers 
Co., Louisville, recently closed the store 
and cleared out the remainder of the stock. 
He reported back to the Cincinnati 
headquarters. 


Personal Items 


The store of Levy Brothers, carrying 
men’s and boys’ shoes, was closed recently 
on account of the death of Mrs. Moses 
Levy, widow of the founder of the com- 
pany, and mother of Col. Fred Levy, 
president of the company. 

Lee Lewis, manager of the John C. 
Lewis Co., is recovering from a broken 


arm. 

Walter I. Kohn, president of Herman 
Straus & Sons Co., and also a turfman, 
was recently appointed a member of the 
Kentucky Racing Commission, by Gover- 
nor Fields. 

News was recently received from 
Carrollton, Ky., of the death there of 
Louis M. Siersdorfer, 59 years of age, 
pioneer shoe merchant of that city. 





Northeastern Shoe Company 
Reorganizes 

Boston, Apr. 2—The Northeastern 

Shoe Co., Inc., of 54 Auburn street, 

Chelsea, Mass., makers of women’s com- 

fort footwear and men’s slippers, has 


















































FREEDMAN & SONS, 
- Berth nine 

















Demand Dunbar Designs 


From Your Manufacturer 
AND BE ASSURED OF STYLE 
AND FITTING QUALITIES 
IN YOUR SHOES. 

















For Mons er pow Children 
Carried og wr eee very ose 
Bliss & Richardson Shoe Co. 














recently completed a _ reorganization. 
The new executive board now comprises 
the following: president—Henry Mc- 
Dermott, who has charge of production, 
and Walter M. Horne, merchandising 
Manager. Both men are wellknown 
among the shoe manufacturing trade of 
the North Shore District. 

The Company will continue to manu- 
facture men’s flexible McKay slippers, 
together with the recently acquired line of 
women’s comfort footwear of Haskell, 
Brown & Bradbury. The sample room and 
Boston Office of the Company will be 
continued at 139 Lincoln street, Room 
212. A. Bolander, in charge, enjoys,a wide 
acquaintance among the wholesale trade. 





New Store at Longview 


The new shoe store opened at Longview, 
Washington, by Mr. Ritter, manager of 
the Goodyear Shoe Company of Portland, 
will be under the management of Mr. 
Pierson, Mr. Ritter’s nephew. 
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Where merit is valued the Marshall Shoe 
sells steadily. 
Each model the maximum of Style and 
Quality. 

C. S. MARSHALL COMPANY 


MAKERS OF MEN’S FINE FOOTWEAR 
BROCKTON - - - - MASS. 















oh erer’s 









132 BOOT AND SHOE RECORDER 


FLOWER> 
GITY’KID 
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April 5, 1924 


The following SCHERER colors 
are also most popular for Spring 
and Summer Footwear 





Color 42 
AIREDALE 
_ Color 5 
MANDALAY 
Color 4o 
RACQUET 
Color 23 
ORIENTAL PEARL 
Color 2 
BOMBAY 
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s popular shade- ¥ 
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~ Eo Submit samples 
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Oscar Scherer & Bro. Inc. 


ORIGINATORS OF AND LEADERS 






IN FANCY COLORED KID 


29 Spruce St., New York 


FACTORY AT NEWARK N.v. 
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Patent Shows Strength in Upper Leathers 


Good Trade on Airedale and Sand Shades, Also on Some 
Popular High Colors 








WHAT IS BEING A feature of upper 
BOUGHT leather demand is 
the call for patent leather. The medium 
and lower grades are most wanted but 
there is an improvement in the better 
selections. 

The top selections of patent colt and 
kid are moving in larger amounts and 
at market quotations. Full grain calf in 
colors is being bought in lots close to 
needs and the best call is for the smooth 
finishes. The various popular shades of 
the high colors are wanted. Chinese 
red, blue and green, airedale, sand and 
the colors which match well with dress 
and hosiery are the sought after 
leathers. 


year. 








High Lights of the Week 


Some large individual purchases of 
glazed kid taken as indication of larger 
buying to follow. Kid prices firm. 


Patent leather buying continues the 
salient feature of upper leather mar- 
ket, though the purchases are yet too 
great of medium and lower grades 
and not enough on top selections. 


Black and white leathers are still 
predominant. The fancy high colors, 
however, are in strong demand. Up- 
per leather tanning is still below nor- 
mal capacity for this season of the 


Sport leathers are in good call. 


medium grades of kid from 40 to 55c. 
Cheaper and lower grades bring from 
35c. downward according to quality 
wanted. 


PATENT Patent is one of the best 
LEATHER features of the upper 
leather market today. The black and 
white demand naturally helps the call 
for patent. Tanners and japanners of 
patent are busier than for months and 
see a good call in prospect. Patent kid 
and colt are wanted for the best grades 
of shoes and prices are held firmly at 
65 to 75c per foot for patent kid and 
55 to 65c for patent colt. Chrome 
patent sides are in good request and top 
quotations of 40 to 45c are paid for 











Calf and side leathers in the tans 





and grays suitable for sport footwear, 

smoked elk and horse and heavy grain leathers, are in fair call. 
Leathers are in fair request for the medium and lower grades 

of shoes for the industrial classes and young people. 


SUEDE Suede leathers, including calf and buck are not 
LEATHERS in good demand. Tanners of the best grades of 
suede calf say it is not unusual to experience a falling off in de- 
mand at this time of year, but that a brisk business is bound to 
develop later in the spring. Buck finishes are feeling the decline 
pereeptibly. There is practically no change in prices. Suede calf 
in fancy colors and black is quoted at 50 to 65c per foot. Buck 
is quoted at 40 to 48c per foot in the top selections and white buck 
from 34 to 40c. 


CALF While trading is not as brisk as it should be at this 
LEATHERS, season of the year it is better than a few weeks ago. 
Tanners are holding firmly to quotations and the top selections 
are bringing full asking prices. Business is variously estimated at 
60 to 70 per cent of normal. The smooth finishes and fancy colors 
are in principal demand. Rush orders are more in evidence this 
season, in keeping with late orders placed for shoes forfaster and 
early spring trade. 

Top selections of chrome calf in colors are quoted at 44 to 48c 
per foot, some choice tannages bringing up to 55c per foot. There 
is a fair call for the medium and lower grades at prices ranging 
from 25 to 35c per foot. Black calf is in better demand.. 


SIDE UPPER Business varies according to location. Some of 
LEATHERS _ the larger buyers of side upper leathers are busy 
and purchasing in large quantities. This applies mostly to shoes 
for the masses. The demand for sandal types of footwear calls for 
colored chrome sides and most of the popular shades. Prices on 
side upper are firm with top selections of smooth finish bringing 
28 to 30c per foot, medium grades 22 to 26c, lower grades 14 to 
18c. Veals and kips range from 28 to 35c according to quality and 
some finishes of kip are on a par with calf. Leathers adapted for 
sport footwear are in good request, especially heavy grains, 
smoked elk and horse. 


KID The better trading is reported on the medium and 
LEATHERS lower grades, although some of the leading tanners 
report a good business on the fancy colors and white. Tanneries as 
a whole are operated at less than normal capacity. Prices show no 
material change and quotations are on the same basis as in recent 
weeks. Top selections of colors range from 65 to 80c per foot, 


patent kip and 38 to 42c for sides; 30 to 
35c for medium grades. Colored patent for children’s shoes con- 
tinues in good demand. 
SOLE No material change is apparent in the demand for 
LEATHER sole leather. Tanners are firmer in their demands, 
but the tendency continues for buyers to watch for weak spots. 





New Type of Golf Shoes 


Lynn, Mass., Apr. 3—Thomas H. Logan has invented a new 
golf shoe. He has applied for patents on it, and is making this 
new shoe in his factory at Hudson, Mass. 

The new shoe is made with an over-vamp. This over-vamp is 
locked into the toe of the shoe. It is made especially firm and 
secure by the use of a box toe of substantial leather. This box toe 
is the anchor for the over-vamp as it is strained by the action of 
the foot of the golfer when he makes his stroke. The over-vamp is 
carried along the outside of the shoe to the shank, where it springs 
up from the sole to the lace stays, making a saddle. 

A corresponding saddle is made on the other side of the shoe by 
extending the quarter to the shank. The two saddles are laced to- 
gether, in the régular manner of an oxford. So it will be seen that 
the strain of the foot, as the golfer makes hisstroke, is taken up by 
the shoe and equally distributed over the three important points, 
the toe, the shank and the heel. 

Also, the over-vamp serves to prevent the golfer from treading 
over the outside edge of the sole of his shoe as he walks, or plays 
the game. The shoe, made in a blucher pattern, can be snugly 
and comfortably laced. The vamp and the tongue are of one piece 
of leather. 

The heel seat fits snugly, for the shoe is made over a combina- 
tion last. Fitting snugly, the heel seat will not chafe on heels of 
stockings and irritate the foot of the wearer. The last is roomy. 
But the shoe fits snugly in the waist, and provides for a support 
for the instep arch. 





New White Thread for Stitching 


Boston, Mass.—The traditional wax of the shoemaker is giving 
place to a new white lubricant for stitching shoes, with the con- 
sequence that the fair stitching on shoes of white or other color, 
is the whitest white yet. The lubricant makes the thread run 
easily, keeps it clean and a pure white. It adds a touch of style to 
the edges of soles of shoes. 
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TURDY, cool, long wear- 

ing Keds—the 
selling canvas shoes on the 
market. Build your summer 
footwear profits on Keds, the 
standard by which canvas 
rubber-soled shoes are judged. 
The 1924 Keds catalog has 
been mailed to shoe retailers 
all over the country. If you 
have not received your copy 
write to the Branch or whole- 
sale distributor from whom 
you order your Keds. 
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How to Sell Rubber Footwear at a Profit . 


From address before Des Moines Convention 
of the Iowa Retail Shoe Dealers’ Association 


dise at the right price is the old 

prescription frequently advanced 
for selling your store to the people of the 
community, but it is not the merchandise 
you sell or the price at which you sell it 
that sells your store to your community; 
it’s the way in which the merchandise is 
sold. Too often the salespeople in your 
store are not sufficiently instructed about 
the goods and the methods by which the 
goods should be presented. For that 
reason many dissatisfied customers are 
created, and for this reason we should all 
concentrate more on our different lines of 
merchandise, one line in particular, and 
that is rubber footwear. 


More Profit in One Line Than in Several 


Through concentration on one line of 
rubber footwear you will become better 
acquainted with this one line than if you 
were selling several. You will be better 
able to sell it intelligently, knowing its 
fitting and wearing qualities. 

Concentration on one line of rubber 
footwear representing honest construction 
and sound value should, and will, result in 
less tied up capital, lower overhead costs, 
no odd lots, more customers, larger sales, 
more net profit, and fewer lost sales, 
because you can size up more intelligently 
to meet the current demands. 

Merchants who feature but one line of 
rubber footwear need not hesitate in 
placing early with the salesman a sub- 
stantial order for part of their fall and 
winter requirements. By so doing you 
enable the manufacturer to. get the goods 
made up in plenty of time for prompt 
delivery. With these future orders taken 
care of, the manufacturer is then in a 
position to build for stock which will be at 
your disposal when you will have to 
replenish your own stock with mail orders. 
By co-operating with the manufacturer in 
this way he, as well as yourself, will al- 
ways have an efficient stock. 


Be Sure Your Stock Is Adequate 


Sales that are lost because a merchant 
has an insufficient stock to take care of his 
customers’ wants represent lost profit. 
It pays to maintain a well balanced stock. 
Customers want service and like to do 
business with a store that can supply 
their wants. 

There are enough good lines of rubber 
footwear so that we can each select a line 
to feature, and I can assure you that it 


Stee at the right kind of merchan- 





By JOHN ANDERSON 
of Carroll, Iowa 





Eight Rules for Your 
Rubber Business 


Concentrate on one line of 
rubber footwear. 

Be sure you are not losing 
sales by having an inadequate 
stock. 

Add enough to your cost 
price to insure a real profit. 

Maintain your selling price 
rigidly. 

Don’t let yourself be drawn 
into cut-t t competition. 

Stick faithfully to quality. 

If you have to sell punched 
goods don’t misrepresent the 

~ . facts. 

Spread your selling over a 
longer period by suggesting 
rubber footwear purchases with 
every pair of shoes sold. 





will be much more satisfactory all around 
to deal with a rubber house whose line 
you do feature than to be buying several 
lines and not doing any of them justice. 


How the Manufacturers Helped 


Some years ago the average dealer 
handling rubber footwear considered the 
line as a necessary addition to his leather 
shoe line. He figured no profit, but often 
considered the carrying of rubber foot- 
wear a necessary evil. 

A good many of the rubber footwear 
manufacturers saw that it was to their 
advantage to establish a suggested retail 
price for dealers and put on a campaign to 
induce the shoe merchants to make a prof- 
it on their rubber footwear. With that 
thought in mind, several of the companies 
figured out a suggested retail price list. In 
figuring these prices, they went on the 
assumption that it costs the average 
dealer at least 20 per cent to do business, 
and then figures he should at least make 
10 per cent margin on his cost of doing 
business. These suggested prices, gentle- 
men, are fixed as low as anyone can 
afford to sell rubber footwear if he wants 
a profit. It is hard enough to realize a 
profit on novelty footwear that we are 
selling, so let’s derive profit from staples. 


Cul-Throat Competition Never Pays 
Since the establishing of the suggested 
prices, I believe more and more dealers 


are seeing the wisdom of making a profit 
on rubber footwear, although many cases 


can be sighted yet where, even in the 





larger cities, rubber footwear is sold at a 
loss. 

Not long ago a trade paper had an 
article about a Boston firm selling 
women’s four buckle gaiters at a very low 
figure, at the very time when there was a 
shortage of this class of merchandise in 
the east. The reason for this was one 
dealer cut the price and then all the rest 
began doing the same thing. Men, does 
this pay? It surely does not. 


Keep Your Quality Uniform 


Stick faithfully to quality. Most buying 
is done on faith, on the customers’ faith in 
your merchandising policy, your store, 
your local reputation, and faith in your 
merchandise. 

Faith creates faith. It is contagious. If 
you are thoroughly sold on a product, it 
is easier for you to sell that product, be- 
cause your faith in it passes to the buyer 
and influences him. You cannot build 
confidence in the minds and hearts of 
your rubber footwear customers by offer- 
ing them anything but first quality rubber 
footwear. Punched, discounted and re- 
jected rubber footwear has its place, but 
should be sold and represented only as 
such to a customer. To be fair with your- 
self, you must be fair to your customer. 

I stand in favor of classifying rubber 
footwear into groups of first quality, 
second quality, third quality, damaged or 
imperfect, and believe that a resolution of 
support of this policy to the rubber foot- 


wear committee of the National Shoe ~ 


Retailers’ Association is needed. 


How to Start the Selling Season 


In many localities fifty per cent of a 
merchant’s rubber footwear business 
comes to him in a rush period when he 
happens to get his first snow. It would be 
to our interest if we had a selling season 
over a large period, and the answer is, sell 
all the rubber footwear you can before 
the rush period by inquiring as to the 
customer’s rubber footwear needs when 
selling shoes, and also have a neat group 
display arranged in a conspicuous place in 
your store, which will stimulate early 
buying. 

Perhaps there are some of you who do 
not like the rubber footwear end of the 
shoe business, and possibly your reason 
for not liking it is that you are not making 
it profitable for yourself, so I believe if 
you will adopt the policy I have outlined, 
you will like the life and have the pep. 
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GET OUT OF THE RUT WHERE COMPETITION 
IS STRONG AND DO MORE BUSINESS WITH 
LESS WORK AND LARGER PROFITS 


To concentrate on the distinctive and dis- 
tinguished Glove Grip Line is to build up an in- 
creasing volume of steady trade which will pay well. 

By the fact that the Glove Grip fitting feature 
is patented and Glove Grip style, quality and 


comfort are in a class by themselves, a monopoly is . 


created on the most desirable trade. 


Thus Arnold Glove Grip Shoes for men and 
women lift you"out of competition and place you 
on a different, more independent business basis; 
they make larger profits with less work on the 
same stock investment a reality. Nationally ad- 
vertised and sold. Appreciated everywhere. 
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Narrow Shank—Upper 
attached to sole at out- 


side. FACTORY -- NORTH ABINGTON, 


BOSTON OFFICE 
10 High Street 


M. N. ARNOLD SHOE COMPANY 


Model S478—The Derby, Arnold Glove Grip Oxford, Tony Tan Calf, 

Half Rubber Heel. Combination Last. Sizes AAAA-AA and AAA~A, 

7-11; AA-B, 6-11; A-C, B—D, 5-11. Price.............-secee: $7.10 
Send for In-Stock Catalogue 


Model S479—Same Shoe in Black Velour Calf. Sizes and widths as 
‘ . .$7.10- 


peotedpe of normal 
foot. Glove Grip Inner- 
sole conforms to sha 
of foot. Upper leather -: 
drawn under arch and 
supports the foot. 


MASS. 


NEW YORK OFFICE 
127 Duane Street 
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Pullman Surcharge Hearing May 8 


Iowa Shoe Travelers Hold Annual Meeting and Elect Officers—Schier with Marion 
Shoe Co.—Walk-Over Adds Seven Salesmen 


EORGE B. McGINTY, Secretary 
of the Interstate Commerce Com- 


mission, announces that Case No.. 


14785, “In the Matter of Charges for 
Passengers Traveling in Sleeping and 
Parlor Cars,” is assigned for oral argu- 
ment, May 8, 1924, ten-thirty o’clock 
A.M., at the office of the Interstate Com- 
merce Commission, Washington, D. C., 
before the Full Commission, on the sur- 
charge feature only. 


J. William Prescott, President 


The Iowa Shoe Travelers’ Association 
held its annual meeting at Des Moines, 
on March 25, 26, and 27, in connection with 
that of the Iowa Shoe Retailers’ Asso- 
ciation. The work of the travelers was es- 
pecially commended in securing a large 








ROY L. COOPER 


President of the Towa 
He represents Nunn, Bush 


ing Men's Auziliary. 
Weldon Shoe Co. 


attendance. Officers were elected as fol- 
lows: J. William Prescott, President; 
B. R. Boyle, of Cedar Rapids, Vice- 
President; Merwin Simons, Secretary and 
Treasurer. Frank B. King, Chairman of the 
National Shoe Travelers Association’s 
Style Committee was the leading speaker 
at the conference of March 26. The shoe 
travelers attending this joint convention 
were in charge of some one hundred and 
thirty lines of samples on display. 


Officers of Auziliary 


The new officers of the Iowa Traveling 
Men’s Auxiliary are: President, Roy L. 
Cooper, who represents Nunn, Bush & 
Weldon Shoe Co.; Vice-President, John 
Allen, who represents the Juvenile Shoe 
Corporation; Carl Ortland, Secretary- 
Treasurer, who represents the Connolly 
Shoe Company. The retiring officers are: 
C. A. Clark, President; J. A. Hall, Vice- 
President, and L. D. Ream, Secr®tary. 


Increases Salesforce 


The Waik-Over Co. added seven new 
salesmen to go out after the March meet- 
ings, with the fall and winter line: 

R. T. Feagle, who has already had con- 
siderable retail experience, will handle the 
women’s line in ‘South Carolina, North 
Carolina and Georgia. 

J. S. Glasgow, who is an experienced 
high-grade salesman, will handle the 
men’s line in Mississippi and parts of 
Arkansas and Louisiana. 

F. C. Hill, who has worked through 
various departments with this Company, 
will go out with Messrs. Charles.H..Keith 
and E. B. Carr, to get first-hand experi- 
ence as a salesman. 

C. T. Hudson, who has been in the 
order department for a number of years 


will sell the women’s line in Ohio, and 
parts of Michigan and Pennsylvania. 

Lewis Jones, from Wichita, Kansas, 
who has been in the Walk-Over Boot Shop 
there for a long time, will take the Men’s 
line in Missouri and a part of Kansas. 

M. H. Pingree, an experienced sales- 
man, will carry the men’s line in Maine, 
New Hampshire, Vermont and a part of 
New York state. 

D. C. Soutar, who has had experience, 
will take the Women’s line in Virginia and 
North Carolina. 


Schier with Marion 


Elmer F. Schier, now representing the 
Marion Shoe Company in New York 
State, has had a very successful career. 








ELMER F. SCHIER 


Who represents the Marion Shoe Company in 
New York Siate. 














e==— 
—— 


WZ 


> 
€ 
. 


Sle 


Po 


Thole 


CRA mm 5 
Vee OU 


a 


Le hat 


¢: 








> Ie CLE CECH Le 


QE 


BOOT AND SHOE RECORDER April 5, 1924 














IN STOCK 


No. 515—Patent one-strap. 13-8 Wood 
Cuban Heel. 


No. 520—Similar to above, in Black Satin 
with Black Suede Collar and Vamp Strip. 
A—4\.-8 
B—3%-8 
C—3%-7 


$4.10 


With the very strong demand for Black Shoes 
we present these styles for immediate delivery 
from stock— 


In case lots only. 
Terms: 5%-30 Days 


No. 525—Patent One-strap, Mat Lattice. 
13-8 Wood Cuban Heel. 
A—44-8 








B—34-8 
C—3-7 


$4.10 


Gregory & Read Company 
eMakers of Womens High Grade Shoes 
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Elmer counts as his friends the best shoe 
merchants in the state of New York, who 
have with his previous line bought shoes 
enough from him to place him among the 
front rank of salesmen. 

Mr. Schier recently made a trip to the 
Marion factory and is carrying a selected 
line of styles suited for his customers’ re- 
quirements. He is finding pleasure in 
telling his trade that Marion shoes were 
among the hits of the Chicago Conven- 
tion. He has the best wishes of a host of 
friends in his new connection. 


William A. Crawford Is Dead 


William A. Crawford, prominent Syra- 
cuse citizen and shoe Araveler is dead. For 
twenty-two years, he covered Michigan 
and later New York State for Thomson- 
Crooker Shoe Company. He had been ill 
for a year and a half prior to his passing 
away. He was born in Milford, Michigan, 
but had lived in Syracuse for many years. 
He was a member of the Citizen’s Club, 
Optimists’ Club and Presbyterian Church, 
in which he was active. 

His funeral took place on the afternoon 
of March 25, from his home at Syracuse 
after which the body was sent to Milford, 
Michigan, for burial in the family plot. Mr. 
Crawford left a wife and two daughters: 
Miss Elizabeth A., and Miss Agnes E. 


’ Crawford. 


“Jake” Whalen with Le-Hy 


John J. Whalen, Vice-President of the 
Boston Shoe Travelers’ Association, Past 
President of the Pennsylvania Shoe 
Travelers’ Association, and for many 
years alderman from Ward 5, Brockton, 
Mass., has resigned from the selling force 


of the Preston B. Keith Shoe Company, _ 


and is now representing the Le-Hy Shoe 
Manufacturing Corporation of Rochester. 
He started for the West on April 1, making 
his first stop at Erie, Pa., the first place 
where he sold shoes, when he started his 
road career, some ten years ago, and will 
cover a much more extensive territory for 
his new connection. He will visit all of the 
large cities in Pennsylvania, his old stamp- 
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more commonly known ~ Seek is one of 

the old traveling men of the Slate. We mean by 


this, eS aoe ae & 2 , as he is as active 
as any man in the territory. While the other sales- 
man is about b old “Mack” is al- 








ways “‘on the job,” and if any merchant in the 

territory is buying shoes, he is Telling his share U4 
the business. He is now in his territory with h us 
new line of samples and he is getting the orders. 





ing ground, in Ohio; also in West Virginia, 
Maryland and Delaware, and all of the 
New England States. His larger cities 
outside Ohio, will include Philadelphia, 


Baltimore, Washington, D. C., and 

Boston. 

Creel, Mauldin & Chambers 
Salesmen 


The fall line of samples was delivered 
to salesmen March 1. The travelers are 
enthusiastic over the new offerings— 
styles and prices. It is predicted this will 
be a short selling season, as the men rep- 
resenting -the Mauldin Shoe will quickly 
sell up the factory output. 

Following is the salesmen’s roster: T. J. 
Becker, Missouri and Kansas; W. H. 
Brockway, Minnesota and Wisconsin; 
Wm. Burness, Rocky Mountain States; 
Chas. F. Denman, Kentucky and Ten- 
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nessee; E. S. Donaldson, New England 
States; F. T. Dustin, Chicago and District; 
C. T. Foreman, Indiana; R. C, Herbert, 
Oklahoma; G. W. Hewitt, Illinois; H. E. 
Laundy, Michigan; J. A. Lord, Missis- 
sippi, Alabama, Georgia; F. C. McGriff, 
Pacific Coast; Wm. A. Nobel, Texas; H. J. 
Noell, North and South Carolina; J. E. 
Roach, Louisiana; M. M. Schlosser, Penn- 
sylvania and New Jersey; C. H. Shoop, 
Ohio; L. S. Thomas, New York State; K. 
C. Wert, Iowa and Nebraska. 


Central Sales Get Together 


The entire force sales, executives and 
department heads, attended the annual 
sales banquet of the Central Shoe Com- 
pany, held recently at Hotel Chase, St. 
Louis. About 200 were present. C. L. 
Drake, sales manager of the, company, 
was toastmaster and presided in a most 
able manner. He lauded the sales force for 
their aggressiveness and urged them to 
show even greater gains in their sales for 
1924 than for 1923. 

John A. Bush, president of the Brown 
Shoe Company, in his remark, to the 
sales foree, stated that good gains would 
be made during 1924 provided every sales- 
map had the persistency to do his job well. 
Persistency was the one qualification he 
declared that was accomplishing the most 
successful results. 


Womble Back “‘On the Job” 


J.. P. Womble, a salesman for the 
wholesale firm of Gramling, Spalding & 
Collinsworth, Inc., of Atlanta, is back in 
his territory again after a brief period of 
illness. He covers territory in the South 
Georgia section principally. 


Sol Mayer Adds Pacific Coast 


The Andrew Geller Shoe Co. of Brook- 
lyn, has taken an additional space -suffi- 
cient to increase their capacity to a great 
extent. Sol Mayer, who for the past three 
years has been covering the Middlewest, 
has added the large cities of the Pacific 
Coast, from Denver west. Mr. Mayer 
left Brooklyn, March 8, to cover the coast. 





as follows— 





have discovered the following new shoe store 
vaeeee Street 


An Appeal to Our Shoe Traveler Friends & 
Send Us Names of New Shoe Stores | 


You are a mighty good friend of ours. Will you do something for us? As you cover the various 
parts of this great country of ours, wherever you see a new store, or hear about plans for a Shoe 
Store about to be started, kindly do us the favor of sending on the name, with your name attached, 
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URING leisure evening hours, partic- 

ularly after a hard day, there is noth- 

ing so restful as a comfortable chair—a good 

book—and a pair of slippers. You know 
that yourself. 


Because of their custom-made fit, smart 
appearance and good wear, SNUG-FUTS 
meet all requirements. 


Your customers will appreciate and continue to 
buy them, for they are right in material---in con- 
struction—in colors—and in pattern. The jobbers 
carrying them can show you this. Shall we send 


you a list of names? 
NOVELTY SLIPPER CO. 
121-131 W. 19th Street - - 


“Slippers of the Better Kind te 


New York, N. Y. 














THE LATEST YET 
Roman-lonic-Glass Pedestals 


for 
Shoe Store Trims 
Made in 
6in., 9in., 12 in., and 15 in. heights 


A different setting for every day in 
the year 
Write for illustrations and prices. 


DAVID B. CHAMBERS 
907 Arch Street 
"PHILADELPHIA - - PA. 











K 










= 36 pair lots 
If Your Jobber Cannot Supply You, Write Us. 


GREELEY BOUDOIRS aR 


Not a Case of Greeley Boudoirs Returned in Three Years 


“That is a record which I am 
roud of. It proves that Greeley 
udoirs are made of good ma- 
terials, properly put to- 
gether and that their wear- 
ing qualities are satisfac- 
tory. How about your or- 
der? Always in stock, ready 
for at once delivery.” 

















Trees, etc., are always in full bloom. 
Get our SPRING CATALOGUE 








“Everything for the Show- Window” 
No. 921 et Ee cer 3 A. W. GREELEY, Haverhill, cane? 
HOW TO Cc po 
ADVERTISE ae Us apacity 1 
















Dancing 








Che Breakers © 


ATLANTIC CITY 
On the Ocean Front 









Concerts 
Cabinet Baths 







Golf Privileges 


SPRING RATES 
JOEL HILLMAN, President 
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J. W. McGEE 
Who covers Eastern territory for The Capitol 


makers’ Inc. 





McGee with Capitol Shoe- 
makers 


J. W. McGee, who formerly represented 
the Boyd, Welsh Shoe Company, as well 
as the Shoe Specialty Mfg. Co. in New 
York City and New England, now repre- 
sents The Capitol Shoemakers’ Inc., in 
Eastern territory. Mr. McGee recently 
started out from Pittsburgh with his new 
line. He is much pleased with its reception 
and states: “My many friends in the East 
will doubtless be pleased to know that I 
shall soon be in their midst again with the 
Capitol Shoemakers’ Inc. line of light, 
airy patterns in St. Louis-made McKays.” 


Dillard Travels Carolinas for 
Lunn & Sweet Co. 


J. H. Dillard recently made arrange- 
ments to represent the Lunn & Sweet 
Company in South Carolina and Southern 
North Carolina. Mr. Dillard is a man 
whom everybody likes and in whom bis 
trade places the utmost confidence. His 
many friends are wishing him success in 
his new connection. 


“Bill” Drummy with Thom- 
son-Crooker 


William Drummy, better known as 
“Bill” represents the Thomson-Crooker 
Shoe Company in Baltimore, Washington 
and Maryland and is now covering his 
territory. “Bill” is a live wire, very con- 
scientious and a hard worker. He un- 
doubtedly will make a success of his new 
line, as he has with every other line with 
which he has been connected. 


Few married men repent at leisure. 
They haven't the leisure. 


BOOT AND SHOE RECORDER 





GRANT EGBERT 
Who on March 1, 1924 returned from the sales- 


force of the Roberts, Johnson § Rand Branch of 
the International Shoe Co, after 21 years of road 
service 





Grant Egbert Retires from 
Road 


For 21 years, Grant Egbert has success- 
fully represented Roberts, Johnson & 
Rand Branch of the International Shoe 
Company in Oklahoma. He has retired 
from the road and will make his future 
home in southern California. 

Commencing on his retirement, Grant 
says: “I have my first and only contract 
made with the ‘Star Brand’ people. It is 
dated September 3, 1902, but I did not 
assume my duties until March 1, 1903. So 
in retiring from the road I have rounded 
out exactly 21 years in the service of 
Roberts, Johnson & Rand and the dealers 
in this section. I have bought stock in the 
company every year since my connection 
and have been able to prosper with the 
organization.” 

It is with a keen regret that Grant loses 
the personal contact with his many 
staunch friends in Oklahoma, but the fine 
association with them for so long a time 
will bring pleasant memories for the 
future. 


Vredenburg with “‘Best Ever’ 


William Vredenburg, well known slipper 
salesman, has recently joined the sales- 
force of the Best Ever Slipper Company, of 
Brooklyn, and will cover Illinois, Indiana, 
Minnesota, and Iowa. Mr. Vredenburg is a 
man of considerable experience in slipper 
selling, and is widely acquainted, not only 
in the territory which he will cover, but in 
other parts of the country as well. 

Rosenheim Reports Favorably 

Mr. Rosenheim, president of the or- 

ganization, is now on an extensive trip 


through the Middle West, and reports a 
favorable reception of the “Best Ever” 
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SIDNEY METH 
Has made a big start with his new line of the 


Bond Shoe Company, New York City. “Sid” 
opened up at the Texas Convention and in his 
words ‘‘knocked ’em cold."’ He wants his many 
friends among the .trade and especialiy the de- 
partment store buyers to know that he is now in a 
beiler position to serve them than ever before 





slippers all along the line. Buyers in many 
large centers acclaim the line one of the 
best and quickest moving. 

This concern specializes in only the 
highest grade novelties as well as staples. 
They expect to bring out very shortly an 
innovation known as the “Mah Jong” 
mule, It is a radical departure from other 
slipper novelties, and ‘Best Ever’’ looks 
for a big run on it. 


Fred Snyder with Val 
Duttenhofer 


Fred Snyder, formerly with the Lunn & 
Sweet Shoe Company, is now covering 
Nebraska, North and South Dakota, and 
Minnesota for the Val Duttenhofer Sons 
Company. Mr. Snyder, whose home is in 
Minneapolis, is well known to the retail 
trade in these states, having traveled for 
many years in this territory. He will also 
call on the Robert Wise Company accounts 
as well as the Val Duttenhofer Sons’ Com- 
pany accounts. 


Meurling with Capital City 
Corporation 


Herbert Meurling, for several years 
with the Charles A. Eaton Shoe Industries 
of Brockton, Mass., is now with the Capi- 
tal City Corporation of Augusta, Maine. 
He is selling the Paramount line to the 
retail trade in New England. Because of 
several years’ experience in Brockton, Mr. 
Meurling is well qualified on many phases 
of the shoe game and no doubt will enjoy 
success on the road, as he did in the 
office. 
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JOY, CLARK & NIER, INC. 
ROCHESTER, N. Y. 
New York Office, 127 Duane Street 










































Win the Kiddies Fine Calf Leathers ™ 
* . Manufacturers of et 
Velvetta Calf— 
Tuscan Calf— Bi 
A GENUINE MOCCASIN— tne ie Dye 
No form of foot covering has such a arias Sree an 
for youngsters as the moccasin. Sell one child in a : : EP 
neighborhood and the rest are sure to follow the Strictly Pine Full-grain Calf Leather — 
lead. Parents are joyous at finding a shoe that HUNT-RANKIN LEATHER CO. effor' 
wears as long as “KIDDIEMOX.” Finest ma- 106 Beach St., Boston, Mass., U. S, A. int 
terials, hand-sewed by skilled Indian Moccasin os 
makers in the real moccasin fashion, provide a “4 
shoe of exceptional flexibility and sturdiness. Psy 
The ‘‘Sandal Kiddiemox’”’ Sout 
IN-STOCK 
No. 1651 Tan Elk rT 
No. 1654 Smoked Elk 

EJ 
man 
Infants’ 2-6% of Ly 
$1.75 Hods 
Childs’ 7-11 wt also ¢ 
$2.00 Shoe 
May we send you our catalog? = : 
BERKSHIRE MOCCASIN CO. The | 
HOLLISTON, MASS. <2 

wi 














Vealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Salesmen for Marshall Line 


C. S. Marshall Company’s salesmen are 
now in their respective territories with the 
fall line of “‘Marshall-made” footwear in 
men’s high grade welts. D. D. Doran, 
Pennsylvania, Virginia and West Virginia; 
Charles O. Miller, Ohio, New York State 
and New England; B. M. Brewer, larger 
cities in Pennsylvania, also New York City 
and Washington, D. C.; F. W. Johnson, 
New Jersey, Maryland and Long Island; 
H. L. Poyneer, Middle West and West. 








0. F. SWANSON 


Who represents Johansen Bros. Shoe Co. in Kan- 
sas and Nebraska, succeeding Eari K. Buck 





Bill Ayres and Fred Bauer 
with C. P. Ford 


Bill Ayres, formerly with Ayres and 
Dyer of Uniontown, Pa., has joined the 
sales force of C. P. Ford & Co. and will 
represent them in Pennsylvania and West 
Virginia, succeeding Harry Beatty, who 
recently decided to give all his time and 
efforts to the Bliss & Perry Co. line, which 
he has carried for several years in conjunc- 
tion with the Ford line. 

Fred Bauer formerly with J. & T. Cou- 
sins Co. has succeeded “Clint’’ Clark in the 
Southwest and is now on his territory. 


‘‘Joe”’ Palmer Sets Forth 


E “Joe” Palmer is setting forth as sales- 
man for V. K. & A. H. Jones & Thomas, 
of Lynn. He was formerly manager of the 
Hodgkins Shoe Store in Lynn, and he was 
also a vice-president of the Massachusetts 
Shoe Merchants’ Association. He resigned 
his active membership in the Rotary Club 
of Lynn, because he is going traveling. 
The Lynn Rotarians wished him the best 
of luck and gave him a handsome bag 
with which to travel. 
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Henry Platz Reports on Styles 


ENRY PLATZ, salesmanager for 

T. J. Kiely & Co., has recently re- 
turned to Boston from a Western trip, 
covering the big trade as far as St. Louis. 
He reports a very satisfactory trip, so 
much so that the Kiely factory will not 
book any more orders before June 15 
delivery. His trade bought, as follows: On 
MacKays, 65 per cent; on welts, 35 per 
cent; on black satin, and ooze with trim- 
mings of contrasting leathers in same 
shade, 65 per cent; on all white kid and 
cabrettas, 80 per cent. The 15-8, full 
breasted Louis heel has been the biggest 
number. “Henry” is now plugging the 
game just as hard as ever at his Boston 
office, 113 Lincoln Street, Boston. 


Otis Padley Selling Juveniles 
in lowa 


Otis Padley & Co., Cedar Rapids, 
Iowa, wholesalers of findings, have re- 
cently added a complete line of Juvenile 
Shoes, and with six traveling salesmen are 
working the State of Iowa. These Juvenile 
Shoes are carried under the well advertised 
trade name of “Little Jack Horner.” 

Smith with Kreider 

E. A. Smith, who travels from coast to 
coast for A. S. Kreider Company, selling 
boys’, youths’ and little gents’ shoes, re- 
cently returned from his trip to the Hub. 
He expects to be off and away again very 
soon. 

E. A. is very enthusiastic over his line. 
He states that it is meeting with a good 
reception, especially through the Middle 
West, where people are “right on their 
toes” and trade is picking up. — 

He notes a big demand for trouser 
creased effects in boys’, youths’ and little 
gents’ styles. 

When in Boston, Mr. Smith makes his 
headquarters in the old United States 
Hotel Building. 


Cushman-Hollis Hustlers 


R. B. Hobart covers the Northern and 
Western jobbing trade for the Cushman- 
Hollis Co., while R. H. Adams covers the 
Southern territory. John Hollis has head- 
quarters at 177 Lincoln Street, Boston. 
These salesmen all believe that this sum- 
mer will see many white shoes worn. Just 
now, they are selling satins, and patent 
leathers—a little later, they believe that 











HENRY I. PLATZ 
Salesmanager for T. J. Kiely ¢ Company 





white kid will be a big seller; they feel 
that the coming months will see increased 
strength in the white canvas business. 


Werman and Hoffenberg Sell 
Stitchdowns 


Jack Werman, vice-president, and I. 
Hoffenberg sell the entire ‘output of A. 
Werman & Sons, Brooklyn, to the whole- 
sale trade, exclusively, or the country. 

This concern has recently acquired a 
branch factory in Norwich Conn., and 
report that, due to exceptional business 
activity, they have been forced to take 
additional floor space, which will give 
them increased capacity. The Werman 
organization specializes in stitchdowns. 


“Jack” Is J. S. McGovern 


J. S. McGovern travels New York, 
Philadelphia, and Baltimore for Atkinson 
& Blumenfeld Co. He states that he has 
been selling many alligator leathers in 
low heel effects; also Colonial pumps, and 
one-strap Airedale suedes. 


“An envelope full of orders makes an 
office full of cheerfulness.” 

In “Walk-Over Shrapnel,” 
apologies to Florists’ Association. 


with 
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BUSINESS REVERSES 


Bell, Cal.—David FEdlen, 
reported assigned. 

Washington, D. C.—B. Rich (1922 14th Street), 
men’s furnishings, etc., reported offering to com- 
promise at 30 per cent. 

Key West, Fla.—Harry L. Lasky, shoes, etc., re- 
ported petitioned or petitioner in bankruptcy. 
Pensacola, Fla.—M & O Clothing Co., shoes, etc., 

reported petitioned or petitioner in bankruptcy 
and receiver a n 
Augusta, Ga.— cGowan Shoe Co. shoes, etc., 
reported petitioned or petitioner in ‘bankruptcy 
Macon, Ge ew rieh t & Reeves Dry Goods Co., 
shoes, ete., ras petitioned or petitioner in 


genera) merchandise, 


S. Amrine & Sons (121 No. Jefferson 


Wosbee! TH. sand repair +1 avin, shdes, ete., 
reported petitioned or oe in bankruptcy. 

Peru, Ind.— —Mylet Bros. shoes, etc., sapereed 
receiver appoin 

Galena, Kan.—Shackleton Dry Goods Co., gen- 
eral merchandise, reported petitioned or peti- 
tioner in bankruptcy 

Louisville, Ky. eo oll _Hyman, general mer- 
chandise, 


petitioned or petitioner in 


— “Center, ay 2 eo M. Ross, 
reported petitioned or 


eet .—Irvin y SOR Goody’s Self 
Shoe Store (477 Sy reported 
petitioned or petitioner in bankruptcy. 
John M Leather Co., leather, reported 
or petitioner in bankru ptey. 
Taunton, Mass.—Z. sea, Taunton Co-operative 
Association, shoes and repairing, reported peti- 
tioned or petitioner in icy. 
Lapeer, Mich.—Stephen A. Lock wood, general 
——_ reported petitioned or petitioner in 
Elko, Minn, ” Carl A. Phillips, general merchan- 
dise, reported petitioned or petitioner in bank- 


ptcy. 
Lake, Minn.—Sam Disdale, general merchan- 


Ym assigned. 
Lismore inn.— Butler & Schuster, general mer - 
offering to compromise at 


S736 per cent. 
—B. Goldman, Inc. (1313 
Sixth Avenue writen E. = Avenue), gen- 
eral , reported offering to comprom- 
ise at 50 oa cent. 
William 0. ~~~ general merchandise, 
or petitioner in bankruptcy. 
Watson, Minn.—H. T. Iverson & Son, general mer- 
— ndise, reported off ering to compromise at 60 


Shelby, Sites:—~Contes Mercantile Co., Roy D. 
— proprietor, general merchandise, re- 

ted petitioned or petitioner in bankruptcy. 
Lulu, Miss.—H. M. Carnathan, general merchan- 
dise, reported petitioned or petitioner in bank- 


pet 
ba N.J 
a my ~ nee Rosenber (590 Main Ave.), 
—~ "Drooklyn Sole & C 
Brooklyn, Y— Sole & Counter. Co., 
manufacturers, caperted patl 
in bankruptcy 
New York ity_-Benjamin Solomon (3802 White 
Plains Avenue), general merchandise, reported 


assigned. 
ew... min oe E, uy Besset), shoes, re- 








aoaal dldine 
compromise at 40 per cent. 
Durham, N. C.—Pridgen & Jones Co., shoes, etc., 


reported offering to compromise at 35 per cont 
Warrenton, N. C.—Charles Domescel, Warrenton 
Dollar Store , general merchandise, reported as- 


Coatesville, Penn.—B. L. Fernan, shoes, reported 
asking for general extension. 

a ay Penn.—Bolen Bros. De ot Store (622 
So. 4th Street), general merchan reported 
offering to compromise at 25 cent cash, 

Levy Bros. Foe —— treet), men’s shoes 


in bankru ’ 
Reading Pear mye OS oa om Stanley Shoe Mi. 


Co., shoe manufacturers, repor petitioned or 
petitioner in bankruptcy. 

Tolna, S. D.—Olum & Schindele, general mer- 
chandise, reported assi 

Wilmot, D. <-> Remund, general mer- 
- why reported petitoned or petitioner in 
bankrup picy. 

Kingsville, Texas—Mike Reich, general merchan- 
dise, reported petitioned or petitioner in bank- 
ruptcy 

Port” Arthur, Texas—Harry Jacobs, The Fair, 
shoes, etc., reported petitioned or petitioner in 
bankruptcy 

Kimona, Vans. O. Bill, general merchandise, re- 
ported petitioned or petitioner in bankruptcy. 

Mukilteo, Wash:—Harris Mercantile Co., general 
merchandise, reported petitioned or petitioner in 
bankruptcy 

Pasco, Wash. a R. Neblett, Neblett Shoe Co., 


shoes, reported 

Millstone, PW. Va.—William Anderson, general 
merchandise, assigned. 

Morgantown, W. Va.—Kirsch Poot Shop, shoes, 
ered asking for general exter 

begets! F. Adams, Upstairs Shoe 

Store, shoes, reported 

Baraboo, Wis.—Pelton & Son, shoes, etc., reported 
petitioned or petitioner in bankruptcy. 


BUSINESS CHANGES 
Perrier Springs, Mich.—M. J. Young, general 
ae gg ke 2 commmenged business. 
— Minn.—G on 5 $0,000, .» general mer- 
andise, moorpora 
Willmar, Minn.—Weum Bee ee etc., 
succeeded b 
David City, Neb. a B.. 4 - dng “ete., 
B ioe meng pc 7 1 Nologebecm (479 (479 Boved 
ayonne. —Max um way), 
sheen, sold or closed out business. 
Brooklyn, 


Y.—Roceco Giovenello (1417 Kings 
Highway), ‘shoes and repairing, reported selling or 





Joseph Korkin (483 Fate Avenue), shoes and 
ted sold or out business. 
New ow York City. Ps Leather Co., 
leather, etc., incorporated 


er And 


ndise, 
Chi T ate Clo 
comes se cane —Loring W ite en: 





ine Ci 
Green Bay, Wis.—A. G. Planert, shoes, succeeded 
by Frank Planert. 


F. J. Blake Wins Golf Tour- 
nament in South 


Boston, April 3—F. J. Blake, manager 
of manufacturers’ sales in the eastern 
division of the Goodyear Tire & Rubber 
Co., Inc., recently won the open golf 
tournament conducted at Southern Pines, 
No. Carolina. There were 80 contestants 
and Mr. Blake, a left-handed golfer, 
worked his way to the finals, winning one 


up. 


Organize Retail Selling Class 


La Crosse, Wis.,—Several shoe stores 
here are represented in the retail selling 
class which has been organized by the 
university extension division. The class is 
to be limited to 40 students according to 
B. W. Meyers, organizer. 
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Recorder rates for space less than one-eighth page per 


13 times 26 times 52 times 


issue: 

Space 1 time 7 times 

i ror $5.00 * . $3.50 
Ek eei a ane 10.00 7.00 
Sin. ....2..15.00 12.00 10.50 
ee. cs chasse 20.00 16.00 14.00 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


Oerrsoes WANTED—Four cents word for each insertion. 
ane on —— . rane Sr ey yt 3 other a: -% 
seven cents per 


mum pe pe $1.25. Ads Rieder thin bondi il be rected 
up to noon on Tuesday of week of publication date. eat 


ry — Sewed is aa ot - = pe bmg ny es “desi must be 

tisement for adv jesire 

= oo. replies Grnasied direct to their cadvenn. each word of the address 

2 . must be counted in the advertisement and paid for accordingly. Answers 
12.00 10.00 to ads must be sent under letter postage. 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 











that are sellers f 


S \ LESMAN wanted to auey side Ene felt slippers 
West. Commission 
basis. Grand Slipper Co., 96 Prince St., New York. 





S* .LESMAN—Resident preferred, on commission 
for eastern and western Pennsylvania and New 





We want 


NORTHERN ILLINOIS, WISCONSIN, INDIANA 
IOWA and WEST VIRGINIA 


to cover the above territor ms on commission. We make 


t experienced salesmen 
Jersey. Good al line of shoes, felts, tennis, etc. unlined UNION STAMP WORK SHOES in Blucher, Outing and Moulder. Write for partic- 
chide pave eae Ras hers. vou, etn sees 7 ee ee 
chiidren’s i i , care 
Bo 1t and Shoe Recorder, 207 South Street, Boston, TEER See paren 
ass. 





firm for territory west 

River and in vicinity of 
forme. commission. Resident salesman 

. Address E714 Boot and Shoe 


\LESMAN ted to represent New York City 
S \vholesale shoe f of Hudson 
—~ New a 


ecole 127 Duane St.. New York, New York. 





S® VERAL Salesmen with es 


sition. 2 per cent commission. 
Shoe Co., Grand Rapids, Mich. 


tablished trade to 
——s side line a fou gee A Biggest 
five-dollar retail es offered today. Fee Le Late 





W: sell men's popular 
ton district factory. 
dress E-715, care Boot and 
South Street, Boston, Mass. 


ANTED—Salesmen_ with established trade to 
in-stock. 


Brock- 
rite, giving full details. ad- 
Shoe Recorder, 207 





turns in 


Florida. Snappy sty 


Ear SALESMEN wanted tpeatonr 
alco line of Ohio, Illinois, and M 
West, also southern States except North aad eae 


Carolina, Socrates and 
excellent shoes. We want men to carry our with 
pei omg ow, Infants, children’s and misses’ 
runs. Valley y, Elizabethville, Pa. 





line if desired. Address 
Recorder, 207 South St., Boston, Mass. 


ae ee ae be cton..7 pae emu com 
a ie 
716, care Boot and Shoe 





E yey ian Rtg for 


if 
Ale 





r 
Bie 

He 

apy 

fail 
Fal 

ft 














Address E-725, care Boot 
corder, 207 South Street, Boston, Mass. 











a ENCED salesmen whe pean beatin i. line 

tion with their present an 3 welts in 

— their line, covering Michi- 

and northern | Illinois and southern 

ndiana: Fee tnd Wiessusin Commission besis. 
The Miller Shoe Co., Cincinnati, O. 


IDE line G ia, North and South Caroli 
Arkansas. We have infants’, children’s and misses’ 





sizes. Samples now 

all about your experience and 

letter. Schuylkill Shoe Company, Celgene B 

SiQRUNE QrONTUNIT tren So 
jucers a 

children's stitchdowns and women’s McKay com- 

fort shoes. Only 25 samples and most of the num- 








five lea priced at $4.25. Sole lea counters, 

solid ther insoles, hea out- 

patos, ther at pens ity beels. 
grade shoes in every respect. 

quluten len oft toe oan. No advances or draw- 

ing accounts. Give full with refer- 











The Lape & Adler Com M 
Columbus, Ohio, makers of low- 
heeled welts and high heeled Mc- 
Kays want to secure a high grade 
salesman with an established busi- 
ness in Texas. Also representative 
with established trade in Pennsyl- 
vania and New York state. Appli- 
cations not considered unless well 
established in the territories men- 











Wet Repategent salesmen Men's Med- 
Price Welt Dress Shoes (All Loe) 
ens st 62-8 2 5-8. Natty A ypeeapapsine bes 
Piekenbrock & Dubuque, Iowa 


Wecrminission twenty fo salesmen to sell on. 
com: Nyy styles women’s —_ 





su ‘erritories 

= S vin xas, Wisconsin, Minne- 
o——3 om a. os. Edwards Shoe Com- 

oan. Owego, N. 





POSITION WANTED 


YOUNG man, 24, college training, experience im 
shoe business inside and selling, desires connec- 
tion with manufacturer or jobber. 

Weitzen, 815 E 166th n St. ihe York City. 


S tre yous’ cola or buyer, ten SS retail, 
par years Brooklyn's fine 
will consider 


wholesale or retail. ‘Address 
see care Boot and Recorder, 127 Duane St. 
New York. 


ANAGER-BU YER—High grade man, accus- 
tomed to better class of mer dising, _—_ for 
ition where intelligent > ae ag = 
taste counts. —— considered. dress cont 
727, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


Poo WANTED — Superintendent or 
know! of women’s, misses” 
pt children’ s McKays and welts, from buying sup- 
jes to packing room. jinctuding cost and other 
watery a ae Best of reference. Con tial. 
728, care Boot and Shoe Recorder, 207 

aan ant Boston, Mass. 


STOCK buyer and turnover man, 20 years’ experi: 
a men’s, women’s, children’s . Accus- 
tomed to buying and directing chain stores. Address 
E-729, care and Shoe Recorder, 207 South S8.., 
Boston, Mass. 
pd my man now ee as traveling salesman 
desires position as inside salesman, or in order 
department. biibon E-731, om Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 























Experienced Salesmanager 


For 12 years I had been in ch of 
sales for a large shoe house, havi: ; 
20 to 27 men under my direction. I 
ee ee le to do with 

poli we napa tea factory 
connected wi 





record 

can furnish the very best of references. 
For Seale Seeoniocs address E-732, 
care Boot Shoe Recorder, 207 South 
Street, Boston, Mass. 
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POSITION WANTED 


MISCELLANEOUS 








POSITION WANTED~— Factory salesmanager or 
salesman for the larger retail trade. Formerly 
superintendent of factory and salesman for ten 
years with largest New England f ‘ it of 
references. Address E-730, care Boot and Shoe Re- 
corder, 207 South §t., Boston, Mass. 


YOUNG man, 10 years’ experience desires inside 
position. Can handle orders or stock. Best of 
references furnished. Address E-700, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 








FOREMAN WANTED 












AMPLE office To Let, 135 Lincoln Street—in 
with eae & Temple, Inc., and George A. 


















HOE store for sale in Atlantic 
. fe handi 





main a 
and Shoe Recorder, 1420 Wid- 
delphia, Pa., Box P-26 
















FOREMAN 


Making and Finishing Room 


The job is on ladies’ high grade welts 
and turns and the ful did. 
must thoroughly understand all oper- 
ations from heeling to sock lining. 
Must be an Al wood heel fitter so that 
he can instruct green operators. Reply 
giving , experience and the salary 
earned. Address E-735, care Boot and 
Shoe Recorder, 207 South Street, 
Boston, Mass. 











WANTED TO PURCHASE 


H-W Chairs Save 


Shoe Store Space 


CE saving is as essential in 
shoe store as the theatre. 
So H-W opera chair models have 
been modified to meet your need. 
H-W expert shoe store seating serv- 








Wanted to Buy—Shoe Store 


Two live wire partners looking for an 

shed shoe business. Fastern ter- 
ritory only. Address E-733, care Boot 
hoe Recorder, 207 South Street, 


ice is at your service — free. 














BUYER WANTED 


WANTED— Young man under thirty as assistant 
buyer for middle western chain of shoe stores. 
Must have had vious experience in chain store 
shoe business. onderful opportunity for right 
party to grow up with a successful, rapidly growing 
chain store shoe business. State fully and ex- 
yee during past five years. Address K-634, care 
* arid Shoe Recorder, 127 Duane St., New 
or 








HELP WANTED 





i A RENE tent tm 





mm lush uti line 





SE T= i = = Be ee 
Heywood -Wakefiel 


eS ee eee 
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THE NEW YORK EXPORT 
PURCHASING CORPO 


596 BROADWAY, NEW YORK, 

Pheone—Canal 6874 
SLOW SELLERS 
sTOC 


} my bsnge » STOCKS 
cakin ona Sargon 





New and Used Chairs 
Always on Hand 








Shoe Designer and Salesmanager 
Wanted 


A large manufacturing firm now de- 
veloping a line of women’s medium 
priced McKay shoes to sell direct to the 
retail trade is desirous of securing the 
services of a good capable man as de- 
signer and salesmanager for this line. 
Experience must be had in both of 
these departments and best of refer- 
ences must be furnished. For further 
particulars address E-726, care Boot 
and Shoe Recorder, 207 South Street, 
Boston, Mass. 














LINE WANTED 





ANT manovfacturer’s line of women’s or girls 
shoes to seli better retailers in Greater New 


use good shoes in volume. ‘epe © nd 

witn novelty house. Travel with own good car. 
Address K-635, care Boot and Shoe Recorder, 127 
Duane St., New York. 





BUSINESS OPPORTUNITY 





the 








For RENT—Space for a women’s and children's 
shoe t in a live priced dry- 
goods store in best location a good business; 
will sub-lease eS SS ee 

remaining our goods an a 
department; will give © ive use of one 
. The hg Ohio. 


window 





i 


als, 


Crown Motion Pictures Supplies 


138 W. 46th Street 


Phone Spring 5160-5161-5! 
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April 5, 1924 


Manufacturers Show Increase 


St. Louis—The Federal Report on 
general business conditions for the Eighth 
District just issued announces an increase 
in February over the February of 1923. 
The report follows in part: “Sales of the 
11 reperting interests in February were 
2.3 per cent larger than that for the 
corresponding month of 1923, and 31.3 
per cent under the preceeding month this 
yar. The recession in business in Febru- 
ary under January is accounted for largely 
by seasonal considerations. Generally 
through the line the demand continues 
gcod, though buying is confined to well 
defined needs. As has been the case for a 
n mber of months, specialties and women’s 
ncvelties are relatively more active than 
the more staple shoes, and factories turn- 
ing out these goods are working at full 
tine. Numerous style changes have 
st mulated demand in women’s and 
children’s footwear by ultimate consumers, 
but have also served to hold down future 
commitments by retailers. Prices, except 
or scattered numbers which makers are 
perticularly anxious to move were virtu- 
ally steady with the preceding thirty days. 
Factory operation was from 80 to 100 per 
cent of capacity.” 








MISCELLANEOUS 








Winpow DispLay FIXTURES 
ASK FOR CATALOG 


sft) O-1e-0°0 0). 1.45, 28) 


jit WT 4TH ST. CINCINNATI,O. | 
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MISCELLANEOUS 








, and upward 


(, is one reason for the ra ay 

growing popularity o 

ote] Martinique. 

Another is the consistent 
economy of the entire estab- 
lishment. Here you may enjoy 
a Club Breakfast at 45c., con- 
sisting of Fruit or Cereal, Bacon 
and kgg, and Rolls and Coffee 
—Special Luncheon and Din- 
ners of superior quality are also 
served at the most moderate 
possible prices. 

No location can be possibly 
more convenient than that of 
the Martinique. One block 
from the Pennsylvania Station 
(via enclosed subway) — Nine 
blocks from Grand Central— 
one block from the greatest 
and best Shops of the City— 
half a dozen blocks from the 
Opera and the leading Theatres 
<i es connected with 

e Subway to ‘any part of the 
City you wah to reach. 














Affiliated with Hotel MAlpin 


Broadway~32"0 33 Sts, 


NEW YORK 


A.E.Singleton, cManager. 














Metal : Shoe Fitting Stools 


Mirrors 
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Ectait; THE CHICAGO 
WIRE CHAIR CO. 


621 N. La Salle Street, Chicage, Ill. 
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Boot and Shoe Recorder 


PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT 


by the 
BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 





ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates for 
Wants, For ale etc., see Want Page. 


Every is taken by the BOOT AND 
SHOE ECORDER: to 


statement tikely to mislead its readers. 
publishers reserve the right to reject an 
advertising or Saemind matter eghtehte net te 
line with this policy. 





OFFICES IN 
BOSTON OFFICE: 207 South Street 
BROCKTON OFFICE: 224 Moraine St. Geo. 
W.R. Hill, M _ Telephone 507 
CHICAGO OFFIC : 189 West Madison St. Tele- 


st LOUIS OFFICE, Leather "Trade Trades Bld. H. 


- Bowen (B.C. L., 
NEW YORK OFFICE: Room 1OL Graham Bi 
127 Duane 8t. H. Walter Scott, Manager, T: 


prone ee 

PHILADELPHIA OFFICE: Suite 1420, Widener 
H. Walter Scott, M = ces 

HAVERHILL OFFICE: Chamber cemmageee 
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lightest and mest 
ponene Soden ceadl dn thio encebne. 


om... 
eae yee 
Carried in stock. Available for shipment any- 
where by parcel post or express. 
MILBRADT MFG. COMPANY 
2416 N. 10th St., St. Louis, Mo. 


thirty-five years manufacturers of 
Por ‘iilized Ruling Step Laddare 
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McKays 


84-11 114-2 23-8 
52—Patent Strap, foxed gray quarter and strap $1.60 $1.80 
152—Patent Strap, foxed gray quarter and strap, 


Eng. t0€ .....c0-+00 i a a ae il 1.80 $2.10 
57—Nut Brown Strap, 2-button wide mahogany 
CRN a chimeiosnuibuiutiacganttininneds ae . Ge 
157—Nut Brown Strap, 2-button wide mahogany 
1.90 2.25 


a ae 
67—Patent Strap, 2-button fawn strap, patent 
inlay eae * int 1.65 1.90 


167—Patent Strap, 2-button fawn strap, patent 


inlay, Eng. toe .... 


1.90 2.25 


Stitchdowns 


Rubber Heels on Misses’ Sizes 
5-8 84-11 114-2 


516—Cherry Oxford, Smoke saddle . $1.15 $1.35 $1.60 


536—Tan Oxford, Cherry saddle... ; essere ESS 1.36 1.66 
586—Smoke Oxford, Cherry saddle ipetnliaunei 1.15 1.35 1.60 
719—Cherry Moccasin Oxford...........ccccccecceeee 1.15 1.35 1.60 


Immediate Shipment 


Complete stock list gladly 
furnished on request. 


Hagerstown Shoe & Legging Co. 


Ine. 


Hagerstown, Maryland, U. S. A, 


7”. 
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THIS REX MODEL 


No. 692 
Black Calf Derby Ox- 
ford 


A-B, 7-11 C-D, 5-11 
No. 691—Same + 
in Brown 
No. pag bay 
in Cherry Red 
No. 525—Same Style 
in Brown Calf 










is to be featured exclusively in a full- 
page advertisement in the Saturday 
Evening Post on April 12th, and shown 
exclusively, again in that same maga- 


zine April 19th. 


All styles mentioned are 


NOW IN STOCK 


We suggest you wire or mail your 
order now, and get your share of the 
Easter business 

and 


keep these Saturday Evening Post 
advertisements prominently displayed 
on your windows, so that the men in 
your town will know that you have 
the agency for 


THE 


SHOE 


M. A. PACKARD COMPANY 
_Brockton, Massachusetts 






o- 


_—— 














"a advertising in the Boot and Shoe Recorder. 
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Your 
Customer’s 
Comfort Is 
Your Profit 


Comfort is the appeal to which men 
respond most enthusiastically when 
buying footwear. Because lacing hooks 
save time and temper they-make shoes 
more comfortable, and they make 
those shoes also more profitable for 
you to carry because they help to sell. 
You can sell shoes without lacing 
hooks—but you can sell more if you 
will buy shoes with lacing hooks and 
use the many attractive features 
which they add to footwear as a selling 
argument for the shoes. 


Sell more shoes with lacing hooks 
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The Dualink 


\S 

















The Tailette 


The Sceptrestrap 


The Tabstrap 


Easter 


The Regent 


SS tyles 


I. Miller Beautiful Shoes 
IN STOCK 


The SCEPTRESTRAP 
Stock No. 39—All black satin, turn sole, 
17 8 Spanish heel. AAA to C.. . $8.00 
The TABSTRAP 

Stock No. 40—Black satin, piped with 
silver kid thruout, turn sole, 17 8 Spanish 
beth AAA CG. Se cee 8.75 
Stock No. 41—Identical with the above 
in all brown satin with gold kid piping. 

$8.75 


The DUALINK 
Stock No. 45—All black satin with jet and 
&eel double loop beaded ornament, turn 
sole, 17-8 Spanish heel. AAA to C.. $7.90 
Stock No. 47—Identical with the above 
in all brown satin with bronze and gold 
beaded ornament $7.90 
The CHAPSFORD 
Stock No. 43—All black lizard calf fringe 
tongue concealed centre gore slipper, 
light welt, imitation turn sole, 10 8 
eovered cuban heel. AAA to C. .. $7.35 
Stock No. 44—Identical with the above 
in all brown lizard calf. AAA to C...$7.35 
The REGENT 
Stock No. 1005—All patent leather, bead 


$7.25 
* Stock No. 3009—Identical with the above 
$6.75 


The TRISTRAP 


Stock No. 46—All black satin, turn sole, 
13 8 covered cuban heel. AAA to C. $8.00 


Stock No. 48—All patent leather, light 
welt, imitation turn sole, 12 8 covered 
cuban heel. AAA to C. $8.00 
Stock No. 50—All tan calfskin, light 
welt, imitation turn sole, 128 covered 


cuban heel. AAA to C. 

Stock No, 52—All white kidskin, light 
welt, imitation turn sole, 12 8 covered 
cuban heel. AAA to C $8.75 
Stock No. 53—All light gray kidskin, 
light welt, imitation turn sole, 128 
covered cuban heel. AAA toC. $8.75 


Stock No. 54—All Champagne kidskin, 


light welt, imitation turn sole, 128 
covered cuban heel. AAA to C. .. $8.75 


The TAILETTE . 
Stock No. 49—All patent leather, open 
shank, turn sole, 178 Spanish heel. 
AAA to C. . $8.25 


The MONOCREST 
Stock No. 51—All patent leather, light 
welt, imitation turn sole, 12 8 celluloid 
euban heel. AAA to C. 25 


‘I. MILLER & SONS 


A... F  e-@ 


ONE CARLTON AVE., BROOKLYN, N. Y. 


3, mals Mas 


\ 


YA 
S\7 


‘aS é i 


The Monocrest 


ee 








Vol. 85, No. 4. Published every week by the Boot and Shoe Recorder Publishing Company, 207 South St., Boston, Mass. Entered as second class mat- 
_, ter April 15, 1922, at the Post Office at Boston, Mass.. under the act of Congress of March 23, 1879. Subscription price, $5.00 per year. Printed in U.S.A. 


rf ; 


Po 









































& 
& 
i] 
& 
im) 
oO 
& 
& 
: 
nH 
Q 
z 
<= 
i 
S 
S 
I<} 














April 12, 1924 BOOT AND SHOE RECORDER 3 

















TRADE MARK REGISTERED 


A Great White Year 
Is with Us 


A prominent style expert makes this forecast: 


Most retail merchants plan to start an 
active white season immediately after 
Easter. In considering styles for June, 
July and August, the leading New York 
stores appear to be agreed on one point 
—a great white year. 


This statement bears out the significance of the tre- 
mendous business we are doing in The Whitest Whites. 


Ss 
Sito ve: Sue. 
TANNERS 


LEVOR GRAIN KID 
(Cabrettas) 


ae ee ae Gloversville, New York 
——= 















New York, Boston, Chicago, St. Louis, Cincinnati 


—or Speaking of Colors 
Levor Makes 


Jack Rabbit 
Emerald Green 
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A modern merchandising authority says: 


“‘The solution to narrowing margins is push- 
ing a particular make of goods which can be 
urged upon users on the basis of quality.” 


That’s— 


OQ-SO-EZE SHOES 


For Men 


PROVEN PROFITABLE FOOTWEAR 
PHONE YOUR JOBBERS 


Bablone Mads. 


| Geclorics Brockton, Newtedford NashuaNAH” 


ade in New England 


April 12, 1924 
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Lipp Shoes /f FASS 
Trade Mark SY) | 
~~ | 
































The newer tendencies in patterns have called for a 
modification of the lines of the shoe itself, and this has 
caused us to introduce five new lasts. Three of them 
are short, giving the stubby effect so generally desired, 
yet without requiring short fitting. 


The pattern sketched here is one that works particu- 
larly well over such a last, and is typical of a number 
of styles in our line for the coming season. 


Our representatives will show you these ideas worked 
out in the shoes themselves. 








‘Degen-bipp, lr. 


a f Brooklyn, N.Y. 
"GC Showroom 607 Marbridge Bldg. New York. 














/ DISPLAY 
CKEATES 
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Have you proved 
what we said about 


WILO WHITE 


Reg. U.S. A. 


KIP SUEDE? 


You know what we told you in our last talk about 
Wilo White Kip Suede. Have you proved it? 


Many shoe retailers have done this as shown by 
our recent orders for this leather. 


You should not allow us to make these statements 
unchallenged without proving them for your own 
benefit. 


We are repeating them once again: 
WILO WHITE KIP SUEDE will remain 


white while worn. 


WILO WHITE KIP SUEDE can be washed 


with Ivory soap and water. 


WILO WHITE KIP SUEDE can be easily 
cleaned and restored to its original white- 
ness without changing its natural softness. 


Get some White shoes made of WILO WHITE KIP 
SUEDE and give your customers the best white shoe 
satisfaction they have yet experienced. 


C. D. Kepner Leather Co. 


139 South Street, Boston, Mass. 


Sole Selling Agents of W ; a © Leathers 


eee vta 


10 Spruce Street, New York — BRANCHES — No. 401 Metropolitan Bldg. 
308 Leather Trades Bidg., St. Louis, Mo. Milwaukee, Wis. 
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No. A-254— Women’s 
Fancy White Canvas 
Strap. 







Strap. 


Long experience, large productive capacity, 
and a consistent reputation for giving values 
both in merchandise and service: — These are 
the essentials of our successful position in the 
field of Fabric Footwear. 


{Sold to Wholesalers only. 


No. 692 — Women’s 
Scalloped Black Satin 


S 









DINGLEY-FOSS SHOE: COMPANY | 
: “fabric Shoe Tlanutackurers ee | 


AUBURN, MAINE 


BOSTON OFFICES, 54 LINCOLN STREET 


\\ 
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Ideal for C 
Ladies’ 
Tailored 
Shoes 


BARNET’S 
New 


GLASSTAN 


‘2 TAN, BROWN, RED, BLACK 


Made in Lynn 


J. S. BARNET & SONS, Inc. 


Tanneries Salesrooms, 75 South St. 
LYNN, MASS., U. S. A. BOSTON, MASS., U.S. A. 


CABLE ADDRESS - - - ‘““‘TENRAB” 


“Maintain, a Standard Reputation” 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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IN STOCK 


B-C-D Widths 


SELL 2 PAIRS TO.EVERY CUSTOMER 


27X 28X 


Black Lotus Calf Mecca Lotus Calf 
(Medium Brown Shade) 


You can do it with these New Popular Priced 
Marion Styles. A pair of tans for street. The same 
style in black forevenings. 2 high grade oxfords built 
on the new Seville last. Plump Bend Soles. Wingfoot 
heels. Order sizes now for Easter Saturday. 























MARION SHOE CO. 
MARION, INDIANA 





SI; 


WESTERN QUALITY AND EASTERN STYLE | 
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SHOE LINING 


207 SOUTH ST. 
BOSTON,MASS. 





Who Uses It? 


whose standards of value are generally acknowledged to be the highest, and 


|: is worthy of note that the most consistent users of “Doubletwill” are those 


whose appeal for consideration is based upon the solid worth of their products. 


Why Do They Use It? 


Because they recognize the importance 
of providing an attractive and substantial 
inner surface, as well as a stylish and dur- 
able exterior. 


Because of their conviction that it is the 
best lining to be had. 


Because’ of a growing realization of the 
fact that the inner surface of a shoe is in 
reality the wearing surface, and that the value 
of the whole is largely dependent upon the 


- character of "this one part. 


Because they can add so much to value at 
so little extra cost. 


Who Will Use It? 


NY manufacturer whose trade is keen enough to see that a ‘small investment of the 
right sort may be made to yield a large return in extra profit from appreciative customers. 


Ask your manufacturer to use 


‘““‘DOUBLETWILL’’ 




















, 1924 
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Honest Made Shoes ---- Correctly Styled 
Moderately Priced ---- IN STOCK 





BO1487-0 $4.75 
. Net 30 days 
Telegraphic Code Word “Polar” 
Women’s pigeon gray Delhi buck quarter and vamp 
Rosita three-strap sandal, imitation collar, tip and 
lace stay, Grasmere last, McKay sole, 134-inch cov- 





AAS w8 ered Spanish Louis heel. 
A4Kto8 AAS w8 
B4 w8 A4%to8 
C3Kws B4 to7% 
D3‘ te7 C3%wo7% 
D3 to7 


Shipments Made Same Day 
as Order is Received 








BS519-E $6.00 
B419-P $5.00 . Net 30 Days 
Net 38 Days = Telegraphic Code Word “Moor” 
Telegraphic Code Word “Spout Women's patent cip quarter and vamp, Berville 
anton saudel, Savery lest, Moka ame Bag -— Tack oo +t 
straps, Savery st, a -mch patent cover 
mM itthamemtaa Cuban heel. 
AAS w8 AAA 507% 
A4Kw8 AA5w8 
Ba w8 A5tw8 
C3Kws B5to8 





IN STOCK 











Many Other Styles IN STOCK—Send for Catalogue 


UTZ & DUNN CO. 


ROCHESTER « NEW YOK 


DENVER OFFICE NEW YORK OFFICE LOS ANGELES OFFICE 
218 Charles Denver, Colo. Bush Terminal Sales Buildin, 709 Forester Building 
TIGER & 130-132 West 42nd St. Room 1521 Cal. 
Maprescm tates 8. A. McOMBER, Representative G. C. MeA’ Representative 
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[LITTLE JOURNEYS TO AND FROM FAMOUS PLACES | 











This majestic rock near the French coast was formerly cut off from the main- 
land by high tides and many lives were lost in the quick rise of the waters. A lo causeway 
* now enables it to be reached by the sabots of the peasants and the rubber heels of, American 
tourists. Many of the latter leave the heel marks of Vim. Other marks’ show Bull Dog, our 


highest grade rubber heel used by manufacturers who want the best the market affords. 
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These New Strap Patterns Will Reach 
You in Ample Time for Easter Selling 
If You Order Now 


We Ship 
Them Upon 
Receipt of 

Order 


No. 159 No. 583 
Price $4.85 Price $4.65 
Silver Suede Kiki Sandal, Cut-Out on Saddle Patent Kiki Sandal, Cut-Out on Saddle and 
and Quarter, Single Sole, 8/8 Wood Quarter, Goodyear Welt, 8/8 Wingfoot 


Covered Heel, Belmont Last. AA to C. Rubber 1, Belmont Last. 
AA to D. 


No. 584—Same in White Kid. 


No. 139 
Price $4.85 


Silver Suede Patsy One Strap, Cut-Out 
Vamp and Quarter, Single Sole, Military 
Wood Covered Heel, Newport Last. 

AA to C. 


No. 140—Same in White Kid. Price, $4.50. 


No. 164 
Price $5.00 
Silver Suede Dolly One Strap, Cut-Out on 
Saddle and Quarter, le Sole, Full Airedale Suede Lazette One Strap, Cut-Outs, 


Wood Covered Spanish Louis Heel, Single Sole, Full Covered sh Louis 
Beacon Last. AA to C. ™ Heel, Beacon Last. to C. 


THOMSON-CROOKER SHOE CO. 


18-26 Station St., Boston, Mass. 


EE ESRD nel Oe OEE Te Sa RR OO SOLIDE ATO Oeee MEMO EE 
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A Brief History LA 


of Leather.and a‘ 


scriptian of Tanning 


reagent meng: talyhsineiandameereee 
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This wonderful book 


on 


LEATHER 


HERE is one of the most interesting, most instructive 
books ever written about leather—a book that should be 
in the hands of every shoe salesman, manufacturer, 
jobber and repairman as well. 












Here is the history of leather—its romance—from the 
first prehistoric tanner down to our own time, when 
tanning has become one of the world’s greatest indus- 
tries. Here are the proofs of leather’s worth—the un- 
answerable reasons why there is no substitute for 
leather for soles and heels of shoes, and for the thou- 
sands of other things in which we use it. Here are the 
details of modern tanning methods—the reasons why the 
leather of to-day is more healthful, more wear with- 
standing—tougher, stronger, better than ever before. 


The American Sole and Belting Leather Tanners have 
produced this book to give you the whole truth about 
leather. It is beautifully printed and profusely illustrated. 
Just write your name and address on the coupon below. 
A copy will be sent to you free. 


AMERICAN SOLE and BELTING LEATHER TANNERS 
17 Battery Place, New York City 
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Since 1873 Tanners Exclusively of High Grade (Calf Leathers 


“SUNSET 


is the outstanding success in leathers 
for men sand women’s wintershoes. 
Its popularity is outliving the season. 
It promises to rival its own record for 
spring. . . . [tsbeautiful sunset under- 
tone, its smooth grain and wonderful 
finish are unmatchable. 
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A new, lighter golden shade will 
match it in populanty for summer 
wear .... A fascinating color in the 
same fine quality leather. 
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‘Barnet Leather Co., Inc. 


360 MADISON AVENUE, NEW YORK CITY 
MILWAUKEE -- — CINCINNATI -- ST.LOUIS -- ROCHESTER 
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Qhe FLORSHEIM SHOE 























7 Q) 
THE RIALTO — In Stock 


Copper brown,S-80. Light tan,S-76. Black calf, 8-83. 
Available for twenty-four hour shipment from stock. Our 
large variety of Stock Styles will enable Florsheim dealers to 
size up during the season and sell more pairs. Booklet of 


stock styles mailed on request. 


Most Styles Retail at Ten Dollars 


Florsheim Stock Styles are reg- 
ular quality and regular price. 


Less than three pairs of a style from stock 20c per pair extra. Stock goods net. 


THE FLORSHEIM SHOE COMPANY 


ADAMS AND CLINTON STREETS 
Manufacturers + CHICAGO 








FOR THE MAN WHO CARES 























ee 
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Gallun Quality Leathers 


“Always Standards of Excellence”’ 


Mandarin Calf 


Chrome tanned, glazed and boarded, in 
four colors of demonstrated popularity 


Dixie Calf 
Chrome tanned, smooth finish, in colors 
which have met with general style acceptance 











Aztec Calf Viking Calf 


A smooth finished leather that is pliable, Available in black and five colors, A smooth 


strong and pleasing to the eye. Offered in 


finished leather of superior merit. 
the Fashionable shades. 


Norwegian Veals and Calf 


A pronounced success for over a quarter of a century 


sr 


A. F. GALLUN & SONS CO. 
MILWAUKEE, WIS. 


A. F. GALLUN & SONS, INC., H. A. ELY, MGR., 11 EAST STREET, BOSTON 
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THE SHOE MANUFACTURERS BOARD OF TRADE 
OF NEW YORK, Inc. 
will present the 
Degen-Lipp, Inc. Authentic Shoe Fashions for Fall 
A. Garside 3 Sons, Inc. SHOWINOS Marx 19-20-21 , Perfect Shoe Mfg. Co. 


Andrew Geller, Inc. — “Monday and Tresdey Hotel Commodore, New York Pincus & Tobias, Inc. 
Griffin-White Shoe Co.” J) Weamstg ah Mt Dr. A. Posner, Shoes, Inc, 
Julius Grossman, Ine. Strassburger-Stiles, I 
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Specialists in Special Measurement Footwear 











J’ Arca Fer ) YOurSizes) 


TRADE MARK TRADE MARK 


WOVEN IN 





We like your shoes very much— 
in fact what we really admire most 
is the principle of honesty woven into 


each and every pair. 


The volume of our business with 
you will be governed entirely by the 
capital we can afford to apply to buy 


Trenton, N. J. 


r ROCHESTER, N. Y. 
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Why Are Dealers Wiring 
Repeat Orders? 


Dealers are wiring repeat orders for Eagle Brand Suede Sticks because 
they have found it the one dependable dressing for suede shoes—a prod- 
uct which satisfies and repeats, and one backed by a trade name known 


to the consumer for over thirty years. 


Then, too, the dealer avoids come-backs as 
a result of selling to known color require- 
ments—direct from an authentic color card 
of actual leathers matching the color card 
of the Allied Tanners’ Council. 


FKagle Brand 
Suede Stick 


Comes in Thirty Popular Colors: 


WHITE CINNAMON OR 
BLACK LIGHT BROWN 


PMR Sas ap 
4 


t 
¢ 


wt mn O60 ge 
sf i 
! » é 
s fF 
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JACK RABBIT 
LIGHT GRAY 
ORIENTAL PEARL 
MEDIUM GRAY 
DARK GRAY 
R-GRAY 

NO. 18 GRAY 
BEIGE 

FAWN 

LIGHT FAWN 
DARK FAWN 
CONGO 

CASTOR 


MEDIUM BROWN 
BOMBAY 

DARK BROWN 
RACQUET 
MANDALAY 
AIREDALE 
PICCADILLY 
TANBARK 

LOG CABIN 
OTTER 

BEAVER 
AUTUMN BROWN 
HAZEL 


BAMBOO 


Get this Color Card Free for Matching Dress- 
ing to the Actual Leathers. 


Mail This Coupon Today --- Get Your Stock 
———— ———————————————————— eee 


The Mark of Quality Have You American Shoe Polish Co., 


Stocked 1950 S. Tr-y St., 


Chicago, Ill. 
Vogue Dressing 
for White and | Please send us the following quantity of EAGLE BRAND SUEDE STICK—Colors 


Colored assorted. Include One Color Chart—No charge. 
Dozen, at $1.75 doz. 
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Co cb ee 
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Cac asb nas: 


pe oe tae 


or 
Nova 
for White and 
Colored 


A Dressing for Every Shoe Canvas Shoes. 
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B. &. 8. R. 4/12 /24 
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By Reason of the Syatebiatic Work Now Being Done 
Among Labor Unions All Over the Country, Wise 
Retailers Will Order Liberally on Union Stamp Shoes. 


eae This Stamp on Boots and Shoes Signifies: 


UNI That the principle of the Collective Bargain is 
operative and no strikes or lockouts are permitted. 
That the manufacturer and employes are settling 
their disputes through mutual adjustment or arbi- 
tration without losses from cessation of work. 








That industry and workmanship are benefited by 
uninterrupted production leading to highest quality. 





That goods will be delivered on time so. that 
dealers and wearers may be assured of seasonable 
footwear in season. 











+ + ’ . . + ‘ ‘ + + + ; + ; * . + ‘ + ry . + , " ry ry ‘ ‘ ‘ 5 - 
" r . * + * * . 


A system of handling labor problems that has 
been in operation more than twenty-five years and 
has created growing respect between employers and 
employes. 
Manufacturers and workmen producing shoes bearing the above 
Stamp deserve the support of all wage earners and all friends of 
industrial peace. 
Shoe retailers are requested to carry full lines of shoes bearing the 
Stamp. 
List of makers of shoes bearing the Stamp furnished on request. 


BOOT AND SHOE WORKERS’ UNION 


246 Summer Street, Boston, Mass. 








. ‘ . rn ; + ry " ‘ + ny + ‘ . ry " ‘ + : . . ‘ + 
* ‘ * : : : : : y : n : : 
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Diamond Brand ( Visible) Fast They promote easy lacing, retain 
Color Eyelets have genuine celluloid their original finish indefinitely, 
tops that mever lose their coior. and actually outwear the shoe, 


Visible eyelets on the footwear of the woman of 
fashion manifest the care which she bestows on 
every detail of her wardrobe 





Ask for shoes with visible eyelets! 


‘ 


UNITED FAST COLOR EYELET COMPANY 
Manufacturers of 


DIAMOND BRAND (VISIBLE) FAST COLOR EYELETS 
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When your customer buys a 
pair of Daniel Green Comfy 
Slippers, mark the date of pur- 
chase on our Warranty Slip, and 
explain that it will serve as a 
reminder and a proof of the 
extra-long wear she will get 
from Daniel Green Comfys. 








A Selling Help 
That Builds Confidence 


“‘Proving”’ is always better than “claiming.” 

When you tell your customers that length of serv- 

ice considered, Daniel Green Comfy Slippers are 

the cheapest slippers they can buy, it shows that 

you are really thinking of their interest, you are 

selling satisfaction. 

And when you back up that statement with our 

wéssets Gelabebitadisintees ““Mileage’”’ test, you are backing up your statement 

Boudoir. Quilted Satin lining and sock. with the strongest possible argument. 

— padded’ bw 8 We are featuring our ‘“‘Mileage”’ test in our national 

heel. advertising. Hundreds of dealers who know the 
lasting wear we build into Daniel Green Comfy 
Slippers have enthusiastically welcomed this novel 
method of demonstrating this true economy and 
long service. 
This is the season when women are thinking of 
dainty boudoirs and smart color effects. Why not 
get some of the added profit that comes from 
pushing these popular numbers at this time? 


STYLE 700s DANIEL GREEN FELT SHOE CoO. 
Women’s Quilted Satin Opera. Quilted DOLGEVILLE, N. Y. 


Satin lining and sock. Fancy Silk braid , 
bound, Satin bow ornament, leather New York Sales Office Boston Sales Office 
sole. 116 East 13th Street 10 High Street 


Cc Sales Office 
169 West Madison St. 


Daniel Green 


Comfy Slippers 
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Is being broadly endorsed and ordered as the most prac- 
tical and satisfactory shoe for its purpose 







nl 






Here are some typical 
customer ‘‘enthusings’’ 








**I think you have the slickest, 
cleanest looking gaiter that 
| has ever been put out and I 
/ could not let the opportunity 
| go by without expressing my 
| sentiments.” 




















**I do not care whom you sell. 
I am going to sell more 
*‘“SHEBAS’ than any of them, 
for this is the best thing I have 
ever seen.”’ 











‘**I am going to sell ‘SHEBAS’ 
this year and no other style.”’ 







“It is the neatest, snappiest 
° 4 >] 
locking galzer! have over see. E is already an accepted fact that 





















“You certainly. deserve the the Firestone-Apsley ‘“SHEBA”’ 
‘AWARD OF MERIT?’ given the Gaiter is one of the big things devel- 
‘SHEBA’ Gaiter at the Chicago oped in the manufacture of Rubber 
Style Show.” Footwear. The Public and the Footwear 
“The ‘SHEBA’ Gaiter will meet ee have —ee regis- ] 
with instant approval. You =y ar approver. | if 
have surely developed a shoe x sitet pla | it 
that is attractive and prac- Efi) myligarmet saad ‘tadesyehcmpecdere iF 
tical.”’ f " 
t l : 
“I want my order for ‘SHEBA’ Fires one -Aps ey 4 
Gait delivered ly. I 4 
dain ita ons th tA tend Manuf, Rubber Company | 2 
‘“SHEBAS’ with every pair of Reber Clothing and Rebber Hole, | : 
Women’s shoes I sell this fall.”’ Hudson, Mass. | j 
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RE-NULIFE, an important chemi- 
cal discovery, is a liquid application 
for shoes that makes them water- 
proof, and adds 50% or more to 
durability. 





amen | Every One 
aricc 1 Wants to Have 


Price $4.25 


rmonsoneee T= DRY FEET 





SATIS F ACTION es The greater life RE-NULIFE gives to shoes, and the 


: ‘ rs . protection it assures against water make it an item for 
is the big thing in business— : 2 every shoe eo isa Lge tow On any kind 
: of shoes—heavy leathers, or finest suedes and 
When you buy our genuine Calf satins—RE-NULIFE safeguards the wearer against 
ee — = bts wet feet. It is odorless, and free from oily or injurious 
you ave e sa action substances. It prevents shrinkage and unshapeliness— 
of knowing that your customers SA makes shoes wear much longer—does not affect venti- 
are getting the best that money lation—and allows shoes to be polished in the usual way. 
can buy at those prices. Evidence of the advantages assured by RE-NULIFE 
: . lies in the fact that America’s largest retail shoe dealer 
The shoes we have to retail for sells it—uses it in its immense repair department—and 
$5.00 are in the same class. has had more than 40,000 pairs of shoes treated with it 
by manufacturers. When you order shoes, request the 
: manufacturers to treat them with RE-NULIFE—as an 
Write today : extra service to your customers. 


Te ee 


Sold in lots of one dozen and up for supplying 
UNION MADE BY the retail trade; 1, 2, 3 and 5 gallon cans for 
shoe departments; and in bulk for manu- 
facturers. Write for prices. And ask for sample 


Weber Bros. Shoe Co. with which to treat the shoes you wear. 
North Adams, Mass. WATERPROOFING, INC. 


546 South Meridian Street 
New York Office, H. Harris, 1328 Broadway. 
‘ed Z INDIANAPOLIS :: INDIANA 


__e«t! RE-NULIFE 


Waterproofs and. 
Increases Shoe-Life 50% or More 
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Goodyear makes a complete line of Goodyear Wing- 
foot Heels—for men’s, women’s and children’s shoes. 
And the right Goodyear Wingfoot Heel for every shoe 
—right in style, size and quality. Also, Goodyear 
Wingfoot Top Lifts for wood heels, both French and 
Cuban styles. A complete line—you can get the 
Goodyear Wingfoot Heels you want on the shoes you 
want. Look at the picture again! 
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A Flood of Re-Orders— 


From the first day it was brought out, this new arch support-cushion-dress 
shoe has been an object of keen interest among dealers everywhere. And now 
just as lively an interest has been evinced by consumers, although it has no- 
where been available to them for more than two weeks. Each mail brings in 
more and more re-orders who are satisfied that its lasting success is absolutely 


Proven OVEN ARCH 


= VEN {ARCH 


Patent Applied For 


STONEFIELD-EVANS 
SHOE COMPANY 
ROCKFORD ILLINOIS 





assured. 





No. 868—IN STOCK 
pick a 2 
13 sole—rubber heel... $6.25 CHICAGO Sales Office, 410 Security 
No. 867—Sa as bo in 
a... Building, J. Wurmser 


nee KANSAS CITY Sales Office, 444 Sheid- 
ley Building, R. W. Martin 


Patent Applied For 


Patent Applied For Patent Applied For 
SuSports the arch across the The PROVEN ARCH Shank The PROVEN ARCH Shank The PROVEN ARCH Shank 
ball as well as the one from heel and a cushion cemented be —strong, spring and perspira- is securely fastened into place. 
to ball. tween insole and outsole remove tion-proof—supports the arches Cannot work loose or breax the 
all obstacles to foot comfort. without hampering the muscles. sole. 


0 OG Om SG Om SO SO SR Os SR Sie Se Se Se SS SO SO OS 
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sid - | Buyers seeking turn values come to us. They come here 
where they get shoemaking. To build a reputation we 
have made shoes so there would be repetition by our 
customers—by their customers. This novelty turn will 
better your Spring and Summer trade. Shown with dull 
calf collar and tip, patent vamp. Can also be had in 
white kid. Carries full Louis covered heel. 


Witherell &§ Dobbins Company 


Quantity Producers of Quality Shoes 
Haverhill, Mass. 


Boston Office, 170 Lincoln Street 








The W & D Line is featured in the Chicago 
market by Harper Kirschten Shoe Co. 


in the Boston market by The Hub Shoe Co. 


In the Philadelphia market by the 
Brav Shoe Company 
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This Means 


Introducing the 


New Light-Weight Oxfords for Spring 


———— 


EAVY Oxfords do not 

harmonize with soft- 
er, thinner Spring clothes. 
These new Oxfords have 
light, flexible, beveled soles, 
a change approved by fash- 
ion and the foot. 


The above is taken from an advertisement in the 
New York Tribune of April 2nd, by one of the oldest 
and longest established makers of men’s fine shoes. 


This firm is using NACO CALF in the Styles 
they refer to, and find NACO a decided selling 
asset in giving comfort, lightness and unusual 
beauty to their Spring Styles. 





», 1924 
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NTHUSIASM over NACO is spreading 

through the shoe trade, for NACO is that calf 

leather which everybody wanted, but never 
thought could be made. 


EXTREME lightness and beauty 


of color 


EXTREME softness and comfort 
without stretching 


That is 


Have you felt 
of ““NACO”’? 





A. C. LAWRENCE LEATHER CO. - 


210 South Street, ™ ton, Mass. 


NEW YORK cy ST. LOUIS 
ROCHESTER CINCi.MATI PHILADELPHIA 
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(eye? SMITH SHOES SATISFY Lei 


Satin and Patent Sandals Will Be Big Sellers 
Through Early Summer— | 


March shipments were the largest 
in the history of the company— 


**There’s a Reason.” 


*Twill pay 


you to get acquainted with our 
up-to-the-minute In-Stock offer- 
ings. Latest circular will be gladly 


sent. 


805 


602 


$4.00 





$3.35 


No. 805—"Skinner’s” Black Satin “Ann- 
ette” Cut-Out Pump. Suede Trim. Imi- 
tation Turn. 14-8 Covered Cuban Heel 
B, C, D. Vi Baad wed eee 





Terms: 5%—10 Days 


No. 602—Patent Sandal. Light Goodyear 
Welt. 9-8 heel with “Wingfoot” a 


On Single pairs B, C, D 


$4.00 
No. 606—Same as above in Patent 
Leather, 13-8 Cuban heel, with “Wing- 
foot” top-lift. B, C, D $4.00 








They’re IN STOCK and They’re IN STYLE 


(2s 
HARD TOE BALLETS 


“Foot Lite’’ 


Ballet 
Slippers 
IN STOCK 


No. 606 
Hard Toe 
SUPERIOR PRODUCT THROUGH 


LONG EXPERIENCE 
SOFT TOE BALLETS 


No. 601—Black Glazed Kid 
Fey eee “= 


Whice Kid to Order 





Have ycu seen our right and left last Ballet Slippers? If 
not send for samples of this new model of perfect Ballet 
Slipper style. 


BROOKS SHOE MFG. CO. 


1731-41 N. 6TH ST. PHILADELPHIA 








SMITH SHOE CO., Inc. 


90 Wareham Street, Corner Albany, BOSTON, MASS. 











228-36 South Avenue 





Ico 
Sell Suede Naps Now! 


Another big suede season is here. Every woman who 
owns a pair of suede shoesJis a prospect for one or 
more of these handy suede brushes. 


Cash in now on this quick selling specialty, while the 
suede season is at its height. 


SUEDE NAP is substantially constructed, easy to 
manipulate and highly effective in cleaning and restor- 
ing suede leather. 


$2.00 Per Dozen 


E. T. GILBERT MFG. CO. 
Rochester, N. Y. 
Mf Your jobber Cannot Supply You, Witte Us 
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"THIRTY-FIVE years ago a diminv- 
tive steerage passenger faced the immi- 
gration officers. He spoke a strange 


; 





man, friendless. 4 
And it was not until his one, ship-board- 
made friend displayed a huge sum of 
money with the white lie that it repre- 
sented the wealth of the two, that the 
reluctant immigration officers nodded 
and gave America—Cuartes P. Stxin- 
METZ. 


: Vp . ie a mit) ‘ 1} if [| 
tongue. He was penniless and, save one tl G, i) if if} ! yi (a 





















































The Accident that gave America 
a Steinmetz 


Big achievements are the culmination of seemingly insignificant details. A friendly word 
aboard ship gives America a wizard. And the decision by, a shoe dealer, to add Ye Oxpe 
Tyme Comrort Sxoss to his line may mean profit increases beyond his dreams. 




















Ye Oxrpe Tyme Comrort Suoss are attractive from the dealers’ viewpoint for several 
reasons — 
1. There always has been and always shoe buying difficult and retail losses 
will be an increasing demand for easy. 
Sui ical: - Ye Orpe Tyme Comrort Snot 


Yr Otpe True C 5 dealers have found that when a 
oe — spar areaah elon aedates woman buys another shoe for style, 
not subject to the rocket-like flights it usually is possible to sell her a 


of style fancy that make intelligent Lunn anv Sweet shoe for comfort. 





Big achievements are the culmination of seemingly insignificant things. Perhaps this page 
will be the insignificant factor in your dig achievement. Write for booklet—giving full details. 


LUNN AND SWEET, INc. 
AUBURN, ME. 


Largest manufacturers of comfort shoes in the world 
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No. 771. $4.50. Black Glazed 
Kid Suspension Arch Welt Two 
Strap, Plain Toe, 12/8 Military 
Adv. Rubber Heel, Corrective 
Combination Last. 


A Scientific Principle 
Scientifically Applied 


The Sweet Sally Lunn Suspension Arch Shoe is the 
product of scientific experiment that has extended over 
a period of years. 

In this shoe, the foot arch is supported firmly but 
ently by an arch of metal built in and concealed. 
he sole of the shoe bends so freely at the ball that 

perfect freedom and comfort are provided. 

There is a huge demand for the shoe. Thousands of 

people, right in your vicinity, need it without knowing 

that they need it. You can be of real service to them 
by recommending it. 

The moderate price at which it is offered, is not an 

indication of moderate quality. It is due to the fact 

that The Sweet Sally Lunn Suspension Arch Shoe is 
manufactured in the largest comfort shoe manufactur- 
ing plant in the world. — 

Order your stock of Sweet Sally Lunn Suspension 

Arch Shoes from our IN STOCK DEPARTMENT 

now. Shoes will be shipped same day order is received. 


LUNN AND SWEET, INC. 
AUBURN, MAINE 


Suret Sally Lunn 


SUSPENSION ARCH SHOE 










No. 173. $4.40. A genuine 
turn Suspension Arch Black Kid 
Lace Oxford, Imitation Tip, 
Sheep Lined, 12/8 Advertised 
Rubber Heel, Corrective Com- 
bination Last. 


No. 183. $4.85. Same as above 
except in Havana Brown Kid. 












No. 773. $4.40. A Suspension 
Arch WeltLace Oxford of Black 
Glazed Kid, Imitation Tip, Sheep 
Lined, 12/8 Advertised Rubber 
Heel, Corrective Combination 
Last. 


No. 793. $4.85. Same as above 
except in Havana Brown Kid. 
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The J. P. Smith Shoe Company has 
many newly designed Spring ox ie in stock 


No. B163 
Tan Hickory Calf 
Sheik Last 


$570 


atee 


cate 


No. B133 
| Same as B163 in 


‘ Black Mirror Calf 
$ 5 70 


Sizes for both 
A-—7 toll B-—6toll 
C and D—5 toll 


SUCCES Cry 





rrr 





Tine styles pictured are very recent additions to an unusually complete in-stock 
line of fine oxfords for Spring. All are of regular J. P. Smith standard in design 
and workmanship—a faithful guarantee of quick sales and unqualified satisfaction. 
Our new booklets show the entire line. A request will bring you copies by return mail. 





No. B154 
Tan Hickory Calf 
Speed-Boy Last 


$58 


No. B128 
Same as B154 in 


Black Mirror Calf 
$ 5 85 


Sizes for both 
A-—7 toll B—6toll 
C and D—5 to 11 





J. P. SMITH SHOE ‘COMPANY 


CHICAGO NEW YORK 
671 N. Sangamon St. 148 Duane Street 
Tel. Monroe 4550 Tel. Whitehall 7546 

















Smith Smart Shoes for Men and Women Dr. A. Reed Cushion Shoes for Men 
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The Perfection of Quality and Beauty in Glazed Kid 


Pe RS CuSO, 
PARIS 





It’s Beauty in the Shoe 
Excels 
It’s Beauty in the Skin 


The most discriminating Ameri- 
can manufacturers and merchants 
welcome GRISON Kid because it 
is a beautiful leather that becomes 
even more beautiful in the shoe. 


The artistic restraint of the makers 
of GRISON Kid results in colors 
that are a decided influence in 
the new footwear of dainty sim- 


plicity. 


Grison Kid (colors 133 and 6) 1s now available 
at Spruce and William Streets 
New York City 











SAMUEL SHAPIRO 
SPRUCE & WILLIAM STS. NEW YORK 
Sole American Distributor of 


Vie Internationally famous~ GRISON KID 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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It’s An In-Stock Style 


ONE of the 5 additions to the Nettleton 
In-Stock Department which were an- 
nounced in the March 29th issue. 


Nettletons are men’s fie shoes, nation- 
ally advertised to 22,000,000 readers of 
magazines and- supported by Dealer 
Co-operation of the highest type. 


The Nettleton Catalogue and Service 
Book are yours for the asking. 


A. E. NETTLETON Co. 


H. W. COOK, President 
SYRACUSE NEW YORK 


Men's Fine Shoes Exelusively Since 1879 


No, 063. The Buckminster. A 
Tan Scotch Grain Lace Oxford. 
= A, 7-12. B, C, D, 
6-12. 








The In-Stock Dept. offers 
34 styles including a Rid- 
ing Boot and an unusual 
Golf Shoe. 
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MEN LIKE TO SAY THEY WEAR THEM 
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No. 4313—*‘Vivian” 
Strap Pump 


No. 4313—Cocoa Brown Suede Calf. Kid trimmed. 
High-grade nailless veeKay. Covered heel. Widths 
 { aa $4.60 


B an 


No. 4315—Same i in Black Kid. “Widths B, Cc Fe 
D 


No. 4318—Same in Black Satin. Widths B and © 


No. 4536—**Vivian’’ 
Welt Strap Pump 
B, C and D Widths 
No. 4536—Airedale Nu Buck. Camel Kid 
trimmed Welt.j Rubber heel $3.8 
No. 4538—SameJin Black Suede. Gun 
Metal Calf trimmed... . 4.00 
No. 4540—Same in Black Kid . 3.50 
No. 4532—Same in Patent - 3.58 


No.... 5571—“‘Nita”™’ 
Strap Pump Low Heel McKay 
C and D Widths 
No. 5571—Patent Strap remy. bes 
8/8 Covered heel -- $3.00 
No. 5585—Same in White Kid nines Ge 
No. 5569—Same in Gray Buck, Gray xe 
trimmed.......... 3.35 
No. 5570—Sa me in ‘Black Satin, Cabretta 
trimmed . 3.00 


and 
ECONOMY 


SIZES 
2% to 8 


No. 1341—*‘Gish”’ 
The Red!Riding Hood Flex- 
ible Strap and Buckle Sandal 
B and C Widths 
No, 1341—Patent Sandal 
No. 1344—Same in Sand Buck... 
No. 1343—Same in Brown Calf. 


THE LARGEST SHOE 
MANUFACTURERS 
IN THE SOUTH 





F interested in quick- 

turnover and repeat- 

_ sale merchandise, we can 

please you. Write or wire 

for salesman to call with 
our combined 


SPECIALTY LINE 











No, 4317—*“*Myrtle”’ 
Strap Pump 
B and C Widths 
No. 4317—Patent, Cabretta Trimmed. High-grade 
nailless McKay. Covered heel “$235 
No. 4314—Same in Airedale Nu Buck Camel aN 
Trimmed. 4.7 


No. 4548—‘‘Poppy”’ 
Welt Strap Sandal 


B, C and D Widths 


No. Stent Nu Buck k with Rub: 
ber heel... -onyeh4.00 

No. 4531—Same i in - Patent. — * 
No. 4561—Same in Alligator Brows yA 


No. 5578—“‘Nita” 


Strap Pump High Heel McKay 

No. 5578—White a ry 11/8 Sn 
ered Heel. Widths B, 4D. 

No. 557 





io. sa7o Same in Gra’ 
trimmed. Widths C and 
No. 5576—Airedale Camel Kd 
— with Rubber heel. Widths C pes 


CRADDOCK-TERRY COMPANY 


LYNCHBURG 


FACTORIES: ST. LOUIS, 


32 VIRGINIA 


MILWAUKEE AND LYNCHBURG 


Wellin Sifisshi ts sented hth ailaaldliag la msabce ack ice eee 














1924 
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This is the Stetson Snappy Tie No. Vo. 55 i inGray Suede. Its companion style is 
f No. 54 in Black Suede Este. 


Stetson’s Famous “Snappy Ties” 
Now Ready in Dept. 5 


UR carrying as advanced styles as Snappy Ties in Dept. 5, for immediate 
shipment, is significant of the great demand for them from Stetson dealers. 


Their two-eyelet pattern and prettily rounded toe produce in Gray and Black 
Suede so unique and attractive an effect that the call everywhere for Snappy 
Ties was probably inevitable. 


To call their popularity sensational is not an exaggeration. 
Women are selecting Snappy Ties for their clever appropri- 
ateness with both informal and dress costumes. We have 
never created a better fitting pattern. 


Already our orders for dealers’ after-Easter requirements 
are coming rapidly. We therefore urge promptness in 
calling on Dept. 5 for these shoes. 


! THE STETSON SHOE COMPANY, Inc. 
SOUTH WEYMOUTH 90, MASS. 
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A Perfect Waterproofer — Without Surface Grease 


Pat Rows 


‘eek eh Ww 


| a PP. 


A Wonderful Flexer — Adds Ease to Shoes 


ORITED Shoes have a definite value mar- 
gin over those that are not KORITED. 


And that added value, which costs only a 
trifle per pair to add, is very easily seen and 
appreciated by customers. 


TREN RRR MRR RR 
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First KORITED Shoes are WATER- 
PROOF without any annoying 
and staining grease on their 
surface. , 


Second KORITED Shoes flex more 
readily—are softer to the feet— 
do not pinch or irritate. 


Third KORITED Shoes will stay 
in condition longer because 
KORITE restores the natural 
oils of the leather, which the 
tanning process removes. 


Sim, ill, gilli, alli Sillim, atti stil titi 
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Forward looking manufacturers are 
KORITING their shoes. 


Forward looking retailers are having 
their shoes KORITED 


KORITE PRODUCTS Inc. 
292 Main Street — Cambridge, Mass. 
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“These full-foot comforts satisfy 


: 1 ”? 
1 SHOEWISE because they give real support 


says— 





“Plenty of room for tired feet 
and large ankles in FISHER 
Full-Foot Comforts. Genuine 
support for the arch is given by 
the FISHER Arch-Supporting 
construction of reinforced 
spring-steel shank and sole 
leather arch-supporting counter. 
Let a woman once experience 
the genuine comfort of these 
shoes and you are assured a 
steady customer.” 


FISHER’S 
FULL-FOOT 


Black or Brown Vici. 
Flexible McKay, Tri- 
ple E Wide. Full Ankle 
Last. Reinforced Spring 
Steel Shank. Wingfoot 
Heel. 


No. 078—Boot, 7% 
in. Qtr $2.85 
No. 054—Oxford. $2.35 


5%—30 Days 
IN STOCK 


FISH OMEC 


TSHER Of 


LoTR) 
Chicago Office: 189 W. Madison Street 





Boston Office: 216 Lincoln Street 
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The Right Styles for Easter 


Shown by Tober - Saifer 


Ready to Ship 


Order Today 








4 }] . 
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No. 2524—Gray ooze calf, gray kid collar and front strap to 

match, cut-out exactly as illustrated, full French corded, high- No. 8912—“Leona,” Gray Nubuck, gray calf saddle and front 

grade turn sole, 16+8, Spanish full breasted covered heel. A DIS- strap, style exactly as j!lustrated, flexible sole. 13-8 wood cov- 
INCTIVE PATTERN. A, B and C widths, 2% to 8. .$5.00 ere 

No. 2526 —Exact style as above in All White Levor’s Kid,$5.25 3to8 


SISOS MP INI EONS 


City 


a 


= ba 5or7 obuck, cubes snadeh, Be. seule om Soak: 
= ; lf colla d trimmed to ie sole, -8 military covere eel. Exactly as illustrated. 
peck we yo Cherry vomp. fall Freeck ‘corded. St. Louis SOMETHING DIFFERENT. A, B and C, 24 to 8... . $4. 
process flexible sole, 1 Spanish covered heel, Style act! . 6918—Exact style as above in 15-8 Spanish heel... .$4.85 
as illustrated. A REAL BEAUTY. A, B and C, 234 to 8, $4- 


No. 2838—Exact style as above, in Airedale ooze, Airedale 
calf trim 





\ 


RW/ 


\\ 


i eZ, 
TSA 


~ 


IS 


7 No. 2835—Jack Rabbit Gray Nubuck “Cherry Pump,” gray 


calf collar and trimmings, also gray calf strip tip. St. Louis 
Process flexible sole, 13-8 military covered heel. Style exactly as 


_ —All- If, “Margie,” cut-out front exactl ! : 
py ono weal fall Leach esate. Flesible ty 5-8 Spanish full illustrated. A WONDERFUL PATTERN. A, Band C widths. 


2% wo 8 $4.50 
breasted covered heel. A WONDERFUL NUMBER. A, ain Ne. 2836 —Exact style as above in Airedale Nubuck, is 


C widths, 2 to 8 s - A 
No. 6922—Exact style as above in All White Levor’s Kid, $4.85 calf trimmed. A, Band C widths, 244 to 8 


TOBER-SAIFER SHOE CO. 


MANUFACTURERS AND DISTRIBUTORS 
NOVELTY FOOTWEAR IN STOCK 
1312 Washington Avenue St. Louis, Mo. 
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‘‘Shoes for the Occasion’’ 


Was talking a great deal this season about ‘“‘Shoes for the Occa- 
sion,” but it means much more than merely an advertising 
phrase. In the Bates style, manufacturing and sales activities “Shoes 
for the Occasion” represents a big, significant keynote. It really 
means this: 


Far more than ever before, Bates styles are drafted to produce for 
men exactly the appropriate shoes for the various uses that men put 
them to. The Bates’ grouping of lasts, patterns and embellishments 
for shoes has eliminated the necessity of men wearing street shoes 
where dress shoes really should be worn, or conventional shoes where 
strictly sport or outing shoes are desirable. We are building the best 


possible shoes appropriate to each of the uses that good taste and 


prevailing fashion have sanctioned. 


SZ 


IN STOCK 


HE squarish “French” forepart, as 

embodied in Stock No. 2193-B (in black 
Calf) and No. 2199-B (in Tan Moorland 
Calf), illustrated here, is one of our largest 
sellers for business and semi-dress wear. 
These numbers are in stock. 

In them we use the best materials ob- 
tainable. No. 2193-B is built of Heyl’s Im- 
ported Black Calf, with kid quarter lining 
a and kid-backed tongue. No. 
2199-B is of a light shade of 
Spring Tan Moorland Calf. In 
all details—sole trim, stitchings 
and perforations—these Oxfords 
are top grade. Each has the 
Armor-tred rubber heel. Made 
in B, C and D widths. 


er, 
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S| oe retail propo- 

Zs 2 sition today. {| 
| eee Business and Street Wig 
| Models 
| 


For aggressive style-excellence, for high 
quality at sane prices and for direc 
appeal to the individual preferences of 
wearers in the various sec- 
tions of the country, Bates 
Shoes offer dealers the best 


Ml 
ii 









land Calf 


Ask for our Spring Portfolio, showing aix special groups ‘ 
of Bates “Shoes for the Occasion” 


A. J. BATES CO. 


MASSACHUSETTS 


















THE 
SAS Vales (EINE 


Stock No. 2193-B—Hyle’s Im- 
orted Black Calf....... $4.90 
tock No. 2199-B—Same, ex- 

cept made of Spring Tan Moor- 

$4.90 
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BEACON 
SHOES 


HERE are untold advantages to be had by all retailers who 

sell BEACON SHOES, because our In-Stock Dept. can supply © 
them with more than Fifty Different Styles without the usual de- 
lays. Your sizes should be kept intact. 








Style No. 5107—Dome Last 


Black Vici Blucher Oxford, Wing- 
foot Rubber Heel, Black Kid Quar- 
ter Lining. Widths D and E, sizes 
5-11. 





Price $3.60 























Women’s Style—No. 7507 


Black Satin Elsie One Strap, Cut- 
Out Top, 14/8 Wood Spanish Satin 
Covered Heel. 
In Stock April 20 
A, B, C and D Widths 


Price $4.65 

















ELSIE ONE STRAP 
A Copy of our In-Stock Catalog on request 


F. M. HOYT SHOE COMPANY 


MANCHESTER - - NEW HAMPSHIRE 
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This 
Trade Mark 


XE 


is your assurance of 
Perfect Style 
Perfect Fit 


Perfect Service 
Perfect Satisfaction 


Sm 
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Style 14673 “Bombay” STYLE | 


14673 
PATENT LEATHER GORE COLONIAL 
13 /8 Wood Covered Heel 
Flexible Sole Bronx Toe 
AA 4%-8 A48 B 3-8 C 3-8 
Order from BOSTON, NEW YORK or CHICAGO 





Price 


$4.85 


Style 268 “ Drexel”’ 


BLACK KID ONE-STRAP PUMP 
Front Piece with Cut-Out 


13/8 Rubber Top Heel 
Welt Sole Bronx Toe 


* AA 444-8 A 48 B 3-8 
Price C2%-8 D2%-8 
$ 4 25 Order from BOSTON, NEW YORK or CHICAGO 
. 


SERVICE THAT KEEPS STOCKS IN STYLE 


QUEEN QUALITY In-Stock Service from Boston, New York and Chicago features leading styles in 
every type of shoe now in demand, placing at the instant disposal of retailers America’s longest, 
strongest line for women, misses and children. Correspondence is welcomed with merchants interested! in 
what QUEEN QUALITY can do for their business under our attractive Agency plan. 


THOMAS G. PLANT COMPANY 


101 Bickford Street, BOSTON, Massachusetts 
NEW YORK: 125 Duane Street CHICAGO: 207 W. Munroe Street 
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(eq. more styles = 
HOE) in this @)HOE Gf) 
VARSITY STYLE VARSITY STYLE 


soft toe, Rubber heel. 

Style 1618—Same _ ino 

Tony tan calf. $5.75 of ported black calf. % 
im ack Ci ° 


i awi 








EDUCATORS 


By taking advantage of this timely offering of style Educators 
for young men, live dealers will be ready to do a profitable pre- 

<aster business. This is a confident statement based on the great 
demand by young men in every community for shoes with com- 
fort and the snappy, swagger style of the present day. In this 
new line of Educators there are many lasts and patterns all 
having the famous Educator characteristic—room for the five 
toes! The quality appeal will be a strong selling point since fine 
shoemaking and excellent materials go to make up these shoes. 
This, with the power of the nationally known Educator trade 
mark, should help you to build up a live trade among the 
young men of your community. 


IN STOCK NOW—ORDER}TODAY 


RICE & HUTCHINS 


INCORPORATED 
13 HIGH STREET BOSTON, U. S. A. 


DISTRIB UTI NG BRA NC HESB 
ice & Hutchins Atlanta Co. Rice _& Hutchins New York Co. 
& Hutchins Baltimore Co. Rice & Hutchins St. | a ah > Co. 
& Hutchins Chicago Co. Atlas - Shoe Co. Mass. 
& Hutchins Cleveland Co. Jos. 1. Meany & €o., _ Phila, Pa 


WRITE FOR NEW CATALOG 
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HERE is a question over 
[nics shoe merchants and 

manufacturers frequently 
ponder. especially with the ap- 
proach of style shows: “Is it worth while to be original 
and produce attractive footwear?” 

Equally important is the query: “How can I prevent 
the other fellow from capitalizing on my ideas and sales 
promotion business?” 

It is indeed a problem, legal and moral, which con- 
cerns every shoe man. Even the courts, the last lawful 









Can Patent Office Protection Be Had 
For New Patterns? 


By W. L. DALEY 


Washington Correspondent of the 
Boot and Shoe Recorder 
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redress for men whose ideas are 
pirated, differ on the question of the 
patentability of style designs. Many 
controversies have arisen over man’s 
legal rights to supposedly original designs and ideas 
since Congress enacted the patent act on Aug. 29, 1842, 
covering design patents. 


Few Precedents to Help Judges 


There have been instances in the history of patent 
law where a high tribunal in the East would uphold the 
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patentability of a design, and a court in another locality 
would give a decision in direct contradiction, with the 
same articles and patents involved. 

It seems that one of the fundamental requirements of 
the patent law as interpreted by the courts has been 
that thedesign must possess both originality and beauty. 
For instance, in the case of Faris, et al, vs. Patsy, et.al, 
(273 F. R. 900) involving design patents on wearing 
apparel, namely rompers, the court decreed that no 
patent can be issued for a mere shape or outline of the 
design or patents unless such shape or outline is, in and 
of itself, an ornamental design. Patents, the court 
states, are for the encouragement of the decorative arts 
and no patent can be issued for a design, unless it 
possesses both originality and 
beauty. 


Must Be Different in 
pearance 


Ap- 


In the pro and con discus- 
sion in the courts there has 
been some question as to the 
“eye of an ordinary observer. 
In the case of Sodeman, et 
al, vs. Kaufman, (275 F. R. 
593) it was stated that a 
design (to be patentable) 
must present to the eye of 


THE CNITED STAT 


April 12, 1924 


in legal discussions regarding patentability of designs. 

The patent for new designs in the handles of table- 
spoons and forks was involved in this legal action 
brought by the Gorham Co., in 1868, against a manu- 
facturer known as White. As this case has some bearing 
as to what constitutes an infringement on designs, it is 


" of great interest to the shoe trade. The courts below 


considered that there was no infringement, but the 
Supreme Court of the United States reversed the 
decree. 


Infringement Defined 


In delivering the opinion of the court, Mr. Justice 
Strong declared that it was indispensable to under- 
stand what constitutes ident- 
ity of designs, and what 
amounts to infringement. 
The highest tribunal declared 
in part: 

“The acts of Congress 
which authorize the grant of 
patents for designs were 
plainly intended to give en- 
couragement to the decora- 
tive arts. They contemplated 
not so much utility as ap- 
pearance, and that, not an 
abstract impression, or pic- 
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the ordinary observer a differ- 
ent effect from anything that 


preceded it and render the 
article to which it is applied, 
pleasing, attractive and 
beautiful. 

A study of 
decisions relating to design 
patents indicates that the 
courts are generally of the 
opinion that infringement E 
cannot be avoided by slight Ten ae 
changes in appearance. This Ben. 9 eR 
issue was covered in the case iat ae 
of Findlay, et al, vs. Hedrode 
et al, (275, F. R. 362). 
Briefly, the court declared 
that the addition of an other- 
wise exact copy of a patent design of a small detail 
which changes its appearance, so little that it still not 
only resembles but would be taken for the design of the 
patent, does not avoid infringement. This decision 
covered a question in the design of lighting fixtures. 
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The Famous Spoon and Fork Case 


The United States Patent Office and patent at- 
torneys in general say that the decision of the United 
States Supreme Court in the case of Gorham Co., vs. 
White, is one of the fundamentals of patent law. While 
the statutes have been amended two or three times 
since this decision was handed down, it is a guide post 
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A reproduction of Letters Patent outa on a new pattern by 
Thomas E. Robertson, Commissioner of Patents at Wash- 
ington, D. C 


the acts. It is a new and 
original design for a manu- 
facturer, whether of metal or 
other material; a new and 
original design for a bust, 
statue, bas relief, or com- 
position in alto or basso 
relievo; a tiew or original 
impression or ornament to be 
placed on any article of 

manufacture; a new and 
anor Mitt, original design for the print- 
OMELET 7). ing of woolen, silk, cotton, or 
other fabrics; a new and use- 
ful pattern, print, or picture, 
to be either worked into, or 
on, any article of manufacture; or a new and original 
shape or configuration of any article of manufacture— 
it is one or all of those that the law has in view. 


3 Seren? 
ae oma or” 


“teebty-f er, = 


fam 


Distinctive Appearance an Essential 


“And the thing invented or produced, for which a 
patent is given, is that which gives a peculiar or dis- 
tinctive appearance to the manufacture, or article to 
which it may be applied, or to which it gives form. The 
law manifestly contemplates that giving certain new 
and original appearances to a manufactured article 
may enhance its salable value, may enlarge the demand 
for it, and may be a meritorious service to the public. It 
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ETTING a precedent which may have a far- 

reaching effect, not only in the shoe trade but in 
the textile and apparel industries, and possibly 
others, Judge Garvin in the Federal District Court 
in Brooklyn on April 9 granted a temporary injunc- 
tion in favor of Harry Smolen & Company against 
the Eagle Shoe Company and the Stylebuilt Shoe 


|| Manufacturing Company, all of Brooklyn, prevent- 


ing the latter from making or selling a certain type of 
shoe, for which Smolen holds letters patent granted 
March 11. 

Judge Garvin, in granting the injunction, made it 


| plain that he believed the patent rights of Smolen 
|| were valid and had been violated by the defendants. 


A trial to determine the amount of damages Smolen 
has suffered and to uphold Smolen’s patent right in 
the design will be held later. 

In presenting the case for Smolen, Samuel S. Bres- 
lin, attorney, asserted that Smolen had applied for a 
patent on the design of the shoe on January 24 and 
that patent had been granted on March 11. He 
further asserted that the shoe in question was whole- 
saled by Smolen for about $9 a pair and was retailed 











Temporary Injunction Granted in Design-Patent Case 


at about $15 a pair. Shoes which were direct imita- 
tions of the Smolen shoe-began to be offered at retail 
at about $8.50 a pair. Some of these shoes were 
bought and traced to the makers, the Eagle Shoe 
Company and the Stylebuilt Shoe Manufacturing 
Company. Samples of all three makes were exhibited. 


Defense Claimed Pattern Not Copied 


In defense Mock and Blum, attorneys representing 
the two defendants, asserted that a designer, now 
dead, had originated the design in question prior to 
January 24, this year. Judge Garvin, after looking at 
the shoes, declared that it was remarkable that two 
designers working separately had hit upon the same 
exact placing of cut-outs and straps. 

With the temporary injunction against the Eagle 
Shoe Company and the Stylebuilt Shoe Manufactur- 
ing Company, Attorney Breslin will take action 
against retail shoe merchants who persist in selling 
copies of the patented shoes, after warning to desist. 
A statutory penalty of $250 is applicable in case 
retail merchants sell the shoes following registered 
notice of the injunction. 








therefore proposes to secure for a limited time to the 
ingenious producer of those appearances the advantages 
flowing from them. Manifestly the mode in which those 
appearances are produced have very little, if anything, 
to do with giving increased salableness to the article. It 
is the appearance itself which attracts attention and 
calls out favor or dislike. It is the appearance itself, 
therefore, no matter by what agency caused, that 
constitutes mainly, if not entirely, the contribution to 
the public which the law deems worthy of recompense. 


Rules Laid Down by Court 


“The appearance may be the result of peculiarity of 
configuration, or of ornament alone, or of both con- 
jointly, but, in whatever way produced, it is the new 
thing, or product, which the patent law regards. To 
speak of the invention as a combination or process, or 
to treat it as such, is to overlook its peculiarities. As the 
acts of Congress embrace only designs applied, or to be 
applied, they must refer to finished products of inven- 
tion rather than to the process of finishing them, or to 
the agencies by which they are developed. A patent for 
a product is a distinct thing from a patent for the ele- 
ments entering into it, or for the ingredients of which it 
is composed, or for the combination that causes it. We 
do not say that in determining whether two designs are 
substantially the same, differences in the lines, the.con- 
figuration, or the modes by which the aspects they 
exhibit are not to be considered; but we think the con- 
trolling consideration is the resultant effect.” 


The Supreme Court quoted the decision of Lord 
Chancellor Hatherly in McCrea vs. Holdsworth, in 
which a controversy developed as to a design for 
ornamenting a woven fabric. Discussing the effect of 
designs upon the eye, the Lord Chancellor said: 


How It Works Out in Woven Fabrics 


“If the designs are used in exactly the same manner, 
and have the same effect, or nearly the same effect, then, 
of course, the shifting, or turning round of a star, as in 
this particular case, cannot be allowed to protect the 
defendants from the consequences of the piracy.” 

Commenting upon this ruling, Mr. Justice Strong 
declared “that it seemed most reasonable, for it is the 
effect upon the eye which adds value to articles of trade 
or commerce.” 

The Supreme Court held that the true test of identity 
of design “must be sameness of appearance, and mere 
difference of lines in the drawing or sketch, a greater or 
smaller number of lines, or slight variances in con- 
figuration, if sufficient to change the effect upon the eye, 
will not destroy the substantial identity.” 


“‘Substanlial Identity” 


The court at that time disagreed with the judge of 
the court below that there could be no infringement 
unless there were a “substantial identity.” Mr. 
Justice Strong held that “such a test would destroy all 
the protection which the act of Congress intended to 

(Continued on page 56) 















al il ine came a a at 
Sb ERD oF per eerste Bins. 








BOOT AND SHOE RECORDER 


Here Are the Styles for July, August 
and Early Fall 


Associations was held at the Hotel Astor April 

7th with a record attendance of merchants, 
manufacturers, wholesalers, tanners and travelling men. 
These style conferences are getting to be elaborate 
expositions of colors, dress fashions, models and music. 
The Belvedere Roof Garden in Spanish reds and yellows 
was made the setting for this most elaborate survey of 
style. The customary “U” shaped table for the Com- 
mittee touse as its designing board held thirty represent- 
ative men of the trade with the audience in front, all 
being participating members in the discussion. 


ew quarterly style conference of the Big Five 


Runway for Hosiery Models 


Back of the presiding officers was a ““T’’ shaped plat- 
form for the little runway demonstration illustrating 


the influence of color in ho- 


White for July and August 


JOHN C. McKEON—Let us stress the white season 
for July and August and then develop possibilities of 
tan calf forearly Fall. Heretofore, hosiery manufacturers 
always wrote in for clippings of leather so that they 
could dye hose to match or contrast. We are now 
experiencing a season where the light shades of hosiery 
dominate and direct the colors and types of shoes worn. 

MISS CARMEL WHITE of Vogue—For this 
summer white kid leads the mode. Some of the smartest 
dressed women find an expression of distinction in red or 
blue shoes, but it is restricted to very harmonious and 
very select costumes. 


Smartness Developing in Men’s Shoes 


JOHN McMULLIN of Vanity Fair—The exploita- 
tion of style in men’s clothes 





siery upon footwear. 


is the new thing, but it is hav- 





From this description you 
will get some idea of the place 
where style programs are 
made out and if you add to 
the picture representative 
merchants from all parts of 
the country, manufacturers, 
tanners and salesmen from 
the different market centers 
you begin to realize that such 
a gathering for such a duty 
indicates a sincerity of pur- 
pose in the preparation of the 


_ Strong Tendency Toward Plainer Effects 


The strong outstanding note was the in 
inne ono of tor eel Saas hats 
accessories. position deve to the strip pump 
because it was said merchants in small towns can- 
not buy it in sizes and widths that will yield them a 
profit. 

The low heel strap type of footwear is way up 
front in everybody's estimation. 

It was brought out that no one man or group of 
men can tell now y the new style that will 
open up the Fall, but they all an interest 
in the rising tendency toward simpler effects and 
tan Russia calf. 

One group voiced interest in satin shoes and it was 
said by one manufacturer “I have never seen the 
man yet who got stuck on satin shoes.”” Another 
group — out strongly for correct shoe for the 


ing a positive influence. Jazz 
clothes are out. Conserva- 
tive cut, English type men’s 
clothes are fast sweeping the 
country over. This means a 
corresponding conservative- 
ness and smartness in men’s 
shoes. 

The place to get full 
style expression is in sport 
shoes, because there is a 
wide latitude of tectures and 
designs in men’s sportclothes. 


joint styles report that ought occasion and 


to make it a real platform of 
shoe buying for the months of 





urged a diversity of leathers so that 
kid, calf and suede could enjoy a comparative 
demand instead of ‘feast or famine.” 


Therefore; put all your imag- 
ination into sport footwear 
for late summer demands. 








July, August and early Fall. 
Fashion Experts on the Job 


The meeting was jointly presided over by Herman 
Meyer, General Chairman of the Manufacturers’ Style 
Committee, and Harry C. McLaughlin, General Chair- 
man of the Merchants’ Committee. The guiding hand of 
John C. McKeon, President of the National Boot. and 
Shoe Manufacturers’ Association, made perfect the 
* presentation of style information on garments by 
Vogue, Vanity Fair and Harpers Bazaar. Some of the 
high lights of style opinion that came out of the morn- 
ing session wére as follows:— i 


Increasing Plainness in Women’s Shoes 


HENRY BLACKMANN SELL of Harper’s Bazaar 
—Shoes and slippers are, and will be increasingly plain, 
little or no cutting. Buckles are good for both daytime 
and evening. There is more interest in finer shoes be- 
cause of boyish tailormade suits, shingled heads, severe 
hats and mannish footwear. This means welt Oxfords, 
single strap pumps, strip pumps, high cut pumps in 
patent kidskin and some suede. 


N.S. R. A. Head Issues Warning 
SEATON. ALEXANDER, President of N. S. R. A. 
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New Footwear Classification 


The old scheme of classifying shoes for morning wear, 
i:formal afternoon, formal afternoon, evening and 
«ports was modified considerably because so many 
merchants have felt that such classification is beyond 


The United States of America is the home of shoe style and 
onomic production. Interpret this report in the light of your 
wn local community. The broad trend of styles is here carebully 
eighed with advanced information from authorities in garment 
lors and apparel tendencies. Use this as your National guide to 


1e general swing of styles for July, 
\ ne and tember (early 
au. 


Women’s Styles 
WELT TYPES FOR GENERAL 
USE 


Patterns _Plain effects in straps 


and oxfords with straps 
predominating. 

Lasts Prevailing type of me- 
dium toes will con- 
tinue. 

Heels 8-8 to 14-8 according 
to last. 


\faterials No. 1. Tan leathers. 
No. 2. Brown leathers. 
No. 3. Black leathers. 
( NOTE: White leathers 
and fabrics for July and 
August.) 


WELT TYPES FOR SPORT 
WEAR 


with leather, crepe or rubber soles) 
Patterns Oxfords, straps, san- 
dals. 


Lasts Medium. 

Heels 8-8 to 10-8. 

Vaterials Elk and similar leath- 
ers, tan calf, suede, 
white leathers and 
fabrics, Various novel- 


ty leather trimmings 
will be shown. 


TURN TYPES FOR GENERAL USE AND INFORMAL 
WEAR 


Patterns No. 1. Simple effects in ,straps. No. 2. Open-work 


abe | and instep goring effects. No. 3. Largely con- 


to the better grades, strip pumps and short Patterns 
tongue pumps. 


—In this movement towards plain effects, don’t let’s 
travel too fast. Let us keep the style question pretty 
prominently in the foreground. All you men present are 
-earing plain, ordinary shoes. It is time for you to take 

little style into consideration in your own dress. 

MAURICE WEISS, of Cammeyers—Sell what 
,ou’ve got during July and August but sweeten up for 
| etter profits and get ready for a real movement to- 
, ards starting a real Fall Season. 


Complete Text 


BOOT AND SHOE RECORDER 


51 


the comprehension of their communities. Nevertheless, 
there was considerable agitation as to the presentation 
of several high lights of style and recommendations of 
certain definite types. But this was thought dangerous 
because one group strongly recommended pump 
effects while another urged gypsy type footwear. 

The final report as given herewith was completed 
after 7 p.m. following a constant session from 10:30 a.m. 


It should form the basis for national shoe buying in 
July and August and to open up the Fall Season. 








tan calf. 


of Style Report 


Materials No. 1. Patent and black leathers. No. 2. Satin. No. 3. 
Tan and soft Brown shades of colored suede and 
colored kid and combinations. No. 4. Medium shade 








Resolutions Adopted at the Styles 
Conference 


Dealers are advised to clean up their stock during 
July and early August and show new Fall styles, 
August 15th. 

Men are today giving more attention to correct 
clothes and this demands the roper shoes for the 
occasion. If retailers will use this “slogan” in their 
advertising and window displays, it will materially 
increase the sales of men’s shoes. Shoe clerks should 
be instructed to suggest “Proper Shoes for the 
Occasion,’ and to know what is proper. In the 
interest of public-health, push the slogan “Walk 
and Be Healthy.” The shoe fraternity should set the 
example by wearing correct shoes themselves. 

Black shoes should be worn after 6 P.M. Business 
shoes for business wear—evening shoes for evening 
wear—sport shoes solely for sport wear. Most 
men’s shoe wardrobes consist of “5 pairs of shoes.” 
Five pairs of shoes give smart dressers a complete 
shoe wardrobe, Aside from the correct dressing 
standpoint, many men have more than this number 
because they know that frequent changes of shoes 
keep the body healthy. 

It is more essential to change shoes often than to 
change hose or underwear. Five pairs are a necessity 
and enable men to ch often and dress in 
taste for all occasions. These five pairs of 
which the smart dressed man has in his wardrobe, 
are, two pairs of tans, one black, one patent evening 
shoe and one sport shoe. 








An endorsement was made of American made foot- 
wear—the best in the world for style, comfort and 
durability—and it was urged that all the trades should 
stress the value of American shoemaking and American 
styles for men and women. 


(NOTE: White leathers and fabrics for July and 


August.) 


EVENING SLIPPERS 
Patterns Straps will predomin- 


Lasts 
Heels 


ate, goring effects, 
plain and buckle slip- 
r effects. 
edium. 
12-8 to 17-8. 


Materials Silver and gold bro- 


Color 


cades, plain or trim- 
med, with silver and 
gold kid. No. 2. Satins. 


Tendencies Black, Bracken, Bun- 


ny, Airedale, Racquet, 
Spa-Tan, Picaninny, 
Rose Taupe and Stone 
Grey. White for July 
and August. 

(NOTE: The women’s 
Styles Committee recom- 
mends that dealers 
mote the idea of “Shoe 
for the Occasion,” and 
in the interests of health 
Walk and Be Healthy.) 
(NOTE: Conservative 
and comfort footwear, 
in welt and turn types in 
both boots and shoes will 
continue in about the 
usual demand.) 


Men’s Styles 


SHOES FOR GENERAL WEAR 


Types 


Boots, 30 per cent. 
(NOTE: To increase the total number of pairs sold, 
retailers should display a larger assortment of boots 
for early Fall wear. 

Lace and Blucher, Cap toes and some soft toe tips 
and plain toes; higher grades, plainer; medium grades, 


Oxfords, 70 per cent, 
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fancier. Some cross-creased vamps are coming, a 
tendency toward shorter vamps is noted. 

Lasts Brogues, square brogues, square effects, demi- 
brogues, conservative and custom. 

Heels Low, flat and broad predominate, with majority, rub- 
ber heels. 

Colors Medium tan, with tendency towards blacks and 
some cherry. 
Lightly boarded, bright finished calf-skins will lead 
with grain and heavier leathers in some sections. 
Black kid, medium brown and tan kids, some 


tents. 
PNOTE: Extreme light weight oxfords to be featured 
during July and Augest for light summer weight suits.) 
( NOTE: Leather lined shoes are growing in favor and 
additional pairs -, men’s shoes may be sold by display- 
ing prominently leather lined shoes.) 


SHOES FOR INFORMAL EVENING WEAR 


Types io weight oxfords. 

Lasts Conservative and custom. 

Heels py og 8-8. 

Leathers t weight black, calf and patents. 


SHOES FOR FORMAL DRESS WEAR 


Types Oxfords, light weight welts or turns, plain toes. 
Lasts Custom and medium round. 

Heels Shapely !ow heels. 

Materials Patent and light weight blacks. 


SHOES FOR GENERAL SPORT WEAR 


Types Low shoes. 

Patierns Sport shoes and sport patterns are local. 
Lasts Brogues and sport. 

Heels Spring and broad square. 

Soles Crepe, rubber and leather. 


Colors Tan, Brown, Grey, White and combinations. 
Leathers Calf skins, elk and buck. 


Boys and Youths Shoes 


Boys and youths shoes follow the trend of the men’s styles 
with greater emphasis on smarter shoes for boys with high shoes 
predominating. 
Juvenile Styles 
SHOES FOR SCHOOL WEAR 


Plain and y oxfords, straps and sandal effects 

for growing girls. Plain brogue oxfords, straps and 
al effects for misses and Children. 

Tan calf, patent black calf, elk, tan and brown — 

ing, tan calf and elk combinations, for growing 

Tan calf, brown and colored elk, patent tan cal — 

elk combinations for Misses and Children. 


PLAY SHOES 
Oxfords, moccasins, regular height shoes, lace and 
blucher cut. 
Tan, Brown Smoked elk. 


FOR DRESS OCCASIONS 


Strap and sandal effects, shoes, standard height, 
One with cloth top on white 

tent and white buck. 
(Stimulate sales by adding shoes in combination of 
colors buck with nt or tan calf.) 
(Growing girls brs will follow the trend of the women’s 
styles recommended, both as to x ape and materials. 
Lasts with medium round toes, eels,deather or covered 
from 6-8 to 10-8.) We recommend goring fitted low cuts 
in colonials and cut-out patterns as being smart and 
practical.) 


Patterns 


Leathers 


Patterns 
Leathers 


Patterns 
Leathers 


Builders of the Style Platform 


Adler Shoe Co., Jesse Adler; Andrew, Alexander, Frank Bea- 
mish; Alexander & Co., Seaton Alexander; Amalgamated Leather 
Co., Mrs. Capitola W. Ashworth, Katharine Balfour, Bert 
Berger, V. B. Croft, Louis Halle, and Emma E. Wenzer; Amer- 
ican Shoemaking, H. W. Pinkerton. 

Geo. W. Baker Shoe Co., George W. Baker; Bancroft Walker 
Co., A. F. Bancroft; Barnet Leather Co., 8. M. Barnet, F. C. 
Wholley; A. H. Berry Shoe Co., Harold Lee Berry; Bleecker Shoe 
Co., A. L. Baris; Boot and Shoe Recorder, A. D. Anderson, E. B. 
Terhune; Boston Shoe Co., J. C. Fedles, Jr.; B. J. Boynton,B. J. 
Boynton; Brown Shoe Co., J. T. Johnstone, H. W. Ostermeir; 
Buek & Co., Kathryn M. Ellis. 

Ww. Oakley Cagney, Inc., H. T. Dougherty; Camme er’ s M.A. 
Weiss; Carlisle Shoe Co., O. H. Starner; Thos. S. Childs, Ee ¥ 
Alfred P. Beanchemin; Conde Nast Publications, Inc., A. H. 
Melilville; J. & T? Cousins Co., E. C. Wheeler; Croxton, Wood & 


wt do Shoe Co., Lawrence Allen; Hunt-Rankin Company, B. W 

Johnson Baillie Shoe Co., Frank Payne; Ralph H. Jones Co. 
Edna M. Stark. 

Julius Kayser, Inc., H. M. Brownson; Geo. E. Keith Co. 
Frank E. Packard; John Kelly, Inc., J. P. Byrne; Krippendorf 
Dittman Co., L. C. Hart; Krueger-Tobin Co., Inc., C. W. Tobin 

Ladies Home Jurnal, Martha E. Dodson, Stanley C, Whipple 
Laird, Schober & Co., S. 8. Laird, Jr., John C. McKeon, A. W 
Meley, W. G. Wolff; La ‘Parisienne Art Jewel Co., Mr. Ostrall 
J. J. Lattemann Shoe M . Co., Justus J. ttemann; a. C 
Lawrence Leather Co., x . Abbott, R. B. Baldwin, J. E. Jar 
beau, R. Mason; Lax & Abowitz, J. Abowitx; Herman E. Lewis, 
Inc., Jos. J. Berlin; Lewis & Reilly, Mrs. E. E. Evans; Lord & 
hie ‘ye McCormack; Lunn’ & Sweet Co., C. H. Greeley 

weet. 
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Co., Herman Meyer; John Cramer & Son, W. H. Born, F. a Shoe Co., C. A. Sabine; Rae my Field & Co., Mrs 
Musson; Cushman-Hollis Co., E. F. Abbott, R. B. Hobart, M. argaret H. lin; Martin & Martin, Mr. Martin; James 
L. Preble. me ate oy . U. Brett, C. H. Neari ; McDowell & Black si 

Daily News Record, John Collins; P. J. Dorehiann, Philadel- Shoe Co., J. Henry, Black; Meigs & Co., . H. Morrell; eo : 
phia, Pa.; Dry Goods Economist, Mrs. Nellie C. Sanford. son Shoe Co., Harris M. Barnes; W. H. Miles Shoe Co., al 

de Einstein, Inc., E. O. Garbe; Ellis & Hussey, Harland F. - Snow; I. Miller & Sons, George Miller; Morse & Burt Co., Toke pl 
Hussey; Fred A. Eyre & Co. Fred A. Eyre, Val. ichter. J. Doyle, H. A. Kalt, 8. Nathanson, Theo. O. Olsen. 

Farmer & Co., Ltd., E. H. Robinson; Robert H. Foerderer, PO scar wy Boot & Shoe Mfrs. Assn., J. Dudley Smith; Nahne O1 
Inc., E. B. Earhart; R. F. Foster & Son, R. F.. Foster; Gustav G. A. Nahne; National Shoe Retailers’ Assn., Geo M re 
Frank, Frank Bros.; M. J. Frank & Co., Inc., L. Brown, J. M. ma National Shoe Travelers’ Assn., Frank B. King; 94 
Perkins. tle Leather Co., R. E. Binger; New York Tribune, H. “ 

A. H. Geuting Co., Wm. A. Geuting; Walter F. Gips, Walter F. sh 
Gips; Goldblum & Shoor, J. H. Wildman; Gotham Silk Hosiery Be Connell-t Advertising .. John F. O’Connell: 
phy P. aM a Mrs. Sarah Wan. lve See ey Blt Oppenheim, ins & Co., John J. . 

ite Pfis Vv W r.; 

ANG. Griflfa, Geo. H. White; Julius Groeaman, Tne., A. Schwartz Pinckney H 2 ey ag eg a tty oa ebay Aig al 

The Haberdasher, Richard C. Boehm; Hallet ahan & Sons, Inc., Baird; ‘Thos. G. Plant cedeer 0 
Walter Y. Hallahan; Hanan & Son, John Laycock; Harper's | mee iD Poth hoa tin te a, a,b 8 S. Pleat & Co fo 
Bazar, Miss Lucy Park, Henry Blackman as chemwesd cob Davis; arry cLaughlin PI 


Smith, Mrs. B. “Steffens: Hide & Leather, John hoe Jr.; 


(Continued on page 65) 
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” Here’s a hosiery department just inside the front entrance in an island position. The store is the Family Shoe 
Store of New Bern, N.C.“ The idea struck me,” says Charles Coplon, president of the company, “that hosiery 


for men, women and children is bought by people about like cigars or cigarette. 
where they can get quick service and get out again. Our hosiery department has been a success 


hey want to get into a place 
Tots the start.” 


Window ‘Stunts’? Which Have Made Good 


Out-of-the-Ordinary Things Which Have Been Done to 
Attract Attention and Make Sales 


OW that the days are approaching when the 

public can comfortably go window shopping it 

is opportune to suggest window selling plans. 
Every merchant looks forward to Spring business with 
a good deal of hope and optimism because it is the logi- 
cal time to expect business to pick up and any innova- 
tion in window attraction helps to put over the spring 
display. . 

The first idea suggested is the use of a chart indicating 
sizes On some numbers you wish closed out. Show sizes 
and widths and number of pairs in each style to enable 
prospects to see if their size is on the chart. Show the 
original selling price and the close out price. Anyone 
reading this chart can easily see if his size is on the chart 
and in a jiffy be waited on, getting a pair of high-priced 
shoes for a little money. 


Charity as a Sales Promoter 


The second suggestion is the purchasing of old shoes 
for a quarter provided the customer buys a new pair. 
Place a barrel in the store window and hang a card on it 
marked with the name of the charitable organization in 
which you are most interested. Inform the public that 
these old shoes were purchased for 25 cents from cus- 


tomers who bought new shoes and that this is your do- 
nation to this worthy cause. The public will watch this 
barrel from day to day fully as much as you will and of 
course see not only the barrel but also your display of 
new merchandise. 

Third on the list is the interchange of merchandise 
among merchants. It is sometimes difficult to display 
only shoes or shoes and hosiery, consequently arrange 
with a haberdasher to lend you shirts and neckware in 
exchange for which you lend him samples of men’s 
shoes. Both of you can advertise where this merchandise 
can be had. Another time exchange women’s shoes with 
a beauty parlor for some of their merchandise. Beauty 
creams and lotions do not take up much space in your 
window and a few samples of women’s shoes will not 
conflict with the workings of a beauty parlor. 


Here’s a “Club Breakfast” Idea 


Fourth, we suggest a display of combinations. In- 
stead of arranging shoes and hosiery as usual, combine 
a pair of women’s shoes, hose, shoe trees and boudoir 
slippers and price the lot under what the total selling 
price of each amounts to, thereby showing how much 

(Continued on page 63) 
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HE second installment of the new Recorder 

series devoted to the education and advance- 
ment of retail shoe salespeople will appear in next 
week’s issue—April 19—the day before Easter. As 
an extra special service, those merchants who send 
us the names of their retail salesmen and sales- 
women will be supplied with enough separate 
copies of the section so that each may have one to 
study while at leisure. 





What About Design—Patent? 


RE we on the eve of protection of shoe design? It is 
A now possible to get a design patent, good for three 
and a half years. What will be the status of any shoe 
that is shown to the merchant? Will he be forced to ask 
for an affidavit stating that the shoe is original with that 
manufacturer, and that he will be protected in case of 
lawsuit? 

One of the fundamental requirements of the patent 
law, as interpreted by the courts, is that the design must 
possess both originality and beauty. This would seem to 
encourage the decorative arts. Certainly, merchandising 
will be more complex, with no one being positive that 
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any one design selected does not infringe upon some 
patent, which might have been taken out in the recent 
The subject is uppermost this week, because a tempo- 
rary injunction has been given to the owner of a design 
patent, and the outcome is subject to trial before the 
Federal Courts. If it is fully established that a man has 
legal and moral rights in a design patent, it will develop 
a situation wherein the creation of his brain can be 
limited to his factory and to those who get permission 
to use such patent. He will be able to prevent others 
from utilizing the original idea. 

It will have the further function of restricting the 
number of.styles made, because, now with the field of 
design completely open to any eye, a new design in 
shoes is everybody’s property. There are interesting 
complications ahead. 

Here is something that should not be forgotten, how- 
ever. By reason of common limitations and environ- 
ment, the designers of any one place, time and industry, 
tend to work alike in certain respects and those charac- 
teristics which are common to their work, constitute the 
style of that time, season and region. Fifty leading mer- 
chants judging any one style that is within the trend of 
the general style movement, can make or break a fash- 
ion in footwear and the verdict of this jury is of greater 
importance than anything else. 


‘*Perfectly Safe”’ 


HERE is a phrase that is making its appearancein 

the trade. The salesman says, ““This patternis ‘Per- 
fectly Safe’,”” meaning thereby that no merchant will 
get his fingers burnt by carrying it. But at the same time 
is he not implying that the shoe has had such a run al- 
ready, that all the gamble has gone out of it? High style 
in footwear must have some gamble in it, otherwise a 
real profit cannot be made out of the shoe. The mere 
fact that it is exclusive, and first in town, implies some 
risk. When it becomes universally popular, it may be 
said to be “Perfectly Safe,” but that is precisely the 
time to watch it. 

Too many style predictions are based on the proposi- 
tion of making them “Perfectly Safe.” This usually 
means that the top stores have already had their fling 
at it, and that it is now swinging through the popular 
grades and prices of shoes. If a merchant wants to be 
first in footwéar in his town, he has got to take for 
granted that he is taking a chance as to the popularity 
of that shoe with his customers, and he should ask a 
price in keeping with that risk. 

Today, black patent, black suede and black satin are 
“Perfectly Safe,”’ but the question is, does that term 
mean “profitable” as well? A run of black, means fewer 
pairs of shoes, for black can be worn with almost any 
costume. A smart matching of colors in footwear in the 
right shades of brown and tan, as well as in the more ex- 
clusive colors, should be attempted in every community 
of the country, because it does mean the wearing of 
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these shoes with special costumes, and it does mean a 
better selection of footwear by both the merchant and 
the customer. More pairs of shoes come by an encour- 
agement of colors, plus white, than if demand is allowed 
to drop back to black alone. Most merchants want to 
play a liberal-conservative policy, and we would recom- 
mend a little more “‘liberality”’ on the consideration of 
some color in footwear to balance up, with the evident 
strong tendency towards black “conservatism.” There 
sught to be a place for the lighter shades up until June 
io be followed by a real season of whites, and then a 
logical tan season for Fall, plus the inevitable blacks. 





‘Tailored’? Boom Next Fall 


HE ultimate outcome of the tailored suit as a style 

proposition indicates an opportunity for a real Fall 
season. The classical tailored suit, with its boyish lines, 
will bring about simple patterns and designs. Its present 
strength is in the big city demand in the East, because 
suits, hats, gloves, and even lingerie is following the 
iailored mode. 

It stands to reason that tailored shoes will be particu- 
larly good next Fall. The mannish movement is so pro- 
nounced that it will take some time before it sweeps 
through the length and breadth of this country. 

It is well to call a midsummer holiday on too many 
tailored suits, because warmer weather warrants silks 
and light Weight materials, and straps and cut-out 
shoes to harmonize. Just at present the sandal type of 
footwear is perfectly safe, but inasmuch as shoes have a 
faculty of staying on the shelves for weeks and months, 
it is well to start early to consider what will be the domi- 
nant shoe styles for Fall. The American woman loves 
tailor-made clothes, and knows how to wear them. She 
appears at her best in tailored clothes—shoes should 
harmonize. 





Standards of Living are High 


EAL industry is not the employment of known 

and given means. Art and genius consist inachiev- 
ing, in spite of difficulties, 
and finding little or nothing 
impossible.’’ This is a quo- 
‘ation from one of the great 
men of France, usually 
credited with more military 
zenius than the actual great- 
ness of his administrative 
mind, which did so much for 
the development of indus- 
try in France, for Napoleon 
was great in both direc-- 
tions. We have now come to 
the period when we must 
achieve in spite of difficul- 
ties, and must find little or 
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nothing impossible in the marketing and merchandising 
of footwear. F 

There has been far too much of pessimism on the 
basis that the public had no money to buy good shoes. 
A report has just come out of the census bureau, reveal- 
ing that the wealth of the nation is over 320 billion dol- 
lars. This makes a per capita wealth of $2,918 per man, 
woman and child in America. The increase in ten years 
is 72.2 per cent. Of course the larger part of this increase 
is in the rise in prices. In the item of clothing the in- 
crease was 121.3 per cent. 

This country stands highest in the entire world in its 
consumption of apparel and footwear, and there is 
every reason to expect that the same standards of living 
will continue and possibly improve. No man need be a 
pessimist on the general progress of the country with 
such indications of wealth all about us. 

Re-adjustment there will be, and likewise, progress, 
for industry is geared up to a very high point of effi- 
ciency. 

Footwear will continue to improve in both material 
and in beauty, so that those having faith in footwear 
have reason to be optimistic of the future. The shoe 
merchant has graded up his stores with the time, and 
the public has likewise graded up its appreciation of 
footwear. 





Will Service Increase Sales? 


O youappreciate what expansionof service will do? 

There are many stores who could do as much or 
more business on less stock and install an orthopedic 
department or even a beauty parlor, either of which 
would bring more people into the store and help in- 
crease sales. Many of the larger stores are doing it and 
if nothing else it cuts down overhead expense. Women 
are spending millions of dollars yearly to improve their 
looks and beauty parlors are kept busy day and night. 
Women’s trade is always sought after, so why not get 
more women into your store who can see your wares? 
We will tell of one store and its beauty parlor in next 
week’s issue of the Recorder. 

Shoe ‘stores everywhere 
today are selling hose, and 
hosiery has taken such a 
prominent part in woman’s 
attire that today it even 
dictates the style in shoes. 
Yet there are some mer- 
chant dealers who do not 
carry hose because they 
have not realized its possi- 
bilities. If you have fol- 
lowed our “Hosiery” advice 
in colors you have been well 
forearmed on the develop- 
ment and progress of light 
colored hose. 


Water Will Do 
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Can Patent Office Protection be Had for 
New Patterns? 


(Continued from page 49) 

give. There never could be piracy of a patented design, 
for human ingenuity has never yet produced a design, 
in all its details, exactly like another, so like, that an 
expert could not distinguish them. No counterfeit bank 
note is so identical in appearance with the true that an 
experienced artist cannot discern a difference. It is said 
an engraver distinguishes impressions made by the same 
plate. Experts, therefore, are not the persons to be 
deceived. Much less than that which would be sub- 
stantial identity in their eyes would be undistinguish- 
able in the eyes of men generally, of observers of 
ordinary acuteness, bringing to the examination of the 
article upon which the design has been placed that 
degree of observation which men of ordinary intelligence 
give.” 

“We hold, therefore,” the court said, “that, if in the 
eye of an ordinary observer, giving such attention as 
purchasers usually give, two designs are substantially 
the same, if the resemblance is such as to deceive such 
an observer, inducing him to purchase one supposing it 
to be the other, the first one patented is infringed by 
the other.” 


Textile Industry Eager for Protection 


Although the recent decision in the Smolen case, 
granting Harry Smolen & Company, Brooklynshoe man- 
ufacturers,a temporary injunction against infringement 
of a patent design on a shoe, apparently indicated that 
original designs in the shoe trade can be successfully up- 
held against competition through court action, it does 
not entirely solve the great question of protecting origi- 
nal designs. 

The shoe trade only in the last few years has been 
suffering from style piracy, whereas the textile and gar- 
ment trades have suffered from it for many years 
longer. The textile trade, particularly, has been endeav- 
oring to work out some solution to the problem of style 
and design piracy and the movement was started over a 
year ago to obtain federal legislation to cover the case. 

Charles Cheney, of Cheney Brothers, accepted the 
chairmanship of a committee, representing a number of 
textile trades, which worked consistently on the prob- 
lem for some time. The course of action suggested was 
to press for legislation to permit the registering of de- 
signs with the copyright; rather than the patent office. 
At one meeting of the committee, representatives of the 
patent office and the copyright office were both present. 
At this meeting it developed that the patent office al- 
ready is overworked, that the expense incurred in ob- 
taining a patent is not always justified by the value of 
the design and that in general the patenting of a design 
is rather unsuitable. 

When a patent is applied for, the records have to be 
searched back to see if any similar patent has ever be- 
fore been granted. This delays things in most cases so 
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long, that before the patent has been granted on a style 
or design, the value of the style or design has depre- 
ciated greatly. Under the proposed legislation, copy- 
rights could be granted immediately, without search, - 
and for a nominal fee of 50 cents for each design. This 
was a big feature of the proposed measure, particularly 
with the large textile houses, where hundreds of original 
designs are often produced in each season. 

The shoe trades have not been represented in this 
movement for a copyright law.The low expense of copy- 
right registration also would encourage many or prac- 
tically all concerns bringing out original styles to 
register them, whereas the expense of patenting a num- 
ber of designs is now considered too costly. 


The True Story of Patent Leather 


The record of more than a century of patent leather 
manufacture in America is presented in “A True Story 
of Patent Leather,” prepared by the Bristol Patent 
Leather Co., 85 South Street, Boston, Mass. 

Beginning with “The Origins of Patent Leather,” 
the story is issued in twelve chapters, one each month, 
and presents in words and pictures the processes and 
developments that have given patent leathers their 
high place in the shoe style world. 

This presentation is unusual in that it is essentially 
a group of co-related short stories, each complete in 
itself, dealing with the work of the American pioneers 
whose discoveries are the basis of the modern patent 
leather industry, and proceeding with non-technical 
stories of the sources of colt and kid skins for japanning, 
their distinctive methods of tanning, the japanning 
processes, the handling of Sterling patent leathers and 
their advantages in shoe manufacture, their style and 
service features and merchandising possibilities in 
footwear for men, women and children. 

Each chapter of “A True Story of Patent Leather” 
is issued in 8 inch by 11 inch page size for insertion in 
an attractive loose-leaf cover, for convenience in pre- 
serving each chapter as read, and for circulation 
among the staffs of shoe stores everywhere. Copies of 
this story of patent leather are available to readers of 
the’ Boot and Shoe Recorder who write the Bristol 
Patent Leather Co., 85 South Street, Boston, Mass., 
so long as the edition lasts. - 








Hearing on Shoe Tag Bill 


New York, April 10—The National Boot and Shoe 
Manufacturers’ Association has notified its members 
that a hearing on the “Shoe Tag Bill’’ will be held at 
Washington on April 15. Part of the notice follows: 
“The clerk of the Interstate and Foreign Commerce 
Committee of the House of Representatives, Washing- 
ton, D. C., has just notified us that the hearing on H. R. 
4141, requiring the stamping or tagging of shoes, when 
substitutes are used in place of leather, will be held 
before the committee, in Washington, on Tuesday, 
April 15, at‘10.30 A.M.” 
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Michaels’ Displays 

Buffalo, N. Y., April 9— 
Joe Michaels, who is about 
ready to open a new I. Miller 
store here, created a good deal 
of interest while repair work 
was being done on his store. He 
arranged a small display in 
both windows. Miller styles 
were shown in a small cabinet, 
which was attractively lined. 
It extended a few feet into the 
window, but no other part of 
the store interior was visible. 
The cabinet was placed in the 
center of each window. 





Blacks for Easter 

Chicago, Ill., April 10—Re- 
tail shoe merchants are con- 
fident that — vot —— 
mencing on Monday, April 14, 
will meet with a splendid re- 

mse from men and women 
loing Easter shopping. Black 
materials have m most 
prominent since spring pat- 
terns arrived and indications 
point to a continuation of this 
condition throughout the 
Easter buying perjod. And 
many Pines aon expect blacks 
to sell after Easter with the 
same success. 


Colonial Models 

Philadelphia, April 11—One 
of the downtown shoe stores 
is offering Colonials in tan 
buckskin with brown trim- 
ming, black satin with black 
suede trimming, and white 
linen with white calf trim. 








Cincinnati Reports 
Cincinnati, April 9—Men’s 
and women’s trade in the re- 
tail shoe store during the 
present week has been fairly 
good. The hosiery trade in 
most women’s stores is very 
good. During Easter week mer- 
chants anticipate a busy period 
in all lines. 
Steady Hosiery Calls 
Milwaukee, Wis., April 10— 
An enco tone to the 
hosiery trade in almost e 
retail shoe store is re 
Due to the vogue for black 
shoes and a emer ese 
the volume of hosiery sales has 
increased. Merchants antici- 
pate a big yor week com- 
mencing on April 14. 
Men’s New Oxfords 
Philadelphia, April 10—In 
one of the men’s sections of the 
department stores, men’s ox- 
fords in black or deep tan 
calfskin on a straight last with 
tapering toes are selling. 


(ve 








Plain Pumps Good 
Philadelphia, Penn., A 
9—Reports from manufac- 
turers state activity in Sewn 
pumps is ‘ ring 
models are = one and it 
looks like a fine season on 

buckles. 


Forgan Chicago Speaker 
Chicago, Ill, April 10— 
David R. Forgan, meaident | 
the National City Bank, will 
= at the meeting of the 
and Leather Association 
Monday, April 14. It will be 

held at Hotel Sherman. Mr. 
Forgan is a very able speaker. 











Black Sandals Lead 

ae N. Y., April 10— 

8 season progresses 
the vogue for black footwear 
and hosiery of contrasting 
shades is growing stronger. 
Sandals in patent and black 
satin are selli very well. 
Hosiery trade in general is 
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Ostrich Leather 

Peabody, Mass.—If there 
is any demand for ostrich 
shoes, to be worn with dresses 
trimmed with ostrich feathers, 
tanners can supply it by em- 
bossing calf or sheep leather 
with an ostrich grain. 











Paris Shoemaker to Exhibit 
New York, April 11—In- Colors Show Gain 
cluded the 150 exhibi- Detroit, Mich., April 11— 
tors at the French Exposition Colors are showing more 
Sport Shoe Season 


time. 





San Francisco, Cal., April 10—Shoemen are looking 
forward to a good season on both men’s and women’s sport 
patterns. Crepe soles promise to enjoy a good demand. 
Right now black materials in women’s patterns are selling 
extremely well and give promise of going gocd for some 








to be held at the Grand -Cen- 
tral Palace, April 22 to May 3 
under the auspices of the 
French Government and the 
Franco-American Board of 
Trade, is Julienne, the Paris 
bootmaker, according to news 
received here this week. The 
exhibitors also will include ten 
leading dressmakers, 15 per- 
fumers, several jewelers and 
20 of the ledding silk houses 
from Lyons. 





Shoes of Kangaroo 


Philadelphia, April 9—The 
Geuti stores are featuring 
men’s of genuine Austra- 


lian Kangaroo. 


Walk-Over Styles 
Philadelphia, April 11—The 
Walk-Over stores are feat; 
Colonials in patent leather an 
black or tan Russia calf. 


The Duoloop 
Los Angeles, Cal., April 10— 

The Ville de Paris yed a 
new slipper called the Duoloop. 


It has a narrow strap on each 
eee 
stone or i It 


fastens in a — 
models co satin 
with vanied eolebull straps. 








strength as the Easter shop- 
ping season turns into the last 
stage. Black satin and patent 
models are extremely popular 
and give promise of being the 
leaders during the week com- 
mencing April 14. 





Offers an Incentive 


Louisville, Ky., April 10— 

To stimulate salesmen’s in- 
terest in selling colored suedes, 
William Newbold, women’s 
shoe buyer for Byck Bros., 
ives his men an extra prize— 
2.00 fon La — ten 
pairs daily. This is in addition 
to regular P. M.’s and com- 
missions. 


Adding White Shoes 

Lynn, Mass., April 11— 
Bresnahan & ~~ have added 
white — to their produc- 
tion. are making patent 
and cia shoes, too. PT heir 
white shoes are white all over, 
— All 








dragon, bamboo are among 
the new hues in 
hosiery. 











Extensive Shoe Advertising 

New York, April 10—Im- 
Drang shoes. were advertised 
fairly extensively last week in 
aga York newspapers. Frank- 
lin Simon & Co. ., advertised 
men’s oxfords of British make, 
and Oppenheim Collins & Co., 
women’s imported shoes. Best 
& Co. advertised a Perugia 
model, indicating, however, 
that the shoes for sale were 
made in America, copied from 
this model. 


About Wood Heels 

Haverhill, Mass., April 10— 
Eleven hundred ‘wood heel 
workers are employed in the 
Haverhill district 80 a recent 
trade agreement showed. That 
gives some idea of the tre- 
mendous quantity of wood 
— that are being made these 
ays 








Using No Laces 
Some makers of women’s 
shoes are using no laces at all. 
Their shoes, being of the strap 
styles, are fastened with but- 
tons. 





Boston Salesmen Nominate 


Boston, April 10—The Bos- 
ton Retail Shoe Salesmen’s 
Association met on Monday 
evening, April 7, and nomi- 
nated officers, to ‘be voted for 
at the next meeting, May 5. 
There was only one ballot for 
the following: President, Fred 
M. Greenwood of Thayer 
McNeil Company; _ vice- 
resident, P. Girard of 

. E. Hagan’s; secretary, a 
W. Daley of Daley-Wi i 
Company; treasurer, E. vU. 
Kerwin of Henry H. Tuttle 
Company. Fourteen candi- 
dates for the executive com- 
mittee of seven were nomi- 
nated. Three new members 
have been added. 

The ge of the evening 
was Alfred F. Staeger, 
pat  chiropodist of Boston. 
He gave a talk on ““The Human 
Foot and Shoe Fitting.” He 
said that the retail shoe sales- 
men and the doctors must 
work See for the good of 
the public. 





Quarterly Group Meetings 
The Iowa Retail Shoe Deal- 
rd eee pay will arrange 
year, for a group meeting 
to be held chews < every three 
months in the various of 
the state. These in past 
have proved very successful 
and interesting to the mer- 
chants of Iowa. 
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If the Shriners or any other organization come to 
town, try a background in silhouetles. 
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Play up the little unit displays. By the use 
of dividers you can get public attention on 
shoes for the occasion. 


Gebs ensnusvsnccvcoveusacncescssenncterreen 











BOOT AND SHOE RECORDER April 12, 1924 









































































terious about our business. Father simply started out 








Apr 
The Biggest Retail Shoe Business : 
In the World ; 
By H. F. BAKER sil 
‘a 
: N 
.| If you were to take an inventory of the stock carried in the Coward Shoe store of New York . 
Hi City, at almost any time of the year, you would find it pretty close to 100,000 pairs—about 300 
4 styles of women’s shoes and around 150 of men’s. ; 
{ Sizes run riot—widths from AAAAAA to E on some women’s lines; from AAAA to Hin 
: some men’s lines. . 
if And “I have forgotten all about price,” says James S. Coward, head of the business. “‘So . 
( have our customers.” . 
| a y 
; a 
HINK of turning your stock from five to six with a definite policy and stuck to it through years and : 
[ee a year and carrying at all times more years. You may have noticed about our store and in our ‘ 
than 100,000 pairs of shoes in stock. Think advertising the slogan ‘Shoes of Quality since 1866’. la 
F also, of doing this without ever holding a cut That is the whole thing in a nut shell.” a 
i price sale, or without using more than a moderate Although Mr. Coward modestly claims that this is sh 
; amount of advertising space. Think, too, of doing all there is to the story, further questioning of him and th 
: ‘ this business in a section of a city that is far re- other executives of the store, with a trip through the fin 
ia moved from the ordinary retail center, sur- establishment reveals that “all there is to it” is a story ol 
i. rounded chiefly by wholesale houses in other lines _ that never can be completely told. al 
of business. 
This is not a dream. It is an actual fact. In brief, it is Enormous Stock Storage Space q 
what has been accomplished by the house of Coward, Stock rooms that take up the entire basement under C 
New York, a name that has become a by-word in the the building which is about 150 feet by 100 feet in T 
| t retail shoe trade for big volume business. area, stock rooms on the second floor, and still more on es 
: , > the third floor in addition to the working stock on the 
i puapatedy Bigger ts Bee Werks selling floor that far outstrips that of the ordinary shoe N 
i It is said by many, and generally believed that the store, mutely testify to one big feature of the Coward 
i Coward shoe store, on Greenwich Street, in the heart of business. Size ranges that appear to be almost un- 
if New York’s wholesale district does the largest shoe  pelievable. On one line of women’s boots the sizes start -* 
. y business of any individual store in the country or in the at 2 4 and run up to 11. Widths from AAAAAA to E. T 
, world, for that matter: James S. Coward, the present That is the way Coward carries sizes and widths. Al- a 
head of the house, who succeeded his father, its founder, together about 300 different styles of women’s shoes be 
. ; at the latter’s death recently, modestly refused to con- are carried and about 150 styles in men’s shoes. In mt 
firm or deny the charge that he heads the world’s men’s shoes sizes from 51 to 14 and from AAAA to H 
i largest individual shoe store. “They say that we are,” are carried. 9 
he said, “but we make no claims. I know that we do a : “ 
big business, but we have done it for years and there is Few Feet Cannot Be Fitted . 
nothing new about it. Since we are not a stock com- Small wonder then that Coward has earned the cl 
pany we do not have to issue reports on our sales, and reputation of fitting feet that most other retail mer- al 
we prefer to keep them known only to ourselves.” chants cannot fit. That is one of the reasons for the big 
“To what do you attribute your wonderful success in volume business. It is extremely seldom that a cus- bs 
the shoe business?” was asked. tomer walks out of the Coward store without having S 
“To the established policies laid down by my father, made a purchase because of a lack of the proper fitting a 
who founded this business in 1866,” he replied in a__ shoe. fe 
sincere voice which indicated that the question and the The Coward reputation has been built up upon ° 
; answer must have been turned over in Mr. Coward’s three essential features—fil, comfort and quality. 
i mind many, many times. No one of these features is put above the other, 
t F ’ unless it be comfort. The comfort features of 
| ) Definite Policy Spells Success Coward shoes are a fetish with the organization. . 
. “You see,” he went on, “there isn’t anything mys- If a shoe isn’t comfortable it never goes into the fe 
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A perpetual inventory of all shoes in stock is carried 
and constant re-ordering is done to keep the sizes con- 
stantly filled, unless a new style is tried out and found 
lacking in sales quality. In that case a p. m. is put on 
‘he shoes and they are moved out as rapidly as pos- 
sible. Many of the styles handled by Coward are 
arried year after year and are kept constantly in stock. 
New styles are tried out with great caution. A style is 
ever pat in merely because it is new. 


Good Style As Well As Comfort 


It must not be inferred from this that Coward does 
.0t handle stylish footwear. Plenty of good styled 
1umbers are to be seen in the show windows and in- 
erior display cases, but there are few of the extreme 
ype. “We never sacrifice comfort for style in a shoe,” 
said one of the executives 
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the house every minute. We pay our salespeople better 
probably than any other retail house. They are all well 
trained and know their business, which is the proper 
fitting of shoes. Our customers know that our sales- 
people know their business and for that reason are will- 
ing to abide by their judgment. We get some dis- 
satisfied customers, of course, but we are always more 
than liberal in our adjustments. It pays in the long run, 
for a satisfied customer is not only an asset, but a good 
advertisement.” 


Seven Stores Turned Into One 


The layout of the Coward store is evidence of the 
growth of the business. It consists in reality of seven 
stores thrown into one by the ripping out of walls and 
the building of archways. Only last year a new front 

was built on Greenwich 





picking up a black satin e 
strapped pump with a cut- 
uit on the quarter to il- 
‘ustrate his point. “You will 
notice,” he said, “that this 
shoe is fairly straight along 
the inner edge, has a broad 
firm heel and plenty of toe 
room. It is sightly, but 
above all it is comfortable.” 
Rigid specifications as to 
quality are written in all of 
Coward’s orders for shoes. 
The price, accordingly, is of 
secondary consideration. 


No Selling On a Price Basis 
“T have forgotten all about 


quality. 


filled. 





Highlights of the Story of 
Coward's Success 


Attribute success to adherence to 
definite policies laid down in 1866 by the 
founder, James M. Coward. 


Enjoys reputation of fitting any type 
of foot. Seldom does Coward’s lose a 
sale because of lack of sizes. 


Reputation built on fit, comfort and 


Perpetual inventory kept and con- 
stant re-ordering insures keeping sizes 


Never sacrifices comfort for style. 


Like the founder, the present owner 


Street, giving larger and 
better display windows. 
There are three arms of 
the Coward business that 
play an important part in it. 
One of these is the mail order 
department, which has been 
built up over a long period of 
years. Every day brings or- 
ders from all over the United 
States and every week an 
order from some foreign 
country. In one maii de- 
livery, brought in while Mr 
Coward was talking, were 
orders for shoes, coming from 
Winston-Salem, N. C.; Flint, 
Mich. ; Pittsburgh, Pa.;Ocean 
Beach, Cal., and Great Neck, 








price,” said Mr. Coward, enjoys personal contact with employees 
“and so have our customers. L. I. 
pe catia nonesenahcte Custom Shoemaking a Feature 


store is for the customer to 

be fitted, finally deciding upon a particular pair and 
then asking the price. We put a fair margin of profit on 
our shoes, consistent with their quality and our cus- 
tomers appear to be willing to pay this price. The re- 
sult is that we never have to resort to a cut price sale to 
clear our stocks. 

The personality of the founder of the business runs 
all through it. When one begins to ask any of the ex- 
ecutives of the store or the employees about the busi- 
ness the talk soon veers to the late James M. Coward, 
whose benevolent smile still looks down upon the store 
from an enlarged photograph on one of the many 
archways. ‘ 

A Picture of the Founder 


“Father,” said Mr. Coward, “loved his employees 
and they loved him. He was one of them and they came 
to him with all their personal troubles. I am trying to 
follow along the same way, for I know that it is the 
only way to keep an organization loyal and working for 


Another branch of the business is the custom shoe 
making department, housed on the top floor of the 
building. Most of the work in this department is on the 
altering of shoes or the making of shoes for crippies. 
Ranged along one side of the rooms are plaster casts of 
deformed feet for which shoes have been made. Many 
of them bear only fain resemblance to the human foot, 
but the shoes designed for them are as good looking as 
it is possible to make them. For one foot, that was cut 
off back of the toes, a shoe was designed to look like a 
regular shoe, but with a padded toe and a spring, which 
aided in walking. A group of highly trained specialists 
carry on the work in this department. 

The institutional and family spirit in the Coward 
store is extremely strong. Mr. Coward maintains per- 
sonal contact with his employees as did his father be- 
fore him. His son, James S Coward, 3rd, familiarly 
known in the store as “M. C” who entered the busi- 
ness about two years ago, is following in his father’s 
and grandfather’s footsteps 
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In this Shreveport, La. store, The Imperial, the 1923 stock turnover was four and one-half 


Fewer Lines—Larger Turnover 
Four and One-half in 1923-—After Six in 1924 


La.,”’ J. H. Brefferth, manager of the Imperial 

Shoe Company recently told a Recorder man. “I 
made three or four eastern market buying trips a year, 
then tried to sell most of the trade that came in the 
store, trimmed the windows, looked after the books, 
worried over the business. I felt that nothing could be 
done right unless I did it myself. Then 
I woke up. 

“Today I oversee all the details of 
the business, but find I can make 
more money by devoting my time to 
the style and size questions and hiring 
good men to do the other things. As a 
result, I am happier, better natured 
and more prosperous. A good healthy 
increase in business has developed. 
Last year’s increase was 25 per cent, 
while the indications are this year 
(1924) will be 50 per cent over 
1923. 

This was brought about by a close 
study of sizes and knowing what is 
what in styles. Incidentally, last year 
we turned our stock 4% times; this 
year we are going after a six times’ 
turn.” 


| USED to be the biggest grouch in Shreveport, 


over to competent 


“I was the biggest grouch in 
says Mr. Brefferth until hed act 


ree oaeiel on styles and ac" 


Mr. Brefferth outlined or rather summed up his 
merchandising policy in these words ““The first loss is 
the cheapest.”” Not new, neither is it original, but as 
practiced by him, highly effective,—also “Fewer lines 
mean fewer odds and ends.” 

This store is handling only women’s novelty shoes at 
three prices—$6.00, $8.00, $10.00. The greater propor- 

tion of shoes sold are in the $8.00 
grade or medium priced lines. Those 
shoes sold at $6.00 are good purchases 
of floor goods augmented with the 
slow sellers from the $8.00 and $10. 00 
lines. 


Prices Moderate—Volume High 


The reason the Imperial concen- 
trates on $8.00 shoes is this: Today 
the average life of a pair of women’s 
novelty shoes is from thirty to 
ninety days. Many: girls will buy a 
new pair of shoes every month, if 
they are shown attractive models at 
a moderate price. This is proven to be 
true by the fact that the store has 
records of many women that buyfrom 
ten to twelve pairs a year. By tempt- 
ing them with newstyles everymonth. 

’ the volume is kept up. 
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Monday Specials a Feature 


This store is no more infallible, than any other when 
it comes to picking styles, although the percentage of 
‘mons is relatively.small. To keep the slow ones mov- 
ing, to clean out the odds and ends, a weekly “Monday 
special Sale” has been instituted. It is not known as a 
:nark-down or clearance sale, but as “Monday $6.00 
pecials.”” This one-day sale is frequently augmented by 
.pecial buys, and so has a real value. Each Saturday 
preceeding the Monday sale, one window is pulled out 
ot 8 P.M. them trimmed with those shoes that have 
| een selected to go on sale. This trim stays in only until 
ofter the close of Monday’s business, then back to the 
‘egular display. The Sunday newspapers carry copy 
advertising the sale. 


Making Blue Monday Red 
Never yet has this failed to 
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The cost of a newspaper advertisement 
is $50.00 the cost of a satisfied customer 
advertisement is $5.00. Which does the 
most good? 


If the ‘records show a customer is back twice with an 
unjustified kick, they are just sorry that they cannot 
fit her and happen to be out of her size, when she 
wishes to buy again. The customer is not told directly 
that her trade is not wanted, but just isn’t sold. 

The average loss on unwarranted complaints is 
around $200 a year, or about 1% of one per cent. Pretty 
cheap and effective advertising. In case the customer is 
misfitted a new pair is immediately given, with the 
salesman, who did the fitting, standing the expense. 
Regardless of the.price the shoe is sold at, exchanges or 
refunds are made, provided the shoes are returned in a 
reasonable length of time. 





“ll the store on a Monday. 
\aturally there are a certain 
umber of stickers, that are 
yund to assimilate, in spite 
f{ this method. If not sold 
luring the week, with a 
dollar P.M., they are cleaned 
ut during the February and 

\ugust Dollar:‘Day sales. 











We offer for tomorrow special 


“Window ‘Stunts’ 
Pc ade (Continued from page 53) 
Monday 
One Da 


Specia 


the customer saves by buying 
all the items that make up 
the outfit. For men show a 
pair of sport shoes, golf hose 
and bath slippers or Pull- 
mans. Arrange also a suitable 


The rear balcony has been Women’s. Low Cut Slippers combination for boys and 
rented to a millinery con- $2.00 Oxfords girls and you'll be surprised 
cern. Many women had re- 6: ae ‘at the results. It will help sell 

w ut-Outs ° 
marked that they wished to 7. Colonials some of your felt slippers, 
buy a hat before deciding on PAIR — efiecte too, that you held over from 
their footwear, so now one Christmas. 


may buy hats, shoes, and 
hosiery in the same store. 
The millinery only re- 
quires a small part of the ; 
show windows and really Tie 
adds life and attractiveness 
to the shoe display. Incident- 





The smartest leathers and fabrics of spring—Black Satin, 
Patents, Gray Suedes, Black Kid and popular Two-tones. 


We will sell only one pair to each customer 


sig tend 


510 Texas Street 


Fifth—Arrange a liberal 
display of a certain shoe on 
7 - which you do a good business 
during the year and one you 
intend featuring in thefuture. 
Explain the shoe in detail; its 
construction and purpose and 








ally the hat department renit- This is the way Mr. Brefferth advertises his justly famous Offer a pair free to the person 
al, materially reduces the Monday specials which have turned one of the worst days of submitting a name for the 


the week into one of the best. 


rent. of the store. 


How He Gets Out From Under 
Several weeks ago, Mr. Brefferth saw the strong 


tendency towards blacks, so all colored suedes were . 
marked down to $6.00 regardless of what they cost, he 


believing that $6.00 now is better than $1.00 in August. 
He has shoes selling at $6.00 that cost him $3.50 to 
$7.00. Under this merchandising plan, he has proven 
that his depreciation will not exceed 5 per cent a year. 
Any line that does not move in thirty days, automati- 
cally goes in the $6.00 grade. 

Complaints are treated in a broad liberal manner. 
Estimating that 90 percent ef thecustomers are honest, 
a new pair of shoes is given to any customer having a 
complaint, just or unjust. This policy is based on these 
premises: 


shoe which you adopt as a 
trademark for it. This idea can be carried out on some 
shoe in each division of stock. 


Even Poetry Has Its Place 


Sixth—Offer a prize for the best poem or jingle relat- 
ing to your store, limiting the squibb to not over six 
lines. Show these from day to day in the window and in 
newspaper ads as well. . 

Seventh—Make a display of “‘shoes for the occasion” 
and have a clock with each class of shoes set at the 
proper time to wear them. In the center of the display 
have another clock which is to be wound up at a certain 
time and the one guessing nearest to the time it stops 
receives either a pair of silk hose or house slippers. 

These suggestions are practical, and there are many 
stores which can use them to advantage. 
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Those who attended the styles conference in New York April 7 saw a hosiery style show tending to prove 
that, contrary to the general belief, the new shades of hosiery do not necessarily mean a continuance of 
the vogue of black footwear. The models showed this clearly. From left to right were shown, first, a sport 


costume comprising while suede shoes trimmed with black 


nt with which were worn medium weight 


silk hosiery with black clocks; second, a morning costume of beige suede shoes trimmed with tan kid with 

hosiery matching the suede; third, informal afternoon costume with black patent shoes edged with a trace 

of white and clocked stockings in the shade known as Sunset; fourth, formal afternoon costume with light 

beige shoes and stockings, Acorn color, to match; and, fifth, evening wear, silver brocade shoe trimmed 
with silver kid with stocking of silver chiffon. 


Shoes Other Than Black Can Be Worn 
With New Hosiery Shades 


From address made before The National 
Styles Conference 


By SARAH CARROLL 


; ERETOFORE, we stocking manufacturers 
H watched YOU. We found out what colors of 

leather you were going to use and we dyed ho- 
siery to match or slightly contrast with them. Thus our 
color situation was taken care of. 

But today the situation is entirely reversed and it is 
having a marked effect upon the colors of footwear sold. 
We can no longer consider shoe and hosiery colors one 
and the same. As proof of this, whereas the Textile 
Color Card Association used to show on their cards a 
group of ten or twelve shades under the heading “Shoe 
and Hosiery Colors,” you will now find on your latest 
color cards that these colors appear under the heading 
of shoes alone. 


Contrast More Popular Than Matching 


Stockings that match footwear are still in demand, 
but not nearly in so great a measure as contrasting 


shades—however, not the kind of colors which we used 
to call contrasting shades. The stockings in the stores 
today are of such colors that every one of you are prob- 
ably feeling the reaction in the fact that black footwear 
is on the increase. 

This situation is not alarming, but I take it that any 
suggestion tending to prevent the still further increase 


‘ of black will be welcomed inasmuch as a greater demand 


for black tends to decrease the total volume of your 
business. Variety of color is the life of your trade, inas- 
much as a woman can remain well shod with fewer pairs 
of shoes when she wears black than if she includes in her 
shoe wardrobe browns, tans, or grays. 


The Origin of New Hosiery Shades 


Let us look at the stocking shades that are being sold 
today and which will, with slight changes, continue to 
enjoy popularity. Then we shall see what you can do 
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bout it. Such shades as these (actual demonstration by 
lacing half a dozen sunburned and rosy tinged stock- 
igs over speaker’s arm) never used to be found amongst 
‘treet shades. They were known as rose, peach, etc., and 
ere considered strictly evening shades. Were my arm 
s long as this room, I could not place upon it all the 
ower and fruit tones that are being offered today, but 
1ese will suffice to show you the general trend. 

These shades came into style not because of any colors 
iat were being sold in footwear here, but because at the 
ishionable resorts abroad it was quite the thing to be 
inburned and women were wearing stockings the same 
me as their sun-tanned faces and arms. Once this new 
ote in hosiery was sounded, the other shades seemed 
0 conservative and everywhere on the avenue these 
inburned and rosy tones took precedence over what 
ad been considered contrasting hosiery: which means 
iat Main Street from one end of the country to another 
as following suit. 


Women Buy Stockings—Then Shoes 


Now having bought these new toned stockings or 
nowing that they were smart and she would buy them, 
vhat color shoes did women buy? In some cases that 
vould otherwise have resulted she selected black be- 
ause with the exception of certain browns and tans, 
nany of the shoe shades were a bit off tone with these 
tockings. 

Perhaps you think this is putting the cart before the 

iorse. You say that a woman ought to buy her shoes 
ind then her stockings. Investigation might prove as 
‘utile as trying to discover which camefirst—the chicken 
or the egg, but these truths are evident. Most women do 
not go shopping and just happen to buy a pair of shoes. 
Shoes are a premeditated purchase. Hosiery, however, is 
frequently not. A woman shopping may have no inten- 
tion to buy stockings, yet seeing new colors displayed, 
she may buy for it involves so small an expenditure as 
compared to that of purchasing shoes. Furthermore, I 
think as a conservative estimate, we may say that a 
woman sees hosiery displayed four times on every shop- 
ping block to every one time she sees shoes and as she is 
constantly replenishing her stocking wardrobe between 
buying new pairs of shoes—she just naturally fills in 
with the new colors. 


Black Shoes Are Not Everything 


If the colored footwear is suitable with current ho- 
siery, it will do much to curtail the selection of black 
shoes. While I do not attempt to guide you in the selec- 
tion of exact shoe shades, for example, if the rosy toned 
stockings are in favor, then browns used in shoe mate- 
rial, should be of a reddish hue, rather than golden and 
beige shoe material should be a rosy beige instead of a 
greenish or cool tone. And having been convinced that 
hosiery controls to a large extent the selection of shoes, 
you can also see how the manufacturing of shades, the 
ieast bit off the correct trend, tend to increase the 
lemand for black shoes. 
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As for the future—generally speaking, these shades 
will continue in demand and will be good with black 
patent leather, suede, kid, and satin for informal and 
formal afternoon wear. Harmonizing browns and tans 
will also be used and while our talk has centered around 
the shoes worn with these stockings, it must not be over- 
looked that there is and will be demand for beige, fawn 
and gray shoes with which matching hosiery is used. 


What Hosiery Shades for Sport 


For walking and athletics, shades of gray and beige 
and brown are worn in preference to black. We know 
this to be true, for the high colored stockings, the ones 
that are worn with black shoes, are not sold to any ex- 
tent in the heavier weights suitable for sport wear. 
Stockings of gray, beige and brown are sold for sport 
wear, sometimes matching perfectly or contrasting. 

And last, but not least, white. Though occasionally 
we hesitate and wonder if white will be worn, it invari- 
ably is and this season, is to be no exception. We are told 
at the fashionable southern winter resorts, white shoes 
were invariably worn with flesh colored stockings in- 
stead of white ones. While this is true, and there will be 
many flesh colored stockings sold—the majority of 
women will wear white stockings and white shoes as 
soon as the weather permits. : 





‘“Broadcast’”’ Registered by Shoemen 


New names appear in business that have advertising 
value because of their timeliness. Any time a popular 
game appears, like Mah Jong, or the public's eye is 
focussed on any place like “Hollywood” there comes 
an opportunity for naming a shoe therefrom. 

We congratulate Thos. F. Peirce & Son of Provi- 
dence, R. I., on having obtained first rights on the word 
“BROADCAST”. as applied to shoes. 





Builders of the Style Platform 


(Continued from page 52) 

Real Silk Hosiery Mills, Catherine Harford; Regal Shoe Co., 
0.8. ae Rice & Hutchins, Inc., H. Cantrowith, es W. 
Moot, W. Wilkins; Rousmaniere Williams & Co., 
Hottinger. 

Saidel-Murry, Inc., M. Saidel; Shoe and Leather Facts, 
Edward N. Pen 1 Shoe & Leather Reporter, J. G. Brown, Rey 
E. Coo; etailer, Mrs. L. 5 a C. Feldman, J 
Stone, arry, ~ Tove; Shoe Style Di E. A. Brown: Shoe 
Wholesaler, J ler; an & hen, Inc., M. Harris; 
Simpson-Fulton Moon arles H. Fulton; W. G. G. Simmons Corp., 
C. Martin; Smaltz-Goodwin Co., E.N. Simons; Standard 
Co., Charles F. Alles, Wm. A ‘i Stewart & Co., Max 
Cohn, Miss Jane Ellis; Sievert & Potter F. J. Held; Strawbridge 
& Clother, Jean P. Heim, J. F. Reist, A. W. Smith; D.F. Sullivan, 
D. F. Sullivan; ss Leather Co., J. J. Lyons. 
, J. L. Nelson; "Albert Trostel & Sons Co., 
i H. Burger, ve S. Lam E. B. 
Marshall; United Shoe Machi Corp., C F. Cahill, Philip H. 
Fraher; U. S. Rubber Co., W. Gruner, Se 
H I. Rockafeller; United States Shoe 
Utz Se es S. A. McOmber. 
Con hs Fair, B. L. ir, B. 1. Fisher, John McMullin; Vogue, Gordon E. 


mee -- Picnic ooh Miss M. Haggerty, D. H. Heffer; Watson 
Shoe Co., A. N. Blake, R. I. Emmet; Walter S. Weil & Co., 
Walter S. cy Wiechman Pattern Co., T. M. Exan, F. Van 
A. Wiechman; Witherell ‘& Dobbins Co., Haver- 
hill, Mass. pV oaman’ s Wear, W. Fleishman, Dorothy Lovatt. 


seymour Hadaway, 
Robt. Wise; 
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all edges oullined 
in gold. 


The Biggest Single Factor in the Vogue of Satin Shoes 


It is Skinner’s Shoe Satin—the fabric that 
enables manufacturers to turn out a dainty 
shoe that is also serviceable. Because so many 
of the finest satin shoes are made of it, this 
type of footwear is still the favorite of women 
of fashion. 


“Skinner’s” is a name to conjure with. All 
your women customers know it stands for 
unequalled wearing quality. Insist on Skinner’s 
Shoe Satin and be able to tell your customers 
they are getting it in their shoes. 


WILLIAM SKINNER & SONS 


New York Chicago Boston Philadelphia 


Mills, Holyoke, Mass. 


Established 1848 


; % Se eis 
S R INNCTS Bz 
Shoe Satin 


SELVAGE 








CINGINNAT 


FOR STYLE ~ QUALITY~ SATISFACTION 








THE NEW BUSINESS MEN’S CLUB 
CINCINNATI 


There is a place in every shoe 
store in the United States 
for a Cincinnati-made line. 
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A conservative three-strap i LS Aw " 
with generous cut-outs in a 

quarter. ‘ ©) iol a iF 
This number will bring a — wit his 
quicker turnover. — 


The Cahill Shoe Co. < ak 


MANUFACTURERS EILEEN du 


Cincinnati All White and other Popular Shades in Kid; Black Satin, Dull or bre 
Black Ooze Trimmed: Patent Leather, Dull or Black Ooze Trimmed. 
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iS MARKET OF AMERICA o 
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“There Is a Place in Every Store for 
Cincinnati-Made Shoes’ 


ROM New York to San Francisco, from 

Duluth to New Orleans—in stores of every 

size, merchants who know true values rec- 
ognize this fact. Merchants who handle Cincinnati- 
made footwear consistently, need no reassurance. 
Quality is a watchword in this great shoe manufac- 
turing center. ° 

It is to the few who may be unacquainted with the 
merits of Cincinnati-made shoes that this message is 
addressed. 

At this time many merchants are casting about for 
a safe harbor in which to anchor their storm-tossed 
ships of trade. Many who have been wandering in a 
wilderness of doubt and uncertainty, seek a new 
Moses to lead them into the promised land. 

It is to these that the leading manufacturers of 
Cincinnati, represented in this section, offer a pledge 
of Quality—an assurance of safety in purchasing. 
These manufacturers of shoes have consecrated 
themselves to the task of restoring normal conditions 
and business safety amongst a trade that is beset 
with problems of vital concern. 


VERY sane business man knows that the retail 

shoe merchant prospered when he confined 

his purchases to standard lines from a few makers. 

His turnover was greater and his profits were 

assured. He had small accumulation of unsalable 
merchandise at the season’s end. 

He began to lose money when he began buying in- 
discriminately from many manufacturers and at- 
tempted to sell shoes on a style appeal only. His 
duplication of ‘stock multiplied and broken sizes 
brought losses through mark downs and forced sales. 


Multiplicity of styles confused his trade and bred 
doubt and uncertainty in the minds of wearers. 

In every community the merchant of established 
reputation is the style authority. Women look to him 
for assured fashions in footwear. But, when the mer- 
chant himself becomes doubtful and changes his 
styles too frequently, he loses the confidence of his 
customers. 


HE wearer of shoes places values above all 

else. Every purchaser of shoes is entitled to a 
return commensurate with the price paid. A shoe 
that is simply “pretty’’ will build no confidence. A 
novelty or freak style with no pledge of quality 
behind it will destroy faith. Merchants are begin- 
ning to realize that the time has arrived when a 
return to safe and sane methods is imperative. 

To those who seek the happy middle ground of 
sane styles and guaranteed quality, this group of 
manufacturers profers its services. 

Style has by no means been overlooked in Cin- 
cinnati, but style has never displaced value. Style 
has not been over-played. It is in the combination of 
quality, style and satisfactory wear that Cincinnati- 
made shoes have held their own. 

This group offers you a variety that will meet your 
every need. It will be the pleasant duty of every 
manufacturer in this Cincinnati group to lend the 
fullest co-operation to merchants who are earnestly 
looking for a solution of their problems. 

We pledge with all the earnestness possible to 
deliver to you shoes that will re-establish faith and 
prosperity. 

THE CINCINNATI GROUP 





THE QUALITY SHOE Gee 


¥, 


4 Urs 


caw 5 ie. * 
eri | R=: 








SA, 











70 BOOT AND SHOE RECORDER April 12, 


CIN fF ON a 























ef Stanley A. ‘Duttenhofer 


te President 
) > 
\ CSSSHEZOONONS SAU 


| 2 Announeing ye 
] A Standard of Quality for 
STANLEY DUTTENHOFER SHOES 


Since we incorporated, three months ago, everything we 
have done in getting our plant into operation has been with 
one big objective in mind: To establish and maintain a definite 
standard of quality in manufacture. 


All of our machinery, factory equipment, lasts, patterns, materials, etc. 
have been carefully selected. Even our shoemakers have been selected 
because of their particular skill in making a fine grade of women’s welts 
and turns. 


We are now operating in splendid fashion. Our salesmen will leave for 


en 
STANLEY DUTTENHORER 


1401 PLUM STREET CINCINNATI, O. 
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Obtainable at once! 


Three perfect, eye-catching, in-stock numbers in the pat- $ 
tern as illustrated above. Three exceptional new straps that 
3 


are sure to go over big. Each at one unbeatable price— 





No. 3655 - No. 3635 No. 3645 BE 
‘ Skinner's Black Satin, black Jack Rabbitt Gray Newbuck, Airedale Brown Newbuck, a 
»} suede apron cut-out, 15-8 inch matched calf apron cut-out, 14-8 matched calf apron cut-out ; 
full Spanish covered heel, flexi- inch Military covered heel, flexi- 14-8 inch Military covered heel, 
e ble McKay sewed. 2% to 8. ble McKay sewed. 2% to 8. flexible McKay ‘sewed. 2% to 8, 
x BtoC B to C BtoC 
e $4.00 $4.00 $4.00 : 
. e | 
. I 
’ i 
r 4 iy 


Manufacturing Wholesalers 





+ * . i: 

806 Walnut St, Cincinnati, O. | 
EVERYTHING IN FOOTWEAR MANUFACTURING PLANT he 

THAT EVERYONE WANTS! AT LEBANON, OHIO. ‘f 

i 
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TRADE MARK REGISTERED 


‘*A Shoe As Good As Its Name’’ 


For 30 years’ we have earnestly 
maintained a definite standard of 
quality for the American Girl shoe. 


; 


Black Satin “Lillian Straps” trimmed in dul You will find them in the leading 
shoe stores from Maine to California. 


The American Girl line is made in 
welts, turns and McKays, in grades 
retailing from $5 to $10. 


Git amy All of the newest patterns are now 
i gee RY - : ‘ . . 

oe being shown in the American Girl line. 
eae ere eee oe A postal will bring our salesman im- 


lays. Made also in patent, with dull inlays, and 


in white combinations, mediately ; 


The Sam B. Wolf Shoe Company 


FACTORIES AT 
CINCINNATI SEYMOUR 


6 . Executive Offices, 412-418 West 7th Street 
e by, Lif CINCINNATI 


Makers of 
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HERE'S “ART IN SHOES” 


cqune Gront Gore 


PARAGON PROCESS 


UR salesmen will start for their territories im- 
mediately after Easter with a very superior line 
of fall footwear. 


TWO THINGS SENT FREE ON REQUEST 


SULLIVAN'S THREE MONTHS CAL- BOOK OF ELECTROS—Send for our 
ENDAR—Give Dates for Special Sales and Book of Electros showing many styles. 
Show Window Trims, Notable Events, An- The Electros themselves are sent free with 
niversaries ,etc. April, May and June, 1924. orders on request. 


Che P. Sullivan Company 


Makers of 
PRETTY SHOES FOR WOMEN 


Cincinnati 
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A Record of Progress of Which Any 
City Would Be Proud 


N the first page of this Cincinnati section is 
an illustration of the Business Men’s Club of 
Cincinnati, just completed and dedicated. 


Authorities say that this is one of the finest club 
buildings in the country. Erected by Business Men of 


about Cincinnati that are unknown to readers of 
this publication that we are constrained to make 
mention of a few of them. For one thingi it has had a 
steady, consistant growth in population. Each 
Federal census shows a very healthy increase. 


April 12, 1924 


Cincinnati, it stands as a 
monument to business energy 
and a wide-awake, go ahead 
spirit. This is only one of 
many civic improvements in 
Cincinnati. 

Right at this moment Cin- 
cinnati is erecting a wonder- 
ful terminal warehouse for 
railroad and river shipping. 

It has just completed a 
splendid sub-station for the 
Post Office where Parcel 
Post mail is handled, directly 
opposite the Grand Central 
Station, connected with same 
by a tunnel. This is a very 
marked step in advance and 


- facilitates the handling of 


mail very greatly. 


The Cincinnati Idea—And Ideal 


Since the first shoe machines were packed 
across the mountains on mule back and 
floated to Cincinnati on barges, this manufac- 
turing center has been forward looking. 

While Cincinnati has a proud past, it is to 
the future that her shoe manufacturers have 
cast their eyes—never quite content with 
existing conditions, never self-satisfied or 
willing to “let well enough alone.” The Cin- 
cinnati Idea has always been Progressive. _ 

Promoters of new shoe manufacturing 
processes will tell you that Cincinnati shoe 
manufacturers are quick to test anything that 
seems to advance the industry. 

In the smallest and in the largest factory 
you will find modern machinery, modern 
methods and a desire to do a better job every 
day. 





This is the only city in the 
world that owns a railroad. 
Few people know this, but 
Cincinnati actually owns that 
splendid railway known as 
the “Queen and Crescent” 
stretching from Cincinnati to 
New Orleans. 

Cincinnati is the largest 
coal market in the world. The 
Ohio River as a coal moving 
system is unequalled under 
the sun. From coal mine to 
market the coal is floated by 
fleets or barges down the 
river that surpasses the Rhine 
for scenic beauty. 

Cincinnati keeps the world 
clean. Here is located the 
world’s largest soap manu- 


New Passenger Terminal Planned 


Cincinnati is also contemplating a new passenger 
terminal, announcement of which is expected to be 
made very soon. In keeping with the new thoughtt 
which is prevalent in Cincinnati, this terminal will be 
one of the Nation’s best. 


There are so many interesting facts and figures 





factury. In addition to this gigantic enterprise there 
are several other tremendous plants that help to 
swell the volume of soap production beyond imagi- 
nation. 
Record Production of Machine Tools 

Cincinnati leads the world in the production of 
machine tools. This product is shipped to the farth- 
est points of the earth. 
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The largest manufacturer of radio receiving sets is 
located in Cincinnati. That’s a surprise to you, isn’t 
it? } 

Cincinnati ranks near first place in printing and 
publishing houses. 

Cincinnati has a zoological garden second only to 
the Bronx Zoo. 


Enormous Leather Tannery 


Cincinnati has one of the largest leather tanneries 
in the world—perhaps the largest independent tan- 
nery. And speaking of leather brings us naturally to 
shoes. 

Cincinnati produces more women’s fine shoes than 
any other manufacturing center. These shoes are just 
as popular in New York as they are in San Francisco. 
To disprove the old saying that “a prophet is not 
without honor in his own country,” we cite the fact 
that the largest stores of Cincinnati carry Cincinnati 
shoes and feature them. The Cincinnati shoe market 
is today in the healthiest condition of any market 
producing high-grade shoes for women. 


To Say Nothing of the Ball Team 


There are many other things in which Cincinnati 
excels, but the writer will enumerate them gradually 
at later intervals. 

In closing we ask you to keep your sporting eye on 
Cincinnati's Baseball Club. You'll see that outfit 
close to the pennant again. 
We Cincinnatians feel that 
the flag is ours, right now, 
but we won’t brag too early. 


“The City Beautiful” tion: 


Cincinnati factories?” He-will answer: “Hard 
boiled. Quality nuts. Every one of them has to 
be shown. No inferior grades get by those 
birds.” 


When railroads enter a 
city it is usually by the 
“back way” on account of 
grades, right of way and ex- 


Some time when the opportunity presents 
itself, ask a salesman for a tanner, or shoe 
manufacturers’ supplies concern, this ques- 
“What sort of buyers do you find in 
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pediency. Travelers who judge a city by its railway 
entrance and exits often are unjust. Many times you 
hear some one say that a certain city is hideously 
ugly. Their impressions are gained from a car win- 
dow survey. Beautiful Washington is ugly—viewed 
from the railway terminals. Cincinnati is especially 
unfortunate in this respect. The terminals and ap- 
proaches to the city are along river or creeks, through 
densely packed freight yards. But, leave the railway 
and get up into the city proper, and behold one of the 
most ¢lassically beautiful places on earth. View the 
vast panorama of far-reaching suburbs crowning hill- 
tops and sweeping down gentle slopes into pleasant 
valleys. Motor through the beautiful residential 
district and “Eden” Park, one of the most famous 
natural scenic landscapes on earth. Spend a few 
hours in Cincinnati’s Zoo, where the rarest collec- 
tion of birds and animals is to be seen. Then dine in 
the splendid hotels and sleep luxuriously in delight- 


fully appointed suites. You'll say that Cincinnati is 
the “City Beautiful.” 


And the Radio 
Tune in on “WLW” or “WSAI” and hear a 


Cincinnati program some everiing. Listen for the 
voice that proudly proclaims Cincinnati and then 
sit back and enjoy yourself, Radio fans in South 
Dakota and South Carolina have wired congratula- 
tions the ‘same night. But more than that, Cin- 
cinnati is truly a “homey” 
city where the. visitor finds 
genuine hospitality at the 
many hotels. There are good 
theaters, too, for entertain- 
ment and good roads lure the 
autoist on through the beau- 
tiful scenery of Ohio or across 
the river into the older 


Southland. 





‘‘Watch for the Next C:ncinnati Section in the May 10th Boot and Shoe Recorder.”’ 








BOOT AND SHOE RECORDER 


Be ee Oe 


April 12, 1924 


io. Oe EE on 


Are You 
Building for 
Tomorrow 


as Well 
as Today e 


EGULAR customers are necessary, and regular customers can be obtained 
and held only by staple shoes. 


Today's fickle novelty customer will be Mr. 
Competitor's customer “‘tomorrow”’ providing 
he can show her something a bit more daring 
or different than you can 

Play safe! Build for permanence with Roth's 





B. W. Combination Last — the safe depend- 
able friend— maker and profit-maker — the 
shoe that sells and pleases today, tomorrow 
and all the time. Has no equal for the nurse, 
teacher, professional or business woman. 











B. W. In Stock — the world’s best fitter — 


For immediate shipment — net 30 days 


A staple, a business-builder, insurance for the future ! 


S-400 
Black Kid Oxford 
AAA, 5-9 B, 3 
AA, 5-9 C2 
A, +9 D, 3 
$4.40 
S-403 
Black Kid Oxford 
(Arch Corrective) 
AAA, 5-9 B, 4-9 
AA, 5-9 Cc, 3-9 
A, 4-0 D, +9 


ae) 
-9 
9 


S-401 
Brown Kid Oxf ord 
AAA, 5-9 
AA, 5-9 
A, 4-9 
$5.00 
S-404 
Brown Kid Oxfords 
(Arch Corrective) 
AAA, 5-9 B, 
AA, 5-9 c. 


3- 
3- 
A, 49 D, 3- 


Te ROTH SHOE”%e. 


“ CINCINNATI - 


There are no shoes better than Cincinnati made shoes; there are none so good as ROTH’S 





ay. 
HIS MARKET OF AMERICA 














my 


Mi) )\\) 
LTT 
\\ 


\ 


Our Forefathers tau ght us how to make Quality 
Shoes -as Cincinnati only knows how to make. 


Messrs. Stribley, Blacker, Krippendorf, Ko- 
kenge, Moloney, Behring, Helming—such 
sterling characters—and in their day recog- 
nized as Americas leading shoemakers, 
taught the present generation in Cincinnati 
how to make shoes that in their time and do 
today command the admiration of the world 
for wear, fit and general dependability. 
Today we are reaping the benefit of such able 
tutors. 

George Vollman began his shoemaking career 
as a mere child, his father being a bench work- 
man. Thirty-five years ago he started to work 
for Helming & McNamara and continued 
with their successors, Helming-Williamson 
and Helming-McKenzie and in the fall of 1921 
purchased the Helming-McKenzie interests. 
Learning the business from the ground up and 
knowing only from his childhood to make 


nothing but good, honest shoes, Mr. Vollman 
immediately upon taking over this business 
began to inject his knowledge and mold the 
organization into a unit which not only pro- 
duces the finest workmanship, but which 
through Vollman’s personal contact continu- 
ously with the retail trade, conveying to his 
workmen their ideas and desires, is building 
distinctive and individual footwear. 


That our product is something out of the 
ordinary is evidenced by the fact that we are 
absolutely sold up on a 1600-pair McKay 
basis, plus our welt business, to June Ist, al- 
though at no time have we let quality or fit 
suffer on account of production. The biggest 
merchants in the country today say we are 
producing -a line second to none for Quality, 
Fit and Style, therefore, we are justly proud 
of our Product and Cincinnati. 


Walk and Be Healthy 


THe; Vonbman, Lawrence Co, 


mee 


President 


STATION A 
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NEW SPRING STYLES 
IN STOCK 


Satins, Suede Trimmed and Patents 


TERMS: NET 30 DAYS 
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No. 170 














pedigral Black Satin “Dainty” Black Satin “Asbury” two-strap 
’ * ee ose / ack Satin ainty' one-strap. 7! s 
Payee 5 mm Ag rary ieee. 14/8 satin covered Cuban heel. Imita- black Suede throat strap. Turn. 8 last. 
tation t oh 4% to 8 B. 3 tion turn. Sizes—AA, 5 to 8. A, 4% to 14/8 Spanish covered heel. Sizes—AA, 
a BC 3s 72 » 272 8. B, 3% to 8. C, 3 to8. 5 to 8. A, 4% to 8. B, 3% to8.C, 3 to8. 
a . No. 5070—Same in Patent Leather. Price $5.50 
Price $4.85 14/8 covered Louis heel a 
M Price $5.25 












ro No. 5029 No. 5028 









iat “4 ** Black Satin “Elaine” prong two- Regent Kid “Yvonne™ two-button 
Patent Leather “Colleen” one-strap. strap. Black Suede trim perforated. cut-out strap. 12/8 leather military 
11/8 heel rubber top lift. Imitation 10/8 wood covered heel. Imitation heel. Rubber top lift. Imitation turn. 
oe -A, 4% to 8. B, 4 to 8. C, turn. Sizes—A, 4 to 8. B, 3% to 8. D, Sizes—B, 3% to 8. C, 3 to 8. D, 3 to 8. 
to 8. : 3 to.8 Price $3.85 
Price $4.00 Price $5.35 









































No. 5063 No. 5026 IES. Se 
1K be ? : Black Satin “Lucia” Sandal, with atent Fatricia one-strap sandal. 
pena pon es .*-— black suede front strap. 9/8 covered Perforated quarter and vamp. 9/8 
calf watiile trim sport oxford. Sizes— wood block heel. Imitation turn. Sizés leather heel. ubber top lift. Imitation 
B4w0sc3 tg - 012 —B, 3% to 8. C, 3 to 8. D, 3 to8. an 3% to 8. C, 3 to 8. D, 
aa Price $4.60 — : 
Price $4.75 < Price $4.00 





THE UNITED STATES SHOE COMPANY 
Stock Department . . . . CINCINNATI, OHIO 
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AT A PRICE THAT’S 
AN INVITATION— 


—and smartly styled in the newest 
Strap and cut-out effects, finished in 
the newest of materials and colors, 
fashionable in every detail—just the 
kind of shoe that every woman’ 
wants. 


And after she knows the price of 
these style McKays she wants them 
more than ever. For they retail at 
from $6.00 to $8.50. 


That's why they mean quick turn- 
over and steady profits. 


THE RIALTO 


A style McKay that will stand comparison in 
appearance with a shoe costing from two to 
three dollars more. 


THE HOLTERS COMPANY 


Branch of the United States Shoe Company 
CINCINNATI - - - OHIO 
N. B. We make a line of lower-priced Holters McKays at our Plant No. 2, Louisville, Ky. 
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Strength and Flexibility 


both in the patented 
arch feature of this shoe 


To make an arch shoe that will offer sup- 
port to the instep is one thing. But to 
make an arch shoe that will give rigid sup- 
port and still have the flexible walking 
ease of a light turn shoe—that'’s a differ- 


ent matter. 
The Lottie—Style N600 


A black glaze kid two-strap of the simpler pattern 
so popular this spring. Made over No. 26 last. with 


12-8 heel, rubber top lift. In-stock, $5.60 And that’s exactly what the makers of the 
Arch Protector Shoe have succeeded in 
doing. The secret, of course, lies in the 
shank—in the Hygienic Steel Shank 

The Helene—Style $107 that’s strong enough to balance the body 


done in black glaze kid. Made Lstinhofen, properly and prevent arches from falling, 


over No. 23 last, with 13-8 heel. Viti . of of: 
rubber top lift. In-stock, $5.00 - yet permits a flexibility that enables the 


shoe to bend easily with every movement 
of the foot. 


Added to this exclusive feature is style—style that 
gives this shoe a direct fashion appeal. And finally, 
the price is right—tright for sales and right for 
profits. 


The numbers shown here are very popular sellers 
The Marguerite—Style N601 —ifi-stock, ready to ship. Order a list of sizes in 


A model similar to the Helene, modeled over No. 43 
last, with 11-8 heel, rubber top lift. In-stock, $5.00 them as a starter. 


The Val Duttenhofer Sons Company 


Branch of The United States Shoe Company 
Cincinnati, Ohio 
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FROM SHOP TO SHOP 


... how often you ve searched for a shoe that fits 
















RE you one ot those women who dread buying 
new shoes’ Perhaps thes very afternoon you've 
gene from shop te shop, trying on shoe after shoe, m 
an ettort to find one that would ft 
Your toot seems pertectly normal why, then, do 
some shoes bind here and sip there — why are vamps 
too long of treads too narrow. why do you have # 
much difhculty in anding your style m a shoe that » 
comtortable ’ 

i The reason ts thas. Pit begins with the making ot the 
last upon which the shoe & hunle If thes last ws care 
fully shaped, tollowmg exactly the natural measure 
ments of the toot um actaan and repose, then the shu« 
will ft. It the shoe « designed merely as 4 “show 

wirlow 

The makers ot The Red Cross Shoe recognized tha 

a quarter century ago and proceeded te msure fc mm 

Red Cross Shoes by developing what ts known as the 


i Red Cross Shoe “limit” lasts Raght sow new and charming Spring models are on cis | 




















there 1s me assurance ot fit 





shoe 


























never too narrow, vamps are nevet too long. heel and 
step are «snug without binding Ax bong a3 you wear Re 


Perhaps you wonder what & meant by tumit~ it mean play at The Red Cross Shoe shop im your city. By all means 

certain dehnote measurement-. exctusive te Red Cross Shoes see-them and cnoose yours There are, too, Red Cross Shoes 

wid necessary to pertect fr They were arrrved at by study tor Lattle Women that give to the children the same advan 

ing thousands of feet in action and repose. and averaging tages wn fit and appearance offered by Red Cross Siioes for 

j all the measurements secured These jumts” never vary srown- ups It vou do not know the address of tite nearest 

| your second pair of Red Gross Shoes wall nt as well as thx ealer write The Kroho-Fechhemer Co | Branch The United 
first. and your third par as well a+ the second Treads ar States Shoe Co. . foro Dondradge Street, Cancinnari, Oh» | 







Cross Shoes you will never know « moment of disc mnitegt 





But you tell know that your tect are correctly dressed 








For ute ‘the “lumat™ lasts has been blended the latest w 
ot Fishion. Wher you den Red Cross Shoes you are 


eTtun tyig 25 vou ate Of Weal Cee 












Pits THE FOOT IN ve a 


Made « 





1k RRPOSE } 


er fameus Red Cress Limit Lasts 





a1 
A “‘feature’’ shoe—backed with publicity like this 






If you're looking for a shoe that is not just a shoe tioned—get the details of the Red Cross Shoe propo- aE SS 
but a shoe with an Idea, one that, backed with the sition. Learn about the exclusive “‘fit’’ feature of bat 
powerful sales influence of full pages in full color in this shoe, and the sales support we give you. The ee 
The Ladies’ Home Journal, is half sold when men- full facts cost you nothing. iB : 





THE KROHN-FECHHEIMER COMPANY 4 
Branch of The United States Shoe Company, Cincinnati, Ohio J 
a. wn ae _— 


THE QUALITY SHOE MARKET OF AMERICA 
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_for womer, of discrimination 


Sue development based upon logical 
and well-defined tendencies is portrayed 
in our new special line. 


In all of our years of manufacturing fine shoes, 

we never have felt more genuine satisfaction 

over the outcome of our effort in preparing 
THe DEL our samples. 


ABreaing We feel sure that you not only will be pleased 
ee with their intrinsic style value but also with 
the beautiful workmanship and quality in 

them. 


The Krippendorf-Dittmann Co. 


Cincinnati, Ohio 
STYLE QUALITY SERVICE 


THE URBAN 


The Tailored 
Gore Colonial 

In Keeping With 
The Tr 


THE VIVIAN 
Medium Toe 
A Smart Novelty 








Pee, (| eed Ae 
THE QUALITY SHOE YeAtPSeeet MARKET OF AMERICA 
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Cy name is valued by 
women above everything 
else. They reject nameless, 
characterless things just"as they 
reject unknown, doubtful people. 


Thousands of women, all over 
America, accepted Foot Saver 
Shoes because of the reputation 
of the manufacturer. They now 
wear them with pleasure and are 
repeat customers because of the 


supreme satisfaction received. 
Just one of the many new and 


Foot Saver Shoes are “ non- stylish models originated at the 
: es ; “Fountain Head of Shoe Style.” 
inventory shoes. They require 
no clearance sales. They create 
new business and extra pair sales. 


1 TITITITTINITITT TTT CCC 


LETT oS 


Clean out your nameless, charac- 
terless “near shoes” and put in 
Foot Savers. You can do a 
profitable business on our capi- 
tal because we carry them in 
stock for you. Also we help you 
. We stamp this mark on 
sell them through national ich Siakiew Seca ant ee 


advertising. assurance of Quality and 
superior workmanship. 


Write today for In Stock Cat- 
alog and Foot Saver agency 
terms. 


THE JULIAN & KOKENGE COMPANY 
The Fountain Head of Shoe Style 


CINCINNATI $s 33 $s OHIO | 
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‘“‘Watch for the Next Cincinnati Section in the May 10th Boot and Shoe Recorder.” 
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With Our 
Compliments 


For Your Opinion 


There’s a certain part of every 
man’s daily job he likes best. You 
know what yours is. I know what 
mine is, as Editor of the Boot and 
Shoe Recorder. 


It is reading and answering the 
thousands of letters which come to 
me yearly from our shoe merchant 
subscribers. I tell you, they are 
inspiring! 


Some ask our advice. Some criti- 
cise us, some praise us. I like ’em all! 
Because they convince me we are 
doing something—starting some- 
thing—that the Boot and Shoe Re- 
corder is the great national clearing 
house for merchants who use their 
brains. 


But the other day this thought 
hit me: “I'll bet we hear from 75 
per cent of our 11,000 merchant 
readers. But how about the 25 per 


cent we don’t hear ee be- 
cause we do not get letters from this 
25 per cent does not prove we are 
not helping them. But if they would 
write, I could get a line on their 
opinions. Wonder if they are too 
modest? Or is it because they do not 
realize how pleased I’d be to get 
such letters—whether they bawl me 
out, or make my hat fit snugger?” 


So please consider this an invita- 
tion to write to me. I know you are 
busy, so I’ve made it easy on the 
opposite page. Once a month, for 6 
months, I’ll print this invitation. 
Then we'll pick out the answer 
which we think is most helpful to the 
whole trade and publish it in the 
Boot and Shoe Recorder, sending the 
writer a check for $25.00. 


Yours cordially, 


ArtHuR D. ANDERSON, 
Editor Boot and Shoe Recorder. 


April 12, 1924 
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You'll Find It Interesting 
To Answer These Questions 


(SEE PREVIOUS PAGE) 










Editor Boot and Shoe Recorder 
The most Helpful Article to the Shoe Trade, according to my opinion, in the issue 
WF ccalieratdeiond 192... 18 












My reason for this is 



















Z Especially Helpful is paragraph... of this article. 
a 
a 
E 3 The Most Helpful ADVERTISEMENT in the issue of...................the Recorder 
g is that of........ ay ep te emer bee te 
Z on page because 
g 
2 
- 
i) 
ar er Sie | 
. : The most attractive and artistic advertisement in the issue of......................18 that of 
0 eee ee 
x 
< 
- 
fs 


I would like to see an editorial on the subject of......... RY ola ore e e 





I would like to see more advertisements of..... 





Merchants Name.......... I pee) othe Fe 
PT PN ae Ieee A : 
OUR I oa i NE i Reade vtn is Rigdon tats 
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et 17 Cia alana YY pete benny WY pc salon, ponalatin. me petetatons) 4 










Boot and Shoe Recorder, Boston, Mass. 
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A MODERN PATENT L 


tandardize on 
Evans Brands 
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LESHER WITH A REMARKABLE “BALANCED” FINISH 





What do we mean by “balanced” 
finish? 


Just this—an enamel coating having 
exactly the same amount of elasticity 
as the leather over which it is spread. 


So that the resulting patent leather has 
absolutely uniform elasticity. 


Furthermore—an enamel so fine that 
it is perfectly transparent—show- 
ing the grain of the leather clearly 
through it. 


Our present day MAXIMUS is the 
result of fifteen years’ striving to attain 
an ideal in Patent Leather for shoes. 


The first wearing of MAXIMUS in a 
shoe is a new and very pleasurable 
awakening to what patent leather 
can be. 


The comfort, the easy conformity, the 
long-lasting brilliance—make friends 
who will never be content with any- 
thing but MAXIMUS. 


And as more stores find how MAXI- 
MUS pleases, and more manufacturers 
receive re-order after re-order, MAXI- 
MUS sales increasein natural sequence. 


All of which is the natural result of our 
plan—to make all Evans Leathers 
sell more Evans Leathers. 


Are you ready to receive a new experi- 
ence in what constitutes real patent 
leather? 


John R. Evans €° Company 


CAMDEN, NEW JERSEY 


(Branches in All Principal Shoe Centers) 
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TURDY, cool, long wear- 

ing Keds—the fastest 
selling canvas shoes on the 
market. Build your summer 
footwear profits on Keds, the 
standard by which canvas 
rubber-soled shoes are judged. 
The 1924 Keds catalog has 
been mailed to shoe retailers 
all over the country. If you 
have not received your copy 
write to the Branch or whole- 
sale distributor from whom 
you order your Keds. 
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Good Outlook for Canvas Footwear Season 


ing toward a good season in canvas 

rubber footwear are evident from 
eports from manufacturers stating pro- 
luction of this type of footwear is going 
Jong at an even keel. 

There is every promise that a splendid 
eason is ahead. Merchants have placed 
arly orders in more generous amounts 
haa a year ago. It is obvious that the shoe 
ndustry as a whole is awake to the facts 
hat there are greater opportunities in 
ubber canvas footwear sales than hereto- 
ore. 

In surveying the style situation pertain- 
ig to this style of footwear for summer 
ear, the style characteristics are about 
he same. In women’s models, simple 
tyleful lines add to the smartness of many 
vatterns. 

Crepe rubber soles are being applied to 

iany of the lines made by various com- 
vanies. Concerning the application of 
repe soles to canvas footwear, the United 
‘tates Rubber Company has put particu- 
‘ar emphasis on the fact that leaders in the 
‘ennis world wore canvas shoes with crepe 
-oles. An extract from a recent advertise- 
ment follows: “Eleven national and two 
world tennis championships were won in 
1923 with crepe sole Keds.” 

For this season several manufacturers of 
rubber canvas footwear have extended 
their lines by turning out several models 
with crepe soles. Among the new patterns 
are those in both bal and blucher styles. 
For those who desire an extremely light 
low-cut shoe, there are white models simi- 
lar to patterns carrying the other types of 
rubber soles. 


| omer indications point- 


New Basketball Shoe 


One of the new rubber canvas footwear 
models made by the Hood Rubber Prod- 
ucts Company of Watertown, Mass., is a 
brown canvas top with a crepe rubber sole. 
It is a basketball shoe and is styled the 
“Grayhound.” A slate gray color is used 
for trimming. The back stay, ankle pad 
and eyelet stays are of gray and make a 
nice contrast to the deep brown canvas 
material in the body of the shoe. A gray 
rubber tape covers the edges of the crepe 
sole, extending almost to the lower edge 
of the sole. Particular attention is paid to 
the fitting qualities and a cushion insole 
insures a comfortable fit. 


Rubber Boot Sales 


In various sections of the country, 
where heavy rains have swollen rivers and 
bodies of water, retail shoe merchants 
handling rubber boots have enjoyed good 
sales. One report from Pittsburgh, Penn., 
is to the effect that one store sold 350 pairs 


of hip rubber boots on one day due to the 
heavy rains. 

The report seems general that rubber 
boots during the past few weeks have sold 
well in various sections of the country. 


New Moulded Toplift 


The United States Rubber Company 
has announced a new Uskide toplift. For 
some time, shoe manufacturers and repair- 
men have been using toplifts made from 
Uskide strips, but recently there has de- 
veloped a demand for a moulded toplift. 

The new Uskide moulded toplift is an 
extremely trim, clean-cut looking article. 
In order that the wearer’s heel may rest 
flat on the ground, the name on the wear- 
ing surface is not ia raised letters, but is 
incised or depressed beneath the surface of 
the toplift. Uskide strips will continue to 
be available to repairmen who desire to 
use Uskide in that form. 

Some of the characteristics of Uskide 
toplift material reported by the company 
follow: ““Wears at least twice as long as the 
best leather toplift. Protects against slip- 
ping. Keeps the shoe in shape. Never be- 
comes ragged and unsightly, but wears 
evenly and maintains an edge as clean and 
smooth as when first attached. 

“Stains to any color of leather used in 
women’s shoes. The extra wear found in 
Uskide toplifts makes them especially 
popular and a business builder. Uskide 
toplifts enhance the value of the whole 
shoe. The wearer indicts the shoe and its 
maker when the seat of trouble was in a 


poor toplift.” 


Dryden Company's New 
Rubber Sole 


The Dryden Rubber Company of Chi- 
cago has placed on the market a sole for 
sport shoes. It is the medium combining 
the advantages of crepe and vulcanized 
soles for sport wear. The company calls 
the new sole Vulcrepe and claims it is firm 
and flexible with edges trim and neat. It 
also reports the knurled tread possesses 
non-slipping qualities. 

Crepe Soles on Men’s Light 
Weight Shoes 


A number of shoe firms are taking ad- 
vantage of the lightness of crepe soles and 
are using them in the making of extra light 
weight shoes for men to wear in the sum- 
mer time. The first of these new types of 
extra light shoes were brought out last 
summer. They were a success. Retail mer- 
chants displayed them on scales, to show 
the lightness of their weight in ounces. 

The new shoes for this summer are even 
lighter. They are made of new light calf 


leathers. Many of them are unlined. One 
extremely light pair of shoes has but two 
pieces of leather in the uppers, the vamp 
and the quarter. They are unlined. These 
new light types of shoes are expected to 
sell in the big city trade during the fall, 
with the continued use of crepe soles for 
lightness. 


New Rubber Enterprise 


The Consolidated Rubber Company of 
Boston, was incorporated recently with a 
capital of $200,000. It will make rubber 
cements, compounds and goods. The in- 
corporators are Alexander Gibbons of 
Allston, Mass., James A. Dever of Provi- 
dence, R. I., and Frank J. Broderick of 
Manchester, N. H., 


Stains for Crepe Soles 


In the April 1 issue of the India Rubber 
World, the following item pertaining to 
stains for crepe rubber soles: 

“The popularity of crepe soles for shoes 
for general as well as sport wear necessi- 
tated a new departure in colored edging 
stains to match the uppers. This has been 
done with great success by the production 
of a flexible stain in a variety of colors. 
The more common colors for crepe soles 
are black, brown and white. When applied 
to the sole the colored material becomes 
permanently a part of it and will not chip 
away in service. 

“The stain works well and quickly, 
gives a dry durable surface without injury 
to the sole and has met with favorable 
reception by shoe manufacturers and re- 
pair men.” 


Death of George D. Willis 


Braintree, Mass., April 10—George D. 
Willis, 79, a veteran of the Civil War and 
former tack and nail manufacturer, died 
here recently. For many years he was a 
member of the firm of Stevens & Willis, 
makers of tacks and nails for shoe manu- 
facturing. The concern was taken over by 
the United Shoe Machinery Co. nine 
years ago when the members of the firm 
retired due to ill health. 


Good Trade in Women’s 


Patterns 


Asheville, N. C., April 9—Hill-Jones 
Shoe Co., lessees of the shoe department 
in the new Denton department store, re- 
ports a favorable trade in women’s shoes. 
The department carries shoes to sell be- 
tween $7.50 and $14.50. L. R. Bruce is 
manager. The department is attractively 
fitted. Indications point to a good spring 
season. 
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AMERICAN > 
HIDE & LEATHER CO 








PATENT SIDES 





Chrome Tanned Small and Large 











Production of CHROME PAT- 
ENT SIDES in quantity and 
quality to satisfy all buyers’ needs 
for any dependable weight or 
assortment. 


Our intrinsic value is unsurpassed 
and fits all grades of good shoes. 

















- OFFICES AND STORES 
NEW.YORK BOSTON CHICAGO ST.LOUIS CINCINNATI 
AMERICANJHIDE & LEATHER CO, LTD., Northampton { Encisng 

CALF AND UPPER LEATHER TANNERI 
Wi Chicago 


Lowell | Peabody oburn 
Sheboygan Ballston Spa Curwensville 
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Patent Leathers Receiving Most Attention 


Better Selections of White Calf Enjoy Pretty Good Season—Sport 
Leathers Create Much Interest 





HAT IS BEING New business is 
BOUGHT considerably be- 
below par on the kinds of leather which 
ought to be bought at this season of the 
year. At a time when manufacturers are 
usually ready purchasers of most 
finishes of upper leather the buying is 
behind what is normally transacted. 

Patent leather continues to hold the 
center of the stage in the way of sales; 
that is, in proportion to production. 
Patent leather tanners and japanners 
are experiencing one of the best seasons 
in some years. The demand for the bet- 
ter grades is also showing some improve- 
ment. Patent kid and colt are also en- 
joying a larger sale. 


mand. 


years. 


Hide 


past week. 





High Lights of the Week 


Improved sales on calf and kid 
leathers. Colors predominate in de- 


Blacks, including patent leather 
and suede, are prominent feature. 
Patent leather trade is best in some 


Close buying policy continues on 
staple and heavier leathers. 


and skin market 
Tanners bidding less than packers 
will sell at. No further declines the 


20c, according to weight. The buck 
* finislies have been somewhat neglected, 
but this is made up to an extent in the 
demand for elk finishes, sport leathers 
and heavy side leathers for the heavier 
grades of shoes. The colored soft 
finished tannages ure being used to a 
larger extent for women’s and children’s 
shves of the sandal type, or with low 
heels and cutouts. There is a fair de- 
mand for kip leathers of the best 
tannages; also veal and heavy grain. 


KID Kid tanners are operat- 
LEATHERS ing at about the same 
capacity as for the past few weeks, and 
there has been a fairly good call for the 
best selections of white kid. Leading 


quiet. 








The fancy high colors in calf and kid 
are still selling in a fair way. There has 
been a pretty good season on the better selections of white calf, as 
well as white kid. A good interest is being shown in elk finishes and 
sport leathers, particularly for golf and outing shoes. 

The demand is reported good in some shoe centers for heavy 
grains, waterproof leathers and durable finishes of side leathers 
for workingmen’s shoes and footwear for the agricultural and 
mining sections. These are the staple leathers which make up the 
shoes for the masses, together with leathers of a cheaper variety 
for lower priced shoes for women and children. 


SUEDE The market for suede finishes has shown a con- 
LEATHERS | siderable falling off the past few weeks. One of the 
leading tanners of suede calf said that the export business on the 
best finishes of suede is especially good, While domestic trade is 
quiet. He anticipates a return to normal demand, later on in the 
spring, stating that the business was hurt somewhat by cheap 
imitations of the better finishes of suede. 

Price is not a factor in the demand for suede leathers at the 
present time, and the top selections of fancy colors of calf are 
held at approximately the same prices—55c to 65c per foot, by 
leading tanners. The trade in black suede has been fairly good, in 
keeping with the call for other black finishes. Buck leathers are 
reported in small demand except for the white finishes. 


CALF There is a fair business in the standard tannages 
LEATHERS of smooth finished calf. Tans and browns are 
meeting with fair request for men’s shoes in the popular shades of 
Havana Brown and Mahogany. For women the fancy colors of 
calf in the top selections of choice skins are meeting with fair re- 
quest, and there has been a good call for the white finishes of the 
best tannages. Prices on the top selections of leading tannages of 
colored chrome calf are quoted at 46c to 48c. Leather made from 
imported skins in choice selections bring up to 55c per foot. 
Some tanners report that they are well sold up on their leading 
lines and are operating at nearly full capacity. The medium and 
lower selections of calf are quoted at 35c to 40c per foot, and 25c 
to 30c respectively. Some cheaper grades in job lots bring from 
18c to 22c, although the market is rather dull. 


SIDE UPPER In some sections where shoe factories are the 
LEATHERS busiest, there is naturally a good call for side 
upper. This covers a wide range of leathers and finishes, colored 
full grain chrome sides bringing from 26c to 30c for the top selec- 
lions; medium grades from 22c to 25c, and cheaper grades below 


tanners report a continued good call 
for the fancy colors. Some tanners are 
operating at fair capacity, especially considering the general 
dullness of trade. There is no special change in prices,—the top 
selections of faucy kid in colors bringing from 65c to 80c per foot; 
medium grades and selections quoted at 40c to 55c, and lower 
grades at below 40c, according to quality and kind of leather 
wanted. ’ 


PATENT _ The call continues good for the leading makes of 
LEATHER patent leather. Tanners and japanners are operat- 
ing at nearly full capacity, and some are behind on deliveries. The 
principal improvement now desired is a stronger call for the top 
selections. Profits are interfered with where the call is mainly for 
the medium and cheaper grades. Prices show no particular 
change. The top selections of patent kid bring around 45c per foot. 
Patent chrome sides 38c to 42c. Bark sides in black are quoted at 
around 28¢ to 30c. A good call prevails for the better grades of 
patent kid ranging from 65c to 75c per foot, and patent colt with 
the better selections quoted at 55c to 65c. 


SOLE This market shows no particular change. The vol- 
LEATHER ume of sales of sole leather is far below what it 
should be, and prices do not appear to be as strong as a month or 
two ago. Some sole leather tanuers are not operating at over 30 to 
40 per cent capacity, and sales are close to the needs of users. 
The business in oak sole is only moderate. Oak packer steer 
backs are bringing 40c to 47c per pound, and cow backs 36c to 
4lc, according to weight and tannage. The better selections of 
bends are more firmly held, prices ranging from 48c to 55c for 
shoe manufacturers’ bends. Sole leather tanners are inclined to 
keep out of the hide market for anything like large purchases. 
They will operate cautiously until conditions show some change 
in their favor. ‘The tendency now is for shoe manufacturers and 
sole cutters to buy supplies in small quantities and close to their 
needs. Under such conditions and operating under small capacity, 
it is difficult for sole leather tanners to figure on profits. 





Cantrowith Joins Rice & Hutchins, at 
New York 


New York, April 8—H. Cantrowith, formerly with the Phila- 
delphia Shoe Store of San Francisco, Cal., has taken charge 
of thé retail department of the Rice & Hutchins, New York. 
Mr. Cantrowith has enjoyed much experience in the retail shoe 
phase of the shoe industry. 
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Be Popular for Easter 


CHICAGO—Spring seems to have 
irrived at last in Chicago and local shoe- 
en have begun to view conditions with a 
much more optimistic spirit than during 
he past several weeks. During the week 
nding Apr. 5, the spring shopper made her 
ppearance in all of the style centers and 
iles volumes in all shoe stores show that 
omen decided to get down to the business 
selecting spring shoes. 
Reports from most sections show an 
nsatisfactory volume of business in 
jored suedes, most merchants having 
night suedes at the beginning of the 
‘ason, anticipating a big demand for them. 
Judging from what spring buying has 
en done, the popular street costume will 
» a smartly tailored coat suit worn with 
he flesh-colored hosiery and black shoes. 
here has been a preference shown for the 
step-in” or gore pattern without ankle 
traps in the more exclusive shops. 
suckles continue in popularity and one 
xtremely fashionable shop reports a big 
emand for patterns bordering on the 
trip pump. In face Mr. Aldrich, manager 
f the O’Conner & Goldberg shop at 23 E. 
\ladison Street, claims that his most 
popular number is an extremely plain 
pera pump, with ashort vamp, moderately 
high heel and in black or dark brown 
atin. 


Good Children’s Trade 


Mr. Kogan, vice-president of the Kid- 
Land Bootery, Inc., at 3445 W. Roosevelt 
Road, reports u very good increase in the 
children’s business. “The weather,”’ said 
Vir. Kogan, “has been such that mothers 
have not been afraid to take their babies 
and children out. There is a big demand 
for fancy patterns for the little folks.” 


Children Buying Fancy 
Patterns 


S. Freehling & Son, wholesalers, at 19 
S. Wells Street, report that thedemand for 
children’s shoes is almost entirely corifined 
\o fancy patterns. It is expected that high 
colors and two-tone combinations will be 
good in children’s shoes when the white 
season opens for women. 


Stores 

W. J. Welsh has resigned as manager of 
the O’Conner & Goldberg store at 159 
W. Madison Street to accept a road posi- 
tion with the Ward Baking Company. 
Harry Silver, buyer of men’s shoes for the 
O'Conner & Goldberg stores, is tempora- 
rily in charge. 

T. J. O’Brien, now manager of. the 


O-G store at 1253 Milwaukee Avenue, has 
been selected to manage the Madison 
Street store, and Mr. Sobel, assistant 
manager of the store at 4616 Sheridan 
Road, will be promoted to manager of the 
Milwaukee Avenue store. 


New Hotel to Be Erected 


Shoemen, who have had occasion to 
visit Chicago during a convention and 
who have had difficulty in finding hotel 
accommodations, will be glad to learn that 
plans have been laid to build a new large 
hotel here. The hotel is to be called the 





O-G Stores Now Sell 
Perfumes 


\ perfumery counter has been 
added to four of O'Conner & Gold- 
berg’s leading shoe stores. Only the 
highest grades of cosmetics and per- 
fumery will be handled. This new 
accessory is not necessarily expected 
to increase shoe sales, but it is 
expected it will add to the prestige of 
the stores and increase their reyenue 
without adding to the overhead 
expenses. 











New Palmer. It is to have 2,268 rooms and 
a bath with each. The estimated cost will 
be $10,000,000. 





Decided Improvement to the 
Buying in St. Louis Stores 


ST. LOUIS—Women 'scalls in the retail- 
shoe business during the week ending 
April 5 showed considerable improvement. 
Activity continued to gain and Saturday 
found all stores doing excellent business. 
This effect was stimulating to the retail 
shoe merchants throughout the trade 
territory. Capacity business is looked for 
from now until Easter. The buying, which 
has been belated, will undoubtedly over- 
wheln: a majority of the organizations 
during the coming few weeks. 


Patent Leather in Great Demand 


Patent leather has had a rush during the 
past week. This material was especially 
pronounced in the better grades of foot- 
wear. Satin still holds well and no one looks 
for any material to supplant this popular 
style. More demand is being noted for 
airedale and shades of this variety in 
suede. There is an increase in the call for 
suede of these colors. Gray turned dull 
after a week of some activity. Aside from 
this one color, stocks of retail shoe mier- 
chants are of such condition as to cause 
little concern. 

The colored kids are breaking into most 
window displays. The demand has not as 
yet been felt for this vogue sufficiently to 
make predictions as to its future. Majority 
of stores have played them for a selling 
period between Easter and the big white 
season. The popular colors that are being 
shown at present are the apricot and 
Chinese blue. Some gray and mouse also 
are to be seen. The patterns are for the 
most part straps and unchanged from 
those shown in other materials. 

March business in, most stores was less 
than the sume month of last year. This, 
however, is easily explained, in that 
Easter business came in March last year 
while this year it will be the middle of 





April. Most merchants attempting to 
make a fair comparison are combining the 
two months in order to ascertain the real 
trend of the trade. 


To Open Street Store 


The Peacock Shop will open a store at 
808 Olive Street about May Ist. This will 
make the second store for the company. 
The fixtures will be solid walnut through- 
out. New fronts will be added to the store 
which will have center entrance. The store 
will be 22 by 45 feet. L. H. Brown will 
manage this store as well as the Locust 
Street store. With this new shop and 
Brandt's new store in the same block, this 
section of Olive Street is being refered to as 
the high price shoe district. Swope, Hanan, 
Walk-Over, and Weil's are all located 
within three blocks. Hutcheson and the 
Edwin Clapp store in the men’s line are in 
this district. 


Fire Causes Great Damage 


Fire destroyed the building and stock of 
the Huette-Bourquin Shoe Company on 
March 30. Loss, covered by insurance, was 
placed at $185,000. No plans for the future 
have been made as yet. The concern had 
been in business a year and was doing 
extremely well. 


The monthly review of business condi- 
tions throughout the eighth Federal Re- 
serve District, just published, indicates 
unchanged conditions in business. The 
report in part follows: “In general busi- 
ness during the past 30 days favorable and 
unfavorable factors have so evenly 
balanced each other that no decided 
change in the trends indicated during the 
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F RENCH, SHRINER & URNER customers are not 
interested in searching for bargains. They realize the real Ne 
economy and satisfaction of wearing these famous shoes. The a 
great majority of men who buy French, Shriner & Urner 
shoes need to be sold but once. . ace 
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like period immediately preceeding was 
discernible. Extreme caution on the part 
of buyers of all classes is the outstanding 
feature. Ultimate consumers are taking 
only what they require currently and this 
attitude on the part of the public is re- 
f'ected in purchasing by retail merchants 
and wholesalers and in turn influences 
raw materials commitments by manu- 
facturers. Consumption generally con- 
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tinues on a large scale and both production 
and distribution of commodities are being 
well maintained. 

Weather conditions were distinctly un- 
favorable and in a number of lines retarded 
distribution. Prolongation of winter has 
been detrimental to the movement of 
apparel and the lateness of Easter also had 
a tendency to cause postponement of 
spring purchasing in the general category 





Need of Mild Weather to 
Stimulate Easter Trade 


MILWAUKEE—Cold and uncertain 
weather is still holding back spring trade, 
according to Milwaukee shoe merchants 
wio state that people are picking up a 
variety of styles showing few definite 
spring tendencies. A day of good weather 
last week caused many stores to plan for a 
big Saturday business which was greatly 
cut down by a sleet and snow storm. One 
department store reported“a good week’s 
business which went over that of last year, 
but the majority seem to find the record 
business of Easter week last year difficult 
to break without the aid of good weather. 

According to reports of traveling sales- 
men, a number of whom visited the city 
during the week, retail merchants through- 
out the state have found spring business 
rather slow as a result of the weather. 
Black satin and patent leather are still 
leading in women’s shoes and strap effects 
are given a prominent place. Hollywood 
sandals have also been good at several 
stores. A few colored leathers, such as 
fawn, champagne and gray, are begianing 
to sell for wear with tan and cocoa shades 
in dresses. Colored kids are expected to 
open up within a few wecks and some local 
merchants expect to sell such shades as 
rose, green, lacquer red, Mandarin blue 
and apricot in strap effects for wear with 
high colored sport outfits. 


Need of More Activity in Men’s Trade 


Men’s shoes seem to be less active than 
women’s footwear. So far the tendency has 
been for oxfords in tan shades and black in 
plain styles and wide round or French toes 
are taking well. A style which has been 
favored at one store is of tan or black calf- 
skin with.a saddle of boarded leather in the 
same or harmonizing shades. 


Plan Fall Style Show 


Shoe merchants of Milwaukee are plan- 
ning to co-operate with other merchants 
of the city in holding a big fall style show 
in the Auditorium September 17 to 21. 
The style show this year is to be even more 
elaborate than in past years with the em- 
phasis plated upon the “Promenade of 
Styles,” eliminating the booths which 
were arranged by merchants in the past. 


The show will be connected with consider 
able advertising and will be managed by a 
local newspaper. 


Doubles Merchandise Stock 


After doing four years of active business 
at 967-969 Eighth Avenue, the Lincoln 
Clothing and Shoe Company, known on 
the south side of Milwaukee as the “‘Day- 
light Store,”’ will double its merchandise to 
take care of the increased trade which it is 
now anticipating. J. B. Murray is manager 
of the Lincoln store. 


H. F. Hirt Sells Stock 


H. F. Hirt, for several years in the shoe 
business in Barron, Wis., has sold his stock 
of footwear to O. A. Vig of Trego, Wis., 
who will probably move it to Trego. Mr. 
Hirt hasannounced no plans for the future 
but will remain in Barron for the present. 


Add Children’s Hosiery 


Children’s hosiery has been added to the 
hosiery department of the Caspari & Vir- 
mond Co. shoe store and is proving very 
successful. A ‘number of quantity sales for 
children have been made since this section 
of the department was opened. 


Returns from Vacation 


A. B. Caspari, president of the Caspari 
& Virmond Co., has just returned from a 
three months’ vacation trip to California. 
Mr. Caspari visited a number of shoe 
stores in Los Angeles and San Francisco 





Good Tone to the Ho- 
siery Demand — 

During the week ending April 5 
the hosiery business was very good. 
Light shades of chiffon hosiery are 
still the biggest sellers, the favorites 
being such shades as tan bark, 
freckles, airedale and French nude, 
although a tendency toward shades 
with a pinkish caste is also noted in 
some stores. Black hosiery is moving 
slowly. One store reported quite a 
run on chiffon hose with side clock- 
ings. Light shades are being worn 
with both black and colored shoes. 
Some difficulty has been experienced 
in cases where the customer tried to 
match the shoe exactly, but in the 
majority of cases a lighter shade is 
preferred. Popular prices range from 
about $1.95 to $2.65. 











while on his trip. With his return, G. R’ 
Virmond, secretary and treasurer of the 
company, left for a business trip to north- 
ecn Wisconsin. ; 


Kawneer Co. Opens Office 


A Milwaukee office of the Kawneer 
Manufacturing Company, manufacturers 
of copper store fronts, has been opened re- 
cently to handle the business for southern 
Wisconsin. The office is located at 308 
Metropolitan Building and G. E. Glazier 
is in charge. 


Assists in Style Parade 


The Walk-Over shoe store of La Crosse, 
Wis., supplied the footwear for the annual 
style show presented at the Rivoli theater 
by F. A. Pruess of the Mutchow Bros. & 
Pruess store. The display of spring styles 
was combined with a vaudeville perform- 
ance directed by Mr. Pruess. 


Gets Captain’s Commission 


W. H. Kuehl, shoe merchant of Neenah, 
Wis., and formerly first lieutenant in the 
Wisconsin National Guard, has received 
his commission as captain of the local unit 
from Governor Blaine. He succeeds Capt. 
R. A. Vanderwalker, resigned. 





Strong Tendencies Point 
to Colors in Cleveland 


CLEVELAND—Business in the shoe 
stores in this city picked up considerably 
in the last two weeks. The week ending 
April 5 probably was the best week of the 
presént year from the standpoint of sales 
volume. Patents and satins continue the 
best sellers, with the demand for gray elk, 
blue clk and pearl elk picking up. Every 


indication is that the season will he a 
colorful one. Although the volume of 
sales in the colorful models is not large at 
the present time, there have been sufficient 
sales and inquiries to convince those who 
follow developments that there will be a 
big demand for the fancy colors, even 
larger than it was last year when the 
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1. Wiz exclusive flat packet load 


Formed by two, three or more 
strips interleaved and folded ziz- 
zag. 


2. Wiz strips are always in alignment 


3. Furnished with or without tamper- 


proof reference compartment. 
4. One strip of ail 

tically into locked compartment 

ready for reference or auditing at 
’ any time. 


refolds automa- 

















Loading 

















Auditing 


Why our men serve well 
44% in service 15 to 38 years 
26% in service 10 to 15 years 


1884 


regis- 
ters since 1893. ators 


of the sales book industry in 1884. Pioneers in the manufacture of books, machines and 


forms using carbon paper. 
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Flat Packet 
Register 





One-Packet Load—Flat Audit Strip 


Wiz is used for many kinds of handwritten 
records for the shoe merchants no matter 
what the size of the business. Wiz intro- 
duces the flat-packet principle, a great im- 
provement over roll form registers. It makes 
any number of copies and strengthens the 
best record keeping system by making 
better original entries. en tected by 
Wiz, a handwritten record is safer and surer 
than any other kind of record. 


EASY AND QUICK TO LOAD 


The load is one flat packet of printed forms 
interleaved and foided —_ , ready to 
insert in the Wiz. To load the Wiz Register 
obviously requires much less time than 
inserting three or more rolls, adjusting 
tension springs and placing first slips in 
alignment. 

In a recent contest, nine men loaded a Wiz 
Flat Packet Register in less than half a 
minute each: one man in twenty-three 
seconds. 


AUDITING FROM LOCK-UP RECORD 


The top picture of the Wiz Register, with its 
sides cut away, shows one strip of checks 


automatically refolded in the tamper-proo! 
locked com ment (No. 4) after thx 
transaction been recorded. The record 
of any transaction can be referred to in 
stantly and then replaced without dis- 
turbing the load. 

Auditing from the locked zigzag strip oi 
flat tickets is much easier than from a long 
rolled strip which curls over the desk and 
floor. The Wiz audit strip is a perfect file in 
itself, always in numerical order and 
accessible at any page, avoiding an awk- 
ward file of rolls. 


ALIGNS STRIPS AUTOMATICALLY 


One turn of the crank issues and files tickets 
and automatically places the next set of 
tickets in alignment. 

Many shoe stores have already improved 
their records by using Wiz. 

Over 100 company offices conveniently lo- 
cated in all trade centers. 

Our representatives are especially instruct- 
ed. They average long years of service and 
are capable of rendering just the quality 
of service you desire. 


American Sales Book Company, 14., Elmira, N. Y. 


West of the Rockies 


Pacific Manifolding Book Co. 
Emeryville, Cal. 


Pacific Coast Sales Book Co. 
Los geles, Cal. 


An 


In Canada 


F. N. Burt Company, Ltd 
Toronto, Can. 








Pin to forms now used or to letterhead for 
information without obligation 


C) Cash Sales 
Charge Sales 
Bills of Lading 

C) Invoices 

C- Express Receipts 

C) Purchase Orders 

Dept. 7144 


©) With Cash Drawer 
C2 Receiving Orders 
2) Delivery Receipts 


C) Requisitions 





© Shep Orders 
0 Warehouse Orders 
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colors had their first run in the city. 

Business as a rule, it is believed, was 
better in the first week in April than it 
was in the same period last year. 


Vlonday Is Re-ordering Day 


With sales increasing with the advent of 
v arm weather, an unusual situation pre- 
\ails in the retail circles of this city. 

‘erchants who experience a big run of 
business on a Saturday come down to 
york on the following Monday and find 
« rtaim sections of their stock depleted 
©. popular models and average sizes. They 
hed purchased cautiously for the new 
s 1801. 

\s a result Monday finds these men on a 
skirmish for new stock to replace that 
wich was sold on Saturday. There are 
e\-eptions, however. These are the larger 
m-rechants, who made their estimates for 
the new season, visited the exhibits and 
conventions of their trade, got a line on 
models, and then purchased what they 
feit they would sell. Many merchants on 
each Monday are ordering goods for 
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immediate delivery. They are also after 
goods for Easter at this late date. Unless 
there is a remedy applied many merchants 
are going to be short on certain popular 
models before the Easter buying ends. 


General business conditions continue 
favorably in the city, although the labor 
relations committee of the Cleveland 
Chamber of Commerce reports that jobs 
are at last scarce in the city.. There has not 
been a decrease in employment in the city 
during March, although some of the manu- 
facturers report. they are catching up with 
orders. 

There has been a curtailment of pro- 
duction on the part of the automobile 
manufacturers here and the auto parts and 
accessories manufacturers, who had 
been supplying Detroit auto makers, have 
experienced a let-up in orders from the 
Michigan city. 

The steel industry, which is one of the 
leading industries in this city, is going 
along at full tilt, however. 





Black Patterns 


Promise to 


Be Easter Style Leaders 


CINCINNATI—The_ cold’ weather 
which prevailed during the last part of the 
week ending April 5 had the effect of 
holding down the volume of sales in retail 
shoe stores. There was a hint of spring 
weather for several days, but there was a 
sudden change to colder weather early in 
the week accompanied by snow and this 
drop in the thermometer hurt. the sales of 
retail merchants in all lines. Department 
stores and retail establishments through- 
out the city have not been able to move 
their spring merchandise in large volume 
due almost exclusively to weather condi- 
tions. Despite unfavorable weather, the 
retail shoemen have been doing a fair 
business and are looking forward to good 
sales immediately preceding Easter. 

In the past few weeks the popularity of 
black shoes has been demonstrated most 
conclusively. Most women are wearing 
black footwear with light-colored hosiery. 
This fad seems to be at the crest of its 
popularity. Black is expected to maintain 
its leadership throughout the next few 
months with satin and patent being in 
heavy demand. Colored sandals have not 
yet been much of a factor in the local retail 
business and merchants feel that they will 
play a subordinate part in sales. Retail 
merchants are pushing the sales of their 
new spring colors, such as airedale and 
jack rabbit in strap effects. 


Men’s Style Week 


The Mabley and Carew Company 
designated the week ending April 5 as 


Men’s Style Week and carried large news 
paper advertisements on the importance 
of a man being well dressed. A contrast is 
given between the poorly dressed man and 
the well dressed man. The former is 
described as giving a bad impression, 
looking unsuccessful being universally dis- 
credited, possibly having ability, but not 
looking like it, incapable of getting a hear- 
ing, handicapped by clothes and failing at 
the beginning because he thinks that 
clothes do not count. The well dressed 
man on the other hand, creates confidence, 
appears prosperous, is everywhere ap- 
proved, may even lack ability, but doesn’t 
show it, gets the job, is promoted by 
clothes, succeeds at the start because he 
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knows the value of appearances. Shoes 
were given their share of the emphasis in 
the Style Week program. 


Red Cross Shoes 


The Potter Shoe Company advertised 
Red Cross shoes during the past weeks, 
five that were selected by three of the 
leading screen stars, Alice Terry, Colleen 
Moore and Hope Hampton. These in- 
cluded a black kid strap sandal with a 
two-button instep loop strap, a three- 
strap of Nubuck with bandings of jack 
rabbit calf and a black satin strap effect 
with bandings of ooze. 

A Suggestive Display 

A suggestion to men that is helping to 
sell more hosiery is being carried into 
action by the Bostonian Shoe Company. 
Upon each oxford displayed in the window 
is placed a pair of hosiery that either 
matches or contrasts with the footwear. 
Bringing these combinations to the at- 
tention of the customers is resulting in 
good sales on hosiery. 


Auto Traffic Problem Taken 
to Courts 


The Main Street Merchants’ Assucia- 
tion of Cincinnati is carrying to court a 
test case of the right of the city council to 
pass ordinances designating certain down- 
town business streets as one-way streets. 
There merchants assert that the making of 
Main Street a one-way street has seriously 
affected their business, in some instances 
being the cause of a 50 per cent decrease in 
the volume of sales. 


Moccasin Models in Sport 
Shoes 

The moccasin type sport shoes, worn on 
the English golf links, is being featured by 
the Regal Shoe Company, 4 Vine Street. 
The recent remodeling of this store has 
given it one of the finest display windows 
in the city. ; 





Improved Tone Reported 
in Los Angeles Stores 


LOS ANGELES—California shoe mer- 
chants are rejoicing with everyone else 
over the welcome rains which have 
broken the long drought and which have 
restored the confidence of the people 
generally by saving millions of dollars 
invested in crops and fruit. Business 
which has been somewhat quiet for the 
past. month or so has been stimulated and 
merchants report increased interest in 
buying. 

A fashion show was staged at the Bilt- 
more Hotel March 29, and some unusual 


new models of Laird Schober shoes from 
the Wetherby Kayser Co. were displayed 
to good advantage. These were beige and 
gray suede pumps and slippers with fancy 
straps, sandal pumps of black satin, and 
gold brocade evening slippers with cut-out 
straps and trim of gold kid. Hosiery with 
monograms was a feature. 


Show New Spring Models 

The Harbor Industrial Exposition held 
at Long Beach gave an opportunity for 
shoe merchants of Los Angeles and Long 
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4 NEW OXFORDS 
IN STOCK 


BRANDED OR UNBRANDED 


Shelton Last 
New Short Vamp 


Price $4.60 


No. A91—Men’s Balkan Tan Calf C. S. Oxford (New Popular Light 
Shade.) First Quality Oak Soles, Wingfoot Rubber Heel. Widths 
B, C, D. Sizes 5 to 11. 


No. A92—Men's Imported Black Calf C. S. Oxford, Same Style and 


Price as above. 


Times Square Last 


Price $4.60 


No. A87—Men’s Brown Mandarin Calf C. S. Oxford (New Medium 
Brown Shade.) New Double Square Perforations. First Quality Oak 
Soles, Wingfoot Rubber Heel. Widths B, C, D. Sizes 5 to 11. 


No. A88—Men’s Imported Black Calf C. S. Oxford. Same Style and 


Price as above. 


Send for Our New Spring Catalogue Showing 33 Styles, Men’s 
and Boys’ Shoes and Oxfords in Stock. 


N. B. THAYER & CO., Inc. 


Makers of Good Shoes Since 1872 
East Rochester New Hampshire 


April 12, 1924 

















Retail Salesmen 


Wanted 


A Splendid Opportunity 
for the Right Men 


The J. C. Penne Company—a nation-wide institution 
—needs — ble > eae between the ages 
of 25 and 35 years who have ha > in 
So ae Ts ten, ot ome highest 
references. 


Our company, which started in 1902 with o on ee 
goods, shoes, notions, clothing in $3 sas, We el or 
notions, or men, 
women and children, We do a strictly cash business. Our 
sales in 1923 were $62,188,978. We opened 115 stores 
1920, 59 stores in 1922 and 104 stores in 1923. 


ot lateaisy. study and determination your progress 
will rapid in our organization. Under our experienced 
you are trained to become a manager. When 


managers 
you have qualified 


You are Promoted 
to be 


Manager of a Store 


in which you own a one-third interest, to be paid 
for out of the profits of the business. 


Experience has taught us that some of the greatest successes come 
from the ranks of a men. What we need are . healthy and 
capable salesmen who have had thorough experience a small or 
medium-sized t store, or wre, experienced 10. general store 
work in epeciel Iines. The investment of money is A, A 

our success with us. The financial cf our company is am 
y, this is our proposition—tested and proven over a 
years: 


You come to us first as a salesman in one of our stores. 


Write today for our booklet, * Opportunity,” which ouiy 
explains our plan. Give your age and number of years 
jonce im our lines of merchandise in Your first letter 
. 2 j 


J. C. PENNEY CO., Inc. 
wn Bea ere 
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Beach to advertise and display new 
spring styles to good advantage. Ray 
Bros. of Long Beach exhibited many 
odels in gray suede and beige suede and 
kid, with cut-out vamp and fancy strips, 
plack satin slippers, with cuban heel, and 
Chinese blue kid slippers. 

The Walk-Over Store exhibited spring 
models in an attractive booth at the 
Exposition in both men’s and women’s 
shoes. 


Theme Hosiery on Display 


The Theme Hosiery Co. recently 
located in Los Angeles in -a large new 
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factory. Its products are on display in the 
Long Beach dnd Los Angeles stores. The 
flesh shades predominate in spring hosiery 
colorings. ‘The neutral shades, gray and 
sand, are second in importance because of 
their adaptability for wear with the 
tailored suits and high colored frocks and 
coats, which will not permit the contrasts 
of pink tinted hose. Black and the medium 
browns continue to play a minor role. 


Baker’s Offerings 
The C. H. Baker Co. is showing some 


new high cut pumps in gray kid and beige 
kid and black satin. 





Sandals and Oxfords Strong 
in Some Sections of Utah 


SALT LAKE CITY—The retail shoe 
trade in the stores has been characterized 
by a fairly steady note. 

The Booterie on East Broadway has 
been doing well with sandals in a variety 
of colors, including red and green, but gen- 
erally speaking, the sandal season has not 
reached its peak. At the Auerbach store it 
was stated that the demand for ladies’ 
oxfords was greater this year than last. 
Two or three prominent stores are featur- 
ing $10 shoes. The Keith-O’Brien Com- 
pany has a beige suede with front strap of 
kid to match, and Cuban heels of 14-8. 


Wesson on Buying Trip 


A. M. Wesson of the Booterie manage- 
ment was recently in the East on a buying 
trip. 


Musical Chair for Children 


Albert Jacobsen, manager of Albert’s on 
East Broadway, a store catering to the 
family trade with emphasis on children’s 
shoes, has introduced a musical chair for 


the little people. It is an ordinary looking 
piece of furniture, but when a child sits on 
it, it begins to play a tune. Mr. Jacobsen 
said he was buying two or three more, so 
popular had the chair become. 


Self Service at Robinson’s 


Robinson Bros. Shoe Co., one of the 
oldest shoe firms in the city, introduced a 
modified form of self-service in its shoe 
store on Main Street. This will cut down 
clerk hire, it is stated, without expecting 
too much of the customer in the way of 
taking care of his own wants. 


Newman Appointed Manager 


Al Newman will manage the new store 
of A. B. Cline’s at 55 East Broadway. This 
will be a popular-priced store, catering to 
the family trade, and will be the fourth 
shoe store on the North Sideof East Broad- 
way to go in between Main and Statv. A. 
B. Cline, the owner, has been in the general 
store business in this city for more than 30 
years. 





Colored Suedes Show Gain 
in the Minneapolis Stores 


MINNEAPOLIS—During the week 
ending April 5, retail shoe merchants re- 
ported a more stable tone to the buying in 
both men’s and women’s departments. 

Light-colored suedes have sold better 
during the past few days than heretofore. 
Black materials are very popular and give 
promise of continuing so throughout. the 
spring season. 


New Officers Meet 


The new board of directors and officers 
of the Northwestern Retail Shoe Dealers’ 
Association held their first meeting since 


the convention recently. The program for 
the year was outlined. The officers for this 
year include: Joseph A. Langley of St. 
Paul, Minn.. president; W. N. Comer of 
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Minneapolis, Minn.; C. C. Cross of 
Bowdle, S. D.; John Mack of Grand 
Forks, N. D.; John Flock of Wolf Point, 
Mont.; E. A. Rice of La Crosse, vice-presi- 
dents; H. S. McIntyre of Minneapolis, 
secretary; George S. Roth of Minneapolis, 
treasurer; O. J. Benton, Austin, Minn.; 
Fred Beese, Grand Forks, N. D.; D: D. 
Byson of St. Paul, Minn.; Charles A. Kil- 
bourne, and C. M. Stendahl of Minneapo- 
lis, directors. 


Johnson Makes Change- 


Charles W. Johnson, formerly manager 
of G. R. Kinney’s Minneapolis shoe store, 
has been made manager of the new store 
recently opened by the company in Sioux 
Falls. 


Dennis J. McGrath Dead 


Dennis J. McGrath, for 38 years an 
employee of the St. Paul branch of the 
United States Rubber Company, died dur- 
ing the past month in that city. 


New Folder Issued 


Foot, Schulze & Co. announces that 
owing to the rapidly changing styles in 
footwear, it will issue large folders periodi- 
cally instead of sending out a big semi- 
annual catalogue. The first of the folders 
went out April 1. 





Two New Shoe Stores 


Excelsior Springs, Mo., April 9—W. E. 
Morse recently opened a shoe store at 437 
Thompson Avenue. The store is fitted with 
attractive fixtures. A hosiery department 
will be installed in the near future. 

Another new store was recently opened 
here. The Independent Stores Co., carry- 
ing low-priced shoes, is now doing business. 
William Eisen is manager. 





Menzies Co. Very Busy 


Fond du Lac, Wis.—The Menzies Shoe 
Company reports that it has been operat- 
ing its nailed factory since January 1 on a 
100 per cent basis and its welt factory at 
about 75 per cent of its capacity. Recently 
production in the welt factory was in- 
creased to 91 per cent. S. D. Nichols, pres- 
ident, reports an optimistic outlook ia the 
industry. 





Expect a Big Sport Shoe 
Season in San Francisco 


SAN FRANCISCO—Retail shoe mer- 


‘chants are looking forward to a big sport 


shoe season in shoes, to harmonize with 


the sport styles in women’s wear, now be- 
ing featured inthe high-grade stores. There 
(Continued on page 112) 
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Price $4.60 


No. A91—Men’s Balkan Tan Calf C. S. Oxford (New Popular Light 
Shade.) First Quality Oak Soles, Wingfoot Rubber Heel. Widths 
B, C, D. Sizes 5 to rr. 

No. A92—Men’s Imported Black Calf C. S. Oxford, Same Style and 


Price as above. 
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Price $4.60 


No. A87—Men's Brown Mandarin Calf C. S. Oxford (New Medium 
Brown Shade.) New Double Square Perforations. First Quality Oak 
Soles, Wingfoot Rubber Heel. Widths B, C, D. Sizes 5 to 11. 


No. A88—Men's Imported Black Calf C. S. Oxford. Same Style and 


Price as above. 


Send for Our New Spring Catalogue Showing 33 Styles, Men’s 
and Boys’ Shoes and Oxfords in Stock. 


N. B. THAYER & CO., Inc. 


Makers of Good Shoes Since 1872 
East Rochester New Hampshire 
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Retail Salesmen 


Wanted 


A Splendid Opportunity 
for the Right Men 


The J. C. Penne Company—a nation-wide institution 


—needs capable ;y men ——— the ages 
of 25 and 35 years who have ha am fF venbe ience in 
one or more of our lines, and can —y = highest 
references. 


Our company, which started in 1902 with one store, 
now operates 475 ae eet in = states. hey mp dry 
goods, shoes, notions, clothing furnishings for men, 
women and children. We do a strictly cash business. Our 
sales in 1923 were $62,188,978. We o 115 stores in 
1920, 59 stores in 1922 and 104 stores in 1923. 


ot Maer. study and determination your progress 
rapid in our organization. Under our experienced 
managers you are trained to become a manager. When 
you have qualified 


You are Promoted 
to be 


Manager of a Store 


in which you own a one-third interest, to be paid 
for out of the profits of the business. 


Experience has taught us that some of the greatest successes come 
capable’ selemon who have had iy TI 
capable salesmen who have a small or 
medium-sized 


ob eee ee ment of is not f 

f investment of money ‘or 
our success with us. The financial pp 1s 
Briefy, this is our proposition—tested and proven over a period of 21 
years: 


Vou come to wo Gost an 2 eaiesaion te cnn et cun ctuses, Darts 
the ported of provihe wee ee ee ee 

of co-operative effort. Your progress depends upon your 
chatty ond cilort. Ac our mow stares ave opened, managers ese 
selected from our sales force. 


When you make a success of the management, you are sold a 
one-third interest in a new store and become its man . You 







Write today for our booklet, “Your Suputeaity. es which ay 
explains our plan. Give your age and number of years 
rience in ur limes of tmerchandiae in Tour firs letter 
may arrange for a personal interview later. All correspondence 
strictly confidential. 






Address your letter to - 


J. C. PENNEY CO., Inc. 


Wm. M. Bushnell ployment 
5 owing SCL St. toe 
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Beach to advertise and display new 
spring styles to good advantage. Ray 
Bros.. of Long Beach exhibited many 
models in gray suede and beige suede and 
kid, with cut-out vamp and fancy strips, 
plack satin slippers, with cuban heel, and 
Chinese blue kid slippers. 

The Walk-Over Store exhibited spring 
models in an attractive booth at the 
Exposition in both men’s and women’s 
shoes. 


Theme Hosiery on Display 


The Theme Hosiery Co. recently 
located in Los Angeles in -a large new 
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factory. its products are on display in the 
Long Beach dnd Los Angeles stores. The 
flesh shades predominate in spring hosiery 
colorings. The neutral shades, gray and 
sand, are second in importance because of 
their adaptability for wear with the 
tailored suits and high colored frocks and 
coats, which will not permit the contrasts 
of pink tinted hose. Black and the medium 
browns continue to play a minor role. 


Baker’s Offerings 


The C. H. Baker Co. is showing some 
new high cut pumps in gray kid and beige 
kid and black satin. 





Sandals and Oxfords Strong 
in Some Sections of Utah 


SALT LAKE CITY—The retail shoe 
trade in the stores has been characterized 
by a fairly steady note. 

The Booterie on East Broadway has 
been doing well with sandals in a variety 
of colors, including red and green, but gen- 
erally speaking, the sandal season has not 
reached its peak. At the Auerbach store it 
was stated that the demand for ladies’ 
oxfords was greater this year than last. 
Two or three prominent stores are featur- 
ing $10 shoes. The Keith-O’Brien Com- 
pany has a beige suede with front strap of 
kid to match, and Cuban heels of 14-8. 


Wesson on Buying Trip 
A. M. Wesson of the Booterie manage- 
ment was recently in the East on a buying 
trip. 


Musical Chair for Children 


Albert Jacobsen, manager of Albert's on 
East Broadway, a store catering to the 
family trade with emphasis on children’s 
shoes, has introduced a musical chair for 


the little people. It is an ordinary looking 
piece of furniture, but when a child sits on 
it, it begins to play a tune. Mr. Jacobsen 
said he was buying two or three more, so 
popular had the chair become. 


Self Service at Robinson’s 


Robinson Bros. Shoe Co., one of the 
oldest shoe firms in the city, introduced a 
modified form of self-service in its shoe 
store on Main Street. This will cut down 
clerk hire, it is stated, without expecting 
too much of the customer in the way of 
taking care of his own wants. 


Newman Appointed. Manager 


Al Newman will manage the new store 
of A. B. Cline’s at 55 East Broadway. This 
will be a popular-priced store, catering to 
the family trade, and will be the fourth 
shoe store on the North Sideof East Broad- 
way to go in between Main and State. A. 
B. Cline, the owner, has been in the general 
store business in this city for more than 30 
years. 





Colored Suedes Show Gain 
in the Minneapolis Stores 


MINNEAPOLIS—During the week 
ending April 5, retail shoe merchants re- 
ported a more stable tone to the buying in 
both men’s and women’s departments. 

Light-colored suedes have sold better 
during the past few days than heretofore. 
Black materials are very popular and give 
promise of continuing so throughout. the 
spring season. 


New Officers Meet 


The new board of directors and officers 
of the Northwestern Retail Shoe Dealers’ 
Association held their first meeting since 


the convention recently. The program for 
the year was outlined. The officers for this 
year include: Joseph A. Langley of St. 
Paul, Minn.. president; W. N. Comer of 


99 


Minneapolis, Minn.; C. C. Cross of 
Bowdle, S. D.; John Mack of Grand 
Forks, N. D.; John Flock of Wolf Point, 
Mont.; E. A. Rice of La Crosse, vice-presi- 
dents; H. S. McIntyre of Minneapolis, 
secretary; George S. Roth of Minneapolis, 
treasurer; O. J. Benton, Austin, Minn.; 
Fred Beese, Grand Forks, N. D.; D:D. 
Byson of St. Paul, Minn.; Charles A. Kil- 
bourne, and C. M. Stendahl of Minneapo- 
lis, directors. 


Johnson Makes Change- 


Charles W. Johnson, formerly manager 
of G. R. Kinney’s Minneapolis shoe store, 
has been made manager of the new store 
recently opened by the company in Sioux 
Falls. 


Dennis J. McGrath Dead 


Dennis J. McGrath, for 38 years an 
employee of the St. Paul branch of the 
United States Rubber Company, died dur- 
ing the past month in that city. 


New Folder Issued 


Foot, Schulze & Co. announces that 
owing to the rapidly changing styles in 
footwear, it will issue large folders periodi- 
cally instead of sending out a big semi- 
annual catalogue. The first of the folders 
went out April 1. 





Two New Shoe Stores 


Excelsior Springs, Mo., April 9—W. E. 
Morse recently opened a shoe store at 437 
Thompson Avenue. The store is fitted with 
attractive fixtures. A hosiery department 
will be installed in the near future. 

Another new store was recently opened 
here. The Independent Stores Ce., carry- 
ing low-priced shoes, is now doing business. 
William Eisen is manager. 





Menzies Co. Very Busy 


Fond du Lac, Wis.—The Menzies Shoe 
Company reports that it has been operat- 
ing its nailed factory since January 1 on a 
100 per cent basis and its welt factory at 
about 75 per cent of its capacity. Recently 
production in the welt factory was in- 
creased to 91 per cent. S. D. Nichols, pres- 
ident, reports an optimistic outlook ia the 
indastry. 





Expect a Big Sport Shoe 
Season in San Francisco 


SAN FRANCISCO—Retail shoe mer- 


‘chants are looking forward to a big sport 


shoe season in shoes, to harmonize with 


the sport styles in women’s wear, now be- 
ing featured inthe high-grade stores. There 
(Continued on page 112) 
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More Activity to Trade 
in Most of Shoe Stores 


BOSTON—Stimulated by two days of 
nild, summer-like weather, the week end- 
ng April 5 was most satisfactory in the 
etail shoe stores as a whole. Friday and 
saturday, April 4 and 5 respectively, were 
leal spring days and women particularly 
howed more interest in the new styles. 

As « measure to create more zest to the 
‘tail shoe buying, several of the larger 
hoe stores reached the consumers through 
he daily newspapers with large advertise- 
‘ents during the latter part of the week. 
l here wasn't as much advertising in many 
eeks. 

The trend toward blacks in women’s 
'yles has reached a state where the mer- 
chants anticipate that this condition will 
continue for, some time. Black patent and 
-itin patterns, also suedes, are in very 
good demand and the vogue for light hos- 
iery shades has given this color greater 
impetus. 

It appears that grays, which were slow 
\) move at first, are now selling fairly well 
vith promises evident of a good run. 
\iredale suedes at present are stronger 
than grays. 

For some time the trend in Boston 
stores, particularly the high grade types 
haus been toward more simplicity in pat- 
terns. This condition is gradually assuming 
a more definite shape and leaders con- 
fidently expect it will have a tendency to 
erase some of the confusion that, due to 
multiplicity of styles, has te some extent, 
retarded business. 


Seventh Wallace Store Opens 


The seventh Arthur Wallace store at 
160 Tremont Street opened during the 
week commencing April 7. The store name 
is the Arlace and it features $6 shoes for 
women. For several weeks repair work has 
been going on inside. New styles were 
shown before the opening ia small spaces 
made in the wooden framework which 
protected the windows. 


W. H. Gilday with Hamilton- 
Brown 


Walter H. Gilday, formerly credit 
manager of the*Charles A. Eaton Shoe 
Industries of Brockton, Mass., is now with 
the Hamilton-Brown Shoe Company of 
Boston. 


Major Cahill Speaker 


Major Charles T. Cahill, of the United 
Shoe Machinery Corporation, gave the 
pupils of the New England Shoe and 
Leather Association’s Continuation Class 
& most interesting lecture on the history 
and construction of the shoe on March 31. 


The Class on April 14, will visit the 
Stetson Shoe Company at South Wey- 
mouth, and on April 21, will inspect the 
factory of the Thomas G. Plant Company 
in Roxbury. The graduation exercises will 
be held at the rooms of the Association, 
April 25. 


Women to Boost Trade Slogan 


The New England Shoe and Leather 
Association is making a strong effort to 
induce the retail shoe merchants of ““The 
Hub” to start an intensive campaign in 
behalf of the trade slogan, ““Wear the 
Right Shoe for the Occasion.” The as- 
sociation is sending out a circular embody- 
ing the thought and also urging retail shoe 
merchants to feature this sales promoting 
idea in their window 
trims and advertising; also through the 


connection with 
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use of attractive booklets issued by the 
Tolman Print and designed to promote 
the sale of men’s and women’s footwear, 
respectively. 

An auxiliary committee of four women 
has been appointed by Secretary Thomas 
F. Anderson to aid the association in fur- 
thering this movement. The committee 
consists of the following: Miss Anna Mur- 
phy, advertising manager of The Gilchrist 
Company; Helen M. Haney, associate 
editor of the Boot and Shoe Recorder; Miss 
M. R. Spencer of the Tolman Print and 
Miss M. J. Monahan of The Shoe Retailer. 


Radio Talk on Tuesday 
Evenings 


Helen M. Haney, associate editor of the 
Boot and Shoe Recorder, is now giving her 
weekly radio talks on Tuesday evenings at 
8.15 o’clock from Station WGI, Medford 
Hillside. Miss Haney took for the subject 
of her talk last Tuesday evening “Chil- 
dren’s Footwear.’ Her first few talks 
were on Friday afternoons. 





Expect Good Easter Trade 
in New York Shoe Stores 


NEW YORK—The shoe trade now 
follows closely the variations in the 
weather. This was demonstrated conclu- 
sively during the week ending Apr. 5 
when one of the heaviest snow storms of 
the year was followed by spring-like 
weather. The sturm efficiently blanketed 
business, but the warmer weather with 








One of the popular models in patent 

leather for spring. Its style characteristics 

ure stressed by cul-oul effects in the front. 

There is goring on the sides. Made in 

New York City. Maker's name on 
reques! 











a sunny sky restored it and gave the retail 
shoe merchants a more hopeful attitude 
than they have expressed since the begin- 
ning of the year. If favorable weather con- 
tinues from now until Easter, the spring 
season, as a whole, it is believed, will show 
fair results, although it is probable that it 
will not reach the volume of a year ago. 

Style unsettlement is still a feature of 
the women’s business. There is no one 
outstanding style and both retail mer- 


chants and consumers are somewhat at 
sca on style tendencies. The trend toward 
plainer footwear is sharply defined, how- 
ever, and black appears to be growing 
stronger as the leading footwear color. 
Recently, according to several retail 
merchants, calls have increased for plain 
black oxfords in patent, kid and even gun 
metal calf. Some gun metal éalf is called 
for in neat one- and two-strapped welt 
and turn models as well. 

The use of buckle decorations on shoes 
is increasing. Among the newest of these 
are small enameled buckles to fit over 
small front gorings. Hanan & Son are 
showing a pattern in a variety of leathers, 
with three closely set straps with a gore in 
front, surmounted by a round bronze 
buckle. 


The Men’s White Season 


White shoes for men for summer wear, 
so far as New York is concerned, does not 
hold out much promise. The trend, aceord- 
ing to the best style predictions here, will 
be toward chrome leather sport shoes and 
possibly gray and brown buck. Some of 
the latter are being shown in Southern 
tie oxfords. 


Lighter Weight Men’s 
Oxfords 


The proposition of a real summer sea- 
son in men’s shoes is getting some atten- 
tion. Several of the leading men’s shoe 
stores here are showing extremely light- 
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No matter where you see it, the phrase 
NOTHING TAKES THE PLACE OF LEATHER 


brings to your mind, as a shoe man, the tremendous interest aroused in 
leather as a shoe material. 


In many different forms, this thought is being driven home in the minds of a 
hundred million people. Your leather soled and heeled shoes are better mer- 
chandise because of it, and your customers, who buy them, are better satis- 
fied customers. 





To maintain sole leather in all qualities to meet the exacting demands of the 
shoe industry, is our most important contribution to this widespread move- 
ment. : 


The United States Leather Company 


New York Chicago Cincinnati St. Louis Richmond 


The United States Leather Co. of Mass. 


Boston 


SELLING AGENTS 
McADOO & ALLEN A. J. & J. R. COOK 
Philadelphia San Francisco 
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weight oxfords for men for mid-summer 
wear. These oxfords generally are very 
plain, made of women’s weight calf, thin 
rolled soles and trimmed edges. 


Sales of Tailored Suits 
Slowing Up 
Che question of the influence of the 
tailored mode on shoes is still argued 
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profusely. It is a fact, however, that-the 
tailored vogue appears to be less strong 
than was at first anticipated. Tailored 
suits are not moving any too briskly in 
the New York wholesale markets and it is 
the general belief among manufacturers 
that it will vanish with the end of April. 
It is certain, however, that strong efforts 
will be made to revive it next fall and 
winter. 





Favorable Trend to Trade 
in Philadelphia District 


?PHILADELPHIA—According to the 
report on trade conditions in this district 
made by the Federal Reserve bank of Phil- 
ade!phia, business is being maintained on a 
larve scale, production in basic commodi- 
ties has increased slightly, and freight car 
loadings have been greater than in any 
previous corresponding period. Banks sav- 
ing: deposits increased in February. Retail 
sales in March will probably not exceed 
those of the corresponding month of last 
year because there is one less business day 
this month and because Easter comes in 
April. Concerning the shoe situation the 
report says that wholesale sales show little 
change from the previous month. Repeat 
orders have been disappointingly small. 
Demand for women’s shoes in patent 
leather and satins has been good but that 
for suedes, especially in black, is decreasing. 


Good Call for Children’s Shoes 


One manufacturer, specializing on chil- 
dren's shoes, reports good demand for solid 
shoes of colored alligator skin and for alli- 
gator trim. Patent is also very active in his 
line. Factories are unusually inactive and 
such work as they have is being rushed 
through to meet an insistent demand for 
immediate delivery. 


Plain Pumps Active 

John C. McKeon of Laird, Schober and 
Company, says there is lots of activity in 
plain pumps. Goring effects are still popu- 
lar and buckles are in excellent demand. 
There is also quite a bit of activity in 
whites and all indications point to a good 
white season. Demand for whites is mostly 
for kid, fabric, and buck in straps, cut- 
outs, and in oxfords. Prices are unchanged. 
According to Mr. McKeon, there is a ten- 
dency, for the sake of factory balance and 
stabilization to make light welts in novelty » 
leathers and patterns with box heels. 


. At the Walk-Over Store 


Horace Gentel, of the Walk-Over Store 
on Chestnut Street, says that suedes are 
still good in black, brown, and airedale. 
Satins and patents are coming into increas- 
ing favor. It is still a black season, al- 





Blacks for Easter 


One jobber in ladies’ shoes here 
says that all indications point to a 
black Easter. He thinks that buying 
will become more active after the 
beginning of April with patents and 
satins trimmed with suede enjoying 
the bulk of the demand. Perfora- 
tions are still in strong demand. In 
men’s shoes demand is good for 
patent leather and for light tan 
oxfords. Both plain shoes and shoes 
with perforations are selling. There 
is only a minimum of stitching on 
the most popular men’s shoes today. 
Plain toes are still selling well. 











though colors will also sell well from now 
on. One straps in plain, light, airy effects 
are very good. Piping is good. 

In kid, apricot looks like a big seller in 
high grade footwear. Mr. Gentel thinks 
that whites will be very good here because 
of the proximity of Philadelphia to the 
shore. Prices remain unchanged. Mr. Gen- 
tel reports that the Chestnut Street store is 
getting a good deal of business as a result 
of the national advertising of the Walk- 
Over people supplemented by the local 
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advertisements. In men’s shoes the ten- 
dency is away from the heavy wing tips. 
Men’s sport shoes with crepe soles will be 
in very good demand. Shoes of smoked 
horse with tan saddle and tips are in 
strong demand. 


Styles Discussed at Meeting 


At the last monthly meeting of the 
Philadelphia Shoe Retailers’ Association, 
it was brought out in the style discussion 
that crepe soles will be very good, espe- 
cially in boys’ footwear; that straps and 
sandals, in imitation of grown-ups’ shoes, 
will be good for children; that two or three 
pairs of the light shades of hosiery should 
be sold with each pair of shoes; that silk 
hose is better than chiffon for hot weather, 
and that demand for Zipper boots will 
continue. 

At this meeting Mrs. Chas G. Dillman 
was presented with a handsome lamp in 
appreciation of her work as head of the 
women’s committee at the recent style 
show here. 


New Retail Stores Opened 


Two new shoe shops have just been 
opened here. One is the new Claflin store 
at 1606 Chestnut Street and the other is 
another John Bright store at 502 South 
Street. 


Many Colors Offered 


Included in the colors in Onyx Pointex 
hosiery offered by the Gimbel store here 
are: airedale, nude, atmosphere, fawn, log 
cabin, mauresque, sunburn, champagne, ~ 
caramel, gunmetal, apricot, peach, and 
blush. 


Dedicates Pump to Theatre 


In connection with the opening of the 
New Earle Theatre, the Boston Sample 
Shoe Shop has dedicated to it the “Earle 
Sandal.” It is featured in airedale, gray, 
and black suede, and in patent and satins. 





Brooklyn Sales in Most 
Cases Made from Stock 


BROOK LY N—Conditions remain gen- 
erally quiet in the Brooklyn shoe manu- 
facturing establishments. Advance orders 
for spring have fallen below expectations 
generally, and the last minute pre-Easter 
rush that was anticipated has failed to 
materialize. Some buying is being done, 
but it is mainly from the stock depart- 
ments that some of the larger manufac- 
turers maintain and rush orders placed 
with the smaller producers who are able 
to turh out merchandise in a week or two 
weeks’ time. 

The larger producers generally are 


running on curtailed schedules and are 
now finishing up the end of the pre-Easter 
orders. From present indications, business 
will slow down still more after Easter 
unless advance fall orders are-placed, or 
unless orders for mid-summer shoes are 
forthcoming. The manufacturers are 
counting on the style show in May to 
stimulate business. 
Rumors of financial difficulties in one 
or two of the well-known Brooklyn 
establishments have been emphatically 
denied. It is admitted that business is 
low and profits are small, at present, but 
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Right Style—Right Color 


In Popular-Priced Novelties 


The popularity of whites, Greys and Blacks for late Spring 
and Summer gives these four numbers a special appeal to 
careful ‘merchandisers. Made the Johnson way — reliable 
in every detail. 


No. 104—Grey Kid Front Strap, 12/8 ee Kid One Strap Sandal, 132 
covered wood heel, 130 last. one 


No. 115—Patent Leather Apron Oxford, Made of Gun Metal with Patent Leather 
7/8 rubber heel, 133 last. Inlay, 7/8 rubber heel, 133 Last. 


JOHNSON BROS.SHOE MFG.CO. 


HALLOWELL,MAINE 


“Made 9n the Pine ‘Tree State 
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Sr aa See ad 
. ihe financial status of the developed to its full proportions as yet, out a program which they believe will be~ 


Brooklyn 








nanufacturers, that is of the larger and 
ld-established ones, is sound. 


Orders for Blacks and White's 


Some orders for black shoes are going 
rough, and a few for white shoes, 
ithough the latter business has not 


due to the hesitant buying attitude of 
retail shoe merchants. 

So far as styles are concerned, the 
producers here are trying to swing the 
trend as much as possible to the plainer 
effects, without, however, going back to 
the old plain types. 





Vianufacturer’s 
Costs of 


BROCKTON—Said a Brockton shoe 

inufacturer who has been for many 

ars associated with the production of 
en’s fine welts: “One of the most serious 
;oblems which confronts a shoe manu- 
{icturer at the present time is the high 
st of merchandising. Factory problems 
ide, the expense of selling shoes to the 
tail merchant has been boosted very 
tuch by the changed methods of retail 
tying. In former years our salesmen 
ide only two. or at the most three, trips a 
season_to their trade. Now they are fre- 
juently compelled to make four or five 
rips. The increase in traveling expense, 
hotel rates, etc. makes these additional 
trips a serious financial problem for the 
manufacturer as well as for the salesman. 
Let us look at it also from the standpoint 
of the retail shoe merchant. 


‘Perhaps many shoe merchants have 
the idea,’ continued the manufacturer, 
“that this additional cost in selling shoes is 
wholly a problem for the manufacturer. 
This is far from the truth. Instead of 
figuring five or six per cent as the cost of 
selling his shoes, the manufacturer, 
through his more frequent visits to the 
merchant, is faced with a selling cost of 8 
or even 10 per cent. The price of his shoes 
to the merchant must be in proportion. 
Ten per cent on a shoe retailing at $8 is 80 
cents—an added cost in which the retail 
merchant shares. I want to say further in 
this connection that the chain stores, 
which today are so important a factor in 
the merchandising of shoes, are conducting 
their buying methods on the twice-a-year 
plan. The buyers say they don’t want our 
salesmen to call more often than this. 

The two-call-a-year plan reduces the 
tanufacturer’s cost of selling and enables 
him to quote prices which represent closer 
figures than he can make to the merchant 
who demands frequent calls and who is 
buying from hand to mouth many times in 
i year. 


About Advance Buying 


Another Brockton manufacturer, speak- 
ing of the methods pursued by many mer- 
chants concerning frequent buying and 
increased cost of selling, said: “‘Our sales- 
men who are now out with our fall samples, 


Ideas on 
Merchandising 


are sending in a gratifying amount, of 
orders for future delivery. This indicates, 
in my opinion, a realization on the part of 
many of our customers concerning the 
desirability of placing fall orders now for 
staple styles of men’s footwear. We have 
instructed our salesmen, so far as possible, 
to tell their customers that it is important 
they should place fall orders so far as 
possible, when the salesman calls, as it is 
unlikely they will make another trip to 
that locality this season. Merchant re- 
action to this, thus fur, has been quite 
satisfactory. I think this matter can be 
worked out between manufacturers and 
merchants in a way which will show 
marked improvement in buying methods 
and with lessened costs of selling.” 


Brockton Can Make All 
° Grades of Shoes 


In a get-together meeting called by 
Mayor William A. Bullivant of Brockton 
for the purpose of developing a program 
for increasing the volume of Brockton’s 
shoe production, the mayor said: ““Brock- 
ton’s need for the future is more volume 
per year in shoe output. This means we 
should look ahead to the production of a 
larger variety, or more kinds of shoes 
than we have been making and thereby 
secure more weeks of work.” 

Representatives of the Brockton Shoe 
Manufacturers’ Association, the Boot and 
Shoe Workers’ Union and other interested 
citizens are getting together on this im- 
portant matter and are planning to map 





helpful to the production of all grades of 
shoes in* Brockton and the South Shore 
district. 


Forty Years with Shoe 
Manufacturing Concerns 


Treasurer John S. Kent of M. A. Pack- 
ard Company attained early in April, 40 
years of service with that concern. He 
entered the employ of Packard & Grover 
in March, 1884. He was soon promoted to 
the superintendency of the factory. In 
1889 when Captain R. B. Grover retired 
from the firm of Packard & Grover, Mr. 
Kent was admitted to partnership. Later, 
the style of the concern was changed to 
M. A. Packard & Co. A few years later 
Mr. Packard retired. Mr. Kent became 
treasurer of the present concern with 
Oliver M. Fisher as president. Mr. Kent 


’ was mayor of Brockton for several terms, 


is president of The Brocktun Shoe Manu- 
facturers’ Assuciation, and has long been 
identified with national affairs in the 
shoe trade. His son, John S.. Kent, Jr., is 
superintendent of The M. A. Packard 
Company factory. 


Shoes for President Coolidge 


Stacy-Adams Company recently ship- 
ped to the White House at Washington 
two pairs of shoes for President Coolidge. 
One was a pair of oxfords‘and a pair of 
high shoes. Both were of black vici kid, 
size 746C. This is the fifth pair of shoes 
this concern has made for the president 
during the past few months. All were made 
up in plain patterns. 





Plans Progressing for 
Anniversary 

George E. Keith Company’s house 
magazine, Walk-Orer Shoe Prints in its 
latest issue devotes considerable space to 
the coming celebration of the firm’s 50th 
anniversary to be held from July 8 to 12 
of the present year. An important program 
has been planned and a large attendance of 
Walk-Over dealers from all parts of the 
world is anticipated. 


50th 





Favorable Trend to Buying 
in Atlanta Shoe District 


ATLANTA—Warm, spring weather 
has prevailed over the southeast since the 
middle of March, resulting in a marked 
increase in the sales volume for the retail 
shoe merchants of the district. Consider- 
able buying for immediate delivery is be- 


_ing done by retail shoe merchants from the 


markets in Atlanta, Nashville and Knox- 
ville, jobbers in these centers report, while 
a good volume of buying of early and mid- 


summer lines is being done from the sales- 
men covering the district. February and 
March wholesale business in the shoe field 
proved somewhat better than the same two 
months last year, and is expected to hold 
up to this point during April. 
New Rich Store Opens 

M. Rich & Brothers of Atlanta, moved 

into their new store building the latter 
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If the reputation of AMERICAN 
INTERLOCKING SHOE STORE 
CHAIRS were not familiar to you 
— if you should call for evidence of 
their surpassing merit—we could 
instantly produce evidence from 
shoe stores in all parts of the coun- 
try. Among them would be a con- 
vincing number from your own 
vicinity. 


Just as an experiment—why not 
try this some time? 


Catalog for the asking 


AMERICAN SEATING (,OMPANY 


General Offices: 1016 Lytton Bidg., CHICAGO 
Room 707, 250 So. Broad St., Philadelphia 
Room 601-119 W. 40th St., New York 
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part of March, holding the formal opening 
on Monday, March 24. The store is lo- 
cated at Broad and Alabama streets, in 
the retail shopping district of Atlanta. It 
was constructed at a cost of $1,500,000. 
The shoe department, which handles the 
Queen Quality line, is one of the largest 
and best looking in Dixie. 


New Companies Formed 


During the first three months of this 
year considerable construction for new 
stores has been done in the Southeast. 
Among the new concerns are: O. N. Gulley 
& Co., Inc., of Clayton, N. C.; O. N. Gul- 
ley, J. H. Austin, and others, incorpora- 
tors. 

Alvin Yates opened a new store at 
Springfield, Tenn. 

The Stacy Mercantile Co., Inc., was 
formed at Birmingham, Ala., by R. T. 
Glasgow, W. J. Stacy, and others. 

Vawter & Vawter of Milan, Tenn., plan 
the opening of a néw general store at that 
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place, handling shoes and a general line, 
April 15. 

Allen-Corbett Mercantile Co., Pinetta, 
Fla. 
Thompson Brothers, Inc., Videtta, Ga., 
and the Jackson Store Co., Valdosta, Ga., 
will open soon. 

The Farmers Union Store, Arab, Ala. 

R. M. Wetherell Co., Orlando, Fia., will 
open a general store. Incorporators are 
R. M. Wetherell of Orlando and others. 


Slogan for Princess Shop 


“We Add Comfort to Your Sole,” is the 
unique slogan that has been adopted by 
the Princess Boot Shop of Atlanta. It was 
selected as the best of a large number of 
slogans submitted to the store during a 
recent contest, in which a pair of ladies’ 
slippers was offered for the winning sug- 
gestion. The store is new, opened by Mac 
Horowitz and associates. It sells ladies’ 
footwear exclusively. The winning slogan 
will be used by thestore in all its advertising. 





Haverhill Concerns Report 
Good After-Easter Orders 


HAVERHILL—Business in Haverhill 
shoe factories is showing a distinct im- 
provement because’ of orders which are 
being received by local manufacturers for 
after-Easter delivery. As Easter comes 
late in the season merchants being well 
stocked with seasonable shoes did not 
place their orders to the extent antici- 
pated. In fact, there was a general fall- 
ing off of wholesale shoe business in all 
parts of the United States. In this situa- 
tion Haverhill shared with other shoe 
centers in all parts of the country. 

The attractive styles which the local 
concerns are showing in turns and Mc- 
Kays will be productive, in the opinion of 
the manufacturers here, of a substantial 
spring and summer business. The. novelty 
game is going strong in Haverhill as here- 
tofore. 

From now on, it is the opinion of the 
trade here, that style changes will not be 
quite as frequent as heretofore, and that 
those changes which are made, will be of a 
less radical nature thus increasing the 
amount of salable footwear at all seasons. 


Ornaments for Women’s Shoe 


There is a noticeable increase in the 
demand for women’s shoe ornaments from 
merchants and manufacturers. The ten- 
dencies toward plainer effects has caused 
this demand. Colonial and semi-Colonial 
effects, to which the plain patterns lend 
themselves, demand ornamentation. Local 
concerns identified with the production of 
shoe ornaments say that they look for a 
substantial business in this class of goods 


through the present style tendencies of 
women’s footwear. 


Editorial on Prison Bell 


The Haverhill Record in a recent issue 
published the following which is right to 
the point: “Why pick on the shoe trade?” 
asks a shoemaker. “‘Why start a prison 
factory at Fort Leavenworth to make 
shoes with unpaid prison labor and take 
work away from the honest shoemaker, 
who is having troubles enough to make a 
living? If Congress wants those prisoners 
to work, why didn’t it vote to have them 
build highways? I'll bet you would have 
heard a wail from Detroit if Congress had 
voted to start an automobile factory at 
the Leavenworth prison. It’s time some- 
body took a few congressmen into the 
woodshed and talked to them with a shoe- 
maker's stirrup. How can Congress expect 
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a shoemaker to earn a decent living, let 
alone income taxes, when it votes to take 
bread and butter right out of our mouths 
by having shoes made by prisoners who 
will get nothing but bread and lodging for 
pay? That’s what I want to know.” 


No Increase in Transportation 
Rates 


Railroads in northern New England 
recently inaugurated a movement to can- 
cel commodity rates on less than car- 
load shipments from Haverhill and nearby 
shoe manufacturing points to New York 
City. This would have brought about an 
increase per hundred pounds of from 344 
cents at Haverhill to 13 cents at places 
farther North and East. 

Efforts on the part of shoe manufactur- 
ers’ representatives have brought about a 
cancellation of this proposed plan. The 
rates will remain as heretofore. Arguments 
on the part of the local manufacturers 
were that rates on shoes from New Eng- 
land to points in New York City were out 
of line in comparison with rates on shoes 
between points west of the Hudson River 
and New York, and that while the pro- 
posed increase would figure but little in 
the cost of a pair of shoes that in the 
aggregate it would be disastrous to manu- 
facturers; also that while there is no doubt 
New England railroads need money, the 
shoe industry is in a similar situation and 
wants to be left alone. 


Local Shoeman Film Producer 


Paul W. Whitcomb, for several years 
identified with shoe manufacturing in 
Haverhill, is now a moving picture pro- 
ducer with studios in Hollywood, Califor- 
nia. Mr. Whitcomb is a son of Myron L. 
Whitcomb and for several years was 
associated with his father and two broth- 
ers in the concern of J. H. Winchell & Co., 
an old established house manufacturing 
men’s shoes in Haverhill. Paul Whitcomb 
had considerable stage experience in an 
amateur way before taking up film pro- 
duction. He is now producing in the 
Hollywood colony with his own company, 
featuring a series of comedies. 





Satisfactory Trend in 
Syracuse Retail Stores 


SYRACUSE—Retail shoe merchants 
are confident of a big spring and summer 
season, and with details of the successful 
1924 state convention out of the way, all 
energy is being directed to sales. While 
there has been a slight let-up in industrial 
activity, merchants here generally claim 
that business is good. So far unemploy- 
ment is very slight and hardly a factor in 
retail business. 


The winter season was none too good. 
An open winter cut down the sales of rub- 
bers and overshoes, and while many stores 
failed to take a good profit there are few 
of them that suffered any losses. 


Looking Forward to Good White Season 


Shoemen predict a good season on colors. 
So far there has been no indication of pref- 
erence in colors. A good white season is 
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For 18 Years 


there has not been a single change in the 
construction or principle of Dr. Scholl’s 
Foot-Eazer. It has not been changed be- 
cause no changes were required or necessary. 


In the past 18 years feet have not 
changed one iota. The arches became 
weak, strained and depressed, there were 
weak ankles, painful heels, crooked toes, 
corns, callouses and bunions just as there 
are today. 

Dr. Scholl’s Foot-Eazer relieved and 
corrected those same foot troubles 18 
years ago the same as it does today and the 


same as it will five or fifty years from now. 


During this 18 years we have seen all 
kinds of foot devices, ‘‘corrective’’ shoes 
and other panaceas come and go. But the 
sale of D?. Scholl’s Foot-Eazer has con- 
tinued to grow, year after year, until today 
it stands preeminently in a class all by it- 
self. But why all this popularity—this con- 
tinuous, steady growth of the Foot-Eazer? 


When it was first perfected it was de- 
signed along common sense, logical scien- 
tific orthopedic lines. The Foot-Eazer has 
amply fulfilled every expectation that Dr. 
Scholl had in mind when he designed it. 


The Foot-Eazer is resilient, springy, just 
like a normal foot. It bridges the weight of 
the body from heel to ball, just like a nor- 
mal foot. It gently, but gradually raises 
the weak and fallen arch to normal posi- 
tion, just as Nature intended they should 
be. It is light, comfortable, relieves foot 
aches and pains and does just what Nature 
has failed to do. It is adjustable to every 
foot condition, to any type of shoe. 


Sell Dr. Scholl's Foot-Eazers—sell a lot 
of them and your prestige and reputation 
will grow and spread. When you place a 
pair of Foot-Eazers in a customer’s shoes, 
you know that you have given him or her 
the only true, scientific, lasting form of 
foot relief and correction. 


THE SCHOLL MFG. CO. 


Largest Makers of Foot Comfort Appliances and Remedies in the World 


213 W. Schiller Street 
CHICAGO 


62 W. 14th Street 
NEW YORK 


112 Adelaide Street, East 
TORONTO 


“Nineteen Twenty-Four isan Arch Support Year” 


©1924 S. M. Co, 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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also anticipated. At present grays are 
selling well and so are black satins. 
Spring opening week was the most suc- 
cessful event of its kind ever held, and 
practically all shoe stores took part. It was 
the first time that the public was given a 
chance to judge the windows for best dis- 
plays and this created wide interest. 


Auto Parking Situation 


Automobile parking in the downtown 
district is the biggest obstacle to a record 
business, merchants declare. The shoemen 
are lined up solidly behind the special 
Chamber of Commerce Committee, which 
is demanding 30-minute limited parking 
in the downtown congested district in 
which is situated 90 per cent of all shoe 
stores. At present no parking rules are 
being enforced, and dealers generally 
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Retail Shoe Merchants 
Elect Ernest N. Park 


At the annual meeting of the 
Syracuse Retail Shoe Dealers’ Asso- 
ciation, Ernest N. Park, was elected 
president; A. B. MacCormack, vice- 
president; Edward Perkins, secre- 
tary and John Lynch, treasurer. 











agree that it has been the cause of much 
lost business. Shoemen favor a 30-minute 
parking limit. 
New Store on May 1 
Beck-Hazard Company of New York 
is to open a store here May 1 at 112 West 
Fayette Street. 





Lynn Manufacturers Busy 
Making Summer Patterns 


LY NN—A steady flow of shoes from 
the shops marked Lynn’s business as it 
turned from Easter to summer footwear. 
There was no break in the production 
schedule as the run on Easter shoes came 
to an end. New shoes for summer stepped 
into the places of Easter shoes on the 
cutting boards and stitching machines. 

Apparently shoe merchants bought 
shoes close to the requirements for their 
Easter sales and as they began to sell 
Easter shoes they placed additional orders 
for shoes for after-Easter and for early 
summer. These circumstances encourage 
Lynn manufacturers to hope for a con- 
tinued steady flow of business during the 
remainder of the spring and summer run. 


Shoes In the Making 


More black shoes of patent and satin, 
dull calf and kid are on the work benches 
of Lynn factories than for many a day. A 
designer returning from New York re- 
cently said that nine in ten pairs of shoes, 
that he counted on Fifth Avenue were 
black. 

Russia calf is being groomed for a re- 
turn to popularity. “Patent leather came 
back. Why not Russia calf?” Su asked one 
of its advocates. Russia calf strap pumps 
and oxfords are selling for summer. That 





Russia calf will come strong in the fall is . 


among the predictions. 

White shoes will begin to sell around 
May 15, according to a report from New 
York. Good sized shipments of them will 
be made from factories of Lynn at about 
May 1. 

White shoes by the way, are considered 
whiter in color and better in quality than 
in any formér season.-They should wear 
hetter, and should be easier to clean, if 
soiled. 





Lynn Style Leads 


Russia calf enters the fasbion 
race. 
White shoes will be shipped May 


Patents and satins sell.on. 

Gores are in stock. 

Straps continue to predominate. 

Sport models are not as numerous. 

Variety in footwear goes merrily 
on. 











Plainer Effects in Patterns 


Patterns are getting plainer, with one 
and two-strap patterns in more strength. 
numerically speaking, and some interest 
in oxfords. The fear is that plain patterns 
may be overdone, 

Sport models are not as numerous as in 
former seasons. This is not saying that 
sport models are passing, for there have 
been made and sold many novelty sport 
shoes. But straps have such a grip on 
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popular trade. Girls who went to the 
office wearing sport oxfords of smoked elk 
leather a few seasons ago, are wearing the 
strapped and slashed sandals this season. 





Colonials Continue © 


Colonial style shoes continue to sell for 
summer and there is an expectation that 
Colonial styles will keep on selling through 
the fall season. It will be remembered that 
Colonial styles were revived last fall, as 
“The Colonial welt oxford.” 

There are two types of Colonials; one 
for summer and the other for fall. The 
summer Colonial is made with a semi-open 
side for the ventilated feature that is com- 
mon to summer shoes. Indeed, one type of 
Colonial is made with a large tongue and 
buckle, and a strap springing up from an 
open shank and passing under the buckle. 
The summer type of Colonial has a light 
sole and a thin edge. On the other hand, 
the winter Colonial is made with full sides 
and a heavy sole; usually welt sewed. 


Colors of Linings 


Buyers have two different notions 
about linings of shoes, especially black 
shoes. One group insists on black linings 
to match quarters. Another insists on 
colored linings—gray, ivory, champagne 
or bobolink, or even white to make a 
contrast. with colors of quarters. 


Tailored Effects 


Designers are trying to develop dis- 
tinctively tailored effects. In doing so, 
they are piping seams and are using flat 
pressed tailored bows. Here and there, 
flat bows are used on straps. 


Making Cube Heels 


A. E. Little & Co. are making cubist 
heels and are using them on their shoes. 
They are flat-sided heels, with five or six 
flat faces on their side walls. Only a few of 
them can be made, for they must all be 
made by hand. Regular round sided Louis 
heels are turned by a machine. But the 
inventors have yet to build a lathe that 
will turn a block of maple into heels with 
flat sides. 





Buying in Buffalo Stores 
Assumes a Steady Shape 


BUFFALO—If further proof were 
needed that the retail shoe trade has 
thrown off the lethargy of autumn and 
winter, it was afforded during the week 
ending April 5, when in the face of a snow- 
storm of considerable proportions, busi- 
ness more than held its own with the pre- 
ceding fortnight. The feathery blanket 


failed to withstand a strong sun for more 





than « day or two and the last. two days of 
the week registered almost summer tem- 
peratures. 

While blacks, mostly in satins and 
patents, continue to hold their own, there 
is an ever-growing tendency toward some 
of the newer shades, and from present 
indications suedes will be extensively 
worn with new Easter clothing. 
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Woodward Avenue 
Style Center 
Detroit, Mich. 


<— 7 She better shops 


made of Black KAFFOR 
KID, turn, with 14/8 


Spanish Louis heel, by “« 
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Tue Styie LEATHER OF AMERICA 


HE Iowa Shoe Retailers’ Association at their Annual Conven- 
tion in Des Moines March 25-27, said the following: 


“We believe that no one subject 1s more vital to the shoe trade than the 
subject of leather. For the years that many of us have been engaged in 
the shoe game, we know but very little about 1t. To know what the shoe is 
made of, and know it so well that we can talk it intelligently to a cus- 
tomer will constitute a strong point in salesmanship.” 


KAFFOR KID results from a special 
tannage giving it a strength that here- 
tofore has not prevailed in light weight 
Calf Leather. 


Write for interesting booklet 
“The Story of Leather.” 
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The flappers’ fancy has been taken by 
the colored sandals in low heels and shoe 
merchants; who stock these .lines with 


some degree of skepticism, now appear . 


satisfied that they have not over-estimated 
the demand. Taking things ali around, the 
prospects for one of the best spring seasons 
in several years are bright. 


Simplifies Women’s Grades 


K. W. Watters Company, inthe Genesee 
Building, adopted a new policy in the 
merchandising of women’s footwear 
through which they anticipate increased 
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business as well as simplification of the 
sales and accounting departments. 

Instead of fixing a price for each in- 
dividual line of shoes, based on the cost, 
the footwear has been grouped into three 
classes. Each group is complete in itself 
with a full range of types for every 
occasion. 

Thus the $6.75 line will be known as the 
Co-ed, the $8.50 group as the Avenue and 
the $10.50 and up class as the Ultra. The 
various lines will be featured on various 
days of the week through advertising in 
local dailies and in window displays 
It is thereby hoped to reach every purse. 





Activity in the 


Rochester 


Shoe Stores Is Increasing 


ROCHESTER -- The retail shoe stores 
during the week ending April 5 placed 
more advertising in the newspapers as a 
measure to stimulate interest in the spring 
footwear styles and also analyzed condi- 
tions with a motive in view of instilling 
more zest into the retail shoe situation. 

Present indications point to a good 
spring trade. Women’s black putterns are 
very strong. > 


Retail Association Meets 


The April meeting of the Rochester 
Retail Shoe Association, held at the Os- 
burn House on April 3, brought out 20 
merchants. President John W. Schmanke 
opened the meeting and introduced the 
speakers, Merleau C. Smith, sales manager 
of the Utz & Dunn Co., and Gus Schaub 
of the Sherwood Shoe Company. 

Mr. Smith explained the four-season 
plan of buying and told about its advan- 
tages compared with other plans. Mr. 
Schaub outlined a plan for the better 
merchandising of footwear. He advised 
the merchants to educate the public to the 
economy of buying good footwear. Mr. 
Schaub suggested that a national campaign 
along these lines should be worked out. 


Helmer Leaves- Empire 


Charles Helmer, well-known salesman 
for the Empire Last Works of the United 
Last Companies, has resigned his position 
with the United to enter into a partnership 
in a leading Rochester real estate office. 


McCurdy’s Style Show 


The annual spring show of McCurdy’s 
shoe department served as a stimulus to 
shoe buying and created greater interest 
in new Spring footwear. 

From 2 to 5 o’clock each afternoon Miss 
Martha Allen, model, showed the lines of 
the shoes for which the McCurdy Com- 
pany has the exclusive sale in Rochester. 

One of the models that seemed to meet 


the approval of every visitor was the new 
pump for dress and afternoon wear. This 
shoe comes in nine different leathers and 
in all the new suede colors, including 
Chinese yellow, blue and green, as well as 
in black suede and white Spanish heel and 
makes a most striking dress shoe. 

The “College’”” pump is another new 
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model for sports wear in a cutout vamp- 
effect and is made in suede shades and 
trimmed with calfskin to match. 

A group of new models with a distinctly 
foreign touch were made in Rio de Janeiro. 


Krauss Joins McCurdys 


John F. Krauss, formerly with R. W. 
Smith, Inc., of Springfield, Mass., has 
joined the sales staff of McCurdy’s shoe 
department and will assist Jim Olmstead 
in purchasing and with turn-over prob- 
lems. Mr. Krauss has had considerable 
experience in the shoe business, starting in 
Rochester 18 years ago. 


Meeting for Students 


In keeping with a new move on the 
part of the business men of Rochester to 
co-operate with the Board of Education in 
the training of pupils of the schools in 
business methods, a delegation of pupils 
from East, West and Charlotte high 
schools, the Continuation School and 
Mechanics Institute, were entertained last 
week at the Chamber of Commerce by 
representatives of William Eastwood and 
Son Company, at a demonstration of the 
manufacture and sale of shoes. 





Healthier Note to Business 
as Easter Time Approaches 


BALTIMORE — More seasonable 
weather durifg the week ending April 5 
served to act favorably on the demand for 
buying in the retail shoe stores. Black ma- 
terials continued to show more strength, 
and indications promise a strong spring 
season in patent and satin. Suedes have 
also sold very freely. + 


New Traveler Store 

A new men’s and women’s shoe, store 
will be opened at 21 W. Lexington Street 
by the Traveler Shoe Company, carrying 
a line of $4 and $5 shoes. The store is large 
and has very attractive windows. The floor 
permits a seating capacity of 100 opera 
chairs. S. Schwartz will be in charge. 


Colbourne Made Manager 


Clarence F. Colbourne has been ap- 
pointed manager of Wm..Hahn & Co., 37 
W. Lexington Street. This store has been 
remodeled and redecorated by a leading 
local decorator. 


Changes in Store Interiors 

Several shoe stores, in looking forward to 
a splendid spring, have made extensive al- 
terations in the interiors. 

Wyman’s shoe store entirely remodeled 
the second floor—the children’s and grown 
girls’ department. A new lighting system 


was installed. The decorative scheme is 
gray and French blue. There are no shoes 
in sight and salespeople have easy access 
to stock. Drapes over entrances to stock 
rooms and curtained French windows lend 
a soft touch to what was formerly a con- 
ventional shoe department. Amos Reeder 
is buyer and manager. 

The Family Shoe Store, 201 N. Eutaw 
Street, has gone through a process of re- 
modeling. The walls are gray, marble 
effect; the ceiling in ivory and all wood- 
work gray. The windows are attractive. 
Halle Opens Men’s Depart- 

ment 


Simon Halle, of S. Halle & Sons, leased 
space on the first floor of Little Joe’s, a 
sporting goods house at Howard and Balti- 
more streets and is conducting a men’s 
shoe department with prices ranging from 
$3.85 to $6.85. Al Samburg, formerly with 
Louis Marks of Philadelphia, is buyer. 


Frank Wein with the Hub 


Frank Wein, formerly with J. S. 
Coward, New York City, is buying men’s 
shoes for The Hub. Mr. Wein has revolu- 
tionized the department. He introduced 
new ideas on proper fitting, also limited 
the numbers of lines of shoes, restricting 
prices to $5, $7, $9 and $12. . 
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HOWARD & FOSTER CO. 
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NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
Syracuse, N.Y., U.S. A. 
MEN'S FINE SHORES EXCLUSIVELY 
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San Francisco 
(Continued from page 99) 
is also quite a demand for black satin and 
black patent leathers, as well as for white 
sport shoes. 

The Emporium has had a very good 
demand for sport oxfords, with crepe soles. 
Harry A. Gibson, manager of the White 
House shoe department, speaking of the 
coming demand for vivid colors in foot- 
wear, said that he thinks red, blue; and 
green will sell well. His department is fea- 
turing fancy, cut-out oxfords in ten styles. 
They are airy and show spring hosiery to 
excellent advantage. Colonial models, 
gored at front and sides, have been very 


good. 


Convention Plans Pfogressing 


Already plans for the California Shoe 
Retailers’ Association Convention, to be 
held at Los Angeles on June 23, 24, 25 and 
26, are taking a definite shape. There will 
be 120 sample rooms at the Hotel Bilt- 
more. Melville Kaufman, secretary of the 
association; James McGiffin, chairman of 
the style show committee: and Harry Mc- 
Williams, in charge of space, are busily 
engaged in preparing arrangements. 


Shoemen Form New Club 


The Dub Club, comprising well-known 
retail shoe merchants, meets Mondays for 
lunch. Social as well as business subjects 
come up for discussion and the organiza- 
tion is gaining strength. So far the follow- 
ing have attended the sessions: H. A. 
Ballentine, Carol S. Wills, Frank More, 
Harry A. Gibson, C. H. Baker, Roy Flem- 
ing, Max Sommer, Jr., Melville Kaufman 
and Chester Herold. 


H. A. Baker is Manager 


H. A. Baker is manager of the new store 
recently opened by Frank Werner at 255 
Geary Street. The concern received many 
favorable comments on the _ interior 
arrangements. 


About Corrective Shoes. 


Sommer & Kaufman have been adver- 
tising: ““A Message of Comfort for Suffer- 
ing Feet.’’ At both their stores they are 
showing health shoes and appliances - of 
various kinds, and foot experts are on hand 
to give advice to those suffering from foot 
troubles. 


Fleming Back from Trip 


J. R. Fleming, manager of the shoe de- 
partment of the Emporium, returned from 
his eastern buying trip, and his Easter 
novelties are arriving. 


May Recover Sight 


The many friends of T. S. Butler, man- 
ager of the shoe department of Hale Bros., 
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HENRY LILLY Co. 
88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 
Every Wednesday and Friday 
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TRADE MARK REGISTERED 





Stock Dept. 5 

Is At Your Service 

THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 
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Wanted Styles 
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readers, free the 

asking W Write and tell us aon you 
like to know. 
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Shoe Merchants Elect 


The San Francisco Retail Shoe 
Dealers’ Association held its annual 
meeting recently. H. A. Ballentine, 
who was president for the past two 

- years, could not be persuaded to 
seit Sele § Slipeors ‘ accept office. again, on account of Colcord & Walker, Inc. 
For the entire family business. The following officers were Turn Footwear for Women 
elected for the coming year: J. G. 

Laven vender, 3. bine Rogers, manager of the Bootery, HAVERHILL, MASS. 

Send for Price List president; Harry A. Gibson of the 

NEW ENGLAND SLIPPER CO. White House and Frank More of 
140 Green St., Worcester. Mass . - 
the More shoe stores, vice-presi- 


i dents; Max H. So ) ae ae ~ : 
PARISTYLE FOOTWEAR MFG. CO., INC. pcan” de ettidiein* seccmameie FASHION FOOTWEAR 
| 41-45 Washington Ave. Brooklyn, N. Y. Sommer aulman, secretary- Weenasie Pine Tanne 
HIGH GRADE MULES AND D’ORSAYS treasurer. and Novelties 
Made of Sato, Quilted Satin, Embossed Uur new models for are attracting most 
her, Tinsel and Brocade favorable attention. Hand turn sli and 
ieike $23.00 per doz. up pumps in the latest designs and finest leathers. 


Inc., will be pleased to know that there is a TESSIER & BUWDOIN : 

strong chance of his complete recovery. 3 Washington St., Hoverhilt, Mass. 

Mr. Butler lost his sight, suddenly, possi- — 
FLEXIBLE McKAYS with the comfort bly as the result of being bumped by an Phillips Shoe Ce., Inc. 

j of Turns automobile on Market Street. He went to Makers of 

| _ WOMEN’S COMFORT FOOTWEAR Los Angeles for change and rest, and it is Women’s Turn 

| MEN’S ROMEOS, EVERETS and OPERAS reported he is recovering. Sli 


Sold only in case lots 
NORTHEASTERN SHOE CO.., Inc. 
54 Auburn Street, Chelsea, Mass. 


| Boston Office, 139 Lincoln Street, Room 212 Lynchburg Notes 


SLIPPERS for MEN WOMEN Colonial types with large square-shaped 
and CHILDREN metal buckles have been enjoying a good 
peieoe and house run in most of the retail shoe stores here. 

Slippers in a wide a 

variety of styles and Perhaps the most prominent note of the 


retail shoe situation is the strength dis- 


eS 








Satie 





Factory 34 DUNCAN ST. 



























































es. 
SATIN SLIPPERS 
neted for quality. played by patent leather models in all 


FRANK H. } asc tgpae gang CO., Inc. stores selling women’s shoes. 





24 Washington Square Worcester, Mass. 





Sandal patterns are extremely popular 


Med ; with the younger women and promise to SHOE 
1 eg Athen enjoy a good run during spring and sum- CUTS 
oll sty 








mer. Weather, during the past few weeks, 


LIPPERS : (Halftones 
has gradually developed into a more at fox or Polder it we dot 





a/ made of Doi ic and seasonable state with a good result to the 
imported Satin. Brocaderand Mets! Clot = = buying in the shoe stores. Or you may ‘buy them at $1.28 each, Send for 
eS Sa NELSON H. GROVER CO. © 161 SUMMER ST. BOSTON 


wie MGUSTIN © Cofield Back on Job 
W. H. Cofield, manager of the Bell Shoe Illustra 


Shoe Store, recently returned from a long 
stay in Florida. He was ill and went South 
for his health. He completely recovered. 




















Shows Men’s Novelties Lazpoet Drodowers of High Orade 


The shoe department of the Cheatham 
Clothing Co. recently displayed two odd- a 
looking pairs of men’s shoes. They were are fy m4 
green and gray oxfords for sport occasions. i 
Surrounded by shoes for street and busi- 
ness wear, the bright-colored models 
attracted much attention. 


























Economy Store Incorporates 
Little Rock, Ark., April 9—The Econ- 
omy Shoe Store of 231 West Capital Street INF ORMATION 
was incorporated recently with the elec- for Shoe Merchants 

ForMon Hen Child. tion of the following officers: J. S. Jones, “WHERE TO BUY” constitutes a 
Carried in Stock, mand Child by Jr., president; Harry Steward, vice-presi- of knowledge so that he who 
Bliss & Richardson. Shoe Co. dent and manager; Edward H. Steward, these pages may read 

—— secretary; and O. A. Scott, treasurer. ‘ 









































Flexible Turn Shoes 
For the Jobbing Trade Exclusively 


F. S. ELAM SHOE Co. 
ROCHESTER, N.Y. 
Boston Office, 16 Columbia Street 








AShoe forBoys 
That Wears 














Seal Daby. Shoe 
ao aol Md 
Baby Shoe 


NEw YORE OFFICE Sto FIFTH Ave. 


anvers. 





gt POSNER. 


SHOES & STOCKINGS 

FOR INFANTS ,CHILDREN 

AND YOUNG. LABIES 
DRA POSNER SHOSS.INC 





Soft Soles and Moccasins 


Ask yeur Jobber for our 
Good . We DO NOT sell 
the retail trade. 


Newcemb-Anderson Shee Co. 
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Demand Dunbar Designs 


From Your Manufacturer 
AND BE ASSURED OF STYLE 
AND FITTING QUALITIES 
IN YOUR SHOES. 
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Dunbar Says Farewell 


Lynn, Mass.—Everett H. “Dunbar, 
Lynn’s famous footologist, will retire from 
shoes and shoemaking, June 8, 1924, when 
he will enter his 80th year of life’s journey, 
and will complete his 70 years in the 
“feat and mystery” of shoemaking. 

Salient points in his career of 70 years 
follow: He showed to shoemen that there 
are 26 bones in the feet. He was a pioneer 
in the making of arch supporters. He 
demonstrated that many people, who 
feared they were afflicted with serious 
diseases, were only suffering from foot 
troubles. He made charts to show that the 
nerves extend from the feet up the spine to 
the brain, and that many pains had their 
origin in the feet, and not in other places. 

He opened the way for the modern 
health shoe crusade, or, in brief getting 
more shoes made right, as well as fitted 
right. For his good work, thousands of 
shoemen, and a multitude of people pay 
him a tribute of praise. 

He learned to make shoes by hand in 
his father’s shop in Brockton. He crossed 
the continent, taking his kit of tools with 
him, and made shoes in San Francisco 
He returned east, settling in Lynn, 
where he made shoes on custom orders. 
As factory-made shoes overwhelmed hand- 
made shoes, he opened a retail store. This 
store, by the way, is still carried on as 
“Baker’s Family Shoe Store.” Mr. Dun- 
bar gave up shoe merchandising, to devote 
his entire time to footology. 

Mr. Dunbar’s farewell address is 
characteristic of him. He says: “On June 
8, 1924, if we are still alive, we enter the 
80th year of life’s journey. With our work 
in footology we will call ourselves done; 
the rest of our days we will spend in pure 
fun; for 60 good years we have been kept 
on the run. Our mission in life has not been 
in vain, for many poor mortals have we 
relieved of much pain. Now we lay down 
our working tools and take up our. play 

He has commenced to play. He is 
experimenting with radio and is planning 
his garden of flowers. 


Sam Davis at Akron, O. 


Akron, O., April 8—More than 100 re- 
tail shoe merchants and salesmen heard 
Sam Davis, field secr2tary for the National 
Shoe Retailers’ Association, speak on 
“Service’’ here, recently. J. H. Wise of the 
Shumaker Shoe Company, Akron shoe 
merchants, was toastmaster. Jack Moore, 
secretary of the Merchants’ Association, 
outlined future plans of the organization. 

Mr. Davis declared that service is the 
biggest word in the world and the largest 
in business, and urged his hearers to bear 
in mind that the smile and friendly greet- 
ing mean much for success. “But it must 
be a genuine smile and greeting,” he 
asserted. 





ugest Manufacturers 
in the World of 


Black ch Glazed Kid 
A419 Sunpass LEATHER © 











The One 
Waterproot 
Leather That 
Takes and Re- 
tains a Polish. 


CREESE & COOK CO. 
Tanneries at Danverspert 95 South St., Besten, Mass. 








COATED GEM DUCK 
pr -eagggyy 4 Ses nese CLOTH 


a Dey foot Welsing 




















Detachable 
Rubber Heels New York City, 








T. W.GODSOE, Pres. _ F. E. JONES, Treas. 
W. G. DONALD, oF ayo 


F. E. JONES CO. 
FANCY COLORS 


MAT KID 


95 SOUTH STREET BOSTON, MASS. 
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pursue in selling to the shoe trade, 
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Gir mark of 


reTerere. shoe buckles 
ever since 1905 — 


| L. ALTERSON 6&'.C 


102 W 34% St., New folate aia’ 

















Ladies $1.40 
Sizes 24 to 8 
BLOG SHOE FINDING CO., INC. 
147 Duane St., New York,'N.Y. 











BALLET SLIPPERS in Stock 


Endorsed by the Worid’s Prominent Dancers 
Bench Made 
BLACK KID SOFT TOE $2.00 BOX TOE 3.00 
PINK SATIN BOX TOE 3.50 
Sizes 6 child’s to 7 women’s 


1. MILLER & SONS, Inc. 


One Carlton Ave., Brooklyn N.Y. 








Professional Ballet 
Genuine Black Kid 


Pink, Black and White 
Satin. Also two grades 
of soft toes 


Wm. Sumner Smith Co 
Chicago 











| DO YOU KNOW? 
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White Suede Kip 


Concerning the new white suede kip, 
about which the Recorder printed a 
descriptive article some time ago, tanners 
call attention to some of the most interest- 
ing features. Among them are the white- 
ness of its white, the fineness of its nap, 
the tightness of its fibre, the “gloviness’’ 
and lightness of its feel and the facility 
with which it may be kept clean. It wears 
white, meaning that it holds its whiteness 
as shoes of it aze worn. If it becomes soiled 
in the adventures of travel of a day, it 
may be washed white as snow with soap 
and water, castile or ivory soap being 
recommended. 

The leather is chrome tanned and its 
fibres are locked by the tannage to a ten- 
sion that is just right for shoes, pliable, 
but not so stretchy that the shoe will 
stretch out of shape. 

The secret of the new leather is evident- 
ly in the treatment of its grain for the 
outer, or hard, grain is removed and the 
finish is made on the inner grain, where 
the hair cells are very small, and it is 
possible to snuff the leather to a nap so 
fine that it is called a suede finish leather. 
Bear in mind that it is not the suede finish 
of calf leather that is finished on the flesh 
side, not the buck finish of side leather 
that is finished on the grain side, but a new 
finish on kip leather. It is’a new departure 
in the making of white leather for summer 
shoes. 





Birmingham Shoe Merchants 
Choose McCowan 


Birmingham, Ala., April 10—At a recent 
meeting of the Birmingham Shoe Retailers’ 
Association, the following officers were 
elected: R. R. McCowan, president; J. F. 
Wheeler, vice-president; W. J. King, secre- 
tary; W. E. Shine, treasurer. Considerable 
progress has been made by the association 
and a 100 per cent membership is recorded. 
The organization was founded to promote 
closer fellowship among retail shoe mer- 
chants and to bring about an exchange of 
retail shoe merchandising methods so all 
may benefit. 





Slim Shank Welts 


Lynn, Mass:—Designers are working 
on a new type of slim shank welts. They 
propose to pull in the shank and to make 
it thin and resemble shanks of turns. 
They will use a shank scarfing machine 
to thin the edges of shanks of outsoles; 
a new machine for pulling in, butting and 
tacking the welt, and a new edge trimmer 
to trim the edge of the shank light and 
thin. Foreparts, made in the regular welt 
way, will be trimmed close, to get a turn 
edge. Wood heels will be used. It is ex- 
pected that the new types of welts will 
be light, slender and graceful. 





J. R. BEATON COMPANY, Ine. 


331 FOURTH AVE., NEW YORK 
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Reg. U. S. Pat. Of. 
Cuarenteed fullfashioned 
Let Your Jobber Carry Your Steck 


Harrington & Waring 


41 Union Sq. W. New York 
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ATLANTIC PRINTING CO. 


Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 


201 South Street Boston, Mass. 
Telephone, Beach 4960, 4961 
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STRAPS and SANDALS 


IN STOCK 
At Popular Prices 


“EV ANGELINE” and “AMERICAN BEAUTY” 


(Goodyear Welt) (Flexible McKay) 








No. 5835—Patent Sport Sandal, Goodyear 


i Rubber +~,% _— B, C, D. 
No. 5838——-Smoke 5906—Patent One Strap — 


Bleck Calf Collar and Stra 
No. 5840—Dark Grey Elk. unior —- Heel. Flee’ Sick Melon, 


Price $3.60 


No. 5904—Black Kid | Strap, 13-8 Cover- : : 
ed Cuban Heel, Flexible McKay. Widths No. 5901—Patent |! 7 8-8 Covered 
B, C, D. ; Heel, Flexible McKay. Widths B, C, D. 


Price $3.60 Price $3.60 











MADE BY 


A. H. Berry Shoe Company 
186 Lincoln Street, Boston Portland, Maine 
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Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 








we le — > ———— 2. — -$ ——— o ——me 6 — — 2 ———— Of 











April 12, 1924 











BOOT AND SHOE RECORDER 











Interchangeable Mileage Petitions Must Be in by May 15 


117 





Vianufacturers’ Association Working with Travelers’ Association for Joint Representation at 
Hearing June 4—lowa Travelers Start Membership Drive 


and the next two months centers in 

the Interchangeable Mileage case, 
which is now being re-opened. Hearing on 
ame will be held before Commissioner, 
8. H. Meyer, at the office of the Interstate 
Commerce Commission at 10 A.M., on 
June 4. The National Boot and Shoe 
Manufacturers’ Association has joined 
vith the National Shoe Travelers’ Asso- 
ciation in the presentation of briefs. At 
the past hearings, the latter association 
received the unanimous support of the 
entire shoe industry, especially of the 
manufacturers’ association, who have re- 
newed their interest in same. Thomas A. 
Delany, Secretary of the N.S. T. A., will 
represent both the N. B. & S. M. A. and 
the N. S. T. A., at the hearing. Special 
counsel has been engaged who is now pre- 
paring briefs. 

Copies of all briefs to be submitted at 
the June 4 hearing must be in the hands 
of Commissioner B. H. Meyer, Interstate 
Commerce Commission, Washington, 
D. C., on or before May 15. 


r JHE biggest interest of the present 


lowa National Officers 


The full list of officers and committees 
elected at the annual convention of the 
Iowa National Shee Travelers’ Associa- 
tion, held in conjunction with the Iowa 
Retail Shoe Dealers’ Association Conven- 
tion March 24-26, is as follows: President, 
J. E. Wm. Prescott, of Des Moines, Iowa; 
mail will reach him at Hotel Fort Des 
Moines; Vice-President, B. R. Boyle of 
Cedar Rapids, Iowa; Secretary-Treasurer, 
Merwin Simons, 1512 Park Street, Des 
Moines, Iowa. Resolutions Committee: 
Tod Gallagher, Chairman; A. C. Robert- 
son. Auditing Committee: C. W. Robin- 
son, Chairman; Ira A. Hall. Welfare 
Committee: Charles Clark, - Chairman; 
R. L. Cooper. Grievance Committee: 


Horace W. Bacon, Chairman; C. S. Bow- 
man, and Jack Clark. Employment 
Committee: Merwin Simons, Chairman; 
Fred Crowley. Publicity Committee: 
J. E. Wm. Prescott, Chairman; Merwin 
Simons. Style Committee: Con Quinn, 











































J. E. WM. PRESCOTT 


President Iowa National Shoe Travelers’ 


ssocialion 


Chairman; A. J. Starr and H. C. Powelk. 
Membership Committee: L. D. Ream, 
Chairman; Tom Nixon, Harvey Dilley, 
Carl Ortlund, P. W. Flandermeyer, Car! 
C. Andreason, H. M. Burton, E. W. 
Oshner, and K. P. Jolly. 


“Get-Together’’ Luncheon 


The policy of the Iowa National Shoe 
Travelers’ Association has always been to 
co-operate with all of its members in 
furthering the interests of the shoe 
business—this policy they will this year 


continue. A membership drive has already 
been inaugurated. 

On the first Saturday of each month at 
the Hotel Fort Des Moines, at one o'clock, 
a ““Get-Together’’ luncheon will be held. 


Burdett Boys Are “At It” 


The Burdett Shoe Company’s repre- 
sentatives are in the field with their new 
line of spring samples. The line-up is as 
follows: L. F. ““Lou’’ Burdett, who covers 
the Southern States; E. U. “Hap” Burdett, 
who covers New England and New York 
City; J. E. Blythe, who covers the Middle 
West; C. O. Quimby, who covers the 
Middle Atlantic Coast; J. W. Kurtzman, 
who covers the Pacific Coast; Sam Gut- 
man who covers Central America. 

These ‘‘Go-Getters’’ say: ““Never before 
have we offered such a variety of styles 
in turns and welts for children and grow- 
ing girls’’; that they are booking good 
orders from all of their old customers and 
adding many new accounts. 


New York Has “Charter 
Members’ Night” 


The Boot and Shoe Travelers’ Associa- 
tion of New York held “Charter Night” 
at the Hotel Pennsylvania, March 28. 
Besides a large attendance of ‘‘old-timers,”’ 
there was a splendid attendance of the 
“‘young ones.” A tribute was paid to the 
memory of the late Fred Kolkepeck, first 
President of the Association, the charter 
members giving a large bouquet of roses, 
which was later sent to a New York 
hospital. 

F.L. Armstrong gave a fitting talk on the 
sentiment suggested by “Charter Members’ 
Night.”” He referred affectionately to the 
“vacant chairs” of those who have made 
their last long trips, such as “Jack’’ Henry 
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White Nile Cloth Oxfords 


Here’s a staple shoe, In Stock. Practical 
style, perfect fit. A model suitable for 
business women and nurses—will clean 
out to a pair. 


Dr. Darling ‘Nurses’ Special’ White 
Nile Cloth Oxfords pr opportunity 
for sales and profits every business day 
of the year. They are particularly sala- 
ble right now. 


o 
° 


So 


In Stock 

Style T-616 
Dr. Darling Arch Support Sur Oxford, 
Nurses’ Special. White Nile Cloth. 8-Iron 


Edge, Ivory Welting. 13-8 White Ivory 
Cuban Heel. White Rubber Top Lift. Steel 














Spring Arch Supporting Shank. No. 163 Last. 
AA5%9 A49 B49 C349 D3K9 


SHERWOOD SHOE CO. 


Originators of Quality McKays 




















Se. 








It Colors :: :: 


Leather Men who know 
the difficulty of cleaning 
and coloring Suede 
leathers at one opera- 
tion, declare the “‘Staso” 
Suede Stick a Wonder- 
Worker. 











MOVES DIRTAncS™ 

STRES ORIGINALS 
ACT ue ; AN ; eo of « gritty oul 

lown to the 





Carried In Stock In All Standard Colors 


Suede Stick is made from a new f: ja. It tai The Stase Suede Stick is made in all shades, and sample color 
that workdownintothenap _ cards will be sent on request. 
leather, at the same time carrying The Stase Suede Stick is carried in stock in all standard shades 
» not merely smearing and immediate delivery can be made. Special shades will re 
quire about one week. 


The Stase Suede Stick is a very emall, neat very or- The Stase Suede Stick is packed 12 sticks in attractive counte: 
will tale guide tn eslag ved howls to hes Rien. $21.00 per gross, F. O. B. Haverhill, Mass., $1.75 per des. 
Send for Sample Dozen Today 
HAVERHILL, MASS. 
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PAUL MAHLER 


Bei tleman of leisure doesn’t appeal to 

Pa M , who x of Cine his Position with The 
Holters Ci par on January 1. 
Co [oS aoe up again with The 
Holters So to travel next and will 








a work. It aoe 
game. To be busy is 
to contentment.”” Mr. Mahler feels 

with the old quotation: 


case of pure fay & the 
one sure 


in thorough 


sympathy 
“God help ip the rich — the poor can work!” 





“Duby,” “Ollie” Dana, E. A. Miller and 
“dear old Fred Kolkebeck.” 

A membership committee for 1924 was 
appointed as follows; F. L. Armstrong, 
chairman; A. [. Benedict and H. B. Tove. 


Planning Permanent Club Rooms 


“Manny” Tobias gave a talk on the 
necessity of the advisability of permanent 
club rooms where meetings of the various 
shoe and leather trade bodies could be 
held. A committee was named to confer 
with manufacturers and retail merchants 
on this proposal proposition and much 
interest was manifested. 

The following were appointed on a sum- 
mer outing committee to bring in plans at 
somé futuredate: M. C.Seaman, chairman; 
John J. Doyle and W. E. Pitcher. 

The report on the recent allied trade 
dinner showed that a profit had been 
turned into the treasury and that each of 
the participating associations uader whose 
auspices the dinner was held had received 
refunds on their guarantees. 


Swanson with Johansen 


Sam Beeson, sales manager of Johansen 
Bros. Shoe Company, announces the 
addition to his sales force of O. F. Swanson 
who will take over the territory of Earl 
Buck, comprising the states of Kansas 
and Nebraska. Mr. Buck is well known in 
the trade and it was Buck who indorsed 
the selection of Swanson to take over his 
trade. - 
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NORRIS KIRKPATRICK 


Who has joined the salesforce of A. M. Legg Shoe 
Co., and will continue to one Michigan, In- 
diana, and Ohio 





Kirkpatrick Back with Legg 


Norris Kirkpatrick is back once more 
with his old house, A. M. Legg Shoe Co., 
of Pontiac, Ill. He will continue to travel 
in his old territory—Michigan, Indiana, 
and Ohio, where he formerly represented 
this house for eight years. During the past 
two years, Mr. Kirkpatrick has repre- 
sented the Cotter Shoe Co., in the above 
territory. 

Mr. Kirkpatrick was.for a number of 
years manager and buyer for a retail shoe 
store. He therefore understands full well 
the dealer’s point of view, as his many 
customer friends know. 

Mr. Kirkpatrick writes—‘‘The A. M. 
Legg line includes now, in addition to the 
welt line of medium priced shoes, a full 
line of novelties in snappy McKays.” 


Bass with Fenton 


Donald T. Bass has resigned from the 
Watson Shoe Co. to represent the Fenton 
Shoe Co., Columbus, Ohio (Branch of the 
Selby Shoe Co.). He will call on the large 
city trade of the Middle West with this 
well known line of style McKays. 


Loveless with R. J. & R. 
International Line 


Frank Loveless, who has been associa- 
ated with the W. B. Davis Company shoe 
department in Cleveland, has accepted 
the agency for the Roberts, Johnson and 
Rand line and is covering eastern and 
northern Ohio. He has been in the retail 
end of the industry in Cleveland for ap- 
proximately ten years and his many 
friends join in wishing him success. 


ART voudeeram 


including Ohio, Illinoi 
Nebraska for the Tweedie Foolwear Corporation 
Stee ot ie vgn two 
2 in Indian- 
. He has resided in 

the past 


seventeen representing 
Seats for te Ditiman Co. of Cincinnati for the 
past Gight years. His friends and customers wish 
hum every success in the new territory. 





Stearns with International 


M. O. Stearns, of Wilkes Barre, Pa., 
formerly of the Le-Hy Shoe Manufactur- 
ing Company, represents the Hutchin- 
son Winch Boston Branch of the In- 
ternational Shoe Company, in Central 
Pennsylvania. Mr.. Stearns left for his 
new territory last week. 


Porter Says Coast Conditions 
Good 


A. M. Porter, coast representative of the 
Beloit Shoe Manufacturing Company, is 
calling on the Portland trade. He reports 
conditions as very good, and that mer- 
chants are apparently more optimistic 
this year than last. 


Boyden Salesmen in 
Territories 


The Boyden salesmen have left for their 
territories with their new fall samples, 
(the most extensive line the concern has 
shown in years) and also to book orders 
for immediate delivery. Mr. Wilson, who 
has long represented the company in the 
South, will continue tocover that territory. 
Burk Lotspeich will cover the South- 
West, O. B. Hardcastle the Middle West, 
J. C. Coppage the Pacific Coast and 
Robert B. Smith the New York office in 
the Bush Terminal Sales Building, as well 
as New York, Boston, Philadelphia and 
Pittsburgh. 
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As Usual 


“Ixswex. | CRESCENT LEADS 
Here It Is! 
The Last Word in Style 


No. 584—Women's Pat. 
Colt Gypey: 14-8 celluloid ‘ y ’ 
Mil. heel, Field Mouse Kid —And Not Forgetting the Young Folks 
Quarter Liming, as illus- F 

trated. Sizes 3 to 8 $3.50 
No. 584'4—Same style 
with 16-8 Eel. lq Spanish 
heel. Sizes 2% to 8. . 83.50 ae 3 
Ne. 586—Same Style with IN STOCK 
9-8 Cel. Mil. heel. Sizes 2'4 to 7 $3.50 
No. 587—Same as 584 in Bik. Satin with Bik. Ooze Calf trimming, 14-8 
Cov. Mil. heel. Sizes 3 to 8 of 
No. 587 '4—Same as 584% in Bik. Satin with Blk. Ooze Calf trimming, 
16-8 Cov. \% Spanish heel. Sizes 244 to 8 iO 
No. 639—Same as 584 in Airedale Nubuck, 14-8 Cov. ‘4 Spanish heel. 
Sizes 3 to 8 $3.85 





All above carried also in long vamp lasts. ; 
Nos. 584 and 586 carried in Leather Mil. heels. . $3.25 








Sample orders solicited. 


~" 


CHILDREN’S, MISSES’ AND GROWING GIRLS’ 
No. 2238—Children’s Patent Colt No. 2239— Misses’ as above. Sizes 
One-Strap. Owl's Eye Pattern, 11% to2.. $2.50 
Crescent Rubber Top Lift. Sizes No. 2240—Growing girls’ as above 
8% toll $2.25 Sizes 2% to 6 $2.90 








159 DUANE ST., NEW YORK CITY 


Whitfemore's 


SHOE POLISHES ARE SUPERIOR 
SPORT SHOES NEED CARE. 
Gain the advantages of having a stock of white shoe dressings on | SHors ‘SeUL wHiTTE. 
hand for the big white season ahead. 


“TOP NOTCH’’ WHITE LEATHER CLEANER 


Beautiful and beneficial results can be achieved by regular use of “Top Notch” white cleaner. Recom- 
mend it to your trade. Suggest its purchase with every sale of all white leather shoes including Buck 


and Nubuck footwear. , 
“ALBO” 


This white cake cleaner has enjoyed big sales. It is the preferred preparation of the kind. The best 
ible results are obtained quickly and easily. Expressly made for white fabric footwear, also white 


uck, 
“WHITTEMORE’S BAG POWDER” 


This very handy package of white shoe cleaner is recommended when a cake or liquid white shoe 
cleaner is not wanted. Can be had in colors to match all popular shades of nappy leathers. Used by 
many with excellent results in cleaning white fabric footwear. 


If Unable to Obtain Them Through Jobbers, Notify Us 
WHITTEMORE BROS. (superisr Shoe Polish Since 1882) CAMBRIDGE, MASS. 


aN EE - 
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ALBERT J. REILLY 
Who represents Dr. A. Posner Shoes, Inc. 





Stelley in Bramson Building, 
Buffalo 

James If. Stelley, president of the 

B. A. T. S.S., and representative for Rice 

& Hutchins, has moved his sample room 





“Billy” Noll Now a Chaplain 


“Billy” Noll, the popular secretary of 
the Boston Shoe Travelers’ Association, 
now having served in this capacity for 
nearly a quarter of a century, has also to 
his credit a fifth of a century service as a 
good member of the Elks. “Billy’’ joined 
the “noble herd” out in Sioux City in the 
early 1900’s. On Wednesday evening, 
April 2, on account of “‘past prayers and 
pious practices,” the aforesaid “‘Billy”’ 
was elevated to Chaplain of the Malden 
Council. The ‘“Catspaw” man now says that 
he is a full fledged Chaplain, except insofar 
as to perform marriages is concerned. 


B.A.T.S.S. Hold Last 
Meeting of Season 


F. W. Kendall, Jr., president of the 
greater Buffalo Advertising Club and 
advertising manager for W. H. Walker. 
Buffalo wholesale shoe dealers, was the 
speaker at the meeting of’ the Buffalo 
Association of Traveling Shoe Salesmen at 
the Hotel Statler on April 5, the last meet- 
ing until September. Mr. Kendall spoke 
on advertising, analyzing the various forms 
in which the printed word is used. Mr. 
Kendall criticized the so-called “clever” 


























G. R. DUNCAN 


Who covers Pittsburgh, its suburbs and sur- 
rounding towns for Lunn § Sweet. 





Duncan Covers Pittsburgh 
for Lunn & Sweet 


42.50 from 202 Main Street to Room 961 in the 848, which catch the eye because of some For some time G. R. Duncan has been 
$: new Bramson Building at Main and Witty phrase, but miss the consumer’s traveling Missouri for Lunn & Sweet, and 
Eagle Streets. Buffalo. “Jim” will see his Pocketbook for the reason that the cus- has made a big succesy of his work in that 
—— trade on Wednesdays at his new quarters. tomer fails to remember the name of the territory. He will now cover Pittsburgh, 
—— Erste: firm selling the goods. its suburbs and the surrounding towns, 
4 r , the territory formerly traveled by Mr. 
LePine with Sherwood Two New Members Whitney. It is predicted that his 4. in 
Frank J. LePine, one of the best-known Two new members were enrolled: this new field will be even greater than in 
shoe salesmen traveling out of Rochester, Charles N. King of King & Williams, _ the territory just given up. His knowledge 
has joined the sales force of the Sherwood 143) shoe merchants, now representative of shoe retailing and the place which Lunn 
Shoe Company and will represent them in of +44 Hamilton-Brown Shoe Company, & Sweet lines can fill should make him 
Chicago, Minneapolis, St. Paul and Mil- a .ton branch in-this section of the state, welcome wherever he calls. 
waukee. > hee f and. Jack Reiman with Beals & Pratt aes aat 
“Frank” is now out on his first trip Shee Co.. Milwaukee. 
with the new line andthe factory reports Spelder with G. Edwin Smith 
ia that he sold a bill of shoes to the first cus- ee ee 
- @ tomer upon which he called. Arthur Evans on Road for Harry J. Spelder has severed his con- 
, —— Cotter nections with the W. H. Walker Company, 
j D. W. Lashley, who formerly covered with which wholesale firm he has been 
Zs Illinois for The Scholl Mfg. Co., is now Arthur Evans of the Cotter Shoe Com- identified for several years, to accept a 
R Lh in Sacramento, California, where he can pany, Lynn, is on the road with a newline position as Buffalo representative of G. 
a be addressed at Box 135. of samples. Edwin Smith Shoe Company. 








as follows— 








: have discovered the following new shoe store 
Resta Street 


An Appeal to Our Shoe Traveler Friends 
Send Us Names of New Shoe Stores 


You are a mighty good friend of ours. Will you do something for us? As you cover the various 
parts of this great country of ours, wherever you see a new store, or hear about plans for a Shoe 
Store about to be started, kindly do us the favor of sending on the name, with your name attached, 


ee 
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In Stock for 
Immediate Delivery 


Stock No. 462 
Imported Black Calf Oxford. 4 Stock No. 562 
Heavy Single Sole. Dundee (4 ? Tan Lotus Oxford. Heavy 


Last. Price $5.50 Net ? Single Sole. Dundee Last. 
- Price $5.50 Net 


NEW YORK 


The Dalton Company, Inc. 651 Marbrides Building 
Makers of Fine Shoes 
BROCKTON, MASS. 


CHICAGO : 1618 blic Bldg., 209 S. State St. 
E. B.S Cc. F. BARSTOW 














Sa 


’ CASH IN ON TODAY’S WONDERFUL 
INTEREST IN OUTDOOR LIFE 


Hunting, fishing, boating, camping, hiking, golfing, tennis and other 
outdoor sports are now followed by hundreds of thousands of ardent 
enthusiasts—every one of whom wants and will buy outing footwear. 


Russell’s Moccasin footwear meets their needs perfectly—in the Russell 
line there’s a type of shoe, boot or moccasin for every outdoor sport. The 
dealer who handles Russell’s nationally advertised boots and moccasins 
is sure of mighty profitable business. 


RUSSELL'S 


“IKE WALTON” “*APACHE” 
Made to measure from im- Formerly known as the “Scout Special.” 
waterproofed veal with choicest of genuine moccasins for camp and 
-wearing Maple-Pac ing wear. Shaped to natural lines. Made in 
Soles. Staunch as a boot, te and gray elkskin with rubber or 

yet flexible as a moccasin. flexible, sturdy Pac Soles. 


Meet us at the Travel and Outdoor Life Exposition at Chicago Coliseum, May 12-17. See the materials which are put into Russell 
Moccasin footwear and watch our shoemakers make the famous “Ike Walton.” , 


Write for Catalog and Dealer Discounts 
The W.C,. RUSSELL MOCCASIN CO. 
' 927Capron $i., Berlin, Wis. 


————/ 
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Mrs. Jack Jones a Decorator 

Usually when mention is made of in- 
terior decorators one usually thinks of the 
inside of some fashionable honie. However, 
Mrs. A. F. Jones, wife of that veteran of 
the road, known everywhere as “Jack” 
Jones, who covers the West from Chicago 
for the Stone-Tarlow Company, Inc., 
Boston, believes that as Stone-Tarlow's 
sample rooms and display booths are often 
the temporary home of her husband, they 
should be adorned with all possible artistry. 

Vrs. Jones proved that she is a most 
capable needle woman, as well as interior 
decorator, at the Iowa Shue’ Retailers’ 
Association convention, when she sur- 
prised her husband with a set of seven 
banners and a six-foot embroidered table 
scarf. These won much favorable com- 
ment. 

hese works of art carried the name of 
Stone-Tarlow Company, that of Jack 
Jones, also that of the trade-mark. The 
new shades of red and white, with orange, 
blue, green and rose were well blended and 
gave prominence to the line of shoes, their 
makers, and the aforesaid “Jack.” 

Mrs. Jones is planning for another 
artistic “coup” at the National Shoe and 
Leather Exposition and Style Show, and 
subsequent events. 


Frank Lord on Trip 


Frank W. Lord, who travels the Middle 
West for Hazen B. Goodwich & Co., and 
the Bradley Shoe Company, left on 
Tuesday, April 2, for his territory in the 
Middle West. “Frank” is an authority on 
men’s slippers and gives his customers 
many clever selling ideas. 


Gagey has “Best-Ever” Line 

A. W. Gage (known to all the boys as 
“Gagey’”’), who sells the ballet line of the 
Kendall Shoe Company, has recently 
taken on the Best-Ever Slipper Co., Inc., 
line of Brooklyn, N. Y. “Gagey” has some 
very attractive samples of stylish bou- 
doirs at his Boston salesroom on the fifth 
floor of 183 Essex Street. 


Herman Wilhelm on Trip 


Herman Wilhelm, one of the owners of 
the Novelty Slipper Company of New 
York, manufacturers of high grade men’s, 
women’s and children’s slippers, is now 
on a trip through his territory with the 
newest samples of the line. Mr. Wilhelm is 
a man of considerable experience and the 
success of the organization is due largely 
to his untiring efforts. He is recognized in 
the slipper world as a man who under- 
stands the business from. every angle. 

“The Novelty line, the brand name of 
which is Snug-Fut,” writes Mr. Wilhelm, 
“is one of the mos. extensive on the market 
consisting of 714 individual aumbers. 
The concern has been growing steadily 
since its inception ten~years ago. 
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Dale A. Dingley—Foss Veteran 


HEN one speaks of Dingley-Foss 

Shoe Co., he instinctively thinks of 
C. E. Dale, who has sold the big trade of 
the country for this house for the past 33 
years. 

At the January Style Review, held at 
Boston, Mr. Dale, with G. L. Stanwood, 
were showing the wholesale trade their 
extensive lines of white canvas shoes, in 
all of the new patterns, plain and trimmed, 
and in women’s, misses’, children’s and 
infants’ lines. 

Mr. Dale is a great favorite in the 
trade. He knows every one by his first 
name and every one knows and likes him. 

Gutman Sells Cuban Trade 

Sam Gutman sells the Cuban and 
Porto Rican trade for this house. Mr. 
Gutman says that his trade follows for 
shoe styles those of the United States, 
but that the Cuban foot is shorter and 
wider, and whereas Mr. Dale would sell 
3’s to 8’s for the ladies, he would sell 
from 1 to 5 or 6. 





Harry Heiser with Globe 


Harry Heiser represents the Globe 
Shoe Co. to the jobbing trade. He covers 
the entire country. One of his good 
numbers, he says, has a moccasin vamp, 
with perforations and a 9-8 heel with 
rubber toplift; also the crepe sole on all 
leathers, and the Zev sandal. 


“Ray” Brady with Triangle 


Raymond Quincy Brady, known to all 
of the trade as “Ray,” with the first of the 
year, made arrangements to sell the entire 
output of the Triangle Shoe Company, 
Haverhill, to the jobbing and mail order 
trade of the country. “Ray” has spent 
nearly ten years in the shoe business. He 
formerly worked out of Chicago. He is 
very enthusiastic over his new line of 
women’s popular priced McKay novelties. 

“Ray” recently started out on a trip 
and stated just prior to leaving Boston 
that business has been very good, in fact, 
is increasing all the time. He finds that 
there is a little let-up on the demand for 
cut-outs, the tendency being toward 
straps. When in the “Hub” he makes his 
headquarters at 141 Lincoln Street. 


Emley on Southern Trip 


H. B. Emley, represents the Harding 
Shoe Company in Southern States. 





(Photo by Waid) 
HARRY HAMBURGER 
Who covers the jobbing trade for E. Bottomley Co. 





Hartford is Convalescing 


W. C. Hartford, who sells the Norridge- 
wock Shoe Company’s line of little folks’ 
shoes to the wholesale trade, has for the 
past two weeks since been on the high 
road to recovery, and is doing business, as 
usual, at his office at 139 Lincoln Street, 
Boston. The boys over in the old United 
States Hotel Building are glad to have 
“W. C.” back once more in their midst. 


“Lew” Shapiro Visits Boston | 


“Lew” Shapiro of the Ideal Specialty 
Shoe Company, Pittsburgh, recently ran 
on to Boston on a buying trip. Among 
others on whom he called was W. C. 
Hartford, who represents the Norridge- 
wock Shoe Company’s line. Mr. Shapiro is 
buyer of juvenile shoes for his concern and 
also one of its owners. 


Chris Brill Back from South 


Chris Brill, who covers the jobbing trade 
of the South for C. A. Grosvenor Shoe 
Company, has returned to the Boston 
office, 139 Lincoln Street, and reports a 
very satisfactory trip. Said “Chris,” “It 
looks like the South is the most prosperous 
part of the country right now.” 
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THIS REX MODEL 


No. 692 
Black Calf Derby Ox- 
ford 


| A-B, 7-11 C-D, 5-11 
| No. 691—Same Style 
in Brown Calf 

| No. 690—Same Style 
in Cherry Red Calf 

| No. 525—Same Style 
| 


in Brown Calf 


No. 526—Same Style 
in Black Calf 


is to be featured in a full-page adver- 
tisement in the Saturday Evening Post 
on April 12th, and shown exclusively 
again in that same magazine April 19th. 


All styles mentioned are 


NOW IN STOCK 


We suggest you wire or mail your 
order now, and get your share of the 
Easter business 

and 


keep these Saturday Evening Posi 
advertisements prominently displayed 
on your Windows, so that the men in 
your town will know that you have 
the agency for 


THE 


SHOE 


M. A. PACKARD COMPANY 
Brockton, Massachusetts 























IN STOCK APRIL 15th 


Exceptionally fine fitting black satin 
Regent operas. Gray kid lined, medium 
French last. 16/8 Spanish Heel. 


36 pr. lots—AA to C 
Price $6.00 Terms 5% 10 days 
WRITE OR WIRE 


$ SCHWARTZ & BENJAMIN, Inc. 2 
; Makers of Ga 


Turn Shoes of Elegance e 
Brooklyn, N. Y. ie 
An WA WANA 




















GEM. 


“CLIFTON” bucx = 


Preferred Because Most Perfect 


Used with our wet process it produces a 
perfect innersole, as it is easily formed 
in and hugs the lip providing strength 
where is most needed. 
You'll Always Specify 
“CLIFTON” Gem Duck 
when once tried 


“Clifton” shoe covering cloths, also 
“Clifton” backing and plumping cloths 


are recommended for satisfactory re- 


sults 
CLIFTON 
MANUFACTURING CO. 
65 Brookside Ave., Jamaica Piain 
BOSTON, MASS. 
SEBS SB BSB BRB BBR BERBERA BB 
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Is Worth Saving~ 
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odem Jime Savers 


& Prices practical value of shoe lacing hooks is the real reason for their increasing 

E Be on all laced footwear of high quality. They save time and temper, and 
for that reason they make shoes easier to lace and more comfortable to wear. To 
show shoes with lacing hooks, to point cut their many advantages to the cus- 
tomer, is to offer an item of selling service that is greatly appreciated by the 
majority of buyers. 








is 
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United Hotels Now in Operation 


The Bancroft, Worcester, Mass. 

The Ten Eyck, Albany, N. Y. 

Hotel Utica, Utica, N. Y. 

The Onondaga, Syracuse, N. Y. 

The Seneca, Rochester, N. Y. 

The Rochester, Rochester, N. Y. 

The Robert Treat, Newark, N. J. 

The Stacy-Trent, Trenton, N. J. 

The Penn-Harris, Harrisburg, Pa. 

The Lawrence, Erie, Pa. 

The Portage, Akron, Ohio 

The Durant, Flint, Mich. 

The Mount Royal Hotel, Montreal, Can. 
The King Edward, Toronto, Can. 

The Prince Edward Hotel, Windsor, Can. 
The Royal Connaught, Hamilton, Can. 
The Clinton, Niagara Falls, Can. 


Under Construction 
The Roosevelt, New York City, N. Y. 
The Benjamin Franklin, Philadelphia, Pa. 
The Olympic, Seattle, Wash. 
The Niagara, Niagara Falls, N. Y. 

Projected 

The Alexander Hamilton, Paterson, N. J. 
The Admiral Beatty, St. John, N. B., Can. 


Also The Colonial Chain 


25 W. 45th St. 
NEW YORK 


GENERAL 
OFFICES 


EUROPEAN CORRESPONDENT: U.N.LT.I. 
Controlling 50 Famous Old World Hotels 











YOU WILL PROFIT 


By selling Cinderella Suede Sticks 
which are made in over fifty shades, 
ground of solid colors. They will 
thoroughly clean and recolor nappy 
leathers. This package is easy to 
use with its suede brush and handy buffer. 
Wire Suede Brush and Felt Buffer can be bought 
separately for only $2.00 per dozen. 


YOU WILL WANT 


Cinderella White Kid Cleaner, the fastest moving 
high quality package on the market. Makes friends 
and keeps them too, because 

it thoroughly cleans and re- 

glazes yellow and worn white 

kid footwear. 


Why not use these Cinderella 
GOOD WILL BUILDERS to 
increase your customers’ sat- 
isfaction? 

Produced by 
EVERETT & BARRON CO. | 


Providence, R. I. 


Makers of highest quality 
footwear finishes 











GREELEY BOUDOIRS aR 


““Greeley,”’ said a well known shoe 
buyer, “your boudoir slippers are 
the best in quality that I can buy. 
Lately I have used a cheaper line, 
but I am coming back to Greeley 
boudoirs use I get better 
value for my money than 
elsewhere.” 

That shoe buyer expressed the 

opinion of our customers in 
. They like the ad of 
In Black or Colored Sotey Fee “tJ t basis ) F 
Kid. 36 pair lots only. —— ae 





If Your Jobber Cannot Supply You, Write Us. 
4 A. W. GREELEY, Haverhill, Mass. 3 











THE LATEST YET 
Roman-lonic-Glass Pedestals 


for 
Shoe Store Trims 
Made in 
6in., 9 in., 12 in., and 15 in. heichts 


A different setting for every day in 
the year 
Write for illustrations and prices. 


DAVID B. CHAMBERS 
907 Arch Street 
‘PHILADELPHIA - - PA. 
“Everything for the Show- Window” 
BOSTON PITTSBURGH 





Fireproof Capacity 1000 


The Breakers 


ATLANTIC CITY 
On the Ocean Front 





Concerts 
Cabinet Baths 


Dancing 
Golf Privileges 


SPRING RATES 
JOEL HILLMAN, President 








25 Essex St. 6707 McPhersonBivd. 





Fine Calf Leathers 
Manufacturers of 
Velvetta Calf— 
Tuscan Calf— 
Russia Calf— 











Strictly Fine Full-grain Calf Leather. 
HUNT-RANKIN LEATHER CO. 
106 Beach St., Boston, Mass., U. S. A. 
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on Repco Stretchers. 


VERY shoeman knows that great care 

must be taken in stretching shoes. Sud- 
den pressure inside a shoe will break even 
the most responsive leather. 


The regular, easy action of Repco Stretcher elimi- 


nates sudden and jerky pressure and assures safe 
stretching. 


Repco Shoe Stretchers contain no springs, arrows 
or other delicate or easily injured parts. 


The blocks are made of fully seasoned maple, care- 
fully shaped and smoothly finished, and are held 
together by a strong steel hinge. 


The stretching action is by means of a toggle joint, 
controlled by a square-threaded screw of large pitch. 


Every shoe store should be equipped with the 
entire nine sizes of Repco Shoe Stretchers. 
No. 000 down to No. 6. Corn and bunion 
plates are packed with every stretcher. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON 
SAN FRANCISCO BRANCH, 859 MISSION STREET 


J. K. KRIEG 
39 WARREN ST., NEW YORK 


UNITED SHOE REPAIRING MACHINE COMPANY 
BOSTON 
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; OUR SPECIALTY 
Fancy Patterns in “Out” Sizes 
IN STOCK 
Dr. Daniels Stylish Health 
Shoe. Scientifically Built 


No. 7651—All Patent Leather “Au- 
drey."’ New Round Toe, Military Rub- 
ber Heel. 
No. 7650—Same in Satin, 
Suede Trimmed. 
Solid Leather Thruout 
Widths EEE—Sizes 3 to 9 


100 READE ST. 


$4.50 


GOLDMAN BROS. SHOE CO., Inc. 





No. 3261 — Bouquet of 
Assorted Flowers, com- 
plete with vase, 


Each $4.00 


Write today for our IL- 
LUSTRATED CATA- 
LOGUE, No. 32 in colors, 
of artificial flowers 
plants, vines, baskets, 
etc. MAILED FREE 
ON REQUEST. 


Frank Netschert, Inc 


61 Barclay St. New York, N.Y 





APPROVED BY 
MEDICAL MEN 


» + | 
e ° 
children's shoes} 
VENTHATIONS® complete by send 


OATENTEO today. 
Phone Brockton 2133 
for immediate action. 


BURKLEY 
SHOE CO. 


BLOODED-STOCK 


If you were buying a horse and he was just a horse you would have to take 
for granted the things the owner said, and then wait for experience to show 


if he had spoken the truth. 


But if you bought a horse of blooded-stock that had a pedigree, you 
would not need to take the man’s word for it. The pedigree would show his 
ancestry and race and give you an idea of the animal's capacity for speed and 


endurance. 


It's the same in buying advertising space Some publications sell “just a horse” 
and you have to take their circulation statement with a pinch of salt. 


The Boor & SHorz Recorpgr is blooded-stock. An 
A BC statement is the pedigree that tells you 
what to expect in the way of speed and endurance. 











GROPING IN THE DARK 


Time was when the purchase of advertising space was 
a “blind groping in the dark.’”” Advertisers had no means 
of checking a publisher’s statement of circulation and 
often these figures were unreliable. 

In six years the Audit Bureau of Circulations has 
solved this perplexing problem. By a systematic analysis 
of distribution and methods this organization is able to 
supply just the data an advertiser needs. The darkness 
is dispelled and the bright light of verified facts takes its 
place. Space buyers no longer find it necessary to grope 
in the dark. 

There are no dark spots in the Boot and Shoe Recorder 
circulation. Our records are audited by the Audit Bureau 
of Circulations. 




















an > ee a a a. ha 





[2, 1924 








| 








Aprit 12, 1924 





BOOT AND SHOE RECORDER 


Texas Shoe Store Incorporates Personal Note 
in Letters to Customers 





Taylors’ at Fort Worth, Accomplishes Much by Constantly Keeping 
in Touch with Clientele by Using Mails—Reach 
Out-of-Town Trade This Way 


NUSUAL success has marked the efforts of 

U Taylors’ Footwear Supreme Shop of Fort 

Worth, Texas, which has relied on direct-by- 

nail methods of reaching its customers. The store 

1corporated personality into its letters, making those 

ho received the correspondence feel that the store was 
particularly interested in them. 

The letters contained a “personal touch.’’ The 
“personal touch’ in business means money, when 
rightly directed. People like it and somehow so appreci- 
ate it that they will go to a store where an effort is made 
io express or establish this personal contact and appeal, 
rather than to the one where it does not exist, other 
things being equal. 


When a salesman in a shoe store exercises 
unusual effort to make one feel.as if he was very 
welcome; when his attitude reflects pleasure at 
seeing the customer in the store; when the atmos- 
phere of the store radiates with an air of good- 
fellowship and expresses interest in the customer 
—then he'll come back and will look forward to: 
the gracious and courteous reception that’s wait- 
ing for him. There’s a “‘personal touch” and he 
recognizes il; perhaps he may call it only cour- 
tesy, but the elements are there that influence his 
return. Taylors’ have applied these principles 
in letter writing. 


File for Customers’ Names and Addresses 


At Taylors’ names of customers of the store are kept 
in a certain file. Other things of value and interest, of 
course, besides the names are kept in this file. From 
this file has been made a mailing list on which are the 
names of 2,200 customers. These are customers who 
have had charge accounts or have been cash customers. 
There is no effort made to distinguish between them 
on this particular mailing list. 

Letters with the salutation, “To our customers,” 
“Dear Friends” are prepared by the Taylors and sent 
out every six weeks. These have more personality and 
character than the circular letter sometimes seen. The 
brief letter may announce a sale or some special price 
reductions or may be a seasonal greeting as the one sent 
out at the holiday season. The letters on the inside 
fold show actual drawings of the shoes and the price 
announced for the sale. 

With the idea of giving the 2,200 patrons the first 





opportunity to profit by the reductions in price, the 
first announcement of a sale is made to them through 
the mails. As is stated in one letter: ‘““We are going to 
advertise reduced prices on all broken lines of footwear, 
but before doing this and in appreciation of the patron- 
age you have extended us, we offer you this opportunity 
to make your selection before the advertisement 
appears in the papers.” Three days after the letters 
reach the patrons, the newspapers carry an advertise- 
ment announcing the sale. 

The effectiveness of the letters has been tested by 
this method. The numbers of persons who come in to 
see the shoes mentioned in the letter; the numbers who 
express their appreciation at receiving the advance 
notice have shown that the letters are read thoroughly. 

H. K. Taylor, in speaking of the letters, said that 
they had proved to be the most effective method of 
advertising. 

Women Reached by Letters 

Women read letters thoroughly. The woman feels 
some thrill of pride and pleasure that the owners of the 
particular store know her, her name and address and 
wish her patronage. 

The Taylors started the direct-by-mail advertising 
as an experiment as most new things are started. The 
list of patrons has grown and is growing steadily. It 
gave them a way to reach their out-of-town customers. 
They are planning to extend the scope. 

Courteous letters have a field and merchants who 
have used them find them very successful. A letter to 
the newly-weds in which the merchant extends his good 
wishes and calls attention to the shoes he has for sale 
which will insure comfort and future happiness; a 
congratulatory letter to proud parents and a gift of the 
first shoes, the graduate and debutante letters, all help 
to build business and at the same time give a distinc- 
tive personality to the particular store, from which 
these letters are sent. 





Rainbow Shoppe Opens 


Bayonne, N. J., April 10—The Reinbow Shoe 
Shoppe, 637 Broadway, recently opened its new store. 
Louis Prussack and his sons, Dave and Harry, are 
proprietors. The company carries a styleful line of 
men’s, women’s and children’s shoes, and. hosiery. The 
elder Prussack has enjoyed wide experience in the shoe 
industry. 
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Over 1400 Publishers 
Belong to the A. B.C. 


HE BooT AND SHOE RECORDER is one of the many 

progressive publications, members of the Audit 
Bureau of Circulations, that have adopted an open and 
“Above Board Circulation” polity. A. B. C. reports lay 
before advertisers vital circulation facts that have been 
checked and verified by trained circulation auditors. 


Among A. B.C. publications it is possible for advertisers 
to compare detailed circulation data as to city and sub- 
urban circulation, trading territory, contests, premiums, 
and other points of interest-to advertisers. Only under 
this plan can they buy space with a full knowledge of the 
Pertinent Facts. They can have confidence in the effec- 
tiveness of their Campaigns. 


Before the advent of the A. B. C., advertisers were forced 


to depend upon hearsay information and “Sworn State--. 


ments” of circulation. Detailed figures were not avail- 
able. Today buyers of space look to the A. B. C. for 
solid, unbiased circulation information and select their 
advertising mediums accordingly. - 


You can secure such Facts on the 
Boot and Shoe Recorder by refer- 
ring to the latest A. B. C. Report. 
A copy will be gladly furnished 
on request. 


WRITE TO; THE AUDIT BUREAU OF CIRCULATIONS, 202 SOUTH STATE 
STREET, CHICAGO, FOR A COPY OF “THE MEASURE OF YOUR MESSAGE” 








Dealer Influence is secured thru advertising in the Boot and Shoe Hecorder. 
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BUSINESS REVERSES 


Claxton, Ga.—B. B. Edwards & Brother, general 
merchandise, reported meeting of creditors called. 
enboro, Ill._—August Otta, general merchandise, 

reported petitioned or petitioner in bankruptcy. 
icago, Ill.—George J. Bertman Shoe Co., Inc. 

6 So. Wells street) wholesale shoes, reported 
fterin to compromise at 25 per cent. 

Paul Pilkes (1822 So. Halsted street) shoes, 
te., reported petitioned or petitioner in bank- 
uptey and receiver appoin 
mmond, Ind.—Nathan Chaykin, shoes and re- 
pairing, ‘reported offering to compromise at 35 
per cent. 
lianapolis, Ind.—Bornstein Bros. (407 W. Wash- 
ngton street) shoes, etc., reported receiver ap- 
om 
ayette, Ind.—Perry Shoe Company, shoes, re- 
ported offering to compromise at eight per cent. 
venport, Towa—Dean A. Brdot (303 Main 
treet) shoes, etc., reported petitioned or peti- 
tioner in ptcy 

owling Green, Ky. —Edward E. Glasscock, gen- 
eral merchandise, reported petitioned or peti- 
tioner in bankruptcy. 

e Ridder, La.—Gabe Mike Joseph, general mer- 
handise, offering to compromise at 25 
per cent. 

Reeves, La.—O’Neil & Roberts, general merchan- 
dise, reported petitioned or petitioner in bank- 

ruptey. 

Robeline, La.—Andrew J. Lambert, general mer- 
chandise, reported offering to compromise at 50 
per cent. 

Ville Platte, La.—Regile Ludeau, shoes, etc., r 
ported petitioned or petitioner in bankruptcy. 

Bucksport, Me.—Henry S. Glenn Shoe Company, 
shoe manufacturers, reported petitioned or peti- 
tioner in bankruptcy. 

Baltimore, Md.—Herman Snyder (Army and Nav —_- 
stores) general merchandise, reported assign: 
Lynn, Mass.—L. A. Clough & Son, shoes, reported 

assigned . 

Minneapolis, Minn.—Adolph Silverman (353 Du- 
pont avenue) general merchandise, reported 
petitioned or petitioner in bankruptcy. 

Pelican Regite, Minn.—Morris Hartman, general 
Oo reported petitioned or petitioner in 
vankrup’ 

Whitehall, "eek —Whitehall Lh ae Co., gen- 
eral merchandise, reported assigned 


Buffalo, N. Y.—Abraham Goutieas (184i Niag- 
shoes, reported 


ara street) 
mise at 15 

Philadelphia, Penn.— Morris Gross, (3615 German- 
town avenue) yee An meeting of credi- 
tors called for April 8. 

Herman Matisolf (2317 W. Columbia avenue) 
leather and findings, reported peti or peti- 
tioner in bankruptcy. 

Elias Shuchat, shoes, etc., reported offering to 
com at 25 cent. 

Me =e Tenn.—Joseph Sarsar (1021 Poplar 
street) shoes, ete., reported petitioned or peti- 
tioner in ptcy. 
Ladysmith, Wis.—G. A. and Carl Reiss, general 
merchandise, reported petitioned or petitioner in 
bankruptcy. 


offering to compro- 
cent. 


BUSINESS CHANGES 
Arab, Ala.—Arab Mercantile Co., general mer- 
i commenced business. 
hog .—C. T. Walker, shoes, ete., 
Sic 
ee 
chandi 
La — ro es 
sold out store Pa eon Col., to 
Irwin. 
(31 -- — 
L. E. R 





South Norwalk, Conn.—Max Le 


street) succeeded 
Chicago, Ii.— Shoe Co. (2310 
facturers of shoes, reported 


Monee Gobibere: M. & G. store, reported sold 
or closed out business. 


Charles Sarkisian (70644 W. 119th street) 
ches, succeeded by Dan Buchanan. 
oO. —— —— No. Western avenue) 
ane and repairing, reported selling or sold out. 
—— Paul (631311 irving Park bou wanes shoes 
ig, reported or closed out business. 
Tellers” & Tolman (3086 Milwaukee ave- 
nue) shoes, reported sold or closed out business. 
New Canton, [ll.—Brokaw Bros., general mer- 
chandise, reported succeeded by W. C. Smith. 
Wakefield, Ill.—Peter Warren & Co., general mer- 
chandise, reported succeeded by ©. S. Warren. 
Boston, Mass.—Hanover Shoe Shop, Inc., shoes, 
reported incorporated $25,000. 
Campbell, Mo.—Morrow Store Co., Inc., eral 
merchandise, reported succeeded by Eastlio 


St. J ' h, Mo.—Hirsch Bros. Dry Goods Co. 
(Eighth and Felix streets) increased capital to 


000. 
St. Louis, Mo.—W. H. fomes Shee So. sere 
manufacturers, increased capital to $200. 
— Mo. — Wigley Glick hoe Co., cee re- 
ate A teamons ip dissolved and succeeded by 


Washburn, Mo.—W. L. Black, general merchan- 
reported succeeded by R. A. Windes. 
Park ene Mont.—Park City Mercantile Co., 
eral pocogandine, succeeded by Smith 


ernon, N. Y. — teen Shoe 

Co., , incorporated $10,000. 

New York City—Temko Bass Shoe Co. ass Duane 
street or 124 Broadway) wholesale shoes, in- 
creased capital to $100,000. 

Knox & Rosenberg (124 Orchard street) shoes, etc., 

_—— dissolved and succeeded by 
— 


C. Leather Corporation, 7 ecceea of 
beatin goods, incorporated $10,000. 

Harry Meyerson (134 Greenwich street) gen- 
a er reported siicceeded by Herman 


Rochester, N. Y.—E. a & Shoe oo aa 
urers ages, ted incorpora 
—. N.C Zk. Fuller, general merchandise, 


Columbus, O.—Max Shkolnik (1355 W. Broad 
Cao? baoee etc., reported succeeded by Max 
x. 


Mount 


Dayton, O.—Beckwith Shoe Co. (298 Fourth 
street) shoes, incorporated $10,000. 

Warren, O.—Henkin & Routh (H. & R. Cut Price 
Shoe Store) shoes, etc., reported sold or closed 
out business. 

Beggs, Okla.—Hummel & Burns ate” wa | 
merchandise, reported 
& Co. 

Nashville, Tenn.—City Shoe Store (B. B. Mitchell) 
shoes, reported succeeded by George W. Steagall. 

Lorenzo, Texas—Cillard Clothing Co., shoes, etc., 
reported sold out to Barrier Bros. 

Princeton, W. Va.—The Hub, shoes, etc., reported 
succeeded by Samuel L neh. 

Lo., general merchandise, 
ated $35. 


incorpor: 000. 
Secheatan City, Ml—l. L. Clark & Co., general 
qacaatn, reported sold out to Franco Stores 


Michawaka, Ind.—Roth Bros, shoes, etc., reported 
succeeded by Irving Roth. 

Creston, Iowa—Carter Dougherty Risue Inc. 
department store, style changed to Dougherty 
Tisve Inc. 

Loma, Ky. or aes Shoe. Co., shoes, 

incorporated $10 

Haverhill, Mass. caiaies Shoe Co., 
turers, recentl 

Detroit, Mich.—E. Herrman (11118 E. Jefferson 
avenue) shoes, reported succeeded by Broudy 


Brooklyn, N. Y.—Fashion Shoe Mfg. Co. Inc. 
bea 731 Ingraham street) manufacturers of 
re-incorporated as Bernard 

Geller Inc. 


Jacob Solomon (1099-1105 Flushing avenue) 
ag of shoes, reported sold or closed 


t business. 

Buffalo, N. Y.—Wilbert Shoe Co. (529 Main 
street) shoes, recently in a 

New York City— Greystone } tere, shoes, etc., 
reported incorpora or 

Oswego, N. Y.—D. P. enert, manufacturers of 
shoes, in ated $5, 

Tonawanda, . ¥.—Dicks ~ = Store, shoes, etc., 


incorporated $8,000. 
Mansfield, “O.—Freudnlich Co., shoes, 


incorpora 
Grafton, W. ‘Va.—Charles Stolzenfels, general 


merchandise. recently 





eae, Col. a & 


shoe manufac- 





etc., 











dn Saterler Chap of oe 
men’s and 
The store Is he 


Blumenthal’s Bootery at Sania Paula, Cal. The store is new. The 
prhnw adden i alot Tlkote 

wear. a ca, ‘or ide stock. boolery 
carries Hanan, Nettleton, Utz # Dunn and Dr. A ‘ahi 


. Reed Cushion shoes. 
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Advertising Convention in 
London 


Boston, Mass., Apr. 8—The following 
announcement regarding the forthcoming 
convention of the Associated Advertising 
Clubs of the World in London, England, 
at which it is hoped a number of American 
shoe and leather men will be present, has 
been issued by the New England Shoe and 
Leather Association: 

“An unusually attractive opportunity 
for a trip abroad, combining business with 
pleasure, is offered by the great CONVEN- 
TION OF THE ASSOCIATED ADVER- 
TISING CLUBS OF THE WORLD, to 
be held in London, July 13-18, 1924. 

“Under the auspices of the Advertising 
Clubs of New England there is being 
organized a hig group of delegates and 
others to sail from Boston on the Cunard 
Line steamship Samaria, 20,000 tons, 
June 5, the transatlantic voyage to mark 
the real beginning of the convention, with 
a series of daily meetings, entertainments, 
etc. 

“Applications for accommodations and 
descriptive literature should te sent to the 
Raymond & Whitcomb Co., 17 Temple 
Place, Boston, Mass., which has charge of 
the excursion.”’ 


F. P. Winston Is Dead 


Boston, Mass., April 9—Franklin P. 
Winston, for years proprietor of a shoe 
store at 23A School Street, died recently 
in his 63rd year. Eight years ago he en- 
tered the shoe business for himself fol- 
lowing long experience in the retail shoe 
game. He was formerly with Thayer 
McNeil Company, Nettleton’s and H. H. 
Tuttle’s stores in this city. He was reading 
a paper at his home, 596 Main Street, 
Malden, Mass., when he died. 

The store has been taken over by the 
Nunn, Bush & Weldon Shoe Co. of 
Milwaukee, Wis. 


Business in Memphis 


Memphis, Tenn., April 8—The EEE 
Shoe Store, 59 South Main Street, reports 
a favorable tone to the buying. It is one of 
the biggest shoe stores in the South, 
occupying a three-story building. The 
second floor is devoted to a women’s sec- 
tion. The third floor is devoted to a whole- 
sale section. The concern has a chain of 
225 agencies. There is a sample room on 
the first floor. Charles D. McRae is the 
proprietor. 


Benjamin A. Tripp Dead 

Woburn, Mass., April 9—Benjamin A. 
Tripp, 93, former shoe manufacturer and 
credited with having operated the first 
shoe machine in the United States, died 
here recently. He operated a shoe factory 
at New Orleans for a number of years. 
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WANTED TO PURCHASE 





MISCELLANEOUS 








Wanted to Buy—Shoe Store 


Two live wire partners looking for an 
established shoe business. Fastern ter- 
pay | only. Address E-733, care Boot 
and Shoe Recorder, 207 South Street, 
Boston, Mass. 




















MISCELLANEOUS 





Winpow DisPLay FIXTURES 
ASK FOR CATALOG 


THE OSCAR ONKEN CO. 


1t WT. 4T™ ST. CINCINNATI ©). | 





New and Used Chairs 
Always on Hand 


Prices from $2.00 each up 


Crown Motion Pictures Supplies 
138 W. 46th Street 
New York City - - - N. ¥. 


“VARNUM” 


(Trade Mark) 


SIZE STICKS 


Are Used in All UP-TO-DATE 
RETAIL SHOE STORES 


How Is Your Supply ? 


THREE STYLES 
No. 1, 2, 3 


English, French, America 
Standard Measures 


Price No. 3 
MOST POPULAR 


$1.50 Each 


“Varnum”™ Size Sticks 

are made of Extra 

Quality Maple Woo, 

with Nickel Plate, 
Trimmings. Makes an attrac 
tive fixture for the store, also a 
long wearing and useful one 2s 
well. 


Write Us Direct if Your Dealer 
Cannot Supply You 


Frank W. Whitcher Co. 


Manufacturers 


BOSTON, MASS. 
BRANCH, CHICAGO, ILL. 


we ee 


es ES ele is vic tris lyie i ee irirl 














Milbradt Rolling 
Step Ladders 


made in a 











“MANCHESTER” 


(Trade Mark Reg. U. S. Pat. Off.) 


CURVED JAW NIPPER 


Just the Tool for That Nail 
The only nipper 
made which is ast 
the right shape to cut 
out tacks on the inside 
of shoes. 


**Manchester”’ 
Trade Mark Reg. U.S 
Pat. Off. 


ni are made of 
re 5 pel tool steel, 
nickel plated, with a 
curved jaw that en- 
ables you to cut the 
tacks close to the in- 
> d if 

sure and specify 

Genuine 
“MANCHESTER” 
curved jaw when or- 
dering. 
Write us direct if your 
dealer cannot supply 
you. 

Price, $4.00 


Frank W. Whitcher Co. 


Patentees and Manufacturers 


Boston, Mass. 








Chi Branch 
161 W. Lake 5t. 


























| 








99 


pper 
$ just 
to cut 
inside 





apply 


Co. 


Branch 
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_ Recorder rates for space less than one eighth page per 
issue: ; 
13 times 26 times 52 times 


Space 1 time 7 times 

Se REE $5.00 $4.00 $3.50 $3.00 $2.50 

SOs t4 003% 10.00 8.00 7.00 6.00 5.00 

i. ete 15.00 12.00 10.50 9.00 7.50 replies forw: 
GRicks count 20.00 16.00 14.00 12.00 10.00 





CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


{ot bate bea pan SN gd cents 


et +-- VY ‘Ade unior this head 
up to noon on Tuesday of — of publication date. 


answers this office. 
allowed in each qdverinenant for address. When advertisers desire 
arded direct to their address, each word of the address 
must be counted in the advertisement and paid for accordingly. Answers 
to ads must be sent under letter postage. 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


one for each i 





_—, words must 4- 














ne ae Se 














SALESMEN WANTED SALESMEN WANTED 








SALESMEN WANTED 











\NTED—Salesmen who ome. § _—¥ mattery 
— to carry on a comm 
popular FREELAND. SUVENILE 





A LIVE house making women’s medium to hi, “4 
grade welts, turns and McKays, is interes 
securing the services of a first-class salesman ~ 


W 


well known 
SHES, in Indiana, Illinois, Missouri and Kansas. getting results in the states of Illinois, Wisconsin 
Liberal commission. Can be carried in connection innesota. An opportunity for a big man and a 
wit!, non-conflicting line. New ve samples ready. big money maker to make a permanent and profit- 
H. |i. Freeland, Inc., Rochester, N. Y. able connection as line is well established there. 


Give present connection and reason for leaving, 
also references. Address E-736, care Boot and Shoe 
rade turns and McKays, has to offer a large 


Recorder, 207 South St., Boston, Mass. 

terr:\ory in the south eastern and southern states 

to a man now selling there and getting large busi- WANTED—Salesmen handling shoe or rubber 
ness. A real opportunity for the right party, as we line to handle our +o skin sli and bals, 
have a good volume already established. State side line commission in New York, Virginia, West 
present position and references. Address E-737, Virginia, Pennsylvania, Indiana, Milinois, Michigan, 
care Boot and Shoe Recorder, 207 South St., Wisconsin, Towa, Liberal commission. The Brown 
Boston, Mass. Warner Mfg. Co , Franklin, Ohio. 





A MANUFACTURER of women’s medium- 








Open Now! 


Western Ohio — 


lowa — 


E. Kentucky 


Michigan 
Indiana 


— West Tennessee 





All applications must be 
accompanied by details. 





Portage Shoe Mfg. Company 


Makers of “Bison Brand” Shoes 


Portage, Wisconsin 











OSIERY SALESMEN WANTED—Hosiery 

manufacturer making an up-to-the-minute, 
medium priced line of full fashioned hosiery, is 
open to engage a ber of for various 
territories to carry the hosiery line in conjunction 
with their shoe line on a commission basis. State 
ere as to territory covered, line of shoes 
handled, how long with present concern, and how 
long selling shoes. Due consideration will be te 
the right men. Address K-636, care Boot & Shoe 
Recorder, 127 Duane St., New York. 








WANTED— Experienced salesmen with non- 
conflicting line to feature six snappy men’s 
dress styles, instock. Write stating present line 
carried and territory. Address E-752, care Boot and 
Shoe Recorder, 207 South Street, Boston, Mass. 





ALESMEN WANTED—To carry Manufac- 

turer’s line of Children’s Stitchdowns. Exclusive 

or side-line. Wisconsin, lowa, Illinois, Indiana, and 

Michigan. Pride Shoe Company, 1627 Locust 
Street, St. Louis, Missouri. 


HE Rice & Hutchins Chicago Co. has opening 
for wide awake salesmen. Address with refer- 
ences, 233 W. Monroe St., Chicago, Ill. 


GALESMAN WANTED to represent Chicago 
Wholesale Shoe Firm in North and Eastern 
Wisconsin. Must have had experience and be able 

to show immediate results. Good opportunity for 
live wire. Commission basis. Address E-738, care 
Boot and Shoe Recorder, 189 W. Madison St., 
Chicago, Il. 











ANTED—High grade salesmen with established 
trade in Indiana and Michigan experienced in 
selling misses and children’s shoes. Give a 
e rence and references in first letter. e 
Scheiffele Shoe Co., Cincinnati, Ohio. 








Do You Want to Change 
for the Better? 


We want representatives with 
good earning capacity for: 


1. Indiana 

2. Illinois and Iowa 

38. Southern Ohio and 
Kentucky 


This is an opportunity with a 
successful Brockton maker of 
men’s and women’s welts. 


We favor men who live on the 
territory, who work with a car, 
who know shoes, particularly 
men’s and can prove it by a 
record of results. This job re- 
quires hard work for both fac- 
tory and stock. Each territory 
has established business. 


We will do fair financing for a 
producer and hustler. If you 
want a profitable and steady 
connection, address 


DIAMOND SHOE CO., 
196 Church St., N. Y¥. 
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SALESMEN WANTED 


SALESMEN WANTED 


_ POSITION WANTED 








ulars, giving references. 





NORTHERN ILLINOIS, WISCONSIN, INDIANA 
IOWA ax and WEST VIRGINIA 


want experienced sa to cover the above terri 
atan UNION’ STAMP WORK Sit SHOES in Blucher, Outing 


NORTH LEBANON SHOE FACTORY 
Lebanon, Pa. 


mission. We make 
Moulder. Write toe \pastion 





Yiteving € years Seperience can furnish ‘best 
ee a ae can — ad 
ed 

Bat danres © ie 15th ‘Address 3 
Ae 





G TOCK buyer and turnover man, 20 
pot p meek women’s, children’s 


ae care yA 
Boston, Mass. 





ALESMAN WANTED in New York state and 

Penn. carr cusryias side line of ladies Satins 

carried in stock and finer leather grades made-up. 

ae grips of samples. Vincent, 38 Heminway St., 
‘ton. 





ANTED—Salesmen with established trade to 
sell men's popular shoes; in-stock. Brock- 
ton district factory. te, giving fal full details. ad- 
E-715, care Boo an Recorder, 207 
South Street, Boston, Mass. 


XCEPTIONAI. opportunity for retail salesmen 
well known, popular priced line of 
turn boudoirs (leather soles) in quilted satins and 
colored leather. Ballet slippers, both soft and hard 
toes. Gymnasium slipper, opera and strap sandal. 
In stock. Profitable copes mail-order line. Address 
E-705, care Boot Shoe Recorder, 207 South 
Street, Boston, Mass. 


IDELINE a 
S sistent i oe of of 











bers carried on commission 
plan. Write today. Wobst Shoe ener Mil- 


waukee, Wis. 





ansas, Ww! 
‘line of Growing Girl's, Misses’, and Chil- 
pm p-Stock Welts in connection with their 
— line. Address E-684, care Boot and Shoe 
, 207 South Street, Boston, Maas. 





With following in the States of Con- 
necticut and Massachusetts to carry 
Rau-craft high-grade stitchdown shoes 
and sandals for the retail trade in con- 
mection with non-conflicting line. 
Drawing account against commission. 
Give full particulars and references. 
S. Rauh & Co., 310 6th Ave., New York 
City. 








ALESMANAGER or ae, ie — 
Se years’ selling s fine elle 


wil ae wheelie or cotell, ‘Addre.. 
K-633, care Boot and Recorder, 127 Duane S: 


New York. 
gerrion WANTED — Superintendent o; 
Buyer. op Reeeintes af pete, eateon: 
and children’s McKays and welts, from buying su; 
to packing room. 2 cost and other 
factory system. Best of reference. Confidentia! 
Address E-728, aay Eine Shoe Recorder, 20 
South St., Boston, 








ingland f. . Best of 
F730, core Boot and Shoe Re 
corder, 207 South St., Boston, Mass. 





LINE WANTED 





Wanted Salesmen to 2 st , ee. of 
Men’s Popular Priced Solid Lea bor 
Welts asa side line. sone tee tee dy un- 

d back I tall grain insoles, 
solid leather full grain counters, top 
selection Veal mp deny , all combination 
lasts, $3.35 high shoes, $3.25 oxfords less 
5 per ont, Gocaumt. Only gy oo 5 
es trade mend ap ress 
739, care Boot and Gee Mnsssdee 207 
South St., Boston, Maas. 














WANTED 


Salesmen to carry a side line of Rau- 
craft high-grade stitchdown shoes 
and sandals for the retail trade. Give 
full particulars. Territory open 


Kansas 
Missouri 
Illinois 
lowa 
Indiana 
Oklahoma 


S. Rauh & Co., 310 6th Ave., New York 
City. 








PRODUCING SALESMEN 


There is a real opportunit for 
money making, waiting for producin 
salesmen in New York City, N.Y. State, 
States of New Jersey, Vicginia, Mary- 
land, North Carolina, South Carolina, 
Kentucky, Tennessee, Indiana, Ohio 
and Texas with a line of high quality 
Milwaukee made stitchdowns for chil- 
dren, misses and growing girls. 

Can be carried as a regular line— 
and money made; or as a side line. One 
sample case. epee ht 7 per cent basis 
on t paid 
every month. Iti ~ a real chance for real 
shoe salesmen. Write at once. 

Address E-740, care Boot and Shoe Re- 
corder, 189 West Madison St., Chicago, 
Til. 





WANTED a factory line of Women's Medium: 

McKay's for the Pacific Coast Territory 
by an experienced salesman who has covere:! 
territory continuously for past fifteen years. If lin: 
is right would take same straight or ion 
Address E-746, care Boot and Recorder, 207 
South Screet, Boston, Mass. 





BUSINESS OPPORTUNITY 





POSITION WANTED 


Pears WANTED—Retail salesman, Ten 

ce desires Southern Location, 
High Ge Grade = Reference. F. R. W. Bx. 1542, 
harleston, W. Va. 


ASSISTANT buyer or manager of department in 
avery ive shoe store. Now employed as 
. vem Eight years experience. of 
ddress 741, care Boot and Shoe 
Recorder, 207 South Street, "Boston, Mass. 


YOUNG man now employed as traveling salesman 
desires position as inside salesman, or in order 
department. Address E-731, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


HOE BUYER AND MANAGER e ced 
Ss the jar and better grade Rag 
cuanection 74h, care Boot tat Shae Romndes, 50 

care t 207 
South Street, Boston, fon = 

















Young man, 28 years of age and mar- 
ried, good personality and college 
education open for position after April 
Ist as buyer of a high-grade men’s or 
women’s shoe department. Ten years 
experience. Last two and a half years 
buyer and department manager of 
a high grade men's shoe department 
doing around $100,000 annually. Good 
style man who can build shoes and 
adapt himself to your organization. 
Address E742, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass, 











WANTED 


By a large rubber company, a practica) 

shoe man with sales ability or experi« 
ence to sell rubber shoe cement. A 
dress 724, care Boot and Shoe Recorder 
207 South Street, ton, Mass. 











EXECUTIVE 
Experience covers all angles of pub- 
licity, oa and finance in con- 
nection with shoe + er peony and 
wholesali oy Record of progrers covers 
the road from ne for clerk to executive 


be clearl “Sta en 
rties. Dédsens 745, 
Recorder, 207 South Se., St., 


ines. 














Ss DEPARTMENT WANTED FOR BIG 
RE—Long established clothing establish 

ment in large city near New York about to develo; 
complete a) — lines desires to introduce com- 

- et ap earement fs the sale of best grades 0! 
= omen and chil: . including spor' 
shoes. M ain Floor department in store on princi 
heveaghines Oa be leased on favorable terms t: 
high eines tee sem whe can give Saat siege Sefer 
Sbility as to pane and financia! 
Reply ‘by. by —* United Advertisin. 

Ageogy, th Avenue nd Thirty-Third Street, 





Proper Merchandising 
Is the Secret of Success 


You have an excellent location, 
quality merchandise and even a well- 
trained sales force but at the end of the 
year yeus find that no money has been 
made. Why? Lack of proper stock 


control. 

The services of an expert of 20 years’ 
Pa ge oe , intensive study and success- 

ay megs A are available. He will 

solve your problem and set you right. 
All communications held 
confidence. Address E.747, care 
and Shoe Recorder, 207 South St. 
Boston, Mass. 

















FOR SALE 


For SALE—In Connecticut's finest city, 
tion 200,000; + ty - 4 a» tore 
comyng past qnaity 





Rddvess yon eg” 
South St., 





Se es north- 
western ©, cote staple eee abou aged 
Address E-750 care Boot and Shoe , 207 
South Street, Boston, Mass. 











April 12, 1924 





FOR SALE 


g! 10E — for salein best location in Frederick, 
Md.; stock about $5,000, consis’ of mens’, 
boy ’ women’s and children’s footwear. e operate 
ch.\n stores in different lines and are selling because 
we do not wish to include shoe stores. Address, 
Heury Skudowitz, 221 W. SEE, Baltimore, 
Md , for farther information. 


a 


A A GREAT SACRIFICE. Mahogany chairs 
/\ and fixtures for shoe department. 
Coilins & Company, 871 Broad St., Newark, N.J. 











— 


Shoe Manufacturing 
Plant 


FOR SALE—Fully equipped plant in 
a live New Hampshire town. Can be 
bought for far w replacement cost. 
Property cénsists of Real Estate valued 
at $32, 000 full factory equipment with 
ill modern hi lasts, 
dies and patterns for the manufacture 
»f 1800 pr. per day of women’s McKay 
shoes. is plant is ready to operate at 
ynce. It is also esonee motorized 
ind can be very economically operated. 
We solicit your thorough investiga- 
tion. Address E.749, care Boot and 
Shoe Recorder, 207 South St., Boston, 
Mass. 























edium 
rritor, 
Tf lin FOR LEASE 
ission 
r, 207 





Fek LEASE—Women’'s shoe departmen: in a 
rge department store in Central Illinios, ~— 

facturer preferred. Address E-751, care Boot and 

Shoe Recorder, 207 South Sttreet, Boston, Mass. 











WANTED TO PURCHASE 








We bay ich ond pay be highest, cash price 
for retail Lol whol of shoes or any 
other ees yy no object. 

For 30 years our ty. 

Bank and mercan 
BROOKLYN PURCHASING SYNDICATE 
NGI Brow WALKER yal 
way, 


Phone Stagg 737 








THE NEW YORK EXPORT 


PURCHASING CORPORATION 

596 BROADWAY, NEW YORK, N Y. 
Phone—Canal 6874 

a i SURPLUS STOCKS CASH FOR 


Bargains in shoes always on hand for special 
sales and bargain basements 








CASH PAID 


for shoe stores or surplus stocks 

for other merchandise. Leases taken over. We 
will send a representative to investigate and 
make offer upon request. 


Kalter Cerf. Beremstiie ie Con. Ine. 
7 on Broadway vow f 
Phone Spring Sice-siel-ei 


CASH PAID 


for entire shoe stocks or lus stocks of 
shoes or other ny quantity. 
Prompt attention given. 

KIRSCH-BLACHER CO., Inc. 


622-624 Broadway, New York, N, Y, 
Phone Spring 1443 
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ap een a eget of the Ownership, M: 
Circula 


ition, 
of Ai 24, 18 
Published: weekl 
924. State of | 
Before me, a N. 


ote. Come ow Ro Act of 
“Boot 
Boston, Mass. 








the Act of August 24, 1912, ct 
443, Postal Laws and ‘Regulations, printed om the 
sat bt form, to wit: 
i. Seat Go nemes ant ots addresses of the peneeee, 


editor, r editor, and business managers are 
Publisher: Boot & Shoe Recorder Publishing Co., 


Editor: Arthur D. Anderson, Brookline, Mass. 
M Edi . Anderson, Brook: 


hat the owner is: (If the publication is 
coanentn individual his name and addresses, or if 
owned by more ie en one individual the name and 
address of each, should be given below; if the 
publication is owned by a corporation the name of 
She compesetion end the semen ana adavess of the 
stockholders owning or holdin, cent or 
more of the total amount of stoc’ id be given.) 

ners: United hers’ tion, New 
York, N. Y. 

James Artman, 4338 Chestnut St., Philadelphia, 
Pa.; George H. Buzby, 19th and Walnut t wong 
Philadelphia Pa.; John C. Curtiss, London. aN. 

land; Fritz J. Frank, Pleasantville, N. Y.; Mabel 
Griffiths, Montalen: N.J.: W. H. 
112th St. 


?enuie 


Root, 

N. Y.; 

Fh, 239 W. 3th t., New 

a pani Winifred Root, 2 West 67th 

, New York, N. Y.;Charles T. Root, 2 West 67th 

St.. New York, N. ws Elizabeth 8. Root, 2 West 

67th St., New York N. Y.;G.E. Sly, 630 West 141st 

St., New he ~ N. i Velma 8s. . Stevens, 325 West 
End New York, M. J. Swetland, 
Trustee for Grace E. Sueilend, ery Calif. ; 
W. H. Taylor, Upper Montclair, N. J.; Everit B. 

Terhune, Swampscott, Mass. 

NOTE: The stockholders for Publishers’ 
Securities Co., are as follows: Velma 8. Stevens, 325 
West End Ave., New York City; mes! J. Swetland, 
Trustee for Grace E. Swetland, Redlands, 
—- 8S. Kane, —— N. J., and Dorothy s 


= Xi Brook lyn, N. Y.; i New 

City; — P. Root, New York City; Esther 
. Ay, New York City, and Waldo Root, New 

= City. 

That the known bondholders, mortgagees, 
pe - other security holders owning or holding one 
pote nl Ay Lael eee 

or other securities are None. 

T That the two pascqneghe ae next B.aem. s giving 
‘ont names of the owners, stockhold 
holders, if any, contain not only the’ list of stoo ~~ 
holders and security holders as they appear upon 
the books of the company but also, in cases where 
the stockholders or security holder appears ~~ 
the books of the company as trustee or in any o 
fiduciary relation, the name of the person or cor- 
poration for whom such trustee is acting, is given: 
also that the said two paragraphs contain state- 
ments embracing affiant’s full knowledge and belief 
as to the circumstances and conditions under which 
stockholders and security holders who do not appear 
upon the books of the company as trustees, 
stock. and securities in a capacity other than that of 
a bona fide owner; and this affiant has no reason to 
believe y= any other person, association, or cor- 
poration has any interest direct or indirect in the 
said stock, hentia, or other securities than as so 
stated by him. 

my of Business Manager) William M. 
recht. Sworn to and subscribed before me this 
31st day of March, 1924. 
Margaret M. Murphy, Notary Public 

(My_commission expires December 28, 1928.) 








Information for Shoe Merchants 


ia — ae 3. constitutes a source of 
that he who runs through these 
pages may — 
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ution is taken by the BOOT AND 

CORDER to avoid printing any 

statement tikely to mislead its readers. The 

ishers reserve the right to reject any 
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‘The Crawford 


Arch Supporting Shank 
keeps the Arch Young 


Misshapen shoes and shoes that break 
in the shank after they are worn are 
detrimental to health and comfort. 


The Crawford Arch Supporting Shank 
keeps the shoe in shape and holds the 
foot in its proper position during the life 
of the shoe. The Crawford Arch Sup- 
porting Shank prolongs that youthful, 
springy walk in those who are leaving 
youth behind. 


A valuable talking point for the retailer 
is the shoe with a Crawford Arch Sup- 
porting Shank. 


The Crawford Arch Supporting Shank 
is built right into the shoe — fitted be- 
tween the inner and outer sole and 
locked to the insole. It cannot abrade 
the skin. 
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On the head of the rivet which locks 
the shank to the insole, and which is 
flush with the insole, you will find this 
trade mark. Look for the trade mark. 
It is your protection. 


© 


SPLIT RIVET 
KK! 


feist 
‘ 





Nothing in the Shoe hut the Foot 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 





Dealer Influence is secured thru advertising in the Boot and Shue Recorder. 
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Styles for the New Shades of Hosiery 


IN STOCK 





Patterns Specially Adapt- 
ed to the New Shades of 
Hosiery. 


Black Shoes to be worn 
with the Peach, Banana, 
Complexion and Nothing 
Shades—the season’s most 
wanted colors. 


No. B4642—Bik. Satin, Suede by Imit. ek oe B4662— 
Toa the bh end bat het,” Genk ote. BS iy’ ery: Leather, mit. ae 
No. 84643—As illustrated, Patent, Gun Metal IN STOCK Ay Titus. “ali Ressia’ Caif, ail’ Bl. ‘Sacds all 
—. AwC... . $4.65 : White Kid. A toC..... $4.50 
No. B4646--As_ illustrated, Airedale — Buck, For Immediate 
Field Mouse Kid Trim. A to ( $4.65 ive 
As illustrated, White, Black, Airedale and ov 
$4.65 


Gray Kid. A to ¢ THE LARGEST 
NOVELTY SHOE 


HOUSE IN 
NEW ENGLAND 
Terms 
2% 10 Days, Net 30 
F. 0. B. Beston é 
Order without delay ¢ 
while our stock i 
is complete . & 
25c. per vale less, in 36 , < 
pair lots * 
io. B4654—Blk. Satin, ~. Ooze Trim, Imit. 
Tore 13/8 Cuban heel. oC $4.50 
No. B4655—As Illus., Patent Leather, Gun 


No. B4400—Bik. Satie, ~— Trim, ba} 
16/8 full covered heel. 


No. B4740—Pat. Imit. Turn. B to C. . . .$3.35 
i B4741—As Illus., Airedale Buck, Field 
Mouse Kid Saddle and Strap. B and C. 40 
No. B4742—As Illus., Gray Buck, Gray 
Saddle and Strap. B and C. $3.60 
No. Bi743—As. tilus. Os White, oo 


No. B4104—Black Satin, Black Kid Trimmed, 2nd Green Kid. B a 
— 16/8 full covered Span 5 bi A-C C.95.78 
105—As iterated Paten 
Dail Calf Trimmed. A-C bees Tt 
No. B4106—As Giestrated. All White ‘xi, 
A-C 











Lea Green, Blue or Ivo 
Trim, all White Kid and White Kid with 
Cc $4.50 


and Blue Kid. C width 





‘ROGERS BROS. SHOE CO. 


59 LINCOLN ST. BOSTON MASS. 


| 3°. COAST BRANCH, CH, 135 BUSH STREET, SAN FRANCISCO 





4 \ 


\S 
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“GLADYS” 


— 


Feasuion decrees that shoes of a more con- 
servative type shall be worn. The shoe 
shown above is just tailored enough and is 
smart enough to meet the present style re- 
quirements. The “Gladys” is made in black 
satin with overlays of mat kid, on a medium 
French toe last carrying a 9/8 heel. It is 
also strikingly neat in Patent chrome with 
gun metal overlays. 


F. E. Adams Shoe ee 468 


Sesbadidh: N. tL 
New York 
Marbridge Bidg., Room 433 Chicago Bidg., ge 810 
Address all corr |p dence to the factory 


SALESMEN 
Pacific Coast —Geo. R. Rule New York—Frank Harris Southern States—Ernest and Harry White 
New England—Louis Bonin Chicago District—Frank Parker Eastern States—Frank Law 

Middle States—Chas. Reedholm 
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In parks and plazas Creighton 
Spring models are tripping 
gaily, the country over. 

















Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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OMMON sense, mixed with a 
(ed dash of genius—that’s what 
fa you ll find behind the scenes of 


seme) Creighton Service and Creighton 
Fashionable Footwear. 


: Tet Style No. 316 
Creighton Models are never freaks—yet White Royal Kid 


i i “REVELLA” 
are vibrant with that subtle style appeal RR sn 7 OP 


which every woman recognizes. Widths A, B, C and D 
PRICE, $5.00 


Our In-Stock Service is a broad, practical 
method of keeping in reserve the ready 
sellers. . It needs a bit of genius to pick 
them accurately. 


A. M. CREIGHTON 


Lynn 33 3 Massachusetts 


Style No. 317 
Patent Leather 
“AERIO" 
Flexible Sewed—14/8 Spanish Heel. 
Widths A, B, C and D 
PRICE, $4.65 





re 
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No. 108 LOTUS CALF. An attractive shade of light yellowish tan, that is 

rapidly growing in popularity. It is meeting today’s demand in leather for 

fashionable footwear. 

No. 108 Lotus Calf is chrome tanned, glazed and boarded, and has an excep- 

tionally fine grain. It is built into shoes of finest craftsmanship, where durability, 

comfort and trim appearance must surpass. 

The untiring efforts of P & V to produce leathers of high standards is obvious 
in this leather, and it carries the P & V trademark for your pro- 
tection. Write for sample cuttings. 





April 19, 1924 
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IN STOCK 


C-D Widths 


Mail Your Order Today 


815X ; 816X 
RADIO BLACK NUT BROWN 


The Biggest Selling Stanworth Style for spring. It’s In Stock 
Now. Reorders are being expressed to stores who have had their 
first shipment only a few days. Victor last, 12 edge. Oak Bend 
Outsole. Wingfoot heel. They show a good profit at $6 or $6.50. 


MARION SHOE CO. 
ON, INDIANA 


Ean ek en —> 
—— = 4 = = —— . = -— —— 
=| WESTE He 
RN, QUALITY |E4E 
S| EASTERN STYLE |B BAS 
—wewe «(tS (Ger 
Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Shoes by PINCU 
& TOBIAS, 23 Lexi 
ton Avenue, Brookly 
Made of Vode Ki 
color 546 Chinese Red, 


Shoes by PINCU 
& TOBIAS, 13 Lexin 
ton Avenue, Brookly 
N. Y. Made of 


Kid color 170 Orient 
Pearl. 
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Ode Kic 


PINCU 
sf The Lure of Color and Novelty 
rookh 
ode Ki 
ese RiP ‘HOSE who are the demonstrated successes in retailing shoes 
= know full well that color and novelty in shoe style points 
the easiest way to profit. 
Say what you will, the fact remains that correct and rightly 
harmonized colors appeal to women. Our customers emphasize 
this fact in early spring sales reports. 
Right now “Yode Kid Colors which are selling most freely are the 
following :— 
Color 5: FAWN Coler 170 ORIENTAL PEARL 
Color 70 JACK RABBIT Color 112 APRICOT 
Color 17 AIREDALE 
Of the Correct (olorful Shades, These -Are the Most Favored 
Color ¢6 CARDINAL Color 140 LIGHT BLUE 
= Color 340 CLOISONNE Color 6r YU CHI 
Color 546 CHINESE RED 
PINCU 
- A decided finishing touch to the shoe—quarter linings 


of Vi 


» Orien 


III} 


of GRAY, WHITE, and FAWN shades of “Vode Kia. 


The Standard Kid Co. 


209 South Street, Boston, Mass. 


















Branch Offices Agencies 
21 Spruce Street Chicago Cincinnati 
New York, N. Y. Los Angeles St. Louis 
Montreal Rochester 


70 North 4th Street 
Philadelphia, Pa. 





and all leather centers 
of the world 
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No. B 224 
BLUCHER, ALLIGATOR APRON 


No. B 223—Brown “Medium Shade” Blucher 
Oxford, Brown Alligator Apron, Plain Toe, 
Flexible Box, One-half Rubber Heel, Radio Last 
rr’ eee) | eee FC 


No. B 224—Rlack, same style as No. 223..$3.50 


VENOM PNET Ute eecioe renee epee nanernerenerenteu ee rane yey 


No. B 221 
BLACK VEAL BAL 
No. B 221—Black Veal Lace Oxford, Black Al- 
ligator Apron, One-half rubber hee!, Radio oa 
C and D. 5% to 11........ sacileedieel eX 


No. B 222—Brown “Medium Shade” same as 
No. 221 $3.50 


VyQiyoantvanenyn dent yo ny ontd 
OUTTUTOV TAG CRTTTTRTETETI LILLE CELE TELTETRLTRTTELLETTPEERTCTELEL LEOUTEET PPR OOG REDS PERT ON 


tit 


VYCNUUNTTHNNN CHAVA Nt 





| 
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No. B 219 
BLACK VEAL BLUCHER 
No. B 219—Black Veal Blucher Oxford, Alliga- 
tor Apron, One-half rubber heel, Radio last. C 
and D, 5% to 11 sclniiihboncsiieidiignehuales gee 


No. B 220—Brown ““Medium Shade” same as 
No. 219.... i ...$3.50 


| 
{ 


iH) 


No. B 219 


A COMPLETE LINE OF COMPLETE SATISFACTION 


Spring business has depleted your stock. Concentration on 

$ 50 Snappy. up-to-the-minute Summer Styles is now where your 
° big profit is to be made. In the “Beals-Pratt’ Line, the “Best 

— at the Price’ Line you buy $5.00, $6.00, $7.00 and $8.00 

Sellers of exceptional shoe craftsmanship combined with best 


OUR of materials. 
HUG-TITE Our slogan, “BEST at the PRICE” correctly describes 


our Line. We say to you “Buy the Line.” Acquire the exclusive 
ANKLE selling privileges for your locality before any one else gets it 
REALLY and by so doing increase your trade and add to your profit 

through satisfied customers just as some thousands of retail- 


HUGS THE ANKLE ers have already done. 


BEALS-PRATT SHOE MFG. COMPANY 


MILWAUKEE || ¢¢ 99 || WISCONSIN 
BEST at the PRICE IK 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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HY is it that Brophy Bros. so successfully create a feeling of 
satisfaction in the minds of their customers? 


Because they are Master Shoemakers and have been such since 1891. 


Th- integrity in selecting materials, giving honest workmanship, 
together with furnishing an element of positive style results in 


Quality Shoe—Popularly Priced. 


Have you seen them? 


BROPHY BROS. SHOE CO. 


SOUTH BOSTON, MASS. 


BOSTON SALESROOM NEW YORK SALESROOM 
89 BEDFORD ST. 755 MARBRIDGE BLDG. 











$35 2zZ2BS ZB SVS S 2444S Ee SS FAO TS EZ SS? 
Dealer Influence is seoured thru advertising in the Boot and Shoe Recorder. 
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In Stock 


The Bordeaux 


3968—$5.50 


Black Kaffor Kid, 2 Rows 
Corded and Rolled Tip 
Rolled a. a Rubber 
ee 














4968—$5.70 


. 2 Rows Corded 
and Rolled Tip 
Rolled Edge, Flange Rubber 
Heel 


























No Gapping 
No Slipping 

















Nunn-Bush & Weldon Shoe Company 


MILWAUKEE, WISCONSIN 
Boston Office: — W. H. BYRNES, 421 Rice Bldg., 10 High St. 
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t= & DUNN shoes appeal 
to merchants who want 
the newest accepted styles and 
who at the same time insist on 
shoes that fit well and give 
good service. 


The style illustrated has the 
much desired lightness of ap- 
pearance with the qualities of 
durability that will please your 
better trade. 


Many equally stylish patterns 
are featured. in our sample 
line. 
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Not in Stock 


B 1447-L 
Women’s Cherry Red Kip quarter and 
vamp, v ~ * collar and center 7 
one strap Joie sandal, McKay 
Sheik last, one-inch military heel. 
Price $4.35 
4% 30 Days—Net 60 Days 
M 1419-K—Patent quarter and vamp, 
Dull calf center strap, McKay Sole, 
$4.50 
M 947-L—Made of all Tan Ca 
Calf, Welt Sole 


M 947-L-I—Made of all Russia ge 
Sole $4.75 


Can Make in 30 Days 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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ANNOUNCING 
OFFICIAL STARBUK COLORS 
for FALL 1924 


(olor 772 AIREDALE 
Color 122, RACQUET 
(oor go BRACKEN 
(oor 50 PICCANINNY 
(olor go STONE GREY 
Color 739 ROSE TAUPE 
Color 147 BUNNY 


These Colors and names are selected from those stand- 
ardized by the Textile Color Card Assn. of the U. S. 


















* 





ToLMAN, Dow & Co., INc. 


176-180 LINCOLN ST. : BOSTON, MASS. 
















Rochester, N. Y. Greater New York 
Mr. Charles L. Kirk New Castle Leather Co, 
22 Andrew St. 100 Gold St. 







St. Louis, Mo. Cincinnati, Ohio 
T. M. Fitzgerald & Cos Mohr-Holters ‘Sales Co. 
1602 st St. th St. 













Be a - q 

General Representatices for Continental Europe yy 
New Castle Leather Co. 

Headquarters: Paris, France 

4 Zi 
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White Kid and Gray Suedes 








for at once delivery 


e EEE — = © ~<a « 








Close on the heels of the Patent and Satin craze comes the 
demand for White and Gray. As usual we are prepared 
to meet your every need in these much wanted leathers. 






Price 
$5.00 

No. 171—SilverfSuede aa Strap, 

Cut-Out on Saddle and Quarter, Si 


Sole, Full Wood Covered BY erie ) Louis 
Heel, Beacon Last.f 


No. 170—Same’style in Levor White Kid. 
ao Serre St Aes ee $4.65 


Price 


Catalog 
Sent 
on 
Request 






Price 
$4.85 


No. 139—Silver Suede Patsy One Strap, 
Cut-Out Vamp and Quarter, Single e, 
Military Wood Covered Heel. Newport 
Last. AA to C. 


No. 140—Same pan in Levor White Kid. 
Price.. . $4.50 






$4.85 
No. 159—Silver Suede KiKi Sandal, Cut- 
4 Ont on Saddle and rter, Single Sole, 
a Covered l, Belmont Last. 
to 


No. 155—Same style in Levor White Kid, 
With White Rubber Heel. Price. . $4. 15 


THOMSON-CROOKER SHOE CO. 


18-26 Station St. 
Boston, Mass. 











— oS oem 5 lm 
Dealer Influence i] casured thre edverlising te tha Bool and Shes Pecerder. 
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LO 
C.H.ALDEN CO 
Ne 


Us. 


An Alden Style 


that can be 
delivered promptly 


Lot No. 130 
Medium Light Shade Brown 
. Chrome Calf Oxford 
Lot No. 140 
Glazed Calf Oxford 


840 Last 
Rubber Heel 
A 7-11 C é11 
B 6-11 D 611 





The past four years during which we 
have concentrated upon a _ limited 
range of standard styles, leathers, 
lasts and patterns have proven beyond 
doubt that the economies we have 
effected have greatly assisted Alden 
dealers in giving better value, at no 
sacrifice of profit. 


Our plan also includes quick 
delivery service on certain lines 
altho’ this is not an. in-stock 
proposition. 


e¢ ¢ ¢ 


C. H. ALDEN CO. 


FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH ST. 





























Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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WINDOW PRICE TICKETS 


in varied colors and shapes carried 
In Stock. A postal brings samples 


ESTABLISHED (675 


BROCKTON, MASS. 
Also Boston, 183 Essex St. 
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The Marlboro 32 Blucher, Winnebago Calf, Ruby Red 
No. 45. A splendid shoe with remarkable fitting qualities. 
Made by 

( A. E. NETTLETON CO.. Syracuse. N. Y. 























The Aberdeen 143 Bal, Black Mohawk Calf. An 
In-Stock shoe No. 46. 
Made by 
A. E. NETTLETON CO., Syracuse, N. Y. 
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SHOE, no matter how well styled and 


how well made it may be, can be 


no better thah the leather that 
goes into it. 


Keen buyers of good shoes specify 
leather by brand. When ordering 
smooth black calf shoes they specify 
RUEPING’S MOHAWK CALF know- 
ing that this calf is the deepest black, 
the closest grained, the most mellow 
to the feel and the- softest leather that has the 
requisite stand-up. 

Rueping’s Seminole Calf is its companion in 
colors, smooth finished, and Rueping’s Winne- 
bago Calf is boarded: in black and colors. 
Illustrated are MOHAWK, SEMINOLE and 
WINNEBAGO CALF numbers featured by one 


of the front-rank producers of good shoes. 


FRED RUEPING LEATHER CO. 


FOND DU LAC WISCONSIN 
Branches: Boston Cincinnati Milwaukee St. Louis New York 
hicago San Francisco Montreal Northampton, England 

















The Marlboro 139 Lace Oxford—Seminole Calf, No. 33 
Light Tan. Combination measurements give genuine 
comfort to the man with slender feet. 

Made by 
A. E. NETTLETON CO., Syracuse, N. Y. 
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The Sure Way to Increase 
Shoe Sales 


“GRO CORD” Soles on the shoes you sell mean extra wear and economy 
for your customers. Here you have a sole built like a cord tire, that will stand 
the same abuse, for each cord in the construction of this soleis gum dipped. 
It is extremely durable—will outwear other soles. Comfortable because 
made of rubber and cords and consequently a cushion for the foot. 


“GRO CORD” Soles are waterproof and skid proof. Good for all-year-round 
wear, but especially adapted for the snow and wet of Winter and Spring: 
Your trade will appreciate “GRO GORDS” because of their many splendid 


features and advantages which can be seen at a glance. 


Ask the traveling salesmen to show 
you their samples equipped with 


Give your customers the opportunity of buying “GRO CORD” Soles on 
their shoes. It means economy for them and more sales and profits for you, 


for “GRO CORD” is a product of merit that will be welcomed by your 


Ths: Lista Lord: Sole & Had) Co. 


LIMA, OHIO, U. S. A. 
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Here is our new Lois 
pattern—a beautiful new 
strap effect in the four 
different combinations 
shown below. Now in 
stock 













AA15—Black Satin, Black Suede trimmed Lois strap, plain 
toe, single sole, 16/8 Spanish Covered Wood Heel, Imitation 
Turn, -Contese Last. AA, A, Band C.... 2... cccccccvcccs $5.60 


AA16—Patent Lois strap, plain toe, single sole, 16/8 Spanish 
6 >) Celluloid Covered Wood Heel, Imitation Turn, Contess Last, AA 
Ri THM as vice Guek eesercwwesenncecscesecteceess ced $5.60 


bilt 
Brown ” Shoes AA17—White kid Lois strap, plain toe, single sole, 16/8 Spanish 
for women secre: Wood Heel, Imitation Turn, Contess Last. AA, A, B and 
COSSCE SS SHES SHESSHOHOHSHOHSHSSHHSHSHSRESES SCH SESE LESSEE ECE $5.85 


AA18—Field Mouse Kid Airedale Suede trimmed Lois strap, 
lain toe, single sole, 16/8 Spanish Covered Wood Heel, Imitation 
Tarn, Commees Let: AA, Ay BORIC. oc iisvcccccccccccsn $5.85 















At no other time of year is the demand for stylish footwear so 
keen as during the spring season. 

All your feminine buyers will want the very latest and most 
attractive spring and early summer styles. Your after-Easter 
sales will be large or small according to the character of footwear || 
you have in stock, ready for their selection. 






Mail order these four numbers and other equally attractive 
patterns from our In-Stock Department. 


Drew Vue Gowrgaay, 


Manufacturers Standard Since 1878 St. Louis 






> * E_ 
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Kid Leather 


Over a period of almost forty years there has been no upper leather 
for shoe purposes that can match the splendid record that chrome kid 
in black and colors has made for itself 


First— As a reliable and profitable leather for the 
shoe manufacturer to fabricate. 


Second—As a quality and trade getting leader in the 
finished product for the shoe jobber and re- 
tailer to deal in. 


Third— In shoe service to the public for delivering 
satisfaction in the way of beauty, comfort and 
durability. 


Men and women who act as salespeople of shoes to the consuming 
public should acquaint themselves with brands and makes of leather, 
that they may not confound brands with kinds of leather. 


Our brand RUBY applies to our Black Glazed Kid. Our CHIPPEN- 
DALE Kid is a Mahogany Brown Glazed Kid. Our CUIR DE 
NEIGE (Skin of Snow) is White Glazed Kid. Our MAXIMUS 
Patent Leather is a lightly enameled, full grain, chrome tanned side, 
made from the hides of small cows and heifers. 





Standardize on Evins Brands’ | 
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A Black Glazed Kid Worthy af Your Adherence 


RUBY GLAZED KID supplies 
more than the utmost softness, 
pliability and brilliance in black 
glazed kid. 


It imparts decided character to 
shoes with which critical cus- 
tomers are always impressed— 
chiefly due to its bronze black 
finish that never grows rusty. 


In shoe after shoe, year after 
year, RUBY KID builds up a 
bond of satisfaction that in- 
creases with the years. 


Nothing could be more sig- 
nificant of what RUBY KID is 
and does than the fact that its 
largest users are shoe manufac- 


turers whose reputation for qual- 


ity is jealously guarded. 


With them RUBY has been the 


standard glazed kid over a long 
period of years. 

We invite all shoemen who have 
not yet found a black glazed 
kid on which they feel it safe to 


_ standardize to put RUBY to the 


test. 


RUBY KID is now made in two varieties — one to supply the utmost 
softness, the other for those who specialize in the use of a firmer 


textured skin. 


John R. Evans & Company 


CAMDEN, NEW JERSEY 
(Branches in all Principal Shoe Centers) 


-§, ©@ 
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CENTERS OF 
INTEREST 





Of course, Teapot Dome has all of Wash- 
ington, D. C., by the ears. But — 


Not to such an extent that Mr. and Mrs. 
Consumer of Washington are in the slightest 
degree deaf to the call of Kelly advertising. 
Compared to the crowds that gathered daily 
at the Val Richter Shoe Store, the Senate 
hearings on Teapot Donie ranked in the scale of 
attractions as a mere side show. 


Always, Kelly Service campaigns are the 
main attraction where they are held. Gom- 
petitive sales, special days in other stores are all 
forced into minor places. 


The crowd left more than $1,000 with Val 
Richter and this is only one of many such 
throngs his Kelly drive secured. 


Wouldn’t spring business look a whole lot 
_more cheerful to you if started off in this 
fashion? Remember, a good start is half the 
battle. You’re assured of that with an early 
spring Kelly selling drive. 


For complete information without obliga- 
tion, simply inform us of the size of your stock. Ps 


4 





i 
tia 





1924—MARCH—1924 4 





R. H. Erde 
Adams New York 
J. B. Irwin 

port Pa. 
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SUEDE, SATINand PATENT STRAPS 
IN STOCK 


At Popular Prices 
“EVANGELINE” and “AMERICAN BEAUTY” 


(Goodyear Welt) (Flexible McKay) 


eee = eat Te 5 7 ee 
2 het xe e Son ae 2 tee 7 a 
eR Le Se hanna je ee <a bi ela 








No. 5872—Black Suede One Strap, Good- No. 5928—Black Suede Strap Sandal, 
year Welt, Military Rubber Heel. P Widths Flexible McKay, nog Covered Heel. 
Ses EN chins ak auoe ears 400 $4.00 Widths C, D. Price. . $4.50 


No. 5870—Same Patent. Price... .$3.75 No. 5927—Same Patent. Price... . .$4.25 


se 8 ee 8 eee 8 Glee lee ee le ee ee ee ee le ee 


No. 5912—Black Suede One Strap, Black No. 5930—Black Satin One ricky Vere 


Kid Collar and Strap, Flexible McKay, Suede Collar and Strap, Flexible 
unior Louis Covered Heel. Widths C, D. Covered Cuban Heel. Widths B, 
tice. Py: ee ilde sy bee ee SEN Garda’ as cp 3s,. din ane ede. $4.00 


a 





MADE BY 


A. H. Berry Shoe Company 


186 Lincoln Street, Boston Portland, Maine 
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Effect of Fallen Arches on Shoes 


The only sensible, scientific method of 
handling weak, broken down arches 


Here is a very important subject which 
deserves the most careful consideration of 
every shoe merchant. Arch trouble today 
is so prevalent that it is a daily problem 
in fitting and selling footwear. 

An arch gives way gradually. There is 
first a strain which develops into a weak- 
ness and the weakness develops into struc- 
tural changes. 

To relieve and correct this trouble, the 
strain must be removed and the arch 
gradually built up a Jittle at a time. If 
too much correction is given at first, 
trouble is bound to result. 

Dr. Scholl’s Foot-Eazer and Appliances 
will positively accomplish this purpose 
because they are adjustable to meet any 
individual condition. In a severe case 
the customer can stand only a slight ele- 
vation; then by degrees the appliance can 
be raised until the arch regains its normal 
position. 





* = fo $e & ere ~~ 


Internal Condition of the Foot 





Arch Restored with Dr. Scholl’s Appliances 


Dr. Scholl’s Foot-Eazer and Appliances 
equalizes the body’s weight by bridging 
the foot from heel to ball. Just the way a 
normal foot functions. This cannot be ac- 
complished with any shoe for shoes cannot 
be adjusted to meet the changing condition 
of the foot. 

For 18 years Dr. Scholl’s Foot-Eazers 
and Appliances have made good one hun- 
dred per cent. Not a change in design or 
principle has been necessary for they were 
made orthopedically correct to begin with. 
Other means of foot correction have 
come and gone, but the sale of these 
appliances have shown a vigorous growth 
year after year. In 1923 more Dr. Scholl’s 
A ppliances were manufactured and sold than 
in any previous year. This year the public 
again will demand Dr. Scholl’s Service. 

Give your trade the best foot comfort 
service in the world—Dr. Scholl’s Foot 
Comfort Service. 


THE SCHOLL MFG. CO. 


Largest Makers of Foot Comfort Appliances and Remedies in the World 


213 W. Schiller Street 
CHICAGO 


62 W. 14th Street 
NEW YORK 


112 Adelaide Street, East 
TORONTO 


“Nineteen Twenty-Four is an Arch Support Year’ 


©1924 S, M. Co. 
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| LITTLE JOURNEYS TO AND FROM FAMOUS PLACES 


The Great Totem 


ie) 
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A totem conveys to the nortnern tribesman not only a man’s genealogy but his history 
and achievements. In our practical U.S. A., we read in trademarks the quality of the mer- 
chandise on which they appear. The trademark of Vim heels is known to the trade and to 
wearers as identifying heels of excellent quality. Ever Grip, our popular-priced heel, costs 











| 
| 
| 
| 
| 
less than Vim—Bull Dog, our highest grade, costs a little more. 
BOSTON WOVEN HOSE & RUBBER CO. Cambridge, Mas. bridge, Mase. | 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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than Wears 


Mr. C. F. Reynolds 


PONTIAC SHOE MFG. CO. 
PONTIAC, ILL. 


““JUDGE IT BY ITS USERS’’ 
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Open Letter 


To C. F. REYNOLDS 


Dear Mr. Reynolds: 


A number of long-time users of New Castle Havana Brown Kid have 
told us, in one way or another, that they find the reputation and quality of 
our leathers of very definite assistance in winning sales from competitors 
who do not particularize on their upper stock. 


We wonder if you have found this true in selling Pontiac shoes. On our 
part we know that we can definitely trace many sales on our colored kid to 
the fact that it has been recommended to their competitors by just such 
satisfied long-time users as you have been. 


Aside from the very pleasant business relations which have existed 
between us for so long, we have the feeling that in buying so much of our 
leather you must be fully aware of the selling value which New Castle qual- 
ity and reputation imparts to your merchandise. 


For this reason alone, you may be sure that we will always do every- 
thing in our power to assist your sales force, by keeping the quality and 
value of our merchandise up to the highest possible point of efficiency. 

Sincerely yours, 


NEW CASTLE LEATHER CoO., INC. 
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Latest Stylesf, 
: May 1:tiy 


Delivery 











Bir. 


6073—Black Side, Plain Toe, Blu. Oxford, Good- 

r Welt, Bro. Alligator Saddle, Creased Vamp, 
Single Oak Sole, Sole ther Counter, Pears Exes, 
One Half Rubber Heel. Sizes 6 to 12. C D 
widths. Price $3.60 


No. 6264—Patent Leather, Plain Toe, Blu. Oxford, 
year Welt, Black Alligator Top, Creased 
Vamp, Single Oak Sole, Sole Leather Counter, Nic 
Eyes, ‘One Half Rubber Heel. Sizes 6 to 12. C and D 
widths. Price $4 





No. 6071—Tan Side, Square Vamp Bal, Oxford, 
Goodyear Welt, Black Alligator inlay, Single Oak 
Sole, Sole Leather Counter, Brass yes, half 
Rubber Heel. Sizes 6 to 12. C and D widths. Price, 
$3. 


No. 6271—Patent Leather, Square Vamp Bal, 

Oxford, ar Welt, Stitched Vamp and Tip, 

Single Oak Sole, Sole Leather Counter, Blind Eyes, 

p+ = ag Rubber Heel. Sizes 6 to 12. C and D 
: $4. 


the. Price 


, Weyenber9 § 
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No. 6171—Black Side p Bal, Oxf 


‘ord, 
year Welt, Gray Alligator, Inlay, Single Oak 
, Sole Leather Counter, Nic Ens, One-half 
Rubber Heel. Sizes6 to 12, C and D onithe Prin 


uare Vam 


No. 6164—Black Side, Cir. Bal, Oxford, Goodyea, 
Weit, Gra Alligator Top, Single Oak Sole, Double 
Stitched, Sole Leather Counter, Nic Eyes, One-Half 
Rubber Heel, Sizes 6 to 12. C and D widths. Price, 


$3.60 





No. 6064—Tan Side, Cir. Bal, ‘-xtord Goodyear 
Welt, Black Alligator Top, Single Oak Sole. 
Double Stitched, Sole Leather Counter, Nic Epes 


; No. 6173—Tan Side, Plain Toe, Blu. Oxford, Good- 
y ar Welt, Black Alligator Saddle, Creased Vamp, 
Single Oak Sole, Sole Leather Counter, Nic Eyes, 
One-Half Rubber Heel. Sizes 6 to 12. C D 
widths. Price. . . cb peace tne oe 
. * 6 
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This advertisement appears in The Saturday 
Evening Post, issue of April roth; in the 
April issue of Harper’s Bazar; the April 15th 
issue of Vogue and the May Vanity Fair. 





‘The FOOT 
ARISTOCRATIC 





The outstanding name in leather history 
is Robert H.Foerderer 


Thirty odd years the gen- 
tus and patience of Robert H. 
Foerderer revolutionized tan- 
ning methods. 


Aptly. tderet 


, Robert H. Foe 
named the leather he pro- 


only one company — Robert 
H. Foerderer, Inc.— should 
produce it. 


Smoothness, pliancy, color — 


these are the things that 
presen footwear fashions 
demand of leather. And these 

he qualities in 
which Vici excels. No other 
leather combines all the quali- 
ties of Vici kid. 


Ask your shoe dealer to 

show you current 

in Vici—the leather that 

ways has been produced 

exclusively by Robert H. 
derer, Inc. 


ROBERT H. FOERDERER, Inc. 


PHILADELPHIA 
Selling Agents: LUCIUS BEEBE & SONS, Boson 
Selteg agrees = al porn Ae wert 


VICI kid 


THERE 18 ONLY ONE VICI KID --- THERE NEVER HAS BEEN ANY OTHER 
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Capitalizing 
vanily for ~~ 
additional profits 


ETAILERS will note with interest 
that women are showing an in- 
clination to wear high shoes for a 
part of each day to keep the ankle 
from enlarging. 


This inclination, properly encouraged, 
means many an extra sale. The boot 


should be sold as a team-mate, not a 
competitor of the low shoes of the 
prevailing mode. 


Suggest a pair of high shoes for morning and 
between-times wear when fitting a customer 
with low shoes. High shoes of VICI kid com- 
bine the needed slenderizing influence with 
trim beauty and pleasing grace of line. 


ROBERT H. FOERDERER, INC. 


PHILADELPHIA 
Selling agencies in all parts of the world 





Robert H. Foerderer, Inc., 
is the sole manufacturer of 
the one and only VICI kid. 
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“I thought of TONY right away” 


Another of those true and significant TONY 
stories that contain their own moral. 


= came into our salesroom last week, somewhat to our surprise, 


for the grade of shoes he had been making didn’t figure leather 


at our prices. 


To make a long story short, he told us that his firm had decided to make 
a better grade of men’s shoes and get a reputation for better quality. 


‘When it came to what leathers we 
ought to choose,’’ he added, ‘‘I thought 
of TONY CALF right away. ’”’ 





The intrinsic value and quality badge that TONY CALF 


gives to shoes is generally understood and admitted. 


We are proud to realize that TONY is so outstanding an ex- 
ample of the world superiority of American leathers. 


TONY CALF LEATHERS 


Reg. U. S. Pat. Off. 


RED TAN BROWN BLACK 








CREESE & COOK COMPANY 


SALESROOMS ey he | TANNERIES 
95 SOUTH ST., BOSTON 7 ONES DANVERSPORT, MASS. 


P. A. HENRY & CO. \ yy, . SAMUEL WOLFENSTEIN 


706 Broadway, Cincinnati, O. Say 39 SPRUCE STREET 
Leather Trades Bidg., St. Louis, Mo. Wn NEW YORK CITY 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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—and BETTER SHOES 


The bright sunny days of spring mark the opening of the great 
outdoor Play Season. 





There will be a big demand for sturdily built stylish children’s 
shoes and we will be ready to replenish depleted stocks caused 
by spring and Easter selling. 


gt oes 


SCIENTIFIC 





are constructed by skilled craftsmen who know juvenile foot- 
wear requirements. All numbers are proven good sellers by 
their popularity. 

Our In-Stock Department can give you immediate service on any of our 
quick moving models. 

Dr. Posner’s shoes have that faculty of attracting the eye by their splendid 
style and construction. They practically sell on sight. 


Make an added profit by selling Dr. Posner's Scientific 
Hosiery with each pair of shoes. Write our Hosiery 
Department for samples and prices. 


Dr. A. POSNER SHOES 
INC. 


SALESROOMS 
140 WEST BROADWAY 
NEW YORK CITY N. Y. 

















Springtime Means PLAY 
—and PLAY Means M ORE SHOES 








Pat. Lea. Instep One Strap Turn Slipper 
siti $2. 4 
114-2 i 33 


No. 60 


Diana 
Pat. Lea. Diana Turn Slipper 
3-8 $2.15 
8%-11 2.65 
1144-2 3.50 


No. 58 


Sylvia 
Pat. Lea. Sylvia Turn Slipper 
3-8 $2.15 
8-11 2.65 


Illustrated above are three of many 
pretty models in stock for spring sales. 
Send for our catalogue. 












Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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GLAZED KID 








SHOWN BY 
SWOPE 
SHOE CO. 
ST. LOUIS 
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LEADERSHIP 


HERE is probably no 
other leather on which 
manufacturers and retailers so 
generally agree as to its su- 
periority as F. B.& C. WHITE 


GLAZED KID. 








There is no substitute for the 
Glaze That Stays—the de- 
spair of imitators. 


Amalgamated Leather Companies 
INCORPORATED 


22-24 North 5th Street Philadelphia, Pa. 


Factories: Wilmington, Del. 
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BRE NNAN OXFORDS AND BOOTS HAVE THAT ARISTOCRATIC 
APPEARANCE THAT PLACES THEM AT ONCE IN THE FRONT 
RANK OF MEN’S STYLISH FOOTWEAR. EXCLUSIVE LEATHERS 
IN A WIDE VARIETY OF DISTINCTIVE LASTS AND PATTERNS 
MEET EVERY REQUIREMENT OF THE MAN WHO WANTS SOME- 
THING BETTER AND WANTS IT “RIGHT.” 


BRENNAN SHOES LOOK EXPENSIVE, AND ARE MADE WITH 
THE HIGHEST DEGREE OF CRAFTSMANSHIP, BUT THEIR COST 
IS SURPRISINGLY MODERATE. THE BRENNAN LINE IS DE- 
CIDEDLY WORTH YOUR INVESTIGATION. 


ILLUSTRATED—Imported Tan Calf Belmont 
Oxford, Ruffboy last. Single Sole. Wingfoot Heel. 








BRENNAN SALESMEN ARE NOW ON THEIR TERRITORY 
AND WILL GLADLY SHOW YOU THE COMPLETE LINE 


RICHARDS & BRENNAN CO. 


RANDOLPH, MASS. 


Manufacturers of 


MEN’S FINE SHOES 


‘“‘SHOES FOR YOUNG MEN AND MEN WHO KEEP YOUNG” 








Boston New York Chic: Los Angeles 
Rice Building Marbridge Building Palmer House. Angelus Hotel 
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Style 60 
“DINTY” TAN CALF 


Little gy COE. Sas BRE 4 
Youths’ BCD ety <  * i " ——— BCD. : 
Boys’ BCD.. = .- 3.35 : - Bibi | Little Men’s CDE. 


Style 58—Same in “Dinty” black . \egare Vulerepe Sole in Sizes 1 to 6 


Style 58—Same in “Dinty” black 





aati a re ng 


IN STOCK MAY FIRST 
MAY IS THE MONTH BOYS BUY OXFORDS 


ee | 








TEEPLE SHOE CO 


WAUPUN ~WISCONSIN 
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3 W’s LENOX—Safe and Profitable § 


3 W’s Lenox are profitable to dealers as well as to 

wearers. They are made in attractive patterns that 

are always in demand and their excellent wearing 
qualities bring many repeat sales. 


for 


Growing Girls 
Misses 


GRECIAN Children 


THE : 
“WINNER” il tard 
7002—Pat. Leather, 4 to 8, D and E... #1. 


1 
Turns— 6472—Pat. Leather, 8'4 to 11, Dand E. 2. 
7040—Pat. Leather, 4 to 8 . 7023—Tan Calf, 4 to 8, E 1. 
6470—Tan Calf, 8% to 11, E = 
1.73 
2.15 





* 


pene te pene ne = 


6474—Pat. Leather, 84 to 11 

7044— White Calf, 4 to 8 7027—Red Kid, 4 to 8, D and E 
6479— White Calf, 8% to 11 7022—White Calf, 4 to 8, D and E 
7042—Red Kid, 4 to 8 6473 —White Calf, 8% to 11, E 
6480—Red Kid, 8% to 11 
7043—-Champagne kid, 4tw8 
6481—Champagne Kid, 8 44 to 11 


“An tr>wse ee Weimer, Wright & Watkin Co. 


e2zsusuz 


6611—Pat. Leather, 8 
6610 —Pat. Leather, 15 102, Cc » D and E 2 


etl Dwain tax caitendwuncete 39 South Second Street PHILADELPHIA 


Also carried in Tan Calf and White € ae 
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MR. VOLUME BUYER!! q 


Do you ever stop to consider why our 
sales have increased 40 per cent over cor- 
responding period of last year? There 
must be a reason—and this is it:— 


5th Avenue styles 
coupled with Gibral- 
tar ruggedness, at 
bargain-basement 
prices. 





No. 231—Made in B, C and D widths 


No. 228—Made in B, C and D widths p 
on our 47 Last, carrying 14/8 full breast- Made In all popular on our 383 Last, carrying 8/8 to 9/8 
is ish Covere mel. itati : q dy Welt. Mad 
ed Spanish Covered Heel. Imitation colors. Deliveries in three ermine Heel Goo year Nelt ade 
also in Flexible McKay with Covered 


Turn. 
to four weeks. Heel. 


MERSKY BROS. SHOE CO., Inc. 


Manufacturers 
Boston Office Novelty Welts & McKays 
42 Lincoln Street 93-97 Center St. Malden, Mass. 


FOR VOLUME BUYERS TO RETAIL AT $5.00 


IDTTAI 
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Dealer Influence is secured thru advertising in ‘the Boot and Shoe Reside. 
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© Advice rather than 





* e 
) d f lized style situation through 
g 1) VET LSINZ which buyers may order with 
eS more confidence. # 
= One of the most encouraging 4 
signs of the times is the marked 
tendency toward black and the 
standard 






In this, as in future issues, we a 
shall seek to make our pages in : 
the Recorder more a source of 









more conservative 
a colors in shoe style. reliable buying advice than 
i just advertisements of Quaker 
2G. Thus has the tailored costume City Kid—a leather which our 






customers tell us “speaks for 
itself.” 


vogue brought nearer to retail 
shoe merchants a more stabi- 
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eIMade in Black 
And the Folowing Standard (olors 







Color 17, Havana Brown Color 21,:Airedale 
Color 19, Medium Brown Color 22, Quaker Brown 
Color 25, Gray 









QUAKER CITY MOROCCO CO. 
519 Huntingdon Street, Philadelphia 









95 South Street, Boston 
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cA WORD WITHA WORLD OF 


MEANING-70 BUYERS OF 
SMART SHOES FOR WOMEN 


Watk-Croft, 
SMART SHOES FOR WOMEN ARE MADE BY 


BANCROFT WALKER ‘COMPANY 
AT THEIR FACTORY IN BOSTON: 


yD 
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Bates Shoes for ALL Uses 


N building the Bates line more strongly than ever to supply 
“Shoes for the Occasion” we are enacting a manufacturing policy 
to fit an important dealer sales policy. 


The importance is this: Bates styles, carefully designed in six 
definite groups, give the dealers the complete range of style-varia- 
tions required for suiting the tastes and needs of all their men cus- 
tomers. From-sport shoes to dress shoes there is a Bates style for every 
occasion. 


pe SS SS -hOfanean 4 
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And the dealer trade has wel- 
comed this. Itfinds Bates Shoes 
—-street, office, sport, outing, 
orthopedic or dress—highly 
salable because they appeal 
instantly to wearers in any 
city or town. 


NZ 


Outing and Sport 
Models 


IN STOCK 


ERE is a fine two-tone plain 
vamp and soft-toe Oxford 

typical of Bates “Shoes forjthe 
Occasion.” In the vamp and quar- 
ter we use Pfister and Vogel’s Tan 
Lotus Calf. The overlay saddle is of 
Barnet’s Tan Scotch Grain. . 
The one-piece sole and heel 
are genuine English Plan- 
tation Crepe. We carry this ~ “a weal o 3 pon gr isn 
style in stock in B, C and = Vamp of Light Tan Lotus 


. \S . Calf and apron of darker 
D widths. “Ss Tan Scotch Grain........ $5.00 


NTA WW) 


ZAIN 


ZS 


Ask for our Spring Portfolio showing six special 
groups of Bates “Shoes for the Occasion.” 


A. J. BATES CO. 


WEBSTER MASSACHUSETTS 
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Anticipating 
Fall Demands 


OUNG Men’s style Educator 
Boots—Ultra stylish and com- 
fortable on just the pattern and last 
that you should buy to meet the 
fall demands of your young men’s 
trade. 


Added to this, you have the ad- 
vantage of the Educator trademark 
known the world over and recog- 
nized by the consuming public as 
the mark of quality footwear. 
Every shoe has room for the five 
toes. 





You can capitalize on these shoes 
and thereby increase your turnover. 
These boots are stocked now, in 
sizes from six to ten, widths B, C 
and D, and can be ordered from 
any Rice & Hutchins salesman for 
immediate delivery off the floor. 


Order early and take advantage of 
the early demand. Size in as your No. 1660—Young men’s Educator boot of tony tan calf 
Circular vamp bal. \ arsity last. Space stitch vamp and tip. 
sales are made. Stitched heel seat. Brass eyelets. Soft toe. 
P No. 1661—Same in imported black calf. Blind eyelets. 
These same styles and leathers in 
oxfords, in addition to our complete 
stock of regular Educator and 
Modified Educator lasts in boots 
and oxfords, black and brown kid 


and Russia Calf. 








IN STOCK NOW AT 


RICE & HUTCHINS 


INCORPORATED 


13 HIGH STREET BOSTON, U. S. A. 


DISTRIBUTING BRANCHES: 


& Hutchins Atlanta Co. Rice & Hutchins New York Co. 
& Hutchins Baltimore Co. Rice & Hutchins St. Louis Shoe Co. 
& Hutchins Chicago - Co. tlas ©., Boston, Mass. 
& Hutchins Cleveland Co. Jos. 1. Meany & Co., Inc., Phila, Pa. 


WRITE FOR NEW CATALOG 
Makers of Educators and Other Fine Footwear for Every Member of the Family 














F 








Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 











BOOT and SHOE 


RECORDER 


“The Great National ShoeWeekly 


ESTABLISHED APRIL |! 
1882 





Boston, April 19, 1924 





ih 


Hii 


ti 


{i 
a 


i | She Customer 1£ NOT 


- } A hung right | f 


wSly 


SSG Y= 
: st 


Tw e= 
WP Py 
A 


) 


MUL Z? 


pun 


ry : | 
nny 
‘ 
lh 
\ wa WZ 
> al s 


TUN 
Pi 


5 BAANNY 
ANY 


\ 


ATTN 


Cancellation an Economic Waste 


By E. W. McCULLOUGH 


* Manager Fabricated Production Department 
Chamber of Commerce of the United States 


a number of lines—not, of course, to any such as the unwarranted return of merchandise, they 

extent as in that period of hysteria following the should be separated for analysis, for they do not always 
war, but frequently following sharp _ embrace the same considerations. 
fluctuations in markets when the | | Cancellations as here considered 
buyer or seller has made a bad guess pie doen aeeng teen noe primarily involve questions of con- 
and is unwilling to bear the respon- to start, through education, at tract, written or verbal, in connec- 


sibility of the results. While unjust se oe tion with orders for goods or service. 


f byes old troublemakers continue to bob up in cancellations are usually placed in the same category 














44 


Little trouble is experienced where formal written con- 
tracts are used, for the terms agreed to are easily en- 
forcible in courts of law, and they constitute the best 
protection against unscrupulous repudiation. Signed 
and confirmed orders are next best, yet perhaps the 
verbal purchases and sales on the floors of public ex- 
changes are the best observed of all business contracts. 
Why? Simply because the moral code built around such 
trading is never changed nor relaxed in times of good or 
bad business. 


A Matter of Education 


The treatment of contracts 
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mental. The effect of this unusual stressing of service 
not only did not help the consumer but actually placed 
upon him burdens that he had not previously carried. A 
prominent Western merchant is said to have built his 
business on the proposition, ‘““The customer is always 
right.”’ Apparently he felt that he would rather take the 
chances of the customer abusing his confidence than 
have his salesforce protect his interests through argu- 
ment with the purchaser. Psychologically, his plan 
seemed good; but as his business grew, the problem of 
goods returned with or without reason developed to a 
degree where a change in policy had to be made, for the 

expense and loss on returns 





in any line of business is a 
matter of standards, or mor- 
als, and their recognition. 
Large numbers of trade asso- 
ciations following the war 
set up new ethical codes and 
trade practice declarations in 
the effort to place the deal- 
ings of their members on a 
higher plane. This is all to 
the good, provided syste- 
matic education for the ob- 
servance of such codes is also 
undertaken. We suggest edu- 
cation, because efforts of 
enforcement through penal- 
ties usually fail. As dealers 





“The Customer is Always Right’’—? 


HOSE who have had occasion to investigate the 
unjust return of goods realize that a very con- 
siderable volume of it is due to the bad education of 
the public in the term “service.” Certain classes o¢ 
purchasers seem to feel that the merchandiser con. 
tracts to please their every whim and fancy, and that 
if what they buy does not conform to this concep- 
tion it is to be returned. No thought, apparently, is 
given to the merchant's rights, nor to the fact that 
such purchasers are tremendously increasing the 
costs of distribution—which ‘they must eventually 
pay—through this lack of consideration. 


E. W. McCULLOUGH. 


became an exceedingly heavy 
burden of overhead. 

Those who have had oc- 
casion to investigate the un- 
just return of goods realize 
that a very considerable 
volume of it is due to the bad 
education of the public of 
the term “service.”’ Certain 
classes of purchasers seem to 
feel that the merchandiser 
contracts to please their every 
whim and fancy, and that if 
what they buy does not con- 
form to this conception it is 
to be returned. No thought, 
apparently, is given to the 








learn that their interests are 

best served and protected when contract obligations 
are most closely observed, a condition of business 
ostracism will await the unjust repudiator. It is re- 
ported that the producers of pig iron have an unwritten 
law that orders may not be cancelled, and even during 
the letting down in many lines following the war there 
were no cancellations accepted by pig iron producers. 
Yet in some lines, through competition, orders are 
considered more as memorandums of probable wants 
than contracts. In these the ratio of cancellations is 
high. 
~ Again, in certain portions of the dry goods and per- 
sonal wear trades not only is competition strong but the 
arts and legerdemain of salesmanship are developed to 
the greatest degree. The craft of the horse trades is to be 
found in all its refinements, and the Golden Rule as 
interpreted by David Harum, “to do him first,” seems 
to prevail. This situation warrants a thorough house- 
cleaning—but it must be done by those directly con- 
cerned with those who indirectly suffer. 

Not a little of the difficulties now being experienced 
with reference to unjust cancellations and the return of 
goods has developed through our loose interpretation 
of the term “service.” When this slogan was thrown 
out over the country by speakers one would have sup- 
posed that those who deal with the consumer were 
discovering for the first time that good merchandising 
involves service, but it was simply reiterating a funda- 


merchant’s rights nor to the 
fact that such purchasers are tremendously increasing 
the costs of distribution—which they must eventually 
pay—through lack of consideration. 


Organization to Bring About Results 


In some lines rather slow progress has been made in 
overcoming this false conception of service, and where 
competition is intense many concerns feel that they 
cannot afford to take too drastic a stand against it. 
Here, again, is where organization and co-operation 
must be appealed to in order to bring about real re- 
form. In making the effort, however, the beginning 
should be made at the top in the relations between 
manufacturers, jobbers, wholesalers, for after these 
elements have cleaned house the retailer will accept it 
as a matter of course. 

In my opinion, both cancellations and returning of 
goods are elements in the study of industrial wasic 
which is now going on, and now that splendid progress 
has been made in eliminating a great deal of waste 
which has heretofore existed in the production of in- 
numerable and unnecessary varieties, attention should 
be directed to the field of distribution, where equal 
success may be achieved by using similar methods. \ 
careful analysis of the items of overhead which obtain 
in every line will readily reveal the waste and assist in 
definitely locating it. 

(Continued on page 62) 
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“Getting More Shoes Sold Right” 





Miniature, Yet Big Enough to Keep You Informed on What Is Presented 


in This Issue—and Other News 





New Deauville Sandal 
New York, Apr. 15—One of 
the new arrivals from delight- 


ful Deauville, France, is a 
hand sewed sandal in blue and 
red morocco. is carries 


This 

an 8-8 heel. The blue is cut 
into little strips about one- 
ixteenth of an inch wide and 
ire reinforced by three rows 
of lock stitch red_ stitching 
m the quarter. The lattice 
vorked vamp is reinforced 
by two rows of red stitchi 
running from instep to toe 
two curved rows of red stitch- 
ings extending from either 
side of the instep to the toe. 
A fri tongue of the red 


tions at the top ornaments 

leather strap, which fastens 
at one side with a little nickel 
buckle. This is one of the new 
importations of the Jefferson 
Import Co., Inc., of this city. 


Colored Linings 
Cincinnati, April 16— 
Varied colored linings are 

being used in women’s 
This may be due to the wide 





popularity of light colored 
hosiery, use women are 
eager to have their hosiery re- 


main unsoiled. Champagne, 
bluebird and ivory are shades 
of linings. 


Broad Range of Style 
Philadelphia, April 16—Eas- 
ter slippers, sandals and strap 
models in 40 styles at $10 a 
pair were featured this week in 
the Niederman shoe store. 


Birdseye Leather 
Boston, Mass.—Birdseye 
leather is a new stock at 
Kepner store. It ripples color 
like a birdeye pattern in fin 
wood work. ¢ 


Banana Shade Shown 

Los Angeles, Cal., April 17— 
Easter buying in shoe 
stores was brisk during the 
week. Colors in women’s pat- 
terns moved very well. A ba- 
nana shade of yellow in a kid 
shoe for women is one of the 
new creations. 














Men’s Sport Shoes 
New sport shoes for men are 
of gray calf nage Benge a 
trimmings. are 
— with a chrome mid-sole 
and a leather welt. 





Lacquer Buckles 
eee ae 
wn ve a lacquer 
figure. 


Staples Selling Freely 
New York, April 16—Some 
shoe stores here report a very 
trade on staple numbers 
in women’s patterns. One and 
two strap models in both tan 
and black calf have sold well. 
The tailored suit vogue acted 
as a stimulus to this type of 
women’s shoe. 


Women’s Tongue Oxfords 
Philadelphia, April 17— 
Steigerwalts showed women’s 
to oxfords, suitable for 
golf wear. They came in black 
or tan leather, fawn, gray and 








dark brown suede. 
The Vogue for Blacks 
New York, April 16—The 
vogue for bla is much 


stronger than was anticipated 








Men’s Lighter Weight Pat- 
terns 

Brockton, Mass., April 18— 
Shoe manufacturers are plan- 
ning to show some smart-look- 
ing styles in men’s patterns for 
fall. Some concerns are pro- 
ducing lighter weights for 
summer wear. 


Advertising Oxfords 
The fact that shoe stores in 
general have been advertising 
oxfords for women is apparent. 
Oxfords in blacks, but more 
particularly tans, have been 
selling well. 





Good Hosiery Sales 
Providence, R. I., April 17— 
Hosiery sales have been. very 
satisfactory. Indications point 
to a big season. Light shades, 





’ advertising its men’s 





Stresses Price of Quality in Shoes 
Philadelphia, April 18—The Cunningham Boot Shop, in 
phia, April ap ee t Shop 


season offerings, stressed the fact that the difference in 
price between the best and next best grades in men’s shoes 

qnotgh to tend te Co way of pessing up Se 
new styles. His advertisement in part read: “A man of dis- 
cernment doesn’t haggle over a dollar when he knows that 
dollar represents the difference between second best and 


interested in Easter 








a month or two ago. At some 
stores it is estimated between 


Gray is coming along. 


Velvets with Pipings 
From a women’s manufac- 








New Shoes Shown 
Some shoes shown in the 
pt EE 
tongue. is 
through the slit so the — 
won't twist, and, also, so that 
the knot will not slip. 





more interest, particularly for 
wear with the navy blue and 
ite blue suits, which are 


i t of the de- 
caciieatateiadiednanal 


worn in contrast to black shoes, 
are selling very freely. 


Riding Boots 
oe ofierine that i cignificant 
i t is significant 
of the Easter season was made 
at Winkelman’s. A women’s 
tan or black calf riding boot 
was featured at $18 a pair. 


Easter Spirit Prevails 
Boston, Mass., April 16— 
Shoe store windows during the 
week were very attractive. The 
Easter spirit seemed to pre- 
dominate due to the atmos- 
here of the windows and the 











isplays. 
Men’s S Shoes 
Louisville, Ky., April 15— 


Men's — = = wear 
particular! , have com- 
menced anes here. Easter 
week commenced well in the 
shoe stores and indications 
a = to a good volume of 





Boston, Mass.—Some new 
are piped on quarters wi 
tiny beads of silver. 





Moccasin Patterns 

Portland, Me.—McDowell 
& Black Shoe Co. is showing 
attractive moccasin patterns 
for men, women and children. 
This store is the Portland agent 
for The S in Co. and fea- 
o spring numbers at 
this store are women’s Colon- 
ials in patents, gun metal, rus- 
set in fawn shade, with 
low, flat heels. Suedes in vari- 
ous shades, in strap patterns, 
both welts and turns, are popu- 
lar. In men’s street wear shoes, 
oxfords in Russia calf, russet 
grain and black calf are good 
sellers. 





New Piping Machine 
Lynn, Mass.—A new ma- 
chine for piping shoes is com- 
ing into use. It is taken from 
the men’s collar trade. It sews 
the gold and silver kid piping 
of shoes. 





Good Tone to the Men’s 
Business 
Salt Lake City, Utah, April 
17—A fair note to the men’s 
business is reported in the 
retail shoe stores here. The 
light tan shades are best. 


Blacks in Demand 
Lynchburg, Va., April 17— 
omen’s suede shoes have 
been rather backward in de- 
ae Black — 

uding patents and suedes, 
have been the best sellers and 
give promise of continuing 
strong. 








Attractive Windows 

Milwaukee, Wis., April 17— 
With the opening of the week 
of April 14, the retail shoe 
stores here, mainly through 
the attractiveness of the dis- 
play windows, presented an 
inviting atmosphere. The shoe 
store operators appeared ready 
to receive its share of patron- 
age of the Easter shoppers. 


Ideal Business Shoe 

A noted shoe firm is recom- 
mending an oxford for busi- 
ness wear. It is made over a 
Munson last, in a blucher pat- 
tern and of kid leather. It rec- 
ommends this as a handsome 
shoe, comfortable, and of the 
sort that puts snap into every 
step. ; 


Shoes for the Bride 
Boston, Mass., April 15— 
White shoes, trimmed with 
orange blossoms, are shown 
here for Easter brides. 





















oie ees SS Pi RT RW Ad aR 2 







+ te 


















































BOOT AND SHOE RECORDER 


No Persecution of Trade Associations Under 
New Attorney General 


Legitimate Business, Big or Little, Has Nothing to Fear; 
Political Expediency Banned 


By JOHN T. FLYNN 
Associate Editor of the U. P. C. News Service, Inc. 


\ ‘ 71TH Harlan Fiske Stone now established in the 
chair left vacant by Harry M. Daugherty, two 
things of interest to the whole business world 

are certain. 

First, there will be no change in the attitude of the 
Department of Justice towards the prosecution of those 
activities of trade associations which can be regarded 
properly as combinations for the purposes of fixing 
prices, restraining production and parceling out 
customers. 

Second, the ruling of former Attorney 
General Daugherty prohibiting such asso- 
ciations from collecting statistics about 
their respective trades and distributing 
them to their members will be reopened. 

Third, the new Attorney General has entered upon 
his duties with a thorough knowledge of business and 
a sympathetic understanding of its problems. 

These last two items at least represent a distinct 
gain for the business organizations of the country. 


Good Lawyer—Good Business Man 


I talked with Mr. Stone in his New York office as he 
was clearing his desk on the eve of leaving for Washing- 
ton to be sworn in. While he is known chiefly as the 
Dean of the Columbia Law School, it is to be remem- 
bered that he was, until his appointment as member of 
the firm of Sullivan & Cromwell, one of the largest and 
most important in the metropolis. The senior member of 
this firm is William Nelson 
Cromwell. For more than a 
generation, through his office 
have passed hundreds of the 
leading figures in business of 
this country and Europe as 
clients of Cromwell and his 
associates. 

Because the President’s 
newly named legal adviser 
had inherited one of the most 
delicate controversies affect- 
ing organized business, I 
went to see Mr. Stone for the 
Boot and Shoe Recorder, be- 
cause I knew the business 
community was awaiting 
eagerly the position he would 


take on this controversy, and was curious to know 
something of his character and the color and texture 
of his mind. 


Big Physically and Mentally 


The Attorney General is a big man, suggestive of the 
chief quarry product of his native state. Behind the 
walls of his powerful body are vast stores of physical 
energy. 

His friends tell me that in his professional 
capacity he is capable of amazing stretches of work. He 
is quite different from any of his predecessors. Philander 
C. Knox was small, nervous, aloof and the purely 
intellectual type. Wickersham, slight, narrow-visaged, 
with penetrating eyes enlarged behind powerful 
spectacles, was the perfect specimen of the sophisti- 
cated corporation lawyer. Palmer was bulky and cock- 
sure and jaunty, but left one thinking very much about 
his handsome personal appearance. Daugherty was 
jovial, at times breezy, and again curt and brusque. 
Stone reminds one more of Glover Cleveland than of 
any other man in public life, save that he is more cor- 
dial and genial and not so stern as Cleveland. And his 
first appearance in the rotogravure sections in fisher- 
man’s togs subtracts nothing from that resemblance. 


No Lawyer Better Qualified 


A distinguished New York lawyer who has watched 
Mr. Stone from his earliest days at the bar, discussing 
him particularly in view of 
the business problems which 
confront him, made this im- 
pressive estimate of him: 

“There is no lawyer in the 
country better qualified for 
this job. He is one of the 
soundest, sanest, most virile 
and best-balanced men at 
the New York bar. There is 
no man in America to whom 
I would rather leave the 
settlement of these delicate 
business problems. He has a 
profound knowledge of the 
law. He is a man with an 
intensely practical turn of 
mind. He has been a member 
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’ two of the most important law firms in America 
easured by their relations to big business. 


5 


No Political Affiliations 


‘He has no political past. This is most fortunate. For 
in these questions affecting business no factors will 
enter the discussion save the law and facts in the case. 
His mind will not be cluttered up with political con- 
siderations. He is fearless and will not hesitate to hold 
in favor of a business organization because some 
politician may charge him with favoring big business.” 

“he Attorney General was reluctant to discuss for 
pi lication the subjects bequeathed to him by the late 
oc upant of the Department of Justice. 


Director in Several Corpora!ions 


If I were elected to a legislative job,” said Mr. 
Stone, “I would be delighted to give you a statement 
about almost anything. But this job has nothing to do 
wilh the making of the laws. 





BOOT ANDSHOE RECORDER 





47 





war-fraud cases and the civil suits and criminal prose- 
cutions growing out of war-time activities of the Alien 
Property Custodian. 


To Help Trade Associations 


Fourth, name a new head for the Bureau of Investi- 
gation of the Department of Justice. 

Fifth, reopen the subject of the right of trade asso- 
ciations to collect data about their respective trades 
and distribute this information to their members. 

In doing this last service to business, Mr. Stone will 
take up the whole subject with Secretary of Commerce 
Herbert-Hoover. Now that Mr. Daugherty has left the 
cabinet it need no longer remain a secret that there was 
a very grave disagreement between the Department of 
Commerce and the Department of Justice over this 
issue. Between Mr. Stone and Mr. Hoover, there 
will be a calm and _a fruitful discussion of the matter 
that was not possible between Mr. Hoover and Mr. 

Daugherty. 








M, business will be to en- 
force the laws as I find them, 
and this, of course, I will do 
without fear or favor.” 

tut Mr. Stone talked 
freely about himself and his 
philosophy as a lawyer. He 
knows business. He has been 
a director of a number of 
business corporations. He 
has represented large busi- 
ness interests. He has been a 
studious observer of the evo- 
lution of American business 
processes. And he will ap- 
proach the various problems 
growing out of the contact of 
business with the Depart- 
ment of Justice with a sym- 





man Anti-Trust Act. 


department. 


Investigation. 


tion members. 





Here Are Some of the Things Mr. 
Stone Will Do 
First—Examine all important prosecutions now 


pending against various trades and groups of manu- 
facturers because of alleged violations of the Sher- 


Second—Unostentatiously reorganize his own 


Third—Thoroughly examine war-fraud cases and 
civil suits and criminal prosecutions growing out of 
war-time activities of the Alien Property Custodian. 


Fourth—Name a new head for the Bureau of 


Fifth—Reopen the subject of the right of trade 
associations to collect data about their respective 
trades and to distribute this information to associa- 


Will Work with Mr. Hoover 


This controversy has raged 
since last December follow- 
ing the decision of a United 
States District Court in the 
Tile Manufacturers’ case and 
later in the Cement case. In 
the latter case particularly, 
Judge Knox laid down a code 
of prohibited activities for 
trade associations that caused 
great consternation in the 
Department of Commerce. 
Among these inhibitions was 
one restraining the cement 
makers from gathering data 
about their trade and send- 
ing it out to their members. 











pathetic understanding of 
the things American business men are trying to do. 


What He Is Going to Do 


I have talked with some of Mr. Stone’s friends and I 
feel that I am in a position to say that his first acts ia 
his new post will be as follows: 

First, he will personally examine all the important 
prosecutions now pending against various trades and 
groups of manufacturers because of alleged violations of 
the Sherman Anti-Trust Law. 

Second, he will organize the Department of Justice. 
This will be neither summary nor dramatic, but un- 
ostentatious and after mature examination of its affairs. 
He will in all likelihood add one more investigation to 
those already under way in Washington. But it will be 
his own investigation of his own department with a 
view to reforming it on efficient lines. 

Third, he will make a thorough examination of the 


Mr. Hoover promptly wrote 
Mr. Daugherty asking if this ruling was to be inter- 
preted as applying to all trades. Mr. Daughterty re- 
plied in the affirmative, but holding that the association 
might gather statistics if specially requested by the 
Secretary of Commerce. But in such a case the infor- 
mation could be turned over to the Commerce Depart- 
ment only and could not be distributed to the associa- 
tion’s members. 


In Sympathy with Organization Work 


There is probably no man in the country who under- 
stands better than Mr. Stone that our business machine 
is being slowly, but quite effectively and extensively, 
remodeled to meet the changed conditions in our 
highly organized social life. The outstanding feature of 
the next decade will be the straining after more inten- 
sive organization, and the development of efficient 

(Continued on page 64) 
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So Shoes Won’t Come Back 
but Customers Will 


T takes a highly specialized and intelligent sort of 

salesmanship to sell shoes. Almost any other line of 
wearing apparel can be efficiently sold with but scant 
education in the rudiments of the game. With shoes, 
however, a knowledge of the foot and its fitting values 
must be understood. 

It was Marshall Field who said: “I don’t care how a 
customer looks when she comes into the store, but ] 
want to see her face when she goes out.” It should be 
the study of every merchant and every clerk in his 
employ to bring an expression of satisfaction to the 
face of every departing customer, no matter how dis- 
contented they may have appeared when entering the 
store. 

The whole duty of a salesman is to sell goods that won’t 
come back to customers who will come back. 

No merchant should consider himself so far removed 
from the details of his business as to leave to subor- 
dinates this matter of education of new salespeople. 

Where stores are adding women clerks to their staffs, 
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and where they have had no prior experience with 
women salespeople, it is doubly necessary that the new 
students of salesmanship shall be properly trained. 
There is a definite need for the development of retail 
shoe salesmen’s associations patterned after the one in 
Boston now in its tenth year. An association such as 
this deals with subjects intensely practical, and results 
have proven that general efficiency of its members has 
increased. 

It does seem strange that with this national problem 
of education of new salespeople, that not one major 
merchants’ convention this year had a topic up for dis- 
cussion dealing with “how to train green help.” 

The Recorder years ago went on record with its 
slogan, ‘Getting More Shoes Sold Right’’ and has been 
a constant agent of education through its pages. 

Every merchant owes it to his business that he shall 
have available at all times a current business paper for 
the education of his staff as well as himself. 

No man can succeed in a line, it matters not what his 
avocation is, who does not keep abreast of the times, 
and who does not apply himself to new conditions. 
What would you think of a doctor who never read a 
medical journal or a lawyer who never looked in a law 
book? Even a farmer nowadays is considered a back 
number who does not subscribe for an agricultural 
paper. 

There is the intimate education derived from study of 
examples of practical salesmanship on the floor that 
must be taught the new sales people of today. There is 
the broader education derived from the study of what 
other merchants are doing that can best be studied by a 
careful store conference each week of the contents of the 
Recorder and other inspirational publications. 


: _ ais 
Expect More “Pure Bunkum” 


ONGRESS has been entertained recently by pro- 

ponents of a characteristic “pure shoe bill,” one of 
those wandering derelicts which have been trying for 
several years to get themselves enacted into law, hum- 
bug measures purporting to be in the interests of “the 
consumer,” but so devised as to make the consumer 
pay a needless extra price for his shoes, to no purpose 
whatever, through the restrictions and expense en- 
tailed on the trade. The associations have done good 
work in repelling these gas-attacks in the various 
theatres of legislation. Their work has been educational ; 
fair-minded law-makers have been convinced, and they 
will look askance on all and sundry attempts to hamper 
and restrict the shoe trade. 

The problem needs but a minimum of technica! 
knowledge of shoes, to indicate the unfair character of 
such proposals affecting shoe materials. Any man can 
understand that people do not expect gold wheels and 
gold frame, in a “solid gold” watch; nor woolen clot) 
used for stiffening and padding, in an “all wool’’ over- 
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coat. Such uses of expensive material would not only be 
‘xcessively wasteful, but would actually produce in- 
forior articles, because brass and steel are better than 
vold, and tough canvas and buckram better than woolen 
cloth, for the purposes severally indicated. The parallel 
‘tuation in regard to building of shoes needs little ex- 
laining to men of intelligence and a candid outlook. 


7 
Style for the Favored Size Only 


.\NE of theforemost merchants of shoes in this coun- 
J try believes that a complex style situation must 
ie balanced with a simple size situation or vice-versa. 
lie believes that it isn’t possible to have all the refine- 
rents of sizes in any short-lived style without making 
‘xe “carrying price” excessive. Here is the center of his 
thoughts: “I am of the opinion, that, in this country, 
ve will have to buy style shoes as they do abroad, a 
{-w number of pairs in one width on a high-heel last, 
end probably a different width in a low-heel last, with 
the thought that if the customer can be fitted from the 
stock we have on hand, they will be the favored one. 

“If we haven’t their size, and they want a particular 
style of shoe they will have to take the best fit we can 
give them. 

“This thought is not along the line of progress, I 
know, but I believe, from contact with retail merchants 
all over the United States, that the mark-up jis not 
sufficient to allow them to take the losses on the great 
number of short lines, due to the new styles coming up 
every five or six weeks.” 

There is already on foot an idea to re-create size 
runs—one last serving for three of the old schedule and 
a mathematician is now at work to find a solution. He is 
considering the foot as of a certain volume in cubic 
inches, its placement of bones, muscles and meat, and 
how it is possible to fit more feet with less sizes. 


i v : 
Should Designs be Copyrighted 


HERE is a national interest in what effect design 

patent will have upon style in footwear. As the 
situation stands today, those who create, manufacture 
and merchandise distinctive designs can only obtain 
protection against copying and pirating of these designs 
by recourse to the law which permits designs to be 
patented. To do this is to become involved in a long and 
complicated process at some expense. Finally the thing 
has to be thrashed out in court and penalties fixed after 
great expense and litigation. 

A designer of shoes who creates a new model that is 
full of artistic merit is almost certain to meet with 
imitation the minute his product is offered in the mar- 
ket. He hasn’t any control as to the grades in which it 
is to be made up. The best that he can hope for is to 
get a few weeks jump on the trade and then to tell his 
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customers to sell them as fast as possible and come 
again to “the goose that lays the golden egg.” 

Some merchants and manufacturers believe that a 
simple method of design registration will do much to 
clarify the wild creations of styles and will make 
designers more cautious as to where they “find” their 
models. To that end a bill is now before Congress 
termed “The Design Registration Bill’ which will 
afford to producers of design the same sort of protection 
that is now, and for many years has been, afforded to 
authors through the operation of a copyright privilege. 
The contention is that there is equal justification for 
protecting the work of an artist as well as the work of 
an author. Perhaps this bill would raise the standard of 
artistic production and would help to purify business 
practices. There is no question but what it would be 
revolutionary because factories who have heretofore 
had no designing cost to contend with, would be forced 
to buy the rights to reproduce original styles or stay up 
nights with pen and paper, hoping that a stroke of 
genius might attend their extra efforts. 


_—S 
For Better Town Spirit 


HOE merchants are prone to herd together. The 
viewpoint of the dry goods man, the grocer and 
the baker are worthy of a unified merchant contact. 
Every dealer cannot afford newspaper ads or booklets 
but if a section of retailers get together they can turn 
out advertising at a small cost that will be a credit to 
their individual stores and to their organization. They 
can save money by co-operative buying of window 
furnishings; employ a professional window trimmer, a 
porter to wash windows, a secretary who can keep them 
posted on new people coming into the neighborhood 
and who can advise on the financial standing of families 
seeking charge accounts. Some of these associations 
have secured added illumination in their district, 
making it a bright spot in which shopping can be done 
with safety; co-operative sales have been put on that 
helped bring in new faces. 

A glance at labor organizations shows what can be 
done through organization in applying effort to ad- 
vantage and likewise a glance at the situation of the 
farmer shows how little can be accomplished without it. 


, ames gong 
Shoes for a Purpose 


HE Recorder recommends the use of the term 

“shoes for a purpose” as an alternate to the one 
now in vogue of “shoes for occasions.” In fact, one of 
our traveling research men has been giving the idea to 
merchants in cities and towns, large and small, so that 
those who want distinctive slogans can pick one or the 
other and almost invariably they like the directness of 
the phrase “shoes for a purpose.” 
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Artificial Silk Is Firmly Established, Hosiery 
Manufacturers Are Told 


Uniformity of Size and Texture Urged in Its Favor by Speaker 
at Philadelphia Convention 


HAT was estimated to be the largest attend- 

\ \ ance on record was present at the Twentieth 

Annual Convention of the National Associa- 

tion of Hosiery and Underwear Manufacturers, held at 

the Bellevue-Stratford Hotel, Philadelphia, on Wed- 

nesday and Thursday of last week. As usual the con- 

vention was held in conjunction with the Knitting Arts 
Exhibition, staged at the 


Company of America, who spoke at some length on 
the subject of artificial silk. After describing the dis- 
covery and development of artificial silk and the pro- 
cesses employed in its manufacture, Mr. Clarke dealt 

with its use in hosiery and underwear. 
It is difficult, he said, to tell exactly how much 
artificial silk is used in hosiery and underwear, but he 
would estimate it at about 
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Philadelphia Commercial 
Museum. The latter was 
more exclusively technical 
this year than it has been 
in the past, owing to the 
omission of the hosiery and 
underwear styles show, but 
apparently it drew a larger 
attendance of mill men and 
resulted in more business for 
the exhibitors. 


Oppose Change in Name of 
Artificial Silk 


The convention sessions 
were brief, and included little 
except a few formal addresses 
and the election of officers. 
Whether by accident or de- 
sign the subject of artificial 
silk was the dominant note 
of interest on the program, 
and besides listening to an 
address on this subject the 
convention passed the follow- 
ing resolution: 





All the last year’s officers of the National Associa- 
tion of Hosiery and Underwear Manufacturers were 
re-elected for the coming year with the exception of 
the second vice-president, W. H. McLelland of the 
Alden Mills, New Orleans, who asked permission to 
retire. The officers and directors are: 


President, Joseph H. Zens of the United Hosiery 
Mills, Chattanooga, Tenn.; first vice-president, 
Gustave Oberlaender of the Berkshire Knitting 
Mills, Reading, Pa.; second vice-president, Norman 
Thomson, Jr., of the Burson Knitting Company, 
Rockford, Ill.; treasurer, Ernest Blood of the True 
Shape Hosiery Company, Philadelphia; directors, 
Thomas W. Buck of the Thomas W. Buck Hosiery 
Company, Philadelphia, C. F. Dickinson of the 
Minneapolis Knitting Works, Minneapolis, D. F. 
Galbraith of American Textiles, Inc., Bay City, 
Mich., J. B. Lesher of the Unrivalled Hosiery Mill, 
Williamstown, Pa., John Wyckoff Mettler of the 
Interwoven Stocking Company, New Brunswick, 
N. J., F. L. Miller, Jr., of the United Hosiery Mills 
Corporation, Chattanooga, Tenn., W. Park Moore 
of the Hancock Knitting Mills, Philadelphia, Walter 
W. Moyer of Ephrata, Pa., and Rupert O. Aycock 
of the Aycock Hosiery Mills, South Pittsburgh, 
Tenn. John Nash McCullaugh continues as national 
secretary and industrial manager. 








8,000,000 pounds during the 
year 1923. 


How Artificial Silk Has 
Developed 


“Like all. new things,”’ he 
said, “‘its first use in hosiery 
was confined toheavy, coarse, 
cheap and sometimes not 
over-meritorious articles. 
But simultaneously with the 
development of the yarnitself 
came new experiments on the 
part of manufacturers, new 
machinery, the discovery of 
proper lubricating oils, new 
winding methods and all the 
hundred and one little things 
necessary to create a better, 
stronger and more useful 
material. 

“With the progress made 
by your industry in the 
handling of our productscame 
a corresponding demand and 
inquiry for finer and smaller 


“Resolved, that the National Association of Hosiery 
and Underwear Manufacturers go on record as opposed 
to any change in the name of artificial silk, under 
which name its members have been manufacturing 
and selling the article so designated for more than 
twenty years.” 


Association Work Reviewed 


Wednesday morning’s session was opened with an 
address by Joseph H. Zens of the United Hosiery Mills, 
Chattanooga, Tenn., president of the Association, who 
summed up the work of the Association, laying em- 
phasis on its improved financial status and its expand- 
ing service to its members. He was followed by Bertrand 
H. Clarke, vice-president of the Tubize Artificial Silk 


yarns. Thus we see today a rapidly growing need for 
a smaller denier—one which will follow the tendency 
of the times to finer and more delicate fabrics. With 
this end in view our company is specializing in counts 
as low as 60 denier, which can be used alone or in 
combination with silk and the finer counts of cotton 
and worsted. 

“When one stops to consider the enormous growth 
of demand for artificial silk in hosiery one is apt to 
wonder why its use has increased so consistently. The 
first and most apparent answer is unquestionably that 
of price. Reduction in the price of anything always 
results in increased consumption, provided the article 
sold maintains its merit. Through the introduction of 
artificial silk the price of hosiery has been kept at a 
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lower retail value than perhaps any other article of 
clothing. There are other fundamental reasons, how- 
ever, for its tremendous popularity. The question of 
quality must not be overlooked. 

“In the first place artificial silk is a chemically and 
mechanically manufactured product. Each filament is 
spun from a mechanically drawn or drilled hole under 

efinitely controlled conditions, thereby creating a uni- 
wmity of size and texture impossible in the case of 
ature’s product, which comes from worms of vary- 
in size and consequently different sized spinning aper- 
ces. No matter how much care may be used in the 
ection and grading of real silk, the artificial silk yarn 
‘an be made more even and consistently perfect than 
is possible in nature. Therefore, an evener stitch and 
re uniform product results from the artificial ma- 
rial. Then, too, the slight additional luster, with its 
rightness and its deep velvety appearance, lends 
added charm and attractiveness. 


Excellent Combined with Real Silk 


‘A single strand of 60, 70 or 80 denier artificial silk 
twisted with three, four or more ends of 13-15 raw 
produces a more delicate fabric as well as a more even 
stitch and of better appearance than can possibly be 
produced by a similar hose of all silk, except the 
highest grade of yarn is employed, again emphasizing 
the price differential. When combined with other yarns, 
different color schemes and combinations make possible 
an unlimited variety of new and wonderful pieces. 

“In the case of underwear the increased use of 
artificial silk is again fostered by. the low cost of 
material, but the benefits to the consumer from the use 
of our product in the completed garment are much more 
marked. I refer directly to sanitation and health. 
Underwear made from artificial silk, or containing it, 
absorbs perspiration and moisture from the body, 
allowing evaporation to take place, at the same time 
keeping the skin dry and comfortable.” 

Mr. Clarke was followed by Dr. E. H. Killheffer, 
vice-president of the Newport Chemical Works, who 
spoke on bleaching and dyeing of hosiery and underwear. 
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The features of the Thursday morning session were 
addresses by John Leitch of Philadelphia, who spoke on 
industrial democracy, and by Charles Cason, vice- 
president of the Chemical National Bank, New York, 
who spoke briefly on the general business outlook. In 
Mr. Cason’s opinion, whatever hesitation now exists in 
business is chiefly psychological. There are a few un- 
favorable factors in the situation, he said, but these are 
outweighed by the favorable ones, and generally he 
looks for 1924 to be about as good a year in a business 
way as 1923 was. The convention concluded with a 
luncheon, at which the only speaker was Capt. Irving 
O’Hay. 





Standard Method of Measuring Hosiery 
Adopted 


Washington, April 14—The standard method of 
measuring the size of hosiery, approved by the Bureau 
of Standards, consists of placing the ruler on the hose, 
after the hose has been boarded and pressed and appears 
in a flat, unwrinkled condition, along the line in which 
the tip of the toe and the bottom of the heel gore are 
connected, measuring the distance along this line from 
the tip of the toe to the back of the heel to the nearest 
half inch, giving preference to the lower number for the 
hosiery size. 

Through a questionnaire and analysis of the replies 
received, each stating definitely the method of measur- 
ing the size and indicating the application of the ruler 
on the foot of the hosiery, stating the exact position, the 
Bureau of Standards arrived at this standard method of 
measuring. 

The various methods indicated that for any one spéc~ 
ific hose a difference of one full size could be obtained, 
The selection of the standard was based on two consid- 
erations—first, that of the numerical average of the 
different methods reported, and second, the considera-~ 
tion of the manufacture of the hosiery, making the line 
pass through the two most consistent points in the 
hosiery. These two points were selected to be the tip of 
the toe and the bottom of the heel gore. 


On the Next Six Pages—-The Recorder Style Chart 


()‘ the next six pages of this issue, the Boot and 
Shoe Recorder reproduces in graphic form the 
opinions of merchants in all parts of the country 
as to what will be good in women’s shoes during the 
late summer and early fall. 

This information was secured through elaborate 
questionnaires compiled and sent out by Manager 
George M. Spangler of the National Shoe Retailers’ 
Association and was used at the Styles Conference held 
in New York April 7 as a basis for the style report 
published in the April 12th issue of the Recorder. 

The detailed information contained in these ques- 
tionnaires, however, is too important to neglect. For one 
thing, these questionnaires show clearly the fact that 


no one style can be said to “blanket” the country, 
One type, or one leather or one color may rule in one 
section — an entirely different type, material or color 
in another. This emphasizes the importance of being 
guided in your purchases both by the style report 
and the needs of your local community as you see 
them. 

In the left-hand column you will find the name and 
address of the merchant who answered the ques- 
tionnaire. Reading straight across the two pages will be 
found his answers to the questions of what’s good in 
lasts, patterns, materials and colors in conservative 
welts, fashion welts, sport welts, conservative turns and 
fashion turns—six pages of valuable data. 
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Get More Shoes 
Sol Right 
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Devoted to the Interests of that Great Army of Workers 


N | APOLEON lost the Battle of Wa- 
terloo and hence his crown, ‘his 
property, his family, and finally 

his life, because one of his generals failed 
by a few minutes to do his duty, which 
was to intercept and hold in abeyance the 
army of General Blucher, marching to re- 
inforce Wellington. 

History is replete with countless inci- 
dents of loss, defeat, chagrin and misery, 
because somebody was late. The best-laid 
plans are useless when somebody goes to 
sleep on the job. Progress is the fruit of 
Time, and Time waits for nobody. 

Time is one of the few things that is 
given free to everybody, rich and poor, 
high and low. It is the base metal that all 
can transmute into gold. It is the one 
thing that when lost can never be found 
again. It is the stuff of which Opportunity 
is made. It is the army that never retreats. 
It is the friend of all who know and 
appreciate it, and the deadly enemy of the 
slothful. 


Time Has Its Own Rewards 


Now Time has its own rewards—given 
to those who know how to use it. It says 
to us all: “Use me right and you shall be 
happy; misuse me and pay the 
penalty.”’ So Time divides itself os 
for us—Time for business, not a 
moment lost; Time for play, in 
abundance, when we have 
obeyed the business division; 
Time for rest, well earned. The 
ablest man in the world is no 
better than the most iacom- 
petent, unless he uses his talent 
on lime always. 

Time is not, it seems, our 
very own, especially at business. 
We owe to this King a real 
allegiance. It isn’t wholly that 
we owe our concerns the full 
measure of every minute, for, 
while that is true, nevertheless, 
when we cheat Time in business, 
we cheat ourselves. It isn’t a 
question of so many hours, 
either—no man ever achieved 








Edited by ARTHUR L. EVANS, A.M. 


President of the Retail Shoe Salesmen’s Institute 





Problem No. 2 


The Recorder will give a two-year 
subscription to the retail shoe sales- 
person who submits the best answer 
to this problem: 


When Is a Shoe Correctly Fitted? 


There will also be a second prize 
of a one-year subscription for the 
next best answer. Send your answers 
to this problem to the and Shoe 
Recorder, Editor Retail Salesmen’s 
Department, 207 South Street, 
Boston. 


The reward will be made wholl 
on the basis of the ideas rocbcore: | 
regardless of spelling, ‘ammar, 
punctuation or penmanship. The 
winning letter or article will a pub- 
lished in this department. 











punctuality—these are the ordinary evi- 
dences of a proper use of our Time in 
Business. On the dot in the morning, after 
lunch, all the time. This means reliability, 
one of the essential rungs in the ladder of 


Which Personally Serves the Public 


Promptness in business means golden 
hours for play, recreation, rest! 
A. L. E, 





Some Sales-Building Sug- 
gestions 


When you can consistently do so, ask 
customers for the name or names of some 
of his or her family or friends who might be 
interested in our shoes and service. Tell 
them just what you want these names for. 
When you get these names make it your 
business to see that these people are 
invited to come to the store—either by 
letter, telephone, or perhaps a personal 
call, using the name of the customer who 
gave you the name, as an introductory 
wedge. When you think it is wise to do so 
ask your customers to put in a word with 
the people they suggest. You will find 
many customers willing to do these things. 
Have a memorandum book of cards in 
which to write down these names at the 
moment you receive them. 

Another idea: Let each one of you make 
a list of people whom you know personally, 
and who are not now customers, and who 
ought to be. Then go to each of 
these as fast as you can, tell 











them about your splendid foot- 
wear and see to it that they do 
come to the store! There are 
many people in your town that 
you can get hold of in this way. 

Be sure to have plenty of 
business cards with you at all 

_ times. Give each customer three 
or four and ask them to distrib- 
ute these to their friends with 
an invitation to visit you. 
Don’t just think about doing 
this, but, starting tomorrow. 
DO IT! 

Shall we ever be on the watch 
for new ideas on salesmanship? 
Read every article on this sub- 
ject in search of practical sug- 
gestions. The mind grows and 

€ improves by what it feeds on. 

Let us give it good food and 











success by any mere measure of 
hours. Promptness, alertness. 


Which Salesman Would YOU Patronize? 


plenty of it. 








i. 
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Wet leather, good or bad, will not stand 
more than 120°Fahrenheit without damage. 
One American shoemaking machine cost 
»ver one million dollars in experimenta- 
tion before it did a bit of real work. 





Self-Analysis Questionnaire 


1. How many times have I turned over 
‘ustomers? 

2. Did the salesman who took the cus- 
tomers always make sales? Did I find out 
neach case just what happened, and how 
ind why, so that I could profit by the 
acident? 

3. If I did not give the fullest measure of 
my service at any time, what was the 
‘ause? Was it my health? Or was I upset 
ihout anything? Or was I carrying a 
zrouch? Have I removed the cause, what- 
‘ver it was? 

4. Have I consciously made an effort to 
-ell each and every customer more than 
me pair? Has this always been in my 
mind? What arguments, ideas, incentives 
» methods did I employ to this end? 

5. Have I had any ideas for the better- 
ment of this business that I have failed to 
zive to. the management? 

6. Have I really tried to think up ways 
of getting more customers into the store? 
Have I tried, actually tried, to get them 
here? 

7. What is in my mind and heart, NOW, 
to help increase the business and prestige 
of the store in the future? 


Extra! Extra!! Extra Pair 
Sales!!! 

How many of us are selling more cus- 
tomers EXTRA PAIRS? 

You can sell one customer two pairs of 
shoes in two-thirds the time that you can 
sell two customers one pair each. 

You can sell one customer three pairs of 
shoes in one-half the time that you can 
sell three customers one pair each. You see 
that this is so because you meet, seat, 
serve and say good-bye to a customer just 
once, whether one pair or more is sold. 
Now, how can we sell more customers 
extra pairs? 














the Names and 


Keep a Record 
Your Customers 


Addresses of 
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Winner of the March 
Problem Contest 


Dale J. McCreary of the Walk- 
Over Boot Shop, Springfield, Ohio, 
submitted the best answer to the 
March Problem, ““Why, When and 
How Should a Customer Be Turned 
Over to Another Salesman?’’ He 
receives a two years’ subscription. 

Paul C. Smith, with E. P. Elitharp. 
Watertown, N. Y., wins second prize, 
a one year’s subscription to The 
Recorder. 

Honorable mention to replies 
from Ralph S. Keyes, Portland, Me.; 
Edward J. End, Oil City, Pa.; F. L. 
Fortin, Central Falls, R. I.; M. C. 
Goodrich, Pontiac, Mich.; Geor; 
H. Rosenblum, Newark, N. J.; 
Richard B. Goldsmith, Wau . 
Wis.; G. A. Spraley, Dayton, Ohio; 
Clarence R. Hahn, Wilkes-Barre, 
Pa.; Frank J. Conway, St. Joseph, 
Mo.; Charles F. Eaton, Yonkers, 
N: Y. and G. Earle Hoffer of 
Bellefonte, Pa. 


Mr. McCreary’s article follows: 
In the par- 
lance of the 
day, turn over 
your customer 
the minute she 
gets on your 
nerves. 


If you donot 
know the stock 
and have 
shown four or 
five shoes with- 
out arousing 
any interest in the customer, tell her 
that Mr. So and So knows the stock 
better and can serve her better. Al- 
ways introduce the second salesman. 

If you do know the stock the only 
time for a turn-over is in the early 
om of the sale, either when she 

as “‘got on your nerve’ or you see 
you are not making any progress. 
Then call the manager (or one 
delegated to take turn-overs) over 
to the customer. Then say, “Mr. 
Manager (use proper name) this 
lady wishes something in a gray 
slipper. Perhaps you can find just 
the right style for her. There may 
be something in stock that I have 
overlooked.” Let the customer hear 
this talk, then let the manager sit 
down, ascertain the size of the foot 
and engage in conversation. Then 
you leave. 

In turning over a customer see 
that all the shoes, or nearly all, you 
have shown her are put up in the 
boxes. 


Never turn over a customer after 
you have had her half an hour and 
shown her all the shoes you have. 
You don’t leave anything for the 
next man to start on. Your customer 
is worn out and the second man 
can’t get anywhere with her. She 
goes out saying, “Well, they try to 
make you buy in that store. Next 
time I'll go somewhere else.”” Thus a 
bad impression is created. A turn- 
over should be made so that it will 
not impress the customer that you 
want to make her buy, but rather 
that you want to serve her better. 
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By giving real THOUGHT to the 
problem. 

By seeing to it that a real effort is made 
to sell EVERY customer extra pairs. 

By remembering the things that brought 
about extra pair sales and APPLYING 
these things with intelligence. 

By analyzing each failure to sell extra 
pairs and finding out the real reason for 
failure and not be floored a SECOND 
time for that reason. 

Why shouldn’t customers buy extra 
pairs? There are a hundred reasons why 
they should do so—it’s up to you to have 
these reasons and arguments and sugges- 
tions on the tips of your tongues, ready for 
use at the proper time, and in the proper 
way. 

Extra pair sales mean more money for 
you. 

Extra pair sales mean better business 
for the store—one of the greatest possible 
means to help build the business for the 
firm and for yourselves. 

Double sales are now the order of the 
day. Bear this in mind with every cus- 
tomer. Tempt each one with different 
extra styles—bring to bear the great 
power of suggestion and the other ideas 
that we have heretofore discussed to help 
extra sales. 


Friends in Business 


In the busy whirl of every day activity 
we all find time to remember that we are 
not only co-workers in the organization 
but friends, interested deeply in all that 
concerns our individual happiness. We 
rejoice in all good that comes to each one, 
and have a sympathetic place in our 
hearts for all that happens otherwise. 
May we all, first, be well and strong, then 
prosperous and thoroughly happy—in our 
work—in our play—in the store and in 
our homes and elsewhere. 


Bedford and Vail 


A. C. Bedford, President of the Stand- 
ard Oil Company of New Jersey, says: 
“The first promotion I attribute to my 





No Time Lost During Business 
Hours anne More Time for 
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Never — a Customer Waiting 
One Minute Longer than 
Necessary 


willingness to do and strive to do more 
than was expected of me and to the insight 
I thus obtained into business methods. 
This gave me a grasp and a vision such as 
the average clerk too often fails to culti- 
vate because of his machine-like perform- 
ance of allotted tasks.” 

Theodore N. Vail, President of the 
American Telegraph and Telephone Com- 
pany, said: “I was never unwilling when 
young to do another man’s work. I was 
always fond enough of detail to thoroughly 
master what I was undertaking and then 
hated detail enough to not bother with it 
when I got to the treatment of the general 
subject.” 


Stock Preparedness 


It is a great help to your daily work to 
have all sizes of all styles well and pro- 
portionately represented on the floor 
every day, before the day’s selling gets 
under way. 

It is up to you, each of you, to see that 
this is done. The time to do it is well before 
the time that customers begin to come in. 
After that, it is too late—you need every 
minute of your time on the floor. 

When a size is out of floor stock this 
means loss of time—not only your time, 
but, even more important, the CUS- 
TOMER’S time. 

When you get that far along in a sale, 
it’s bad business to halt. This makes a 
break that the customer doesn’t like and 
affords opportunity to take his or her 
mind off the target and you stand a 
chance to lose out entirely. Besides, it 
makes a bad impression upon the cus- 
tomer, who is likely to think something is 
wrong, or perhaps the good work that you 
have done thus far in creating a desire for 
that particular shoe will all be undone and 
you will have to begin all over again on 
some other style. 

It’s just as much a part of good sales- 
manship to see that your sizes are all in 
place ahead of the needed time as it is to 
create good-will by proper fitting and the 
other details of service. 

Now, let everyone see to it, every day, 


BOOT AND SHOE RECORDER 


al the right time, that the floor stock is put 
in proper place so you will lose no time on 
sales, or customer’s good-will or patience. 

None of us can afford to waste the 
precious minutes, especially in the day’s 
or afternoon’s work. 

The stock always needs some attention, 
and it is the part of wisdom and prepared- 
ness to be on hand a little ahead of time in 
order to have everything ship-shape on 
the dot. “A word to the wise——.” 

“If you want anything very much, you 
must concentrate, and then act from the 
sphere of your concentration.’’—Goethe. 

“Nothing great is ever accomplished 
without enthusiasm.”—William Wrigley. 

“Be on fire!” —Carlyle. 





Says Customer Should Never 
Be Turned Over 
This department has a letter on this 


problem from a gentleman who is not 
eligible for the prize, since he is a traveling 











salesman, but what he says is so interesting 
that we shall reproduce it: 

Dear Sirs: 

As a salesman for the O. A. Miller 
Treeing Machine Co., of Brockton, Mass., 
I feel that I am somewhat in a position to 
say something as to’““Why, When and How 
should a customer be turned over to. an- 
other salesman.” 

Selling, or salesmanship, is based upon 
four principles, which from the psycho- 
logical standpoint should be strictly 
emphasized. These four points are as 
follows: First, to get the atlention of your 
prospective buyer (window display); 
secondly, to get him interested (style of 
shoe); thirdly, to arouse his desire for a 
particular shoe; and lastly, his decision 
(either to buy, sign the contract, etc.). 

When a customer enters a retail store he 
is partially sold because his al‘ention and 
interest have brought him in. And it is up 
to the salesman waiting on-this customer 
to sell him by satisfying his desices, either 
by appealing to the man’s reason, backed 
up with suggestions, or to his subcon- 
scious mind (sentiment, etc.). 
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The average salesman does this whether 
he has a knowledge of the psychology of 
salesmanship or not. And he is following 
some, if not all, of the principles in his 
selling life. 

It is only when a store is in a local 
district where most of the people are 
illiterate and looking for cheaper mer- 
chandise that a salesman should turn over 
his customer to another salesman. 

In some cases, stores have what some 
salesmen call cranks comiag in and this 
type of customer can be handled the same 
as the other if the salesman is on the alert 
and plays oa his words, trying to get under 
this customer’s skin via his hobby, etc. 

In conclusion, let me say that a cus- 
tomer should never be turned over to 
another salesman, because 

1. It makes the customer think that the 
salesman doesn’t know his business. 

2. It wastes time. 

3. Nine out of ten times the customer is 
not sold. 

4. Another salesman may suggest, viz., 
“Mr. Jones, did you show the gentleman 
style No. 341, etc.,” but not wait on 
customer. 

These points have stood out in my daily 
observations in calling on retail shoe 
stores. : 

Appreciating your splendid articles in 
the Boot and Shoe Recorder, always believe 
me to be 

Very truly yours, 
Irving L. Greenberg. 


Do you agree or disagree with his 
conclusion that a customer should never 
be turned over to another salesman? 

Write to the Editor of this Department 
your views on Mr. Greenberg's opinion on 
this point. ? 





Stick . 


“The more I dig into the lives of men 
who have accomplished big things,” says 
B. C. Forbes, “the more convinced I am 
that one of the most essential qualities of 
all is stick-to-itive-ness. There have been 
periods in almost every self-made man’s 
career when he had every temptation to 
give up, when it appeared as if success 

















Think Up Ways of Luring Cus- 
tomers into the Store 
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would never come, when the only thing 
left seemed to be to give up.” 

Among those whom Forbes mentions as 
having been tempted to quit are: Eastman, 
Frick, Woolworth, Westinghouse, Ford, 
Vail, Willys, Patterson and Edison. 

“But each determinedly held on and 
u'timately won out.” Let’s stick! 





A Sales Argument 


Say this to your customers, should 
occasion arise: 

“Even experts have difficulty in judging 
leather by surface indications. Your best 
reliance is in the integrity and reliability 
cf your dealer, who, in turn, depends on 
the honesty and reliability of his manu- 
ficturer. These shoes are made by an 
honest, reliable manufacturer and sold to 
you by an honest, reliable dealer—both 
giving you complete satisfaction at lowest 





Business Foundation is Good 
Faith 

We shall make good business men when 

we practice the Golden Rule in business— 


knowing as we do that society in general 
rests upon the observance of good faith. 





Live Your Religion 


No man is honest at heart until he 
examines himself to see if his motives and 
actions square with this divine command, 
which is just as binding as, “‘Thou shalt 
not steal” and “‘Thou shalt not bear false 
witness against thy neighbor.’’ Then he 
lives his religion, and religion is the 
strength and support of our moral, social 
and business life. 

If these qualities are developed by 
religion, then religion of the Power of God 
within us becomes the greatest hidden 
force in the social, industrial and com- 
mercial world today and should control 
our every act. This unseen power with 
which God has endowed us represents the 
same hidden source of strength and 
achievement, when rightly used, as the 
power of gravity and electricity that we 


















Read Every Article on Shoe Mer- 
chandising and Style 
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L| Anos TTT 
Tell Them About Your Splendid 
Shoes 


are daily enjoying. The development, by 
practical use of the moral and spiritual 
forces within us, would create a vitalizing 
power in the hearts of our people and thus 
make better the very business in which we 
are engaged by simple good faith each to 
the other.—Oliver M. Fisher, Pres. M. A. 
Packard Co. 


“Walk and Be Healthy” 


Dr. William A. Brady says: 

“No one can keep fit or do his best in 
work or play, religion or crime, without 
absorbing at least two miles of oxygen per 
diem on the hoof. Too many people 
imagine they can get along without the 
oxygen, but they find sooner or later that 
it is impossible. This pandemic of foot and 
mouth disease which is turning such large 
numbers of otherwise useful individuals 
into the inefficient nonproducers must be 
broken or the race will surely make a sad 
and early finish. We are stuffing entirely 
too much energy into our mouths and 
letting out entirely too little through our 
feet. The mixture is too rich. More oxygen 
is absolutely essential to save the machine 
from premature senility. 

“The only way we can advantageously 
absorb more oxygen is through that hate- 
ful, obsolete and utterly vulgar rite called 
exercise. Exercise, exercise without stint; 
exercise without restricting clothing; exer- 
cise without restraining notion of dignity 
or style, and particularly exercise to the 
point of real perspiration, honest human 
sweat. That is the way to absorb a little 
more oxygen and burn up your troubles. 
It puts sudden crimp in autointoxication.” 








Yours! 


Let us repeat:—The success of your 
store is squarely in your hands. Yours is the 
final effort, the consummation of all plans 
and hopes. You make the business. You 
meet and know the customers. You greet, 
serve and send them away, satisfied, not 
only that they have purchased good shoes, 
but enthusiastic over the true fit and the 
perfect courtesy and service that you have 
rendered. 

We cannot stand still. We go FOR- 
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WARD! Forward in the quality of fitting 
and all forms of service. Forward! Making 
friends for the shoe, for the store, for 
yourself. None of us is so good that no 
improvement is possible. Ever better 
service, ever better business—that should 
be your aim. 





Shoes the Result of Co-opera- 
tion 

Some of the expert operators whose 
united efforts produce your footwear are: 
last moulders and makers, pattern design- 
ers and makers, upper leather cutters, 
stitchers, skivers, treers, lasters, markers, 
last pullers, welt beaters, channel openers, 
channel layers, stitch separators, ironers, 
lacers, buttonhole makers, button fasteners, 
sole layers, sole trimmers, sole levelers, 
edge trimmers, edge setters, rough 
rounders, heel makers, heel breasters, heel 
trimmers, heel finishers, bottom finishers, 
welt sewers, tip fixers, eyelet makers, 
lining cutters, sole cutters, packers, 
inspectors, shippers, etc. Then there are 
sheeling, perforating, pinking, punching, 
assembling, wiping in, pulling over, 
stapling, clicking, lipturning, etc.—there 
are literally hundreds of skilled operations 
on shoes, after the raw material has been 
gathered from every country on earth.. 





Resultful ACTION is the fruit of good 
THOUGHT. Ideas come from stirring up 
the mental processes, by hard thinking 
and thinking. Feed your brain with facts 
and opinions, wherever you can pick them 
up. Your brain will take this material and 
churn it about and mix it up with your 
past experience and previously acquired 
knowledge and bring forth a new set of 
ideas. That’s the way you'll grow mentally 
and help your business and yourself. 





“The real price of labor is Knowledge 
and thou shalt be paid for what thou hast 
done.””"—Ralph Waldo Emerson. 





“As a man thinketh, so is he.” 
“Seek and ye shall find.” 
—The Bible. 






























Among Things to Tell Your Cus- 
tomers Is That Wet Leather Won’t 
Stand More Than 120 Degrees 
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Business Conditions Fundamentally Sound 
Wholesalers Are Told 


Plenty of Money, but Industries Not Properly Balanced 


Boston—A luncheon-meeting of unusual interest was 
held by the New England Shoe Wholesalers’ Associa- 
tion at Young’s Hotel, April 9, the event bringing out a 
large attendance of members and invited guests. Vice- 
President John G. Magaw presided over the proceed- 
ings, which included discussion of several matters of 
interest to the wholesale shoe trade. 

Secretary Thomas F. Anderson gave an informal 
report covering general trade conditions, incidentally 
announcing some of the “high lights” of the Joint Style 
Conference, held in New York, April 7. He urged the 
members to boost the campaign in behalf of ““The Right 
Shoe for the Occasion,” and also the annual “Boston 
Show,” to be held in Mechanics’ Building, July 14-17. 
Incidentally, he quoted the opinion of several trade 
leaders that the function of the shoe wholesaler seems 
likely to become more important than ever in view of 
the evident intention of the retail merchants to continue 
their present policy of ordering supplies in small quanti- 
ties and frequently. 


Bank to Collect Trade Statistics 

Charles F. Gettemy, assistant federal reserve agent 
at Boston, was then introduced, and explained the plan 
of the Federal Reserve Bank of Boston to collect and 
distribute monthly statistics of current business condi- 
tions in the wholesale shoe trade of New England. 
Robert A. Warren, who has direct charge of the Federal 
Reserve Bank’s statistical work, explained in detail the 
plan as applied to the wholesale shoe trade and had no 
difficulty in convincing his hearers that these monthly 
reports will be of inestimable value to the industry. 

Following this a most enlightening talk was given by 
E. P. Tuttle, of The Atlas Shoe Co., Boston, President 
of the National Association of Credit Men. Mr. Tuttle 
carefully analyzed the existing depression in the shoe 
industry of the country, remarking in passing that the 
clothing business is suffering from an even more pro- 
nounced dullness 


Fundamental Business Conditions Sound 

To the general tendency of the public to invest its 
money in automobiles and radio sets, which at the same 
time makes the individual less thoughtful regarding his 
attire and less likely to wear out shoes, Mr. Tuttle 
ascribed most of the present difficulty. There are, he 
said, at the present time 200,000 Massachusetts people 
alone who are involved in the $5 a week payment auto- 
mobile plan. The automobile, in fact, has changed the 
entire character of our national life, and not only has 
had effect on the wearing out of shoes, but will continue 
to have such effect. 


In referring to the 1923 production of 351,000,000 
pairs of shoes, Mr. Tuttle said that one important factor 
in this abnormal output is the ambition of two or three 
very large manufacturing concerns to make the biggest 
“record.” 


Business conditions throughout the 
United States, as disclosed by the investi- 
gations of the National Association of 
Credit Men, are fundamentally sound, 
however, said the speaker. There is plenty 
of money in the country but our indus- 
tries are not properly balanced at the 
present moment. 


George W. Bliss, of Bliss-Richardson Co., Portland, 
Me., was elected president of the association. Mr. Bliss 
has for some time been one of the most active spirits in 
the organization. The other officers of the association 
are as follows: 

Vice-President, John G. Magaw, Hood Rubber Prod- 
ucts Co., Boston; secretary-treasurer, Thomas F. Ander- 
son, Boston. 

Executive Committee—A. H. Rich, A. P. Tapley & Co., 
Boston; Frank F. Nitchie, Hamilton-Brown Shoe Co., 
Boston; Byron S. Watson, Greene, Anthony & Co., 
Providence, R. I.; E. Walter Smith, H. E. Smith & Son, 
Inc., Worcester, Mass., and Stanley M. Lane, Lane 
Bros. Co., Boston. 





Cancellation an Economic Waste 
(Continued from page 44) 


Effort Must Be Honest 


It is a job, however, which must be undertaken with 
individual determination to win out. Organization 
simply provides the means of mobilizing forces to do 
the work, but unless there is absolute honesty and 
sincerity on the part of those who participate in the 
effort, there is little reason to hope for success. 

As already stated, both the signs and the times are 
propitious for the passing of both of these evils at least 
in their cruder forms. This is apparent in many lines in 
the setting up of codes of better business practice, which 
will gradually be observed, as those who consider them 
realize that the right way is the better way and, further- 
more, that while “putting one over” may seem imme- 
diately profitable, it is inevitably a losing game. Good- 
will in business is not built in a day, but there is no 
asset comparable with it as an insurer of legitimate 
profits. 
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When You Buy a Twelve-Pair Lot— Where 
Does the Money Go? 


(= /=i= = hn =n) 
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You sell eight pairs 


to pay the manufacturer’ bill. 


night’s party that put the crimp into things; it 

was the next morning’s hang-over that took the 
joy out of life. Today the party part is the buying. Lots 
of pretty shoes, lots of sensible shoes, lots of shoes that 
look good from every angle in the sample room, are 
carefully selected and bought. But when the case is 
opened, do the birds begin to sing or do you ask your- 
self the original question, ‘““Was I drunk when | bought 
them?” The hangover part immediately becomes our 
Old Man of the Sea—Mr. Willie Turnover. 

For argument’s sake let us take that last twelve-pair 
lot of shoes you bought. They cost $6 a pair, or $72 for 
the lot. A 33% per cent retail mark-up makes the retail 
price $9. Now you are obliged to sell eight pairs at $9 
to pay the manufacturer. Naturally, the first eight pairs 
sold out of a twelve-pair lot are the best sizes. The next 
three pairs and part of the fourth will pay your over- 
head, but the line is well broken, and these last four 
pairs are presumably harder to sell. Your actual net 
profit is found in the sale of the last remaining pair. 

Assuming that your expenses are 30 per cent, a fair 
average, and every pair was sold out at the full price, it 
will figure out this way: 


12 pairs sold at $9.. , 
8 pairs sold at $9 (cost of merchan. ) $72.00 
30 per cent cost of selling 12 pairs. $32.40 
$104.40 


$3.60 


This $3.60 represents a total.grand profit of 3.3 per 
cent. Harvard tells us the average shoe merchants did 
not make any profit for 1922. It looks as though Har- 
vard was right for how often can you sell out the 
last pair at full retail price? 


B ACK in the old days B. P., it was not so much the 


$108.00 


Net profit 





Out of four ° you pa 
all pene: etc. y 


12 pairs sold at $10 $120.00 
7.2 pairs sold at $10 (cost of mer- 
chandise). . 


30 per cent cost of oclling 12 pairs. 


$72.00 
$36.00 
——— $108.00 


$12.00 


Here the net profit is is 10 per cent, provided all are sold 
at the full price. Looks better on paper, but doesn’t 
always work out that way. Each store has its own in- 
dividual problems to work out, each one different from 
the other, due to the human complex of thinking “I am 
different from the rest.” 


Net profit now is. 


But the law of the last four pairs holding the 
key to the profit situation is an established one. 
Many years ago, the keen, analytical mind of 
George E. Keith worked out this principle in days 
when the shoe trade did not have the perplexing, 
rapid style changing conditions of today. 


Remember the Last Four Pairs! 


When you buy a line, ask yourself, ‘Can I sell out 
clean at full retail price?’ The chances are 25 to 1 that 
you cannot. Your past experience, the odds and ends on 
your shelves tell you that it is not possible to be a 100 


’ per cent buyer. 


Keep your eye on the ball. That last four pairs means 
they have got two and three on you. The bases are full. 
Every ounce of strength is needed for the wallop to put 
the ball over the fence. Ready for the swing? Can you 
do it? A home run or the showers. The showers here 
mean one of those neatly typewritten notices on the 
front door ‘‘Closed by order of the court.”’ It’s the home 
run we want. 

In “keeping your eye on the 





If you could, Dollar Days, trad- 


ball” it is necessary to consider 


ing old stock for land, and “Free, 
take them away if you can wear 
them” stunts would never appear. 

Suppose you mark the shoes up 
40 per cent. This is what you will 
get: 





Sing a song of siz per cent 
Taken in your p 
Four — ‘ewerily style shoes nailed in a 


When th the case was opened 

The styles began to slump 

What an awful howl arose around our 
dump. 








several elements entering into the 
problems of retsil shoe merchan- 
dising. Most of all, exercise good 
judgment in your buying—then 
you're headed in theright directioa. 
Remember the last four pairs! 
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No Persecution of Trade Associations 
Under New Attorney General 
(Continued from page 47) 
processes in order to reduce the costs of production. 
The contribution of the Department of Commerce to 
this movement has been a ceaseless war on waste. Mr. 
Hoover has said that 69 per cent of the operations of 
the clothing industry is consumed by waste; that in the 
textile industry this amounts to 49 per cent and not 

less than 29 per cent in the metals trades. 

To eliminate this, the Commerce Department has 
enlisted the co-operation of the various trade asso¢ia- 
tions. Their contribution has been to gather data about 
the production, prices on closed transactions, distribu- 
tion, etc., for their own members and the department, 

The ruling of Mr. Daugherty seriously interfered 
with this. If it did not end it altogether, it was because 
the associations hoped for a reversal of the ruling in a 
court test. The decrees in the tile and cement cases were 
without binding effect as precedents because they were 
consent decrees. The whole matter is now open once 
more and is up to Mr. Stone. 


May Follow Lead of Roosevelt 

The up-shot of it probably will be a repetition of the 
famous dictum of Theodore Roosevelt, distinguishing 
between good trusts and bad trusts. We shall very 
likely learn that there are good trade associations and 
bad ones; or better still, that trade associations have 
their good uses and their bad uses; that when they are 
getting together secretly to fix prices, hold down pro- 
duction below the public’s needs and ration out their 
customers among themselves, they are bad associations; 
but that when they are searching their methods for 
wasteful operations, gathering information for their 
own and public use and. in the study of their problems, 
generally throwing light upon the dark places of trade, 
they are good associations rendering a public service. 





Trade Conditions Show Improvement 


New York, April 8.—A message of optimism on the 
general outlook in the shoe trade was brought to the 
April monthly meeting of the Retail Shoe Dealers’ 
Association of New York at the Cafe Boulevard today 
by Everit B. Terhune of the Boo! and Shoe Recorder. Mr. 
Terhune, with W. W. Wilson, of Rice & Hutchins, 
Boston, were the guests of the association at the 
meeting. 

Mr. Terhune asserted that the shoe trade has been 
unduly pessimistic for some time past, but that actual 
conditions are better than they were a year ago. 
“Although it takes a vast amount of courage to make a 
prophesy about future business,” he said, “I feel that 
business during the last seven months of this year will 
be about like the first seven months of last year. 
Employment is large and high wages are here to stay. 
Fundamentally, conditions are sound.” 

He asserted that the retail shoe merchants of the 
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country, like retailers in other lines, have educated the 
public to wait for special sales. He also expressed the 
hope that in the trend toward plainer styles the trade 
would not go so far as to return to the too simple styles 
of eight or ten years ago. 

Plans were laid for the holding of a quarterly dinner 
of the association on May 6. The question of protesting 
against the action of some of the downtown whole- 
salers in selling shoes at wholesale prices to firemen and 
policemen was taken up and it was decided to protest 
directly to the wholesalers who have been doing this. 
Jesse Adler, president of the association, presided at the 
luncheon and meeting. 


Officers Shoes Needed 


Washington—Bids have been asked for by the Quar- 
termaster-General of the Army on 10,000 pairs of shoes. 
The proposals will be received by the commission 
officer, Philadelphia Quartermaster Intermediate De- 
pot, 21st Street and Oregon Avenue, Philadelphia, Pa., 
until May 5, when they will be opened. 

The schedules call for 6,000 pairs of officers’ calf, 
mahogany, full vamp shoes with tip and box toe, rang- 
ing in sizes from 5 to 12. 

Proposals are also asked for 4,000 pairs of officers’ 
shoes, calf, russet, full vamp with tip and box toe. 

The War Department desires delivery before June 30, 
and bidders must set the dates and quantities of first 
and subsequent deliveries that they will be able to 


make. 
To Hold Legal Night 


The Wholesale Shoe League of New York will hold 
its twelfth annual banquet at the Hotel Astor on Tues- 
day, April 29, at 7 P.M. 

This organization has become the foremost leader in 
credit and adjustment circles in the Metropolitan dis- 
trict and will have as its guests on this occasion, Judge 
Edwin L. Garvin, of the Eastern District of New York, 
and Judge John C. Knox, of the Southern District of 
New York, who will discuss various phases of commer- 
cial matters coming before these courts and probably 
will discuss the effort to create better administration in 
bankruptcies in these districts. Dr. B. M. Anderson, 
Jr., economist of the Chase National Bank, will also 
address the members on present conditions. 











Trying to Standardize Hosiery Box Sizes 

Washington, April 14—Standardization of hosiery 
box dimensions is being undertaken by the Bureau of 
Standards. It is estimated that a reduction of 76 to 83 
per cent of the present sizes will result from the adop- 
tion of these standards. A new method of packing men’s 
hosiery is advocated which will make a more presenta- 
ble package and result in an additional saving of space. 
Hosiery boxes in use at the present time have been 
found by the bureau to be wasteful as to size and more 
breakable than is practicable. 





























The Beauty 


of | 
(edar (Uff 


Satin 


y ABOVE ILLUSTRATION is used with the permission of 
A.M.Creighton, Lynn, Massachusetts—manufacturer of the 
famous Creighton Line of Fashionable Footwear—and an 
enthusiastic user of Black Cedar Cliff Satins. The Cedar Cliff 
model here shown is typical of the attractive spring styles 
carried in stock by Creighton. 
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Stock Black Cedar Cliff Satin Shoes 
with Confidence-- 


for the Hoszery of the. Mode ‘Demands 
“Black Satin Footwear 


-_ PART Of the scheme of clothes must be 
brought into harmony. Just at present, the control 
of style in footwear has been largely transferred 
to the color of hosiery. 

And black satin is the safely contrasting shoe 
material whose popularity is sweeping the country, 
and will continue to sweep it for some time. 
CedarCliff Satin Footwear is a large part of this vogue 
—for its durability and permanent lustre make it a 
safe buy for both merchant and customer 


Ne CEDAR CLIFF 
SILI. COMPANY 


251-255 FOURTH AVE. 
NEW YORLIC 


CEDARCLIFF 


PURE DYE 


SHOE SATINS 
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IRST IN ITS FIELD 


“No Chiffon 
. w Like 
BLUE EDGE Propper 


HOSI E RY Blue Edge” 


*A DISTINCTIVE PRODUCT”’ 


The public’s appreciation of a distinctive product, devoted 
exclusively to highest standards of quality and style has made 


“PROPPER” 


AMERICA’S FOREMOST 
CHIFFON STOCKING 


The merchant’s recognition of a hose’of character and qual- 
ity is the fundamental reason for the growth of this business. 


Propper Silk Bosiery Mills, Ine. 


MANUFACTURERS OF FULL FASHIONED SILK HOSIERY 
Mills at Elmhurst, L. I. and Long Island City, N. Y. 


New York Office and Salesrooms, 276 Fifth Ave., N. Y. 


E now make this announce- 
ment to’ acquaint the pub- 
lic and the trade in general with 
i: the fact that our new mills have 
HF increased their production to 
Ss eer such a point that we can now 
Roms properly accommodate. the great 
2 iw national demand for Propper— 
America’s foremost _— chiffon 

Stocking. 
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LADIES FINE TURNS EXCLUSIVELY LADIES FINE TURNS EXCLUSIVELY 








ADAINE 


AN EXEMPLIFICATION OF SIMPLICITY IN 
KEEPING WITH THE LATEST STYLE 
TENDENCIES IN WOMEN’S WEAR. 


eR AEE ULLLULLL ILLIA AULLULLLUU SELLS gz 


TRAVASO SAOE ComPpaANy 


MANUFACTURERS 


1908 LOCUST STREET SAINT LOUIS 






























































| ALONG PERILOUS PATHS WE GO HAND IN HAND WITH FASHION 
ee eee MUNel MeL el esol iii ui 


LL ee celine titi 





















































HERE is your answer to volume sales and In Stock 


satisfied customers. IN 6 STYLES — NOW 


WEBER (union made) shoes, with all that . 
their established reputation means, to retail This one at $3.50 


at $5 to $7.50. 


Beyond the six styles we have in stock are 
many,others which we can supply to order in Oram 
four weeks. 


Weber Bros. Shoe Co. a 


NORTH ADAMS, MASS. Pokies wing! 
New York Office, H. Harris, 1328 Broadway, Marbridge Building on request. 


Last, Single Sole, 
Half Wingfoot 
Heel 
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GITY’KID 
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The following SCHERER colors 
are also most popular for Spring 
and Summer Footwear 








Color 42 
ATREDALE 
Color 5 
MANDALAY 
Color 4o 
RACQUET 
Color 23 
ORIENTAL‘ PEARL 


Color 2 


BOMBAY 



















‘A " ales andmost ‘i 
 Wewill be glad 
Lo Submit samples 


Oscar Scherer & Bro.,/nc. 


ORIGINATORS OF AND LEADERS 
IN FANCY COLORED KID 


29 Spruce St., New York 


FACTORY AT NEWARK. N.V. 





MISS Pir eae ps q 
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, SMITH SHOES SATISFY 
* YOUR FAT ANKLE TRADE 


Style changes in Fat Ankle Specialties are so few 

that you never have to take a loss. Many mer- 
chants reap a steady 
profit by offering these 
carefully made, excellent 
fitting numbers. 


ALL NUMBERS 
IN STOCK 


No. 118—Black Kid F. A. Double Cross Strap 12/8 Wingfoot heel $3.50 
No. 119—Patent F. A. Double Cross Strap 12/8 Wingfoot heel .. 3.75 
No. 104—Black Kid F. A. One Stra ap 12/8 Wingfoot heel 3.30 
No. 116—Patent F. A. One Strap 12/8 Wingfoot heel 3.50 
No. 117—Plain Toe, Black Satin F. A. One-Strap 12/8 Leather 
Louis heel 3.50 
No, 103—Black Kid F#A. Oxford 12/8 Wingfoot heel 
No. 114—Brown Kid F. A. Oxford 12/8 Wingfoot heel 


Sizes: 334-9. EE only. Terms: 5 per cent, 10 days. Single pairs 10c extra. 


SMITH SHOE CO.,, Inc. 


90 Wareham Street, Corner Albany, BOSTON, MASS. 











Win the Kiddies 


SELL ON SIGHT! 


Moccasins make a decided hit with children. “Kiddiemox” 
are the best bait with which to get new children’s trade. A 
pair on one child quickly leads to more easy sales to other 
children, Easy on the feet, they are petloralde to the Sum- 
mer custom of going barefoot. Made in true mioccasin 
fashion of best materials, they “stand the gaff.” 


The “High Kiddiemox”’ 
IN STOCK 
No. 3251 Tan Elk 
No. 3254 Smoked Elk 
No. 3253 Chocolate Elk 


Infants’ 2-644 $1.85 
Child’s 7-11 $2.10 “ESSEX SERVICE SATISFIES” 








New In-Stock Pr 4 The Essex Hotel Co. 


List gladly sent. Al 
Samples. a. 4. McCarthy, Pres. 
T. A. McCarthy, Treas. 











BERKSHIRE MOCCASIN CO. 
HOLLISTON, MASS. 
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Diamond Brand ( Visible) Fast They promote easy lacing, retain 
Color Eyelets have genuine celluloid their original finish indefinitely, 
tops that never lose their color. and actually outwear the shoe. 


Visible eyelets on the footwear of the woman of 
fashion manifest the care which she bestows on 
every detail of her wardrobe 


Ask for shoes with visible eyelets! 


‘ 


UNITED FAST COLOR EYELET COMPANY 
Manufacturers of 


DIAMOND BRAND (VISIBLE) FAST COLOR EYELETS 
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“Smooth Inside as a Miller’s Wing” 


The Sandal--IN STOCK 
500— 2-41 


s01— 
-1l...... " 
$03—1134-2....... 1 
810— 244-8....... 2. 
$2i— § — 8....... L 
Patent J $22— 8 . 
523—11 . 
815S— 2h- 


White 
Nubuck 
81 


No. 820 —Patent Leather—24-7, 
No. 821—Tan Elk—244-7... 2.25 


They're DIFFERENT 


FOR I NSTA NCE a leather slip-sole is used (instead of 
paper or nothing), providing three pieces of solid leather 
between the foot and ground. Fastened with stitches only. 
May we send catalog—or samples? 


MILLERSHOECOMPANY 


J. E. DAY, Mgr. 


SALEM, MASS. 

















‘‘Since 1888 the Standard’’ 


That is always the thought of shoe 
buyers when elastic goring is used. 


EVERLASTIK, INC. 


The Largest Makers of Elastic Webbing 
in the World 


1107 Broadwa 
New York, N.Y. 





190 STYLES 
INS TOCK 


Trade Mark Reg. 


No. 462—First Step Tacklese pL og 
Infants’ S o f t 
Soles are sold 
largely as gifts 
—most babies 
receiving ten 
times as many 
shoes as it can 
wear. 
Truly the easiest 

No.3? —Inlente| Soft Sole merchandise to 


Ss Sandal. Patent, 
Tned. Per dor... $12.00 sell. 


May we send our éudlig of other IN-STOCK styles? 
Gdeal Dyaby,. Shoe Compa ny 


Von vers. PMassachusetts 


NEW YORK OFFICE 320 FIFTH AVE. 





GREELEY BOUDOIRS *& 


The inside a Greeley boudoir 
is as good asthe outside. We use 
the best Twill, (not drill) for linings 

of Greeley boudoirs. You 
could take away the leather 
sreeat tho foot. All Grecley 
support ‘oot. ey 
boudoirs are made that 


thrvagh. In stock ‘all the 
WS a ae vs agaeee tn, our orders 
Kid. 36 pair lots only. 
If Your Jobber Cannot Supply You, Write Us. 
4 A. W. GREELEY, Haverhill, Mass. 4 














Fine Calf Leathers 
Manufacturers of 
Velvetta Calf— 
Tuscan Calf— 
Russia Calf— 
Strictly Fine Full-grain Calf Leather 


HUNT-RANKIN LEATHER CoO. 
106 Beach St., Boston, Mass., U. S. A. 
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Right Style—Right Color 


In Popular-Priced Novelties 


The popularity of whites, Greys and Blacks for late Spring 
and Summer gives these four numbers a special appeal to 
careful merchandisers. Made the Johnson way -— reliable 
in every detail. 


No. 104—Grey Kid Front Strap, 12/8 137—White Kid One Strap Sandal, 132 
covered wood heel, 130 last. . last. 


No. 115—Patent Leather Apron Oxford, 
7/8 rubber heel, 133 last. 


JOHNSON BROS.SHOE MFG.CO. 


HALLOWELL,MAINE 


2\Made In the Pine ‘Iree State 
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SMART SATINS 
SURE SELLERS 


RETAILING IN THE BIG 


GRADUATION DAYS’ 
WEDDING DAYS 


TWO MODELS AT PRICES 
THAT MEAN EXTRA PROFIT 


POPULAR PRICE CLASS 


A 
BIG 
HIT! 


No. 835-B Black Satin Suede Cut-Out Front Strap I mita- 
eee acccas ies B and C Widths. Code, “‘Car- - 
Faeroe Oe aie wise 
“Kitty.” Price Bs Se EEE tL $4.25 
with 1d Fed Spaak Hest, B ond & 

Price $4.50 








Be ready to cash-in 
patterns are on the demand for 
making a hit. these models for 
Order your re- special occasions. 
quirements for Women will fall for 
a big selling these smart styles 
season on these at the price you 
black satins. can mark them. 


These popular 








k Satin Suede Trimmed Vamp Cut-Out 
Turn, 9/8 Military Heel. C Width. SS 


fois 
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Men’s Business in Chicago 
Better Than the Women’s 


CHICAGO—As a whole the trade in the 
men’s shoe departments is better than in 
women’s. Reports from several sources 
indicate a steadier tone to men’s buying. 
Light tan materials have been in good 
demand and this condition is becoming 
more pronounced with the advent of 
warmer weather. 


Attractive Display Window 


- One of the most attractive window dis- 
plays in the city was that of the Selz 
Royal Blue store at 114 W. Madison 
Street. S. F. Van Pelt, window trimmer for 
the Selz stores, decorated the windows. 
The backgrounds were portieres of poly- 
chrome silk in which a beautiful shade of 
light blue was predominant. The shoes on 
display were placed in the window on 
glass fixtures in the conventional manner. 
Attractive show cards were used in their 
proper places and the Selz trade mark, 
which is a coat-of-arms in deep royal blue, 
occupied a prominent place in the center 
of the display. 

Martin Kare has been appointed man- 
ager since the resignation of V. D. Fabre 
took effect. 


Strap Patterns Lead 


“When the sun shines I sell shoes,” is 
the most frequently heard comment on the 
retail shoe business. During most of the 
week the sun was out and shoes were sold 
in something bordering on good volume. 
To make a comprehensive report as to 
just what patterns are best in demand is 
merely to repeat reports made from this 
market during the past number of weeks. 

In patterns it is straps, gores, some 
Colonials and more plain opera pumps. 
With the apparent dying out of the 
Colonial, the strip or opera pump is gain- 
ing in favor. In this pump is reflected the 
effect of the Colonial on style tendency. It 
has, in some cases, the barest suggestion 
of a tongue, or there is a tailored bow or a 
small ornament of some sort. In short, it 
is the strap pump designed more or less 
after the Colonial. 

Suede shoes are being sold only where 
extra effort is being made to push them. 
One of the leading Loop shops has a large 
number of pairs on their shelves. They 
were featured in some newspaper adver- 
tisements. This helped. to stimulate sales. 


Shoe Trades Association 
Meeting 
had the largest and most successful meet- 
ing in its history at the Great Northern 
Hotel on Thursday, April 10. Dr! Paul W. 





Ivey, president of the Paul W. ! .ey Sales- 
manship Institute and professor of mar- 
keting of University of Nebraska, was the 
main speaker. Representatives of the Shoe 
Travelers’ Association of Chicago and 
other trade associations and the Chicago 
Association of Commerce were present. 

The applications for membership into 
the Chicago Shoe Trades Association of 
the T. G. Rhodes Company and the 
Margolin Shoe Company were approved 
by popular vote. 

President Cushman introduced W. L. 
Ware of the Chicago Association of 
Commerce, who presented the speaker, Dr. 
Ivey, who addressed the meeting on the 
subject “Training of Salesmen.” 

Dr. Ivey stated that he sold merchan- 
dise on the road and behind the counter; 
canvassed from house to house; studied 
about salesmanship; conducted classes in 
salesmanship in various universities as 
well as engaging in special research work 
with manufacturers, wholesale and retail 
merchants. His varied experience con- 
vinced him that the average business man 
does not realize the value of training, he 


7s 


said. While some salesmen may be born, 
Mr. Ivey is of the opinion that the great 
majority have to be trained. 

Dr. Ivey pointed out that his experience 


had been that whenever he was able to be of | 


assistance to the retail merchant the mer- 
chant was anxious to reciprocate and give 
him something of benefit in return. The 
retail merchant is in great need of educa- 
tion and it is up to the manufacturer and 
wholesaler through their salesmen on the 
road to assist in this process of education. 
It istotheir very great advantage to do so, 
as the retail store is the neck of the bottle 
in the selling game. If that neck is narrow, 
and not broadened. by education, then 
there is a slowi1g up all along the line. 
One of Dr. Ivey’s strongest points was 
to educate the salesman to know his mer- 
chandise. Teach him what it is—what its 
good points are. Customers, nine out of 
ten, do not see what they look at; they see 
what they are told they see, he said. 
Colonel Jim Richardson, 84 years old, 
the oldest shoe traveler in the country still 
actively engaged, was introduced and said 
afew wordsabout his 61 yearsof experience 


on the road. “Work hard, don’t worry, . 


have a clear conscience, don’t knock your 
competitor, and treat the retail merchant 
as your friend,” is Mr. Richardson's 
receipt for a hale and hearty old age. 





Good. Easter Response in 
the St. Louis Shoe Stores 


ST. LOUIS—Business continued to 
show improvement over previous weeks, 
during the week ending April 12. The 
weather stimulated the trade and with the 
exception of one or two cool days, condi- 
tions prevailing appeared ideal for shoppers. 

The buying was of a conservative 
nature, although it has been continuous. 
Merchants anticipated a good deal of late 
Easter buying for the week commencing 
April 14. It was stated by many that they 
believed the buying for the two weeks 
period ending April 19 would swell the 
volume to a figure that will compare with 
the same period preceding Easter in 1923. 


Children’s Trade Good 


Saturday, April 12, all stores handled as 
many people as it was possible to wait on. 
They were not crashing the doors and in 
only one store were they waiting for seats. 
The business consummated, however, was 
satisfactory and held well throughout the 
day. The children’s department in all 
stores was crowded. Salesmen were simply 
swamped with last minute “get Johnnie 
some new shoes for Easter” business. 

As to style, the situation remains un- 
changed from what has been reported in 
this letter during the past two months, 
with slight variations. Satin continues to 


lead all materials. One of the largest 
operators, however, stated that they had 
stopped buying satin and were buying 
whites and colors. 

Patent forged ahead and the sudden 
demand caught not a few retail merchants 
with under-sized stocks. 

Colors have received good attention 
during the past week. Speaking particular- 
ly of suedes, one well-kept chart system 
showed that suedes of all colors equaled 
the patent sales, within a few pairs. In the 
suede field airedale continues to be the 
choice. Gray continues to struggle along 
and is limping badly in the showing. 

The note of the week which was un- 
expected was the call for colored kids. 
Blue, green and gray received calls in this 
field. The outstanding shade to which the 
fair sex paid particular homage was 
apricot. 


C. E. Williams Honored 


Chas. E. Williams of the C. E. Williams 
Shoe Company has been elected first vice- 
president of the Associated Retailers of 
St. Louis. This organization is one of the 
most powerful business bodies of its kind, 
with which practically every down-town 
retail merchant is connected. 
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Howard vIn 


A SOUND, SMART STYLE 
WHICH ATTRACTS TRADE 


THE “ZEV” LAST | 


FULTON BLUCHER OF TAN CALF 
DRESSY SHOE FOR DAILY WEAR 


Our Salesmen are now out with the Complete Line for Fall 1924 


IN-STOCK CATA BOSTON OFFICE 


eres Howard & Foster Co. emaren 


WRITE FOR IT. 


ADDRESS ALL 
MUNICATIONS 
THE FACTORY. 














IDGE BUILDING 


COM- 


TO Brockton, Mass. seCHICAGO OFFICE. 
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CINCINNATI—The retail shoe trade 
mproved slightly during the week ending 
\pril 12. Retail business in general, how- 
ver, has suffered heavily from the un- 
easonable weather and the retail shoe 
men have been hit along with the others. 
[he spring trade to date has been dis- 
\ppointing- and apparently the Easter 
volume of business will fall below the 
normal amount. 

Shoe merchants decorated their stores 
for the Easter sales and trimmed their 
windows. Light colors have been pushed 
by the merchants and the windows have 
been filled with light-colored footwear. It 
‘s taking much effort on the part of retail 
merchants to move this merchandise, for 
the demand for black shoes is heavy. 
satins and patents have been holding up 
‘trongly in popularity. There is a scarcity 
if bright-colored shoes in the windows and 
there is little demand for them from 
customers, 

Black Satins and Patents 

Local factories are working on large 
orders for black satins and patents with 
some orders for white kid also coming in 
for June 1 delivery. 


Sam Davis at Lima 


Sam Davis, field secretary of the N.S. R. 
A., addressed a large and enthusiastic 
gathering of shoe merchants and salesmen 
in Lima, Ohio, recently. Through the 
efforts of Paul W. Crawford, newly 
elected president of the Ohio Valley Shoe 
Retailers’ Association, retail merchants 
from Ottawa, Findlay, Bluffton, Ada, 
Kenton, Sidney, Wapakoneta, St. Mary’s, 
Celina, New Bremen, Bellefontaine and 
other towns were present at the meeting. 
Mr. Davis talked to the retail sales people 
on “Efficiency and Courtesy,” while his 
second talk was directed to the proprie- 
tors, buyers and managers on “More 
Efficiency in Buyipg and Managing.” 
He advised the retail merchant of today to 
analyze, systematize, and budget his busi- 
ness in order to eliminate all waste, un- 
necessary oversight and careless over- 
buying. 

Many of the retail merchants present at 
the meeting were so inspired by the talk 
and the benefit that they derived from the 
program that they asked Mr. Crawford to 
devise a system so that they could get 
together in monthly group meetings in the 
Lima territory. The following morning Mr. 
Davis went out and wrote up a 100 per 
cent membership for the N.S. R. A. 

Mr. Crawford states that group meet- 
ings are planned in the near future for 
Canton, Sandusky, Mansfield, Marion and 
many other towns in Ohio. Group meetings 
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Black Satins and Patents 
Are Leaders in Cincinnati 


have already been held in Cincinnati, 
Huntington, Parkersburg, Wheeling, To- 
ledo and Lima. 


Wenstrup Is Secretary 
E. A. Wenstrup, formerly secretary and 
treasurer of the Val Duttenhofer Sons 
Company, has been appointed secretary 
and treasurer of the Stanley Duttenhofer 
Shoe Company. Mr. Wenstrup is well 
known throughout the shoe industry. 


McLaughlin Honored 

Harry C. McLaughlin, vice-president 
and general manager of The Potter Shoe 
Company, was elected-a director of the 
Cincinnati Retail Merchants’ Credit 
Bureau during the past week. 

Stresses Quality 

The Cahill Shoe Company is doing its 

part to remind its employees of the quality 


77 


of the shoes manufactured by them. Its 
page advertisements from the Recorder 
are posted in each department of the 
factory to call the attention of the workers 
to the high standard of quality set for 
Cahill shoes. This encourages each 
employee to do his best in maintaining this 
standard of quality. 


On Eastern Trip 


Stanley Duttenhofer, president of the 
Stanley Duttenhofer Shoe Company, is 
in the East on a business trip. Mr. Dutten- 
hofer, before his return to this city, will 
study the style situation in Philadelphia, 
New York and other eastern markets. 


Shoes for the Occasion 


The Bostonian Shoe Store, Vine Street, 
is doing its share to advance the idea of 
“Shoes for the Occasion.” In its window 
it has a sign that, reads, “Fashion says, 
‘Every man’s wardrobe should contain a 
pair of patent leather oxfords.’”’ Exhibited 
by the side of the sign is a pair of patents 
for men. This window display has been 
pulling good results. 





Pronounced Trend for the 
Black Patterns in Detroit 


DETROIT—The Easter trade in the 
retail shoe stores was late in developing 
this year. Black patent.leather and satin 
continue to be the leaders in sales. Some 
of these models are trimmed and beaded 
with gold, silver and ivory. The first 
appears to be the most popular. The 
beading is favored because it sets off the 
lines of the design of the pattern. While 
black continues in favor for shoes, the sale 
of light-colored hosiery increases in volume 
““We have to sell black hosiery now,” said 
one sales girl, “but the light colors sell 





Advocates Foot Mirror 


James J. Ertell is an advocate of 
the foot-mirror in selling “hard-to- 
sell” customers. He said: “I have 
come to the conclusion that half of 
the excuses used to get out of buy- 
ing are based on the fact that the 
man does not think the shoe looks 
well on his foot. He never will 
admit that as his reason for not 
liking a style, but says it is some- 
thing else. I usually find that by 
using the foot mirror and pointing 
out the good looks of the shoe that 
properly fits the foot is productive 
of a great many sales.” 

He sells only men’s shoes. 














themselves. It used to be the other way 
around.” 

Strap types lead in popularity, although 
small tongued pumps.and gore effects show 
an appreciable demand. The desire for 
soinething different is illustrated by the 
casual remark of a woman to one of the 
departinent managers of a large store. “I 
went to ten places before I bought this 
pair, and now I don’t like them.” 

Light Shades Are Moving 

Lighter colors are beginning to move 
slowly. The large variety of shades is mak- 
ing it difficult to emphasize any particular 
one as the correct style, or even as the 
most popular. Buyers, who are introduc- 
ing something new in colors, including the 
Chinese tones, are finding nibblers at the 
styles, but not a real buying movement. 
Beige, sand and gray are selling in increas- 
ing quantities, but to what extent this will 
grow no one seems to be sure. Some are 
banking on a good gray kid season, while 
others believe that the turn from blacks 
will be directly to whites, and a good 
white season is predicted everywhere. 


The Helping Hand 


The shoe store is a good place to look for ~ 


a little human nature. The other day the 
scribe found a shoe salesman darning the 
heel of a silk stocking. The stocking was on 
the foot of a very complacent young 
woman, who saw nothing out of the way in 
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THE “FAIRLEE”’ 


Exacting buyers of high grade footwear 
are satisfied purchasers of 


The Edwin Clapp Shoe 


The “Fairlee’” is typical of the Style, 
Materials and Workmanship embodied 


in our entire line. 


EDWIN CLAPP & SON, INC. 
EAST WEYMOUTH, MASS. 
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this proceeding in a salesroom in which 
both men and women were amused at the 
circumstances, 


New Store Opens 


The first exclusive “short vamp” shoe 
store for women in Detroit has been 
opened by J. J. Lubin, 1410 Washington 
Boulevard, under the name of The Lubin 
Shoppe. The store is very prettily deco- 
rated in a gray and blue color scheme. The 
oearl gray fixtures are trimmed with lines 
of blue and gold giving a pleasing effect. 
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There are foot mirrors. Mr. Lubin is show- 
ing a number of exclusive designs and 
j binations in his initial stock 


Men Prefer Light Shades 





There appears to be a decided trend 


towards light tans in men’s lines. For 
several years the lighter tans have been 
pushed and had some success, but this 
season there is a decided call for them in 
all grades. Lighter shades of tan, lighter 
weights of soles, less ornamentation and a 
slightly broader toe are popular. 





Light Colors Sell Better 
as Springtime Advances 


MILWAUKEE—With a few days of 
warm weather during the week ending 
Apr. 12, spring trade opened up nicely in 
Milwaukee and retail shoe merchants 
reported a big business. Saturday trade 
was exceptionally heavy, some stores 
finding it as good as that of Easter Satur- 
day a year ago. Milwaukee shoe mer- 
chants have been looking forward to more 
favorable.weather and are now expecting 
a very good month’s business. Patents and 
satins in Colonials, strap effects and cut- 
outs are still the big issue, although busi- 
ness in colored leathers is increasing. 
During the past week, kid leathers in gray 
and ivory and suede in jack rabbit and 
airedale were selling very well, starting 
what is expected to be a big season for 
colored leathers. 

Men are taking more interest in spring 
shoes and. stores have found this business 
exceptionally good. Light tan oxfords 
with plain, rather wide toes are especially 
favored, although blacks are by no means 
neglected. 

With black shoes women are still wear- 
ing light shades of hosiery such as sunburn, 
sunset, dawn, nude, tanbark and similar 
colors. Shoe stores are selling almost 
entirely chiffon hosiery although depart- 
ment stores are also finding a good sale for 
service weight. In sport hose, beige and 

gray hose with plaid designs are very good 
as well as striped drop-stitch effects. 


Talk on Sales Psychology 


“Sales Psychology” was the subject of 
an interesting talk given at the last meet- 
ing of the Milwaukee Shoe Retailers’ 
Association by John D. Ball, head of the 
planning department of the three Ed. 
Schuster & Co. department stores. Mr. 
Ball brought out the fact that, just as 
there is a reaction in mechanical and 
physical forces, there is also a mental 
reaction and that, if merchants wished to 
be successful, they should frame their 
words and sentences so that a favorable 
reaction on the part of the customer would 


result. He pointed out the importance of 
the correct approach and the necessity of 
having an opening speech which would 
bring about a favorable reaction and at 
the same time direct the attention of the 
customer to the merchandise at hand. Use 
of indirect suggestion in creating “plus 
sales” was illustrated by Mr. Ball. He also 
gave valuable suggestions in the managing 
of help such as not to criticize before a 
customer or a fellow worker, to approach 
the salesman with the attitude that he 
wants to be corrected, and to criticize the 
execution and never the intention of the 


worker. : 
———— 


Shoe Credit Men Meet 

Legal questions concerning collections 
were discussed in papers read at the last 
dinner meeting of the Milwaukee Shoe 
Credit Men’s Association. “In What 
States Can Interest on Past Due Accounts 
Be Collected?”’ was the subject of a paper 
by R. C. Huth of the Weyenberg Shoe 
Manufacturing Co. and a paper by E. F. 
Geske, of the F. Mayer Boot and Shoe Co., 
dealt with the subject “In What States 
Can Attorneys’ Fees and Costs of Collec- 
tions Stipulated in Notes Be Collected?” 

Asa result of plans made at the meeting, 
Chicago shoe credit men will be invited to 
a joint meeting to be held in May. Definite 
plans were turned over to a committee 
consisting of D. L. Sawyer, chairman; Al 
Schoenecker, R. C. Huth, John Scheck 
and W. E. Weldon. Papers at the next 
meeting will be prepared by Mr. Scheck 
and Mr. Weldon. 









Banquet Is Announced 


Plans for the big shoe dealers’ 
banquet in Milwaukee have been 
completed according to the an- 
nouncement of J. J. Klawitter, 
chairman of the entertainment 
committee of the Milwaukee Shoe 
Retailers’ Association. Both manu- 
facturers of Milwaukee and travel- 
ing salesmen have agreed to co-oper- 
ate in making the event one to be 
remembered. Approximately 300 
men are expected to gather in the 
Fern room of the Pfister Hotel, 
April 24. Mr. Klawitter and his 
committee have arteiliged a pro- 
gram of good speakers as well as 
dancing acts, a Hawaiian guitar 
player and other numbersof interest. 
Tickets are now being sold to all 
shoemen in this city. 











Headquarters for Convention 


Moose Hall in Fond du Lac, Wis., was 
selected as the headquarters for the 
annual convention of the Wisconsin Shoe 
Retailers’ Association, which is to be held 
in that city on August 5, 6, and 7. It is 
expected that 500 merchants will attend 
the convention, the program for which is 
being arranged by a Fond du Lac com- 
mittee. Plans to secure as speaker Sam 
Davis, field secretary of the National 
Association, have been announced. 


Open in New Building 


With the floor space doubled by the 
extensive building operations which have 
been carried on in the past year, the J. & 
W. Jung store of Sheboygan, Wis., held its 
formal opening last week. The department 
of men’s, women’s and children’s shoes is 
now located on the first floor of the 
establishment. 


Spring Opening 

Spring styles in shoes were included in 
the display of spring apparel which marked 
the formal spring opening in Kenosha, 
Wis. Shoe merchants co-operated in 
providing footwear for the style show 
which was given at a theater. Prizes for 
the most attractive window displays were 
awarded by the Kenosha - Retailers’ 
Association. 











More Activity to Trade 
in Akron-Canton District 


AKRON-CANTON—While March 
business in the Akron-Canton district was 
somewhat of a disappointment, there has 
been a decided improvement in retail shoe 





sales during the first half of April. With 


spring weather prevailing retail merchants 
reported a satisfactory volume of business. 


Retail shoe merchants report the volume 
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Your Customers Time 


Lacing Lacing Hooks 


ave 


THE practical value of shoe lacing hooks is the real reason{for their increasing 
use on all laced footwear of high quality. They save time and temper, and 
for that reason they make shoes easier to lace and more comfortable to wear. To 
show shoes with lacing hooks, to point out their many advantages to the cus- 
tomer, is to offer an item of selling service that is greatly appreciated by the, 
majority of buyers. Bs 
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of spring shoe business is being done on 
merchandise of the following colors: sand, 
suede, medium shades of gray, patent 
leather and black satin. The most popular 
patterns are straps and Colonial effects. 

Black footwear is being worn with the 
light colored hosiery. Sport shoes for 
women, mostly in gray suede, fawn and 
Russia calf are having a good call at this 
time. 

Men’s shoes of black calf and tan calf 
on a medium last with broader toes are 
most popular. There is a tendency on the 
part of men to purchase shoes of lighter 
weight. ' 

Children’s sandals in patent leather are 
moving good for spring wear. 





Youngstown Style Show 


In a recent style show and exposition 
presented at the Charles Livingston, Com- 
peny store of Youngstown, O. the footwear 
was furnished by the Proctor Hall Com- 
peny, one of the leading retail shoe stores 
in the Youngstown district. 


Newark Store Opens 


Che Newark shoe store, which has been 
closed for some time, was re-opened this 
week. The room has been completely- 
remodeled and the store now has just a 
half the former floor space. A new front 
has been installed. 


Style Show at Newark 


' The spring style show, held recently by 
Newark O. merchants at the Auditorium 
theater was very successful. More than a 
score of the leading retail men’s and 
women’s wear shops participated. Living 
models were used to display spring styles. 
The shoe stores participating were Walk- 
Over, King Shoe Co. and the Abbot Shoe 
Co. 


Three Ohio Stores Closing 


Announcement is made that Collers 
Boot Shop, for many years in New Phila- 
delphia O., will close out its business with- 
in the next few weeks. 

Unable to secure an extension of its 
lease, the Books Shoe stores, at 139 W. 
Federal street, Youngstown, will be dis- 
continued as soon as the stocks are dis- 
posed off, it was announced recently. 

The Wingertner Shoe store, located in 
Tuscarawas street E, Canton O. was dis- 
continued when the building was razed to 
make room for the erection of the new 


Stark Drygoods building. 
Shoe Stores Exhibit 
The annual spring style show sponsored 
by retail merchants of Alliance, including 
eight retail shoe merchants, was held 
recently. Retail shoe stores participating 


included: Walk-Over Co., Koch Shoe store, 
J.C. Penney and Noble Shoe Company. 
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April Promises to be Big 
Month in Cleveland Stores 


CLEVELAND—Business continues to 
pick up as the month of April passes. Two 
full weeks of the month have caused mer- 
chants to perk up considerably and to 
talk about a volume of business that will 
cause records for March and April this 
year to exceed the volume of last year for 
those two months. 

There is no denying the fact that March 
was not a good month in this city for any 
retail business. It was not good compared 
to March of 1923, but that was to be 
expected, because Easter came in March 
last year, and that meant an early and 
flying start in the annual buying campaign 
for Spring wear. With Easter coming in 
April this year, the sales were late in 
starting. Buying got under way slowly and 
gained in momentum slowly. 

During the week ending April 12, mer- 
chants were seen on all sides, who were 
confident that when April ended, their 
sales for March and April would be greater 
this year than they were last year for the 
two months. With the rush of business, 
there is the usual talk of shortage of cer- 
tain models, and the demand for goods for 
immediate delivery continues to be 
stronger on the part of merchants than 
usual. 

Black Matertals Are Leaders 

Black satins and patent leathers con- 


tinue to be leaders and-will be so right 
through the Easter season..All indications 


at present point.to that. Since the buying 
for Easter gathered such headway that it 
threatens to establish a new record, the 
grays have come in for a good demand. 
Big Hosiery Season 

There is an extra good sale of hosiery in 
the shoe stores just now; better in fact 
than it ever has been. Miss Hazel Wetzel, 
who does the buying and the managing of 
eight hosiery departments in as many 
Chisholm stores, says that she never saw 
an Easter buying season like the present 
one. 


A new Walk-Over store was recently 
opened at 1045 Euclid Avenue. R. D. 
Graffis is manager. He has been associated 
with Walk-Over organizations in Chicago 
for three years. The new store is situated 
in the heart of the downtown shopping 
district. 

It has a frontage of 30 feet on Euclid 
Avenue, and a depth of 150 feet. One of the 
handsome features about the store is the 
depth of the show windows, which extend 
back 22 feet from the sidewalk to the show 
room. The space for display is as large as 
any store in the city. 

The interior of the store is finished in 
Walnut, with tile floor, walnut balcony 
and with general offices in the rear, where 
the manager has at all times a complete 
view of the entire sales floor. 





April Trade in Seattle 
Shows Gain Over March 


SEATTLE—April has been a good 
month so far in the retail shoe stores. 
March was not up to what was anticipated 
and retail shoe merchants are eager to do 
a big volume of trade this month in order 
to make amends for the slow trade last 
month. 

White shoes are selling and the Seattle 
Retail Shoe Dealers’ Association arranged 
the week of May 5 as White Shoe Week. 

Light colored kids and suedes are selling 
well. Baxter and Baxter report business in 
red and blue kid sandals. Eggerts, The 
Boston Shoe Shop and University Dis- 
trict stores are also doing good early busi- 
ness in these styles. The lighter colored 
kids and suedes are popular styles at 
Shuartt’s. 


Gemmell Is President 
Election of officers was held at the last 
meeting of the Retail Shoe Dealers’ 
Association and-the following men were 





elected: Ralph Gemmell, Nifty Boot Shop, 
president; R. A. Horton, manager and 
buyerof the Bon Marche Shoe department, 
vice-president; John Jordan, of the 
Phillips shoe store, treasurer. Charles 
Franklin, paid secretary, is standing. 
George Turrell is the retiring president. 


New Shoe Store 


Wallin & Nordstrom, Second avenue 
shoe merchants, will open a branch store 
in the University District at 4335 Univer- 
sity Way, after April 15. The shoe store 
will carry a $50,000 stock and will spend 
$12,000 in an elaborate front and interior 
appointments. It is the aim of the com- 
pany to make the new store equal to their 
downtown store. Several hundred styles 
and sizes in shoes will be offered to choose 
from. Everett Nordstrom will manage the 
new branch store. 

(Continued on page 95) 
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We published the 
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following ayearago 


CONFIDENCE 


Mutually satisfactory relations 
between Shoe Manufacturer 
and Last Manufacturer are 


based on CONFIDENCE. Ni Ow we have 


CONFIDENCE that anization with 
national sources of inlliconation ae aa this to add 


ily anticipate and interpret the ““Whims 
CONFIDENCE 


of Fashion.” 
CONFIDENCE that the Last Manufac- 
turer has a sufficiently broad organization that the conscien- 
to intelligently co-operate with the manu- 


facturer in the selection of styles. tious makerof lasts 
CONFIDENCE that, when styles are once __ ta 

adopted, the Last Manufacturer can will tell his cus 

and will make deliveries. tomer when it is 
CONFIDENCE that the reputation and e 

financial standing of the Last Manufac- pr actical to have 


turer enables him to stand back of his : 
product. his present lasts 


CONFIDENCE that the Last Manufac- remodeled, and 


turer cannot only deliver lasts conform- 
ing to the dictates of Fashion, but also when he should buy 


that shoes made upon his Lasts may be 
depended upon to fit. new lasts. 


CONFIDENCE that the Lasts when re- 
ceived will be uniform, and have a high 
standard of quality. 


And Last, But Not Least, 


CONFIDENCE that the Shoe 
Manufacturer will be protected 
in his exclusive styles. 


United Last Company 


Headquarters — Boston, Mass. 
TEN FACTORIES SEVEN SHOW ROOMS 
BROCKTON ROCHESTER BOSTON 


NEWARK HAVERHILL 212 Essex St. 


YON Cy NEW YORK 
LYNN AUBURN KO OP, 1402 Bush Terminal_Bldg. 
CHICAGO __‘ ST. LOUIS \ 3 SY CINCINNATI 

YR rey 803 Sycamore St. 
NEW YORK MILWAUKEE ST. LOUIS 
Adv. Bidg., Rm. 303 


CHICAGO 
Affiliated Company Peoples Life Bidg., Room 902 


United Last Company, Ltd. ease St. a 


Montreal MILWAUKEE 
with Branch Office at Toronto 216 Metropolitan 


sear Anjluence us securea taru advertising in the Boot and Shoe Recorder. 
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New York Stores Report a 
Better Tone to Shoe Trade 


NEW YORK—Seasonable weather and 
‘he approach of Easter gave a better tone 
» the retail-shoe trade here during the 
« eek ending April 12. Steady improvement 

noted, but apparently it will take a 
record volume of business in the week 
immediately preceding Easter to bring the 
total above that of last year. The shoe 
‘nerchants are endeavoring to keep a stiff 
upper lip and most of them are fairly 
optimistic on the general outlook, al- 
‘hough they are more interested in dis- 
osing of stock on their shelves than in 
cquiring new stocks. 

As the spring season develops, some 
-versals of trends are noticed. Black is 
‘lling much larger than was expected a 
month or two ago. In some of the stores it 
:; declared that fully 60 to 75 per cent of 
ihe sales of women’s shoes are of black 
satin, patent leather or black ooze. The 
light brown shades in ooze, that were 
expected-to sell well, have failed to show 
the anticipated strength. Gray is coming 
along as a color factor, but has not reached 
extraordinary proportions as yet. 

Merchants blame the present mixed 
color trend in apparel and the color situa- 
tion in hosiery, for the demand for black 
shoes. Women apparently are not trying 
to match shoes to either garments or 
hosiery, and uncertain as to what to buy, 
decide on black as the one safe bet. There 
is some fear that black will gain such a 
vogue as to displace the colored shoe 
business and so cut down materially on 


the general volume. 
Men Interested in Blacks 


Men, too, have taken to black in larger 
quantities, particularly for wear with the 
navy blue and granite blue suits, which 
are leading in spring sales at present. 
Some tan is called for, but mainly in the 
lighter shades. 

That the new things are not always the 
big volume sellers is demonstrated by the 
fact that the representative of one large 
manufacturing firm has sold, since the first 
of the year, more than 30,000 pairs of one 
model in this vicinity. The point is that 
the model has been in the line for 16 years. 

Although there has been no general 
price cutting on spring shoes as yet, the 
department stores are running special 
sales, mainly of large lots of in-stock shoes 
purchased from manufacturers. Wana- 
maker last week ran such a sale of women’s 
shoes, the largest in seven “years, it was 
said. The sale shoes were advertised as $6 
value for $3.25 in women’s shoes and $6 
value for $3.85 in men’s shoes. The sale 
was conducted in the basement shoe 
departments. 

Gimbel Brothers also. conducted.a large 





Staples Selling Well 

Best reports on the women’s 
trade come from those stores that 
carry fairly staple numbers. There 
has been a large volume of fairly 
plain two-strap, welt soled shoes 
with 8 to 10/8 heels sold for walking 
purposes and for wear with the 
tailored suits. The old model with a 
wing tip appears to be as good as 
any in this type of shoe, and several 
merchants have sold them in large 
quantities in both tan and black calf 
and in kidskin as well. 














sale of children’s and growing youths’ 
shoes last week. Prices ranged from $2 to 
$4.95 a pair. 


Wholesale League Banquet 


The 12th annual banquet of the Whole- 
sale Shoe League of New York will be held 
at the Hotel Astor on Tuesday, April 29, 
at7 P.M. 

Since the organization has been a leader 
in credit and adjustment work in the 
metropolitan section, the addresses at the 
banquet will deal primarily with credit 
problems. Judge Edwin L. Garvin of the 
Federal Court for the Eastern District of 





New York (Brooklyn) and Judge John C. 
Knox of the Southern District of New 
York (Manhattan) will be the principal 
speakers. Their addresses probably will 
cover the commercial work that comes 
before them, with particular reference to 
bankruptcy matters, and the general 
movement toward better administration 
of bankruptcies in this district. 

The general economic situation will be 
discussed by Dr. Benjamin M. Anderson, 
Jr., economist of the Chase National Bank 
of New York. 

Louis M. Taylor is executive director of 
the league which maintains hendquertens 
at 320 Broadway. 





Add Shoe Departments 


Wallach Bros., men’s clothiers and fur- 
nishers, who conduct four stores in New 
York City, have added shoe departments to 
their establishments featuring the Flor- 
sheim shoe. Less than a year ago, Brown- 
ing, King & Co., also conducting a chain 
of stores in New York and other cities, 
added shoes to their clothing and furnish- 
ing goods stores. The Nettleton shoe was 
selected by Browning King Company. 


Maurice Miller Married 

Maurice Miller, of I. Miller & Sons, was 
married to Miss May Sholtz at the Hotel 
Plaza on Tuesday, April 15. The couple 
sailed on the Aquitania the following day 
for a honeymoon in Europe. Mr. Miller 
has been in charge of the organization’s 
retail activities for some time past. 





The Last Stages of Easter 
Season Show Improvement 


BOSTON—The last few days of the 
week ending April 12 developed into good 
periods for business in the retail shoe 
stores and to the shoe merchants were 
significant of a steadier tone to the buying 
for the remainder of the spring season. 
Merchants looked forward to the week 
commencing April 14, the final week before 
Easter. 


Black materials showed considerable 
strength during the week and gave indica- 
tion of being the most prominent feature 
during the final week’s Easter business. 
Saturday, April 12, was generally a very 
good day. The weather was mild and had 
much to do with inspiring both men and 
women to buy shoes for spring wear. 

The light colored suedes have been 
backward, due probably to the great run 
on blacks. Merchants expect blacks to 
continue strong during the remainder of 
the spring season. Black patent and 


during the latter part of the week ending 
April 12. 

The men’s trade picked up consider- 
ably. There is a more pronounced trend to 
the light tan materials in men’s patterns 
than in other years. Black oxfords are 
being sold to some extent to be worn with 
the new suitings of blue shades, but in the 
main tans are in much greater demand. 


Arlace Store Opens 

The newest Arthur Wallace shoe store, 
The Arlace, opened most auspiciously at 
160 Tremont Street, on Saturday, April 12. 
The store has an imposing front of 
Italian marble and bronze, with an en- 
trance on either side of the big show 
window. Leaded glass forms a pleasing 
background, while the attractive spring 
models in women’s shoes, nothing over $6 
a pair, were artistically posed on the four 
broad Italian marble steps that extend 
across the entire breadth of the window. 

































































BOOT AND SHOE RECORDER 


Why we do not apply 
the RAJAH trade-mark 


to our “fine grain” soles 


There is no question that 
fine grain crepe rubber soles 
make a bit finer and neater 
appearance on the shoe. 


On the other hand, they are 
liable to wear smooth very 
speedily, and that means 


slipping. 


The coarser grain, in the 
original RAJAH style, will 
not readily wear smooth, is 
more cushiony to the feet 
and by experience gives gen- 


erally more satisfactory and 
sure-footed results. 


We brand these soles RAJAH 
because we know that all 
will give the same uniform 
satisfaction in all respects. 


Looks alone do not sell more 
shoes—and this fact is proved 
by the constant increase in 


RAJAH sales. 


So while we make many of 
these fine grain crepe soles, 
we do not brand them with 
the RAJAH trademark. ~~ 
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‘The valances are of powder blue silk, 
trimmed with gold fringe. 

The store measures about 80 by 18 feet, 
with a large space in front, from which a 
splendid view of the rich interior may be 
o»tained. On. the left is the hosiery depart- 
ment. On the right is another glass case, 
used for footwear display. Two tall floor 
lamps on iron stands stand like sentinels, 
one on each side of the entrance to the fit- 
ting room. 

Ivory and Blue Color Scheme 

The color scheme is ivory and powder 
blue, with a glint of gold, even in the blue 
.ad white tiling. Individual chairs of soft 
gray velours, 32 in number, with the Arlace 
trademark cleverly worked out in blue and 
white on the outer arm of the chairs, make 
on effective seating arrangement. A large 





i 


_ Alexander, Spangler and 
| Sam Davis for Next 
Meeting 

The annual meeting of the Massa- 
chusetts Retail Shoe Merchants’ 
Association was held Wednesday, 
April 9, at the Boston City Club. It 
was adjourned until May 14 when 
there will be an election of officers. 
President W. W. Willson presided 
and there was a good response, with 
a generous representation from out- 
of-town places. 

Plans for making the next meet- 
ing the biggest one of the year were 
made and considerable interest was 
created. Seaton Alexander of Wheel- 
ing, W. Va., president of the Nation- 
al Shoe Retailers’ Association, and 
George M. Spangler, manager, will 
be invited to attend and advise the 
association on plans for the annual 
N. S. R. A. Convention in 1925. It 
is to be held in Boston. Sam Davis, 
field secretary for the N.S. R. A., is 
expected to be in Massachusetts in 
May and will be invited to be one of 
the speakers at the gathering. 

President Willson attended the 
New York meeting of the Joint 
Styles Committee early in the week 
and reported on current problems 
concerning women’s styles. There 
wereinformal discussions of the style 
subject. A report pertaining to the 
membership showed that members 
are responding very well in enrolling 
for the new year and indications 
point to a big membership when the 
next meeting is held. 

A resolution was passed stating 
the association’s opposition to the 
passage of the “Pure Shoe Tage 
Bill.” Congressman Winslow of 
Massachusetts, chairman of the 
committee considering the bill, was 
advised of the action. 
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leaded glass case constitutes the back wall 
of the store and contains in its decorative 
color note just enough of blue to make a 
rich, yet dainty and practical decoration. 
There are sixteen chandeliers with many 
pendant crystals. 

On the opening day, the store resembled 
a conservatory, with huge boxes and 
baskets of flowers. Arthur Wallace, head 
of the Wallace chain of stores, was present 
and received many congratulations. The 
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manager of the store is A. J. Barkhouse. 
“Dick” Richards is assistant manager. W. 
S. Phillips, a former shoe traveler, and 
now interested in retail shoc store work, 
was present for the opening day and acted 
as “general director of traffic” which was 
very great all day long. When a Recorder 
representative called at about 3.15 o’clock, 
every seat in the store was filled, with 
many more standing, awaiting their turn 
to be served at the fitting stool. 





Demand for Men’s Medium 
Priced Footwear Increases 


BROCKTON—There is a noticeable 
improvement in the demand for grades of 
men’s shoes retailing at $8 to $10. Sales 
of footwear at these prices have been for 
several months curtailed through a de- 
mand for lower grades. Orders for the 
coming season, however, indicate that $8 
and $10 shoes are finding increased favor 
with retail merchants. A member of an 
old established house making higher grade 
shoes says: “It seems as though many 
customers who formerly used our goods 
in large volume, and who for the past 
year or two have passed us up to a con- 
siderable extent, are now sensing a con- 
sumer comeback for shoes at $8, $10 and 
even higher prices. At least that is the in- 
ference we draw from orders now being 
received by our salesmen or from cus- 
tomers direct in various parts of the coun- 
try. If merchants didn’t anticipate this 
demand they naturally would follow the 
policy which they previously pursued. It 
is an encouraging feature of our fall season 
as thus far developed, and one which we 
believe will be more noticeable after the 
season advances.” 


Shoe Concerns Are National 
Advertisers 


Publicity for Made-in-Brockton Dis- 
trict shoes is gaining ground among local 
houses. Several well-known shoe manu- 
facturing concerns are utilizing in addition 
to business paper publicity, space in 
magazines of national circulation. Those 
in Brockton and the South Shore district 
include: George E. Keith Company, 
“Walk-Overs”; Field & Flint Co., “Kor- 
rect Shapes”; M. A. Packard Company, 
“Packard Specials”; Churchill & Alden 
Co., “Ralston Shoes”; Stacy-Adams Com- 
pany, “Men's Shoes”; M. N. Arnold Shee 
Company, North Abington, “Glove Grip 
Shoes”; E.T. Wright Company, Rockland, 
“Arch Preservers’”’; Commonwealth Shoe 
& Leather Co., Whitman, “Bostonian’”’ 
All these houses have been established 
many years and have built up an exten- 
sive reputation for their respective lines. 
Their products are sold in practically all 


cities of the United States as well as in 
foreign countries. 


Elmer L. Keith Dead 


A boy who at 13 years can make a shoe 
complete is unknown in modern shoe pro- 
duction. Such a boy, however, was 
Elmer’ L. Keith, a life-long resident of 
Brockton, who died recently at his home 
here, in his 84th year. He was born in 
North Bridgewater (now Brockton), and 
was said to be the oldest living descéndant 
of Rev. James Keith who settled in 
Bridgewater in 1662. Following his educa- 
tion in local schools he made shoes, as was 
the custom then, during the winter 
months, and at the age of 13 years was 
capable of making a shoe complete. At 
the age of 17 he began making shoes at 





Smart Styles in Men’s 
Oxfords 


Significant of the popularity of 
oxford patterns in men’s fine shoes 
are the patterns which Howard & 
Foster Co., one of Brockton’s well- 
known houses, is showing for the 
coming season. In light weight 
styles for summer and heavy styles 
for fall and winter, this concern has 
a variety of attractive lasts and 
patterns. These are shown prin- 
cipally in the medium to light shades 
of leathers. 

Smart stitching effects, wide 
welts, spade shanks and other fea- 
tures are seen in these new styles. 
Toes show high, round, also low 
and square effects. Typical of the 
line are: Fulton blucher pattern on 
the Zev last; imported tan calf 
oxford called the “Centre,” in which 
the spade shank is featured; Bar 
Harbor oxford of sunset tan calf 
with black cork welt; and the Cor- 
tez oxford of imported tan calf. 
The latter represents the heavy 

. type for winter wear. 
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Here’s Quality Felt Footwear! 


y a 5 
“LIND” 


The easiest way to obtain these highest quality felt slippers 
for your family trade is to ask your wholesaler about them. 
If he sells quality goods—he sells “Lind” Felt Footwear. 


LIND SHOE AND SLIPPER CO. 


Manufacturers of 


FELT SHOES AND SLIPPERS 


Main Office and Factory 
106-188 Geld Street Worcester, Mass. 


WORCESTER 























Ready Now 


for 


Your White Shoe Trade 


« 


The Old Dependable Cake at tim, 
Dressing for White Shoes 


‘The Name Blanco Is Signal of the Best 
Available White Cleaner”’ 


LAING, HARRAR & CHAMBERLIN 


Sole Distributors for the United States 
43 North Third Street - - Philadelphia 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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home. He entered into partnership in 
1865 with John O. Emerson, under the 
frm name of Emerson & Keith. After 
that he sold out and was employed by 
-everal concerns, among them the George 
. Keith Company, which was his last 
place of employment. 





Factory Official Resigns 


Vice-President Fred E. Drake of Emer- 
m Shoe Company, Rockland, Mass., 
recently resigned from that concern. Pre- 
ious to his connection with the Emerson 
Shoe Company he was for many years 
uperintendent of W. L. Douglas Shoe 
Company. The new vice-president of the 
merson Shoe Company is Gordon E. 
hing of Rochester, N. Y. He is a son of 
‘. B. Thing, a prominent shoeman of 
tochester, who has been for many years 
ijentified with the wholesaling of foot- 
ear. At one time he was associated with 
ithe late George C. Snow in the manufac- 
ure of shoes in Brockton. 





Favor Tax Reduction 


It is significant of the importance which 
is placed upon the matter of tax reduction 
now before the United States Congress 
that the Brockton Shoe Manufacturers’ 
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Association has published in local news- 
papers a paid advertisement addressed 
especially to Brockton shoe workers. This 
advertisement urges the workers to do 
their bit to bring about greater prosperity 
and steadier employment, by expressing 
their ideas on the tax burden amounting 
to $300,000,000 a year. A significant sen- 
tence in this advertisement is: ““Your sena- 
tors and representatives are ‘listening in’ 
from Washington this week to learn what 
you think of the tax problem. If they 
receive no word from you demanding that 
they fight for lower taxes, they will doubt- 
less permit the tax collector to bleed us 
all for the stupendous sum of $300,000,000 
that the Secretary of the Treasury states 
publicly that the Government does not 
need.” 


Factory Superintendent 


Resigns 

Harrison C. Beckman, for the past nine 
years factory superintendent for W. L. 
Douglas Shoe Company, recently tendered 
his resignation. Previous to locating in 
Brockton he was general superintendent 
for Hanan & Sons of Newark, New Jersey. 
Mr. Beckman also has served in that 
capacity with several New England 
concerns. 





Patent and Suedes Lead 
in Philadelphia District 


PHILADELPHIA—While factories 
here are passing through a between- 
seasons period and are not very busy, 
they are getting a fair volume of business. 
Patents may be said to be in demand as 
much as anything, though the market for 
suedes is still fairly strong both in the 
browns and in black. There is also a 
noticeable increase in the demand for 
white shoes of the better grade in elk, 
buck, and kid, but very little for canvas. 

There is very little demand for glazed 
kid, some manufacturers reporting they 
do not have a single pair going through. 
There is, however, a slight demand for 
kid as trimming and some demand for it 
both in black and in light colors for lining. 
The tendency towards plainer pumps and 
oxfords is still commented on by manu- 
facturers. here, though fancy patterns still 
have a good grip on the market. Prices 
on all classes of footwear, generally speak- 
ing, remain unchanged. 


Trade Conditions Spotty 
According to Bradstreet’s review of 


local conditions there was a breaking © 


away from. the recent apathy in im- 
portant lines of business though: the 
improvement noted was not uniform and 
unsatisfactory conditions still exist in 


some branches. This report says that the - 


hide and leather markets show a slight 
improvement with demand centered on 
belting butts. Shoe manufacturers’ in- 
quiries appear to be mostly for colored 
kid and patent leather. Wholesalers and 
jobbers of shoes note an improvement, but 
business is not up to the usual standard 
for the Easter season. 


Featuring Window Displays 


The advertising here of the John Bright 
stores is featuring their window displays. 
It states that every John Bright shoe is 
displayed in the windows some time dur- 
ing the week and that every shoe is plainly 
marked with the price and style number. 
Customers are requested to select the 
style from those on display in the window 
and to come in and ask for it by number. 
The advertising points out the fact that 
this saves the store’s time and the cus- 


tomer’s money. 


In Business More Than 100 
Years 

A number of Philadelphia firms which 

have been in business for 100 years or 

longer were the guests of the Philadelphia 

Chamber of Commerce at a luncheon in 
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the Bellevue-Stratford on April 9. Among 
the firms represented were Monroe- 
Brothers & Co., shoes, J. E. Rhoads and 
Sons, and C. Bockivs Company, glazed 
kid. 





Wholesale Trade Dull 


The wholesale trade reports that retail 
shoe merchants are buying cautiously. 
Because of the lateness of Eastex, con- 
sumer demand has been light and retail 
merchants have not felt themselves con- 
strained to lay in any future stocks. There 
is now, however, a little buying of whites 
in kid, calf, and high-grade linen with kid 
trimming. Present indications are that 
covered heels will be in better demand 
than painted heels because of the tendency 
of the latter to chip off. In men’s shoes, 
both light and dark browns are reported 
as selling. Demand for plain toes is fairly 
good, trousers crease demand is spotty, 
and the call for blacks is only incidental. 
Tans and patents are in demand in boys’ 
shoes. While one jobber in children’s shoes 
reports declines of+15c to 25c, a whole- 
saler of ladies’ footwear finds the market 
very firm and predicts advances. 


Children’s Trade 


The Dalsimer store featured Easter 
shoes for children. The offerings included 
Polly Ann in patent colt or tan at $3.00, 
$3.50, and $4.00, the Sally sandal in patent 
colt or tan at $3.00, $4.00 and $5.00, and 
a Junior oxford in patent or tan at $3.00, 
$3.50, and $4.00. In women’s shoes this 
store included in its showings a three- 
strap pump in patent colt, gray suede, 
and tan calf, and a strap effect in patent 
colt with black suede and in black satin 
with black suede. 





Featuring Special Sale 


Harper’s Shoe Shop in Frankford is 
featuring a special sale of men’s and boys’ 
shoes. 


Open New Store 


The Arrow Shoe Stores Company has 
opened a store at 4453 Frankford Avenue. 
Cantor Brothers formerly conducted a 
store at this address. This store is featur- 
ing men’s and women’s shoes at $5.00 and 
$6.00. At the former price the offerings 
for women include a full variety of lasts 
and heels in suede slippers in airedale, 
jack rabbit, and other new colors. In 
men’s shoes the offerings at $6.00 include 
custom made shoes and oxfords of Russian 
calf, Seotch calf, and other materials. 


Good Demand for Satins 


Samuel Horwitz, 7th and Poplar Streets, 
finds a very good demand for satins, 
especislly in black. Suedes have slipped 
though there is still some call for them in 
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$6.00 ($5.50 
Tenderfoot Soles Now In Stock 


If you have not yet seen this new shoe, which was the talk of the Chicago Show, it will 
pay you to allow us to send samples. 


FOUR REASONS WHY YOU SHOULD BUY THEM 


1—Lightest Weight Crepe Sole on the market. 

2—Sole construction guaranteed. 

3—Most pleasing appearance because of new sole construction and ‘iti 
rounded edges. 

4— Made from het popular leather—*‘Dundee Calf.”’ 


Stock No. 500. Ladies’ Moccasin Oxford. AA to D.. 
Stock No. 800. Men’s Plain Toe Blucher Oxford. A to D.. 
Single pairs 35c extra 


Terms: 5% 10 days, net 30 days 


THE PRESTON B. KEITH SHOE CO. BROCKTON, MASS. 


MANUFACTURERS OF MEN’S AND WOMEN’S FINE SHOES 














Safe Shoes Sure Profits 


ee 
{Style} 
. 


IN STOCK 
IN STOCK IN STOCK Style S51—Turn, 1, Gfay Elk California Sandal 


Style 546—Turn, Patent Amen Sandal Style 543-—Turn, White Kid Maril Heel, 24- 
7/8 Heel, 244-7, AA-C $4.25 8/8 Wood Heel, 244-7, AA-C wa Heel, 11 ak os 


i ' If a Burdett Salesman does not call on you, he 
Here’s a SAFE line of Turns and Welts. will be only too glad to, if you but let us know. 
Styles are carefully selected and developed, and The following representatives are now in their 
invariably sell out at a clean profit. Extreme care territories with the new Spring and Summer Line: 


is exercised in selecting the best materials, and “Len” Burdett 
rigid attention is given all details of assembly “‘Hap”’ Burdett. ... New England and ng mag City 


; iddle West 
through the factory. Our customers stay with us, 
for their customers come back for “more.” 


New Spring Catalog showing 70 I N STOC K Styles is Ready. May we send if lo you? 


BURDETT SHOE CO., LYNN, Mass. 


Bester Puflcsnay t sctieved Gare aduartising th the Bait and Skis Rearder. 
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airedale and gray. There is a little call for 
gray kid but none for brown. There is no 
demand for reds, greens, and blues and 
this store does not expect to stock any 
against a possible future demand. One- 
straps and operas are more in demand 
than anything else. There is a tendency 
away from the more elaborate cut-outs to 
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plainer models. Mr. Horwitz thinks there 
will be the usual spring and summer de- 
mand for whites. Perforations in men’s 
shoes are not in active demand though 
three and four rows of stitching are popu- 
lar. This store reports that the most 
popular price in both men’s and women’s 
footwear is $10.00. 





New Styles in Footwear 
for Both Men and Women 


}AVERHILL—A concern which for 
more than a quarter of a century has been 
identified with the production of men’s 
hi-h-grade house slippers is Hazen B. 
Goodrich & Co., a concern which has 
built up a reputation for this class of 
goods as well as for women’s high-grade 
turn footwear. For the coming season the 
Goodrich line of men’s slippers includes a 
great variety of patterns running from 
the low-cut opera to the high-cut cavalier; 

made up in standard leathers and novel- 
ties in a wide range of colors and grains. 
High standards of materials and work- 
manship are maintained in the Goodrich 
slipper line. One of the novelties is a 
genuine sharkskin slipper of the opera 
pattern, shown in various colors. This con- 
cern makes a line of men’s and boys’ danc- 
ing oxfords and pumps. These are carried 
in stock. A folder sent out by the com- 
pany illustrates and describes in detail the 
men’s patterns. 

Accompanying this men’s slipper folder 
is a page showing several styles of women’s 
turn straps carried in stock. These include 
black satin, ooze, white kid and silver 
brocade. Salesmen representing the Good- 
rich line are now in their respective terri- 
tories with fall samples. 


Easter Saturday a Holiday 


Unfortunately, the Saturday before 
Easter Sunday fell this year on April 19, 
a legal holiday in Massachusetts. Haver- 
hill retail merchants were divided on the 
subject of closing their stores on Saturday 
or on the Monday following. The result 
was that some stores remained open on 
Saturday and closed Monday, while others 
closed on Saturday and opened on Mon- 
day. From the standpoint of the demand 
for clothing, shoes and other apparel for 
Easter wear the falling of Saturday on a 
legal holiday undoubtedly curtailed retail 
business in all lines. 


Protest Prison-Made Shoes 


Delegates to the convention of the 
United Shoe Workers of America, held in 
Haverhill last week, adopted unanimously 
and sent to President Coolidge and Con- 
gress a resolution protesting the proposed 
manufacture of army shoes in the peni- 








tentiary at Leavenworth, Kansas. The 
resolution asked consideration on the 
ground that “free and law abiding shoe 
workers” would be deprived of a means of 
livelihood. 


Death of Shoe Manufacturer 


Edmund K. H. Wentworth of the Hard- 
ing Shoe Company, Haverhill, was in- 
stantly killed on April 6. He was struck 
down by an automobile. Mr.. Wentworth 
was one of a group of four young people 
of which another was killed and the two 
others badly injured. Mr. Wentworth 
was 25 years of age and was the son of 
Mr. and Mrs. E. C. Wentworth. Mr. 





Wentworth, Sr., is also associated with 
the Harding Shoe Company. Mr. Went- 
worth, the victim of this shocking acci- 
dent, was a Haverhill young man of great 
promise. He was familiarizing himself 
with the shoe business with a view of tak- 
ing it up as his life, work in company with 
his father and other associates in the 
Harding Shoe Company. 


New Concern Makes McKay 
Shoes 


The Lawrence Shoe Company is the 
style of a shoe manufacturing concern 
which has begun business in the neigh- 
boring city of Lawrence, Mass. Women’s 
flexible McKays will be manufactured. 
Members of the concern are: A. W. Brad- 
ley of A. W. Bradley Company, Haverhill; 
A. Starensier and Joseph N. Ham. 


Assignment of Old House 


J. H. Murray Company, for many years 
associated with Haverhill shoe manufac- 
turing, recently made an assignment for 
the benefit of creditors. The assignees are 
members of local concerns. The Murray 
Company has been identified with Haver- 
hill for 20 years. Mr. Murray died about 
nine years ago, since which time Arthur 
Morin has managed the business. 








Straps, Colonials and 
Gores Popular at Lynn 


LYNN—Manufacturers find  after- 
Easter business good. A number of buyers 
were here during the week ending April 12, 
and salesmen are combing the big city 
trade. Factories are running pretty 
steadily. It is believed that the summer 
shoe business will open by mid-May. A 
number of Lynn firms are featuring quick 
production and quick deliveries of shoes. 
That is to keep pace with the style 
changes as well as to meet the require- 
ments of merchants who make a specialty 
of quick turns of stock. 

Styles show a further gain on white 
shoes, especially all white shoes of leather. 
Russia calf, mentioned as a possibility a 
few weeks ago, is gathering strength. 
Some manufacturers think it will run well 
during the summer and early fall. But the 
bulk of business, for the present, is on 
patent and black satin shoes. 


Straps Are Style Leaders 

Strap styles hold their leadership. 
Colonial and gore styles continue to sell. 
Improvement in sport oxfords is expected, 
as the sport season opens in full swing. 
Fine shoes are of plainer patterns. But the 
popular price lines continue to show 
novelty trimmings galore. Open shank 
shoes are selling again. Vamps are open, 





‘with dice like cut-outs. Vamps are lat- 


ticed. 
Novelty Linings 

Probably there never was a time when 
so much attention was given to linings of 
shoes. Nor ever was there a time when so 
macy fancy linings were used—ivory, 
champague. bluebird and the like. A shoe, 
these days of novelties, must look well 
inside as well as outside. 


Piped Velvet Shoes 


Velvet shoes, piped with silver or gold, 
may be tried for fall. 


Trying Electricity 
Some North Shore tanners are experi- 
menting with electricity for getting fancy 
finishes on their leather. They have “‘some- 
thing good.” But they are keeping it 
secret. 


New Watson Line 


The Watson Shoe Company, makers of 
“Watson’s Welts,” is to add a line of 
“‘Watson’s McKays” to its production. 
Designers of the firm are now et work on 
the new models. These new McKays will 
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For Sale by Shoe Findings Jobbers 


UNITED SHOE MACHINERY CORPORATION, Boston 
San Francisco Branch, 859 Mission Street 




















J. K. KRIEG, 39 Warren Street, New York 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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correspond in style and character to the 
“Watson Welts.” New equipment is being 
added to the factory for the making of the 
new line. The shoes will be made under 
th: same ideal conditions as are the ““Wat- 
son's Welts.” 





A Shm Shank 


‘or a slim shank of a shoe consider a 
L) nn shoe with a shank so narrow that a 
mn can cover it under his thumb. The 
two rows of stitching inside this shoe are 
so near together that a man can put the 
tip of his fiager over both of them. 


Keeping Style Alive 
\ number of Lynn manufacturers, 
vecially those making popular grades of 
!:9e8, are opposed to reports that patterns 
are getting plainer. They wili not let styles 
gct too sober and sedate if they can help it. 


New Play Shoes 


The Burdett Shoe Company is bringing 
ut a new line of children’s footwear called 
‘Ideal Play Shoes.” These shoes are welt 
sewed. That is for strength and flexibility 
and economy, too. The soles are of a 
special tannage of leather, tough, with a 
non-skid surface, and, also, water re- 
sistant. 

Uppers of the shoes are of tan elk or 
Russia calf. Patterns provide for oxfords 
or for low boots. Toes are wide, and soft, 
to give plenty of room for movements of 
the feet. Indeed, the shoes provide the 
freedom of a barefoot tread. A proper 
touch of style is given to the uppers by 
the use of moccasin style vamps, which 
may be of suede or other contrasting 
leathers. Inlays are in the moccasin vamps, 
and if the style be that of boots, there are 
inlays in the tops to correspond to the in- 
lays in the vamps. : 


2 © 








° 


Starting Salem Shop 


Bell Bros. Shoe Company of Salem has 
started its shop and is making women’s 
shoes. The company’s Maine shops are 
running briskly. 


New Last Shop 


MeNichol, Taylor, Inc. is starting up. 
its new last shop in the Realty Building 
at 192 Broad Street, where it has leased 
20,000 feet of floor space. 

Thomas T. McNichol started the busi- 
ness ten years ago. Edric R. Taylor joined 
him eight years ago, and the firm of 
McNichol, Taylor, Inc. was formed. 
Arthur B. Taylor, a brother of Edric R. 
Taylor, is now vice-president of McNichol, 
Taylor, Inc. 





Lynn Notes 


William Foster Whitney recollects mak- 
ing shoes by hand for 15 cents a pair. He 
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A pleasing atmosphere prevails in the in 


taken soon after the recent opening of the new storeon Granby Street. A woman's hosiery 
i general manager, and L. Boyd Hudgins, vice- 
, are b hh Fag dy Fee years Mr. Bonney has conducted a 
7) first W store seventeen vears ago 


features. O. L. Bonney, president and i 





valk 


91 


terior of the Walk-Ov@ store at Norfolk, Va. This photograph was 


is one of the 
ident and assistant 
Walk-Over store. He 





learned his trade in 1841. He’s 99 now, 
and expects to cross the century mark 
going strong. 

A doctor told a group of Lynn shoemen 
the other day that he never had a patient 
whose sickness could be traced to the 
wearing of high-heel shoes. 

Cruise, Sullivan Company are under- 


taking to make and deliver shoes to the 
New York trade on a schedule of 30 days. 

Besse, Rolfe Company had a style 
show recently. It was a big success. 

A new “Tom McAhn” shoe store has 
been opened on Monroe Street. 

White shoes and Russia calf shoes are 
being made at the Watson factory. 





Healthier Tone to Buying 
in Rochester Shoe Stores 


ROCHESTER—During the week end- 
ing April 12 there was a noticeable im- 
provement in the retail shoe trade in 
most of the stores here. More seasonable 
weather acted favorably and strap pat- 
terns in patent and satin sold very well. 
The sharp contrast offered by women 
wearing light shades of hosiery with black 
shoes has done considerable to stimulate 
the sale of all blacks. 

Merchants looked eagerly into the week 
commencing April 14, the final week before 
Easter. They expected the best shoe week 
of the year would be enjoyed. 


Good Demand for In-Stock 
Shoes 


Illustrating the tremendous last-minute 
call for women’s shoes for immediate ship- 
ment just previous to Easter, it is in- 
teresting to note that one Rochester house 
received 50 telegrams last Monday order- 
ing in-stock shoes and that they have 
been averaging not less than ten telegrams 


a day for the past two weeks ordering 
shoes. 


New Stock Catalogue 


The Utz & Dunn Co. just issued two 
new catalogues. One shows newest foot- 
wear for spring which can be made within 
30 days, and the second catalogue features 
54 in-stock patterns which are ready for 
immediate delivery. 


Eastwoods Feature Oxfords 


Wm. Eastwood & Son Co. recently ran 
advertisements in local newspapers featur- 
ing oxfords. During the past two months 
Eastwoods report they have sold many 
oxfords., 


New John Davis Store 


The John Davis Shoe Stores Company 
opened a new store at 409 East Main 
Street recently. This chain store organi- 
zation formerly operated a store at 155 
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Nationally 
' Advertised to 
Young America -- 


The 


Converse 


BRONCHO 


-- the shoe with: more months of 
satisfying service than any other 
outdoor shoe made. 


" i all 
ote ne ee 


“Broncho” is absolutely unequalled in dollars-and-cents value as an all- 
around athletic shoe for rugged outdoor service. It’s the best type of Con- 
verse basketball footwear adapted for the rough-and-tumble, every-day 
wear and tear of a live wire youngster’s summer vacation, with a sole 
patterned after the famous Converse “Traction Tread” of the “All Star” 
basketball shoe. It’s built to last a season, it’s moderately priced and it’s 
nationally advertised in the leading boys’ magazines, sportsmen’s publica- 
tions and newspapers. Call on our nearest service branch for fast sizing 
service on “Broncho” or any other numbers in the Converse line of tennis 


shoes. 


‘* BRONCHO” 


Heavy loose-lined army duck uppers, white or brown; 

full black fabric trimmed; extra thick black non-skid sole; 

double toe cap and foxing; Armstrong ‘“Korxole”’ insole. 

Laced-to-the-toe only. “BRONCHO” 
Men’s $2.25 Moulded Sole 
Boys’ 2.00 
Youths’ 1.90 


Converse Rubber Shoe (0. 


FACTORY AND GENERAL OFFICES AT MALOEN, MASS. 


Boston Chicago New York Philadelphia 


175 Purchase St. 618 W. Jac Blvd. 142 Duane St. 25 No. Fourth St. 


Makers of the famous EHeavy Duty Rubber 











Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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East Main Street. B. P. Mangin, is 
manager. 


Opens Paris Bootery 


The Paris Bootery is the name of 
Rochester’s newest shoe store which 
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recently opened at 81 Clinton Avenue, 
south. Popular-priced footwear for men 
and women will be featured. The pro- 
prietors, Dave Goldstein and Simon 
Marx, were formerly associated with the 
F. G. Collins Shoe Company of Roch- 
ester. 





Healthy Trend Feature 
of Atlanta Shoe Trade 


ATLANTA—With excellent weather in 
Atlanta and the Southeast since the first 
of April, save for an occasional bit of rain- 
fall, the shoe season opened up in earnest. 
‘-he volume of business for the first ten 
cays of April showed ~an improvement 
yith most merchants over the same 
period in 1923. 

The demand in women’s footwear is 
almost entirely for novelty effects, with 
little business being done in what might 
be termed the usual staple lines. 

Merchants in the smaller communities 
purchased their spring merchandise this 
season on a somewhat conservative basis, 
and are finding their stocks will run rather 
short of the needs they anticipated. One 
reasonfor this, probably the primary 
reason, lies in the fact that_cotton has 
again started a steady upward climb, with 
the result that the price has now reached 
almost 31 cents.at the principal spot 
markets. This is an advance of four to five 
cents im less than a month, and when the 
fact is considered that it adds something 
like $150,000,000 to the value of the 1924 
crop, it can be readily seen why the 
advance in price should have a very favor- 
able moral effect on the buying public. 





Wholesalers’ Convention 
| ee 


a . 2 

Atlanta shoe wholesalers, co-operating 
with the Atlanta Convention Bureau, is 
completing arrangements for the enter- 
tainment the early part of next month 
of the shoe jobbers of the South, who will 
gather in Atlanta Thursday, Friday and 
Saturday, May 1, 2 and 3, for the annual 
convention of the Southern Shoe Whole- 
salers’ Association. 


Children’s Field Day 
f The southern branch of the United 
States Rubber Company, located in 
Atlanta, is arranging a special field day 
for boys and girls between the ages of 8 
and 18 years, Saturday, May 3, at the 
baseball park of the Atlanta Southern 
Association team, the purpose of the field 
meet being to feature the line of Ked foot- 
wear made by this company. The meet is 
to include practically all of the events of 
the usual scholastic track meet, running, 
sprinting, jumping, pole vaulting, and the 


fs - Brouillard of Arctic; 


like. The contestants jn the sport races 
must wear Keds. 


New Department Store 


J. P. Allen & Co., an Atlanta depart- 
ment store company, has taken a lease 
on a. property at Peachtree and Cain 
Streets, where the company is planning 
the construction of a five-story building 
to be occupied by the store when com- 
pleted. The cost of the structure will be 
about $500,000, and it will be the second 
largest department store in Atlanta. 





Encouraging Note in « 
Federal Reserve Report 


The last report of the Federal 
Reserve Bank of Atlanta shows 
that wholesale shoe business has 
been experiencing a steady im- 
provement from week to week since 
the first of the year. February 
wholesale volume, for instance, was 
about 12 per cent better than Janu- 
ary, though were approximately on 
the same basis as during February 
of last year. 











To Sell Shoes 


Palmer, Graham & Co. is a new firm 
organized recently at Tarrytown, Ga., 
with a capital stock of $5000, the company 
planning the,early opening of a new store 
there handling shoes, dry goods, and a 
general line. C. W. Graham, of Tarry- 
town, heads the company. 





Women’s Oxfords Meeting 
with Favorable Results 


PROVIDENCE—As the Easter season 
approached, the buying in Providence re- 
tail shoe stores assumed a more satis- 
factory complexion. Black patterns have 
been in very good demand. Oxfords are 
not neglected in the trend of style. Indi- 
cations point to a good white season. 


Spring Offering Successful 


One of the most successful spring offer- 
ings was conducted by the Regal Shoe 
Store. M. Casterlin, manager, reports 
trade is good. 


New Members Elected 


New members elected into the fold of 
the R. I. S. R. D. A. are: Harold Kelman 
of the Leon Shoe Store, Providence; 
Joseph Motyl of Central Falls; Phil. 
and Carlton B. 
Engel of the Providence Children’s Store. 


Good Hosiery Sales 


Hosiery sales are good and indications 
point to a splendid season. A broad range 
of flesh-colored shades are being carried 
in most every store and they are being 
worn extensively with black shoes. 


Association Merchants Meet 


The first meeting of the Rhode Island 
Shoe Retail Dealers’ Association with its 


newly elected president, E. S. Lafayett 
of Woonsocket, presiding, was held on 
April 8 at Hotel Dreyfus. Spring trade 
was discussed. A vote of thanks was given 
to its retiring officers of 1923. The next 
meeting will be held at Woonsocket on 
May 6. This will be the final monthly 
meeting of the association until Sep- 
tember 2. 





Address on Shoe Patterns 


Boston, Mass., Apr. 14—L. Caywood 
Clem, of the Dunbar Pattern Co., Brock- 
ton, Mass., gave the pupils of the New 
England Shoe and Leather Association's 
Shoe and Leather Class a most interesting 
and instructive talk on April 11th, in the 
subject of shoe patterns and how they are 
prepared for the manufacturers. 

Mr. Clem illustrated his talk with 
various examples of patterns and:designs, 
and in the course of his statement called 
attention to the constant and rapid 
changes that are today taking place in the 
processes of manufacturing footwear. By 
means of magazine illustrations he demon- 
strated the striking contrast between to- 
day’s styles in women’s shoes and those 
of 10 years ago. 

The members of the class visited the 
factory of the Stetson Shoe Company at 
South Weymouth, Monday, April 14th, 
and studied the operations in the different 
departments. 
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e Crawford 
rch Supporting Shank 


keeps the Arch Young 


Misshapen shoes and shoes that break 
in the shank after they are worn are 
detrimental to health and comfort. 








The Crawford Arch Supporting Shank 
keeps the shoe in shape and holds the 
foot in its proper position during the life 
of the shoe. The Crawford Arch Sup- 
porting Shank prolongs that youthful, 
springy walk in those who are leaving 
youth behind. 


A valuable talking point for the retailer 
is the shoe with a Crawford Arch Sup- 
porting Shank. 





The Crawford Arch Supporting Shank 
is built right into the shoe — fitted be- 
tween the inner and outer sole and 
locked to the insole. It cannot abrade 


the akin Nothing in the Shoe hut the Foot 


United Shoe Machi nery Corporation 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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April 19, 1926 





Shoes of Worth 


A. BNET NETTLETON CO. 
Syracuse, N.Y., U.S. A. 


MEN'S FINE SHOES EXCLUSIVELY 








HOWARD & FOSTER CO. 
Men’s and Women’s Welts 


Addrees all te the 
Factory at 


BROCKTON, MASS. 








HURLEY 
GriPseo (77 / PA ARCH 
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Seattle 
(Continued from page 81) 


Several Sales Going On 


Sales in spring footwear are being held 
at several stores. The Plymouth Shoe 
Company, 118 Pike Street, is holding its 
first anniversary sale. Turrell’s is holding 
a sale of 1,500 pairs of straps, oxfords and 
pumps in the downstairs department. 
The University Shoe Company, Inc., 4330 
University Way, is discontinuing business 
and holding a closing-out sale. 


Expect Good Sports Season 

As the popularity of sports wear be- 
comes more and more marked with the 
advance of the season, merchants are 
bending every effort to offer suitable 
footwear for sports wear. There is a 
tendency toward simpler strap effects and 
the white shoe.business is expected to pass 
all former records, due to the popularity of 
the all-white sports costume. 





New London Store at Newark, 
N. J. 


New York, April 15—As a result of an 
intensive study of business conditions in 
Newark, N.J., extending over a period of 
several years, the London Shoe Com- 
pany, Inc., of New York and Chicago, has 
leased the store and basement at 140 
Market Street, Newark, N. J. This is in 
conformity with the policy of the London 
Company to open stores in the very best 
locations. 

Alterations will be made with the in- 
stallation of a new style store front and 
the fitting up of the basement into a com- 
plete shoe store to handle the expected 
overflow from the main floor. 

London Character shoes are now sold 
through five main branches in New York 
and one in Chicago. The Newark addition 
is the beginning of a nation-wide plan to 
place London shoes on sale in principal 
cities. 





New Store in Sheboygan 


The Wagner Shoe Company has opened 
a shoe store in Sheboygan, Wis., carrying a 
line of shoes for both men and women. 
The quarters have been recently re- 
modeled, making the store very attrac- 
tive. Karl Wagner is well known in She- 
boygan, having formerly operated a shoe 
store in that city. He is assisted by C. E. 
Elliott of Chicago. 





West Allis Store Sold 


Henry Chazen, boot and shoe merchant 
of West Allis, Wis., has sold his store to 
Morris Rapkin and has left for an extended 
trip through the West. Mr. Rapkin will 
continue to operate the business in the 
same lovcation. ° 








Is At Your Service 
THE STETSON SHOE CO. (Inc. 
South Weymouth, Mess. 
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A. FREEDMAN & SONS, Inc. 
; BROCKTON, MASS. 











and 
Kimona Sendals 
Write for Prices 
., ine, BROOKLYN, NY. 








Satin, Felt and Leather 
Soft Sele Slippers 


For the entire family 


NEW ENGLAND SLIPPER CO. 
140 Green St., Worcester, Mass 








PARISTYLE FOOTWEAR MFG. CO., Exc. 
41-45 Washington Ave. Brooklyn, N 
HIGH GRADE MULES AND wang 
Made of Satin, Quilted Satin, —~ “yan 
Tinsel and Brocade 


Leather, a 
Prices from $23.00 per dex. up 








FLEXIBLE MecRAYS with the comfort 
oO urns 
‘WOMEN’S COMFORT FOOTWEAR 
MEN’S ROMEOS, EVERETS and OPERAS 


Sold only in case lots 
NORTHEASTERN SHOE CO.., Inc. 
54 Auburn Street, Chelsea, Mass. 
Boston Office, 139 Lincoln Street, Room 212 











SLIPPERS for MEN, WOMEN 
and CHILDREN 


Bedreem and heuse 
Slippers in a wide 
variety of styles and 
prices. 
SATIN SLIPPERS 
neted for quality. 











FRANK oe PFEIFFER CO., Inc. 
24 Washington Square -:- Worcester, Mass. 
in Medium and+ 
On GRADE 


: 
bie 


Satin. Brocadesand Metal 

















Bliss & Richardson Shoe Co. 
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To Exhibit Cincinnati 
Products 


Cincinnati, Apr. 14 ~An industrial ex- 
hibit of Cincinnati products, including 
shoes, will be a feature of the Good Will 
Trip up the Ohio River to be taken on the 
newly completed steamer, Cincinnati, 
the latter part of April. Cincinnati busi- 
ness houses are now engaging exhibit 
space on the boat which will have 125 
Cincinnati boosters on board. Advance 
notices say the object of the trip is to 
boost Cincinnati as a market and to 
bring to the attention of people in this 
territory to the superiority of Cincinnati 
as a wholesale market and the superiority 
of Cincinnati products. 





Dollar Day at Stevens Point 
isconsin 
Stevens Point, Wis.—Shoe merchants 


April 19, 1924 











Colcord & Walker, Inc. 
Turn Footwear for Women 


HAVERHILL, MASS. 


Factory 34 DUNCAN ST. 











here co-operated with other merchants in 
holding a big Dollar Day event which at- 
tracted a number of shoppers from rural 
communities. The day was selected to 
coincide with the monthly Stock Fair and 
a special advertising edition of a local 
newspaper was sent out to announce the 
bargains throughout the community. 





Hendersons Buy Building 


Montpelier, Ind., April 16—Henderson 
& Henderson, retail shoe merchants, re- 
cently purchased the Bonge building on 
Main Street. Roy and Ralph Henderson 
are members of the firm. The concern will 
make some changes in its property before 
moving into it about May 1. The business 
was organized in 1908 and has shown 
steady growth. 





Retail Selling Course 


Sales representatives from a number of 
La Crosse, Wis., stores, including shoe 
stores, attended the first meeting of the 
retail selling course which is being con- 
ducted under the university extension 
division. 





All Factors in the Shoe 
Industry 


To make and sell a pair of shoes 
it takes: 

Farming to raise the hide. 

Chemistry to tan the hide into 
leather. 

Mechanics to make the leather 
into shoes. 

Transportation to deliver the 
shoe to the store. 

Art to display the shoe. 

Diplomacy to sell the shoe. 

Arithmetic to figure the trans- 
action. 

And confidence to do business. 

















FASHION FOOTWEAR 


i 
Women’s Fine Turns \ 
and Novelties 
Our new models for Saging sve ot are attracting most | 
wens =. 
pumps in the latest designs. and 4 finest leathers. 
TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. 








WELSON H. GROVER CO. 


SHOE 
CUTS 


Or may buy them at $1.25 each. Send for 
161 SUMMER ST. BOSTOX 


REE 














Shoe Illustra 


Producers of High Grade 
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INFORMATION 
for Shoe Merchants 


“WHERE TO BUY” constitutes a 
source of knowledge so that be whe 


— pages may read 
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Soft Soles and Moccasins 


Ask your Jobber for our 
We DO NUT eel 
the retail trade. 


| | Newcomb-Anderson Shoe Co. 


ROCHESTER, N. Y. 








“ELAM” 


| Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 
ROCHESTER, N.Y. 
Boston Office, 16 Columbia Street 








AShoe forBoys 
That Wears 














Gleal Dak aby, Sloe ce. Company 


Sage 1 


eft 
ralists 
SEND FOR CATALOG 


NEW YORE GFFIKR 320 FIFTH Ave. 











Demand Dunbar Designs 


From Your Manufseturer 
AND BE ASSURED OF STYLE 
AND FITTING QUALITIES 
IN YOUR SHOES. 
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Canadian Workers Ask for 
Tariff 


Montreal, April 14—A petition from 
shoeworkers in Montreal asking the 
government in the interest of the Cana- 
dian shoe industry to put a higher custom 
tariff on all imported boots and shoes has 
been drawn up by the Boot and Shoe 
Workers’ Union Joint Council No. 17 and 
signed by over 1,500 shoe workers. It is 
being forwarded to the Rt. Hon. Macken- 
zie King, Prime Minister of Canada. 

The petition is as follows: “We, the 
undersigned laborers employed in the 
boot and shoe indusfry, being directly 
interested in the prosperity and success of 
our branch, realize that one of the prin- 
cipal causes of so much unemployment, 
also the slackening in our business which 
we actually suffer, is due to the great 
competition occasioned by importation of 
shoes manufactured in Great Britain and 
in many foreign countries. We sincerely 
believe that it is time that our Canadian 
industries should be more protected by 
higher customs of taxes. 

“We would therefore ask you to take the 
necessary immediate measures to reply to 
our plea and your petitioners will pray for 
the success of your government.” 





jM. Clark’s New Store 


Galveston, Texas, April 17—Morris 
Clark recently opened a new store at 414 
W. 22nd Street.. Max Clark, son of the 
proprietor, is manager. Mr. Clark has 
occupied several locat:ons within the past 
18 years, and each time there was a change 
it was due to the fact tha: the business 
expanded to such proportions that more 
space was necessary. 





Shoe Department in New 
Store 


Shoes for men, women and children are 
included in the stock of the Wonder Store 
which has recently been opened in Madi- 
son, Wis. ‘The new store is one of a chain 
of Wonder Stores operated by the La- 
fayette Notion Company and Sanford S. 
Ruttenberg, president of the organization, 
is managing the Madison branch. 





Organize Social Club 

Cincinnati, Ohio—The Daniels Shoe 
Company Social Club was recently or- 
ganized. Twenty members of the sales 
force are members of the new association. 
They meet once a month and discuss store 
policies, fitting problems and subjects 
that have something to do with retail shoe 
merchandising ideals. 

The officers elected include: Sol Urban, 
president; H. P. Plank, vice-president; 
Grant Ryder, chairman, and Miss A. 
Essel, secretary-treasurer. - - 








T. W. GODSOE, Pres. _ F. E. JONES, Treas. 
W. G. DONALD, Vice-Pres. 


F. E. JONES CoO. 
FANCY COLORS 


MAT KID 


95 SOUTH STREET BOSTON, MASS. 

















Waterproot 
Leather That 
Takes and Re- 
tains a Polish. 


CREESE & COOK CO. 





Tanneries at Danverspert 95 feuth St. Besten, Macs 





COATED GEM DUCK 


ADHESIVE BACKING CLOTH 
Bubber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 

















PAIR INA 
DISPLAY BOX 


Robert E. Miller 
INC, 


Sele Mi 
Daachable 8 BROADWAY, i 





* Rubber Heels New York City, 











No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 


Boot and Shoe Recorder 
ALL THE TIME 
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Professional Ballet 


{ Genuine Black Kid 


Pink, Black and White 
Satin. Alse two grades 
of soft toes 











147 Duane St., New York, N.¥ 
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Big Business Increase 


Boston—L. Boyd Hudgins, vice-presi- 
dent and buyer of the Walk-Over Shoe 
Company, Norfolk, Va., made a burried 
trip to Boston recently to replenish his 
stock of women’s high-grade shoes: Mr. 
Hudgins reported that he usually buys 
every three months; that ordinarily the 
stock which he purchased would have 
lasted until July, but this year he finds 
himself entirely cleaned out on women’s 
“airy” patterns in March. “We are selling 
three pairs to one this season, over last 
spring’s record. I am anticipating a big 
season on white kids and linens,” said Mr. 
Hudgins. 


New Boston Firms 


Boston, Mass., Apr. 15—Mellville Shoe 
Corporation was chartered recently with a 
capital of $100,000 by Stewart C. Woods- 
worth and Daniel J. Lyme of Boston and 
Ellen M. Hart of Hingham. 

Louis Jolles Company was incorporated 
with a capital of $100,000 by Louis Jolles 
and Lizzie Jolles of Roxbury and Mitchell 
L. Bernson of Brookline. 


New Lee Company 


Athol, Mass.—Lee Bros. Shoe Com- 
pany of Athol, Mass., was incorporated 
with a capital of $300,000 by Arthur P. 
Smith of Winthrop, Henry P. Connell of 
Winchester and Richard G. Moore of 
West Somerville. 


Spring Styles Selling 
Paducah, Ky.—Runge’s Shoe Store 
reports it is enjoying a very good demand 
for its spring styles. George F. Runge, Sr., 
and his son, George F. Runge, Jr., say 
they expect the spring styles to sell stead- 
ily until the white season sets in. 














To Add Shoe Department 


Williamson, W. Va., April 15—Harry 
Schwachter, president of the Ladies Shop, 
recently announced that he intended to 
add a shoe department to his store in the 
near future. Mr. Schwachter will be in 
charge of the new department. 





BALLET SLIPPERS in Stock 


enc 
BLACK, KID-SOFT TOE $2. oo BOX TOE 3.00 
~ PINK SATIN BOX TOE 3.50 
Sizes 6 child’s to 7 women's 


L. MILLER &-SONS, Inc. 


One Carlton Ave., Brooklyn N.Y. 
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Let Your Jobber Carry Your Steck 
Harrington & Waring 


41 Union Sq. W. New York 














Erie Ave. & Am jelphie 
Heese 
New York ‘358 Ave. 











J. R. BEATON COMPANY, Inc. 


331 FOURTH AVE., NEW YORK 














ATLANTIC PRINTING CO. 


Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 


201 South Street Boston, Mass. 
Telephone, Beach 4960, 4961 








’ erate 


TOLMAN PRINT. INC 








Do You Know 


That you can buy or sell it throug) 
the “Where to Buy” columns. Th's 
feature in its quick service is a time 
saver in meeting immediate need -. 
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EXCLUSIVE MAKERS 
oF 








~~ 
No. 6005—In Stock, Black No. 6728—Black Kid Arch No. 6011—In Stock Black 
Kid Arch Relief Oxford, Relief Two-Strap Goodyear Kid Arch Relief Oxford, 
Goodyear Welt, 13-8 Rubber Welt. 13-8 Rubber eel, Goodyear Welt. 12-8 Rubber 
Heel. Combination Last. No. Combination Last. No. 131. Heel. Combination Last. No 
131. Price. ........... $4.60 _ SS eee 118. Price............$4.60 
No. 6004—Same as above No. 6727—Same as above, No. 6010—Same as above 
Brown Kid. Price. .. .. $5.35 Brown Kid. Price. .. .. . $5.50 Brown Kid. Price. .. .. $5.35 


SHOES THAT WILL IMPROVE THE 
BUSINESS OF ANY GOOD STORE 


Write for full particulars 


The RILEY SHOE MFG. Co. 


COLUMBUS, OHIO 
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OCCASION 


UST Wright Shoes since 1875 have 

both reflected and anticipated the 
style requirements of discriminating men. 
The styles this spring more than main- 
tain the prestige of forty-eight years. 
Priced $10.00 and $11.00. 


E. T. WRIGHT & COMPANY, INC. 
Department S-206, Rockland, Massachusetts 


Makers also of men’s Arch Preserver Shoes 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Good Calls for Black and Chinese Colors 


Upper Leathers Suitable for Light and Novelty Footwear in Best Demand— Whites 
Meet with Favorable Response 





WHAT IS BEING Leathers suitable 
BOUGHT for the light and 
modish slippers, pumps and novelty 
‘ootwear have the best call among the 
upper leather tannages. While blacks 
wredominate, there is still a good call 
or the Chinese colors, particularly red, 
ue and green. Patent leather and 
lack suede are very popular at 
resent. ‘ 

Patent colt and kid and chrome 
patent sides are having a better run 
han in some years: White leather is in 
zood request, especially the top selec- 
ions of white kid and white calf. Some 
of the new finishes of calf made from 
choice foreign skins are beautifully 


More interest 


at a low leve 





High Lights of the Week 


American leather market by foreign 
buyers. Larger purchases are being 
made of kid and fancy suede calf. 


Local leather market still dull with 
hand-to-mouth buying policy. Tan- 
ners take present situation as indica- 
wae of much improved business after 

ter. 


Conditions in leather field funda- KID 
mentally strong. Hides and skins are 
i; prices of leather are as 
low as tanning costs permit. Upward 
pins of buying is principal feature 


good. Trading is largely on the smooth 
finishes of side upper, smooth finished 
chrome side in fancy colors bringing 
from 28 to 30c per foot, the medium 
selections from 22 to 26c. There is a 
good call for leather suitable for sport 
shoes, including elk, veal, kip and 
waterproof grain leathers. Prices range 
all the way from 38 to 50c per foot, and 
from 40 to 42c for the best selections of 
elk and smoked horse. 


shown in 


More business is evident 
LEATHERS in the kid market, 
especially from foreign buyers. Black 
kid is more popular in the export busi- 
ness, For domestic trade, there is still 
a considerable run on colors and white. 








(inished, and bring high prices, up to 
55¢ per foot. 

Side upper leather, including elk and heavy grains for sport 
footwear are in fair request; also the best kip tannages. Many 
hades are in evidence, and the call varies according to the type of 
hoes for which the leather is wanted. 


SUEDE. There is not much change in the demand for suede 
LEATHERS and buck finishes of calf or side. The demand has 
fallen off quite perceptibly during the past month, although the 
leading tanners of suede calf anticipate a healthy business later in 
the spring. The fancy colors of suede are quiet, although the 
demand for black suede calf and black buck has increased 
perceptibly along with the demand for other blacks. 

The top selections of fancy suede calf bring from 55 to 65c per 
foot, the medium selections from 40 to 50c. Buck leathers are 
quoted from 36 to 40c for white buck, and the top selections of 
colored buck 40 to 48c. 


CALF Smooth finished calf is in best request, and manu- 
LEATHERS facturers of the standard tannages report a fairly 
good demand in comparison with the dullness of previous weeks. 
The Chinese colors in top grades are still popular, and are quoted 
up to 55c per foot for the choicest leather. The standard first 
selections of smooth calf bring up to 45c per foot, medium grades 
35 to 40c. There is a good call for the top selections of white calf 
for high grade shoes. The. market on raw calfskins has receded 
from the high point of 23c per pound of some weeks ago, and the 
top selections of domestic skins are now bringing 14 to 20c per 
pound. The prices on the finished leather, however, are firmly 
held, and there have been no signs of weakness in the prices for 
standard tannages. 


SIDE UPPER While purchasing is confined closely to the 
LEATHERS needs of buyers, there are some large individual 
sales being made all the time to the large shoe manufacturing 
companies which are operating at fair capacity. The sales in the 
aggregate make a larger business than might be supposed from 
the dull talk which is heard on the street. It is true that business 
is not what might be desired at this time of year, but that does 
not mean that there is no business. Upper leather tanneries are 
being operated at fair capacity. The market is enjoying a degree 
of stability which was not in evidence two years ago. Prices are 
on a fair basis and firmly “held. Conditions are fundamentally 


The demand for the better selections of 
white is larger than for some years. Some tanners are making 
many shades of glazed kid, which are attractive for display pur- 
poses. Some tanners are operating at nearly full capacity although 
the average business is below normal. There is no especial change 
in prices, the top selections of colored kid bringing from 65 to 80c 
per foot, medium selections from 40 to 55c. The lower grades of 
kid are quoted at below 30c, according to quality. 


PATENT Tanners and japanners.of patent report a con- 
LEATHER _ tinuance of good business, sales in the aggregate 
making an excellent total, especially as compared with other lines 
of upper leather. The price situation shows virtually no change 
from the past few weeks. The top selections of patent chrome sides 
bring from 38 to 42c; patent kip around 45c. A fair call continues 
for the top selections of patent kid—prices from 65 to 75c per 
foot, and patent colt quoted at 55 to 65c. Our market reading 
last week that the top selections of ‘‘patent kid’’ bring around 45c 
should have read “patent kip.” 


SOLE The sole leather situation shows no material 
LEATHER _ change, excepting that the aggregate of business is 
larger than a few weeks ago. Shoe manufacturers are buying close 
to their needs, and are expecting lower prices than the market 
conditions warrant. Sole leather tanners are not inclined to forego 
profits entirely for the sake of making sales; hence, the continued 
extensive curtailment. High-class oak bends for finders’ use 
bring from 75c to 80c, but bends for shoe manufacturers’ use 
range from 55c per pound downward. The better grades of oak 
backs from packer hide steers bring from 41c to 46c per pound. 


Frank L. Howes Is Dead 


Frank L. Howes, treasurer of Howes Bros. Co., large sole 
leather merchants and tanners, died at his home in Brookline, 
Mass., April 9, after a brief illness. Mr. Howes was for many 
years a prominent figure in the sole leather field and industrial 
circles. He was born in Chatham, Mass., in 1867. Besides his 
connection with Howes Bros. Co., the deceased was also a direc- 
tor of the Merchants National Bank, Boston, Michigan Tanning 
& Extract Company, Pocahontas Tanning Company and other 
tanning and chemical companies. 

He is survived by three brothers, E. G., 8. C. and H. S. Howes, 
directors of Howes Bros. Company and three sisters. 
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TURDY, cool, long wear- 

ing Keds—the - fastest 
selling canvas shoes on the 
market. Build your summer 
footwear profits on Keds, the 
standard by which canvas 
rubber-soled shoes are judged. 
The 1924 Keds catalog has 
been mailed to shoe retailers 
all over the. country. If you 
have not received your copy 
write to the Branch or whole- 
sale distributor from whom 
you order your Keds. 
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United States Rubber Company 
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Rubber Footwear Exports in 1923 Show 
Appreciable Increase Over 1922 


N 1923 the rubber-soled canvas foot- 
wear exports from the United States 
were 3,791,018 pairs, valued at 

$2,920,412. The rubber division of the 
Bureau of Foreign and Domestic Com- 
merce in a recent bulletin announced this 
fact. The bulletin went into detail in 
lescribing subjects having to do with the 
xport trade in rubber footwear. 

Exports of canvas rubber-soled foot- 
year increased 27.3 per cent over 1922 in 
923, the number of pairs increasing from 
977,627 to 3,791,918. The trade in rub- 
er boots increased about 63.3 per cent 
uring the year just passed as compared 
vith 1922, while the trade in rubbers, 
vershoes, etc., increased about 25.4 per 

cent. - 
Concerning the requirements of foreign 
rubber footwear markets, in an analytical 
way, the bureau reports: “There are many 
factors requiring consideration in a full 
analysis of foreign markets for rubber 
footwear. The most important of these 
are climatic conditions, seasonal varia- 
tions in the demand, standard of living, 
occupations of inhabitants, exchange 
rates, competition from foreign manu- 
facturers, customs duties, the types and 
sizes of footwear commonly used, statistics 
regarding population and imports of rub- 
ber footwear to show the extent of the 
market in particular foreign countries, 
and the methods of distribution and cus- 
tomary trade practices, terms and dis- 
counts. 


Temperate Zones Best Markets 


“Foremost among the items of informa- 
tion mentioned above may be mentioned 
the climatic conditions. A country having 
a heavy rainfall should normally present a 
market for waterproof footwear, at least 
in the rainy season. Thus, it becomes 
necessary to familiarize oneself with the 
seasonal changes. There are, however, 
many countries with heavy rainfall where 
waterproof footwear is not in demand; 
for example, the African Gold Coast and 
Brazil. In a hot climate waterproof rub- 
ber footwear is uncomfortable and a low 
standard of living precludes its use. The 
best markets for waterproof footwear are 
all in the temperate zones. 


Many Mezicans Wear No Shoes 


“The standard of living is an important 
factor. British India and China would 
offer an almost unlimited market for 
* canvas rubber-soled footwear if the stand- 
ard of living required the use of footwear. 
At present, however, these countries are 
niarkets of scarcely secondary importance. 
lu spite of Mexico being one of the leading 





Argentina Largest Market 
for Canvas Shoes 


In 1923, Argentina received 
the largest number of canvas 
rubber-soled footwear exports 
from the United States, 768,373 
pairs. The Philippine Islands 
ranked second, 727,589 pairs and 
Cuba was third, 689,990 pairs. 
Mexico and the United Kingdom 
followed third and fourth re- 
spectively, Mexico receiving 375,- 
016 pairs and United Kingdom, 
336,356 pairs. 

In 1922, Cuba received the 
greatest number of canvas shoes 
but in 1923 fell to third place. 
The Philippine Islands was the 
second market during 1922 and 
1923. 











American markets for canvas rubber-soled 
footwear, more than half of the popula- 
tion does not use footwear of any kind. 
Throughout Europe the sale of high-qual- 
ity American footwear is hampered by the 
inability of the majority of consumers to 
purchase high-priced products. 

“Brazil formerly imported. considerable 
quantities of rubber-soled canvas shoes. 
Recently, with the protection of a high 
import tariff, there has developed a 


national industry of sufficient importance , 


to entirely supply the requirements of the 
country. Footwear exporters need to be 
constantly informed with regard to tariff 
rates applicable to their products. 


Occupations Have Bearing on Markets 
“The principal occupations of the people 


in a given section of any country have a 
bearing on the footwear market. The 
lumber industry in this country furnishes 
a considerable market for lumbermen’s 
overs, pacs, and rubber boots. In the 
fishing industry, rubber boots are used to 
a large extent, as is shown by our exports 
to Newfoundland and Labrador. The 
popularity of tennis and golf indicates a 
market for sport shoes with rubber soles. 


May Replace Chinese Slipper 


“Information concerning the types of 
footwear other than rubber in common use 
in a particular country may give exporters 
a clue to the extent and character of the 
market for rubber footwear. The success 
of canvas rubber-soled footwear in par- 
tially supplanting alpargatas in Argentina 
is a case in point. In China there is a pos- 
sibility that canvas rubber-soled footwear 
may some time supersede the Chinese 
slipper.”’ 

Rubber Boot Exports 

The United Kingdom received the 
greatest number of rubber boot exports 
from the United States, 133,178 pairs, 
while Japan, which was first in 1922, was 
second in 1923 with 81,185 pairs New- 
foundland and Labrador was third in 1923 
with 48,254 pairs. 


Switzerland First in Rubber Shoes 


Switzerland received 183,212 pairs of 
rubber shoes exported from the United 
States and was first in this department. In 
1922 Switzerland ranked sixth. Japan was 
second in 1923, receiving 161,903 pairs, 
but was first during the preceding year. 





Interior of the new Florsheim store at 228 Grand Avenue, Milwaukee, Joseph Klawitter is mana- 
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Sheer As Sunshine 


“Miami” meets every requirement of the fem- 
inine eye for loveliness of appearance. A chiffon 
stocking so fine and lustrous that it seems woven 
from threads of mist. Yet “Miami” is woven so 
skilfully of such carefully selected 
silks that it is flawless in texture 
and gives extra long wear. Added 
to the selling appeal of its beauty 
is an astonishingly low- price—a 
combination that is making 
*“Miami” extremely easy to sell. 


“Miami” is one of the Arrowhead 
styles that is being advertised to 
your customers through attractive 
advertising in the Ladies’ Home 
Journal, The Saturday Evening 
Post, The Pictorial Review and 
Good Housekeeping. 


Stock the whole Arrowhead line 
including hosiery for men, women 
and children in pure silk, artificial 
silk, mercerized, cotton and wor- 
sted. Your orders will be filled 
promptly. 


‘“‘Miami”—Extra fine gauge chiffon, 20-inch pure silk boot. Mer- f} 
cerized top, heel and toe. Double sole and heel. Colors: Black, Cor- 

dovan, Airedale, Amber, Cruiser, Peach and Sand. Packed three 

pairs to the box. 


Ricumonp Hostrry Mitts, Inc. 
Established 1896 


CHATTANOOGA TENNESSEE 


Arrowhead y, 


Ankle-Clinging 


HOSIERY 


\\, Yor all the Family 
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N.S. T. A. Fighting Shoe Stamping Bill 


Legislative and Style Committees Most Active—Quaker City Boys 


officers and members of the National 
Shoe Travelers’ Association at the 
resent time is the shoe stamping bill, 
officially known as “H. R. 4141. A Bill to 
rrotect the public against deceit and un- 
air prices, resulting from the portion used 
of other than leather, wool and silk in cloth- 
ng and articles of apparel, purporting to 
be made of such material.’”’ This bill was 
ntroduced. by Mr. Reece and was re- 
‘erred to the Committee on Interstate and 
foreign commerce. Hearings began on this 
bill about April 15. The National and local 
associations sent on briefs containing able 
arguments against this proposed tagging 
and were represented by counsel at the 
hearing. Gordon Goldsmith of the N.S.T. 
\. legislative committee also. represented 
the shoe travelers at the hearing. 


Able Arguments Submitted 
Among the arguments in the brief 
presented by Wm. Noll, Secretary of the 
Boston Shoe Travelers were—the incon- 
venience to the consumer in asking him to 


"T eticers und members of the Notion 


read a long statement on a tag on which it . 


would be necessary to enumerate such 
items as eyelets, threads, nails and every 
article which was not leather; that this bill 
is ridiculous on the face of it, as nothing is 
said about quality, the only specification 
being “articles other than leather.” 

The National Secretary and Boston 
Secretary are in receipt of letters from 
Samuel E. Winslow, chairman, acknowl- 
edging receipt of their briefs and promis- 
ing his interest in this matter. This 
stamping bill has before reared its head in 
Massachusetts and other State legislatures 
only to be killed; this is the first time that 
it has been introduced nationally. 


Frank King Reports on Style 


Frank B. King, chairman of the N. 8S. 
T. A. Style Committee, ran on to Boston 





Hold Spring Get-Together 


the past week to make a report to the 
National Secretary on the Quarterly 
Style Conference held in New York on 
April 7. Mr. King, as the originator of the 
slogan “Shoes for the Occasion” is more 
than ever sold on the value of this slogan 
being brought to the attention of buyers, 
salesmen and consumers of shoes. It is Mr. 
King’s idea that if this one thought be 
instilled into the minds of all purchasers, a 
more equitable system of trade will be 
formulated; also if the retail salesman 
would bring to the minds of the consumer 
that the well-dressed man should wear 
shoes for the occasions, he could sell at 











F. L. WALTER 
Has taken on the line of the Cahill Shoe 
Company, Cincinnati. He covers the terri of 
Pennsylvania, where he is now dis, 


ina 3 cage tite of etme ene in 
light McKays and wells. Mr. Mller “in swell 
known in Pennsylvania, having covered that 
state for the past nine years. He makes his head- 
quarters at the Hotel Henry, Pitisburgh 





least five pairs of shoes, black, or tan for 
business, but no tan shoes for eve- 
ning wear, a pair of shoes for sport, and 
one for full dress. Shoes should not be sold 
simply on a style basis, but rather styles 
should be sold ia conformity to the occa- 
sion. 

Harris Barnes, who represents the 
Melanson Shoe Company and who is also 
a member of the N. S. T. A. style com- 
mittee, with special reference to misses’ 
and children’s shoe fashions, also attended 
the allied trades’ quarterly style con- 
ference. 


Charles Morrill Made Washington Visit 

Charles W. Morrill, chairman of the 
legislative committee of the N. S. T. A., 
who represents the Durand Shoe Com- 
pany in the South, has recently returned 
to Boston from a three weeks’ trip to the 
South via Washington to put in some 
good work on Interchangeable mileage. 
While at the Nation’s Capitol, he met 
many legislators, among them being Con- 
gressman Samuel E. Winslow, Chairman 
of the Committee on Interstate and 
Foreign Commerce, through whose office 
the bill was passed into the house. He was 
also in consultation with Commissioner 
B. H. Meyer, chairman of the Interstate 
Commerce Commission, before whom the 
case is to be heard June 4. Mr. Morrill 
discussed the matter from many angles 
and brought back to the National office 
much information valuable to the coming 
hearing. The main thought in this matter 
is that the validity of the law was ac- 
cepted; that the intent of the framers of 
the bill was that a reduction should be 
extended to all users of mileage, and that 
it now lies between the judiciary and the 
Inter-State Commerce Commission. Briefs 
are now being prepared ‘by the attorneys 
for the N.S. T. A. and the N. B. &S. M.A. 

This special work of Mr. Morrill in 
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Making Your Sport Shoe Business Profitable 


with immediate shipments and ‘‘In-Process”’ service 


The sport shoe season is short—it re- 
quires expert judgment in the selection 
of styles and a fast turnover of small 
stocks to make it profitable. 


This summer’s styles are correctly 

interpreted in the four Crawford sport 

shoes illustrated. Each is especially de- 

signed for a particular purpose but 

adaptable to general out-door use. 

They are being advertised in Vanity 

Fair extensively during June, July and 

August. 

National advertising on Crawford 

shoes is appearing every month in seven 

leading magazines reaching over 3,500,- 

§ country 000 men at each issue. Newspaper ad- 
eyelets; English vertising on Crawford shoes is appear- tennis and other sports. Tan Sport 
—- HR Ee ing regularly in over 200 newspapers in pam i A 


‘ mn with white rubber middle sole. 
parades tine 200 cities and towns. Brogue—Soft Toe Box. $6.25. 


If there is no Crawford distributor 
in your town this is an invitation for 
you to try out our “In Process”’ service 
and cash in on the big demand for 
Crawford sport shoes this summer. 

A small stock is all you need—these 
four styles are ready for immediate 
shipment and will be constantly “In- 
Process”’ during the season to supply 
your repeat size orders quickly. 

Wire or write in your order today— 
a few shoes will convince you. Put them 
in your window and you'll quickly en- 
hance your position as a style leader: 





SUFFOLK 
Player's Sports Oxford for golfing, 





BRAELOCH 


BERKLEY 
A formal Sports Oxford for after The Sho For beach, boating and the sea- 
lay and “‘gallery’’ wear. A com- c shore. A combination of Smoked 
Bi Elk and Cherry Bridle Cordovan. 


nation of Smoked Elk and heavy English (¢ h ith white 
Tan Jersey Calf. Nickel Eyelets. ps wall 4 Divs ahi og gh Me = 
Red Duties ribed rubber sole. Retailing at Most Styles $8 Toe Box. $5.60. mn 


Brogue—Soft Toe Box. $5.60. 
A Few at $9 and $10 


CHARLES A EATON (3) SHOE INDUSTRIES 


BROCKTON 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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J. M. RUSSELL 


Who covers South Carolina for the F. M. Hoyt 
Shoe Company 








ashington and the time and effort 
given by other officers and members of 
the national association on legislative 
matters and style is most constructive for 
the industry. 


Philadelphia Travelers Meet 


At the spring meeting of the Philadel- 
phia Shoe Travelers’ Association held this 
month at the City Ciub, W. J. Condit of 
the Near East Relief showed by moving 
pictures the conditions in the countries in 
the Near East. The travelers’ association 
has been co-operating in the turning over 
io this organization all unsalable shoes 
on the retailers’ shelves by reminding 
them of it on their calls. James L. Scanlon 
was on the program to tell the association 
about plans for the national convention, 
but he was prevented from coming by ill- 
ness in his family. 


Push Light Suede Shades 


In the discussion which followed it was 
brought out that while fancy shoes are 
selling well, there are also very many new 
models in plainer shoes which are taking 
very well. Another thought brought out 
in the discussion was that the retail shoe 
merchants and the trade in general would 
be very materially benefited if the retail 
merchants would get more confidence in 
the lighter shades of suede which were 
brought out earlier in the season and push 
them instead of considering them as slow- 
movers and catering to the demand for 
patents. It was felt that by getting solidly 
behind these earlier models the retail 
merchants could not only move their own 
stock faster, but could help to put a check 
on the rapidly changing styles in present 
day footwear. 
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CARL R. COLLAR 
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Posey Broadcasts “Incentive” 


George M. D. Posey of Minneapolis, 
who covers Wisconsin, Minnesota, Upper 
Michigan, and part of [Illinois for 
Johnson Bros., is not only a writer, and 
very much of a philosopher, but is pro- 
gressive enough to have some of his writ- 
ings printed and mailed to his customers 
and friends. However, recently, he decided 
that he would go a step farther in pub- 
licity work and use the radio. George 
took for his subject, ““Incentive,’’ on which 
he had delivered a talk at the North- 
western Shoe Retailers’ Association ban- 
quet, held on March 12, as a convention 
feature. Posey’s broadcast was made from 
WLAG, the Twin City Radio Station, at 
9.15 P.M., Wednesday, April 16. 


John Fox with Milford 


John L. Fox, who, for many years, has 
been covering the Central and Middle 
West of New York and Pennsylvania for 
T. D. Barry Company, is to represent the 
Milford Shoe Company of Milford, Mass., 
in the principal States of New England, 
part of New York, parts of Pennsylvania 
and Ohio. Mr. Fox, better known as 
“Jack,” is a hustler in every sense of the 
word and with his extensive acquaintance 
and knowledge of men’s shoes, will, un- 
doubtedly, be a valuable asset to his new 
house and also to the trade on whom he is 
to call. The best wishes of the boys ac- 
company Jack on his new adventure. 


“Tex” Erwin with Johansen 
Ross Erwin, better known as “Tex” 
has joined the sales force of the Johansen 
Bros. Shoe Company of St. Louis and will 
represent them in New York State. 








(Photo by Waid) 


HARRY HAMBURGER 


Who represents the Natick Shoe Co. to the j ~— 
trade with Boston office al 143 Lincoln 










“Tex” formerly represented Joy, Clark 
& Nier, Inc., in Michigan where he has 
built up a fine business. Before entering 
the shoe business ‘“Tex’’ played pro- 
fessional baseball, catching for the Brook- 
lyn Nationals and the Rochester Inter- 
nationals. 


“Jack”’ Clark with Sherwood 


Jack Clark, formerly with Lunn & 
Sweet Co., is to represent the Sherwood 
Shoe Company in the Middle West. Mr. 
Clark is one of the best-known men in that 
particular section of the country and for 
the past several seasons has been making 
his home in Iowa. He was formerly in the 
retail shoe businessin Petoskey, Michigan, 
and consequently is well acquainted with 
the needs of the retail shoe merchants. 
“Jack”’ is past president of the Iowa Shoe 
Travelers’ Association and is a big booster 
for N. S. T. A. membership. 


Cleveland Boys Conduct 
Successful Noon-Day Meets 


The Shoe Travelers’ Club of Cleveland 
has demonstrated that such an organiza- 
tion can make a success of a series of 
noon-day meetings for the benefit of 
members. Some time ago the club decided 
to conduct a series of noon meetings on 
successive Saturdays at the Hotel Winton. 
The series started with a dinner and good 
speakers. The attendance was so great 
and the information gained at that first 
meeting was so valuable that the others 
followed, on the same plan. 

The members exchange ideas and in- 
formation about trade and ‘other features 
about the market. Personal contact is 
another factor that has operated to make a 
success of the meetings. 















BOOT AND SHOE RECORDER 


April 19, 192% 








Here Is That 
Golf Oxford 


‘No. 83 
SOMERSET 
"S TAN 
ERIC CALF 
Saddle Blucher 
Oxford 


Ladies’ saddle oxford made of 
SCHMIDT'S TAN ERIC 
CALF 


Crepe rubber soles 
B, C, D, 3-8 


Advertised Nationally 
in the 
Saturday Evening Post 


It is made from CARL E. SCHMIDT’S TAN 
ERIC CALF, a leather famous for firm texture, 
yet soft, pliable and durable. This makes the 
oxford fit snugly around the ankle and allows 
perfect freedom of all foot muscles. 


Plantation (Natural Finish) Crepe Rubber 
Soles are used and all details that appeal to 


golf players (and those who don’t play) have 
been built into these oxfords. 


Mail or wire your order today, and show these 
oxfords in your window. 


Keep the Saturday Evening Post 
advertisements prominently dis- 
played on your windows so that the 
men in your town will know you 
have the agency for 


THE 


SHOE 
M. A. PACKARD COMPANY 


Brockton, Massachusetts 











The PECK’ Shoe 


FINEST CREPE SOLE SPORT 
OXFORD OBTAINABLE — 


IN 
STOCK 


No. 841 


MADE OF THE VERY BEST MATERIALS 
THROUGHOUT. SOLES PUT ON THE NEW 
AND RIGHT WAY. WONDERFUL TRADE 


Stock No. 841 Cc: Sole. $5.85 
Gallun's No. 3 Tan Nor n Col Oxford 
~ ee ts Calf t 
Sizes and idths “B. 7-10.54 C, 610 D, 611 
Stock No. An Crepe Sole. $5.25 
Coffee Elk Cube ‘ord Trune Last 


YOUNG MEN’S SNAPPY STYLES 
880 Same pattern as above in Gallun's 
No. 23 Aztec Calf Leather Sole -85 
Stock No. 881 Same pattern as above in Gun Metal 
Cee BUENO GUD. «px csc sks s- sumascebmeoends $5.85 


FREDERICK S. PECK 


40 Thomas Street 
WORCESTER, MASS. 


























APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of 
7 oh Rane Fadil Fe 


Developers unerenled. Wall E 


riny stock 
children’sshoes 


Fireproof 


The Breakers 


ATLANTIC CITY 
On the Ocean Front 





Dancing 
Golf Privileges 


SPRING RATES 
JOEL HILLMAN, President 


Concerts 
Cabinet Baths 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 


Capacity 1000 | 








=—oo ~*~» 
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Warren Baldwin Covers Java 
for Walk-Over 


Orders were received at the Walk-Over 
factory the past week from Warren Bald- 
win for accounts in Java and the Straits 
Settlements. He is now in India from 
where he will shortly start homeward via 
Europe. 


Lever Visits Columbia, S. C. 


\V. D. Lever, Jr., formerly operating a 
retail shoe store at Columbia, S. C., 
uncer his own name, was an Atlanta visi- 
tor this month, coming in to see the new 
stc:e of M. Rich & Brothers Company. 
M:. Lever, who is now a traveling sales- 
m:n for the Lunn & Sweet Shoe Company, 
of Auburn, Maine, disposed of his retail 
store some time ago. He was also fo. merly 
vice-president of the Southeastern Shoe 
Reiailers’ Association. He covers the 
Georgia and Florida territory for the Lunn 
& Sweet Company and states that trade in 
this district is giving promise of a highly 
saiisfactory spring season for the retail 
shoe merchants, one of the best they have 
enjoyed for years. 

Stonefield Evans Has Los 

Angeles Office 


"he Stonefield-Evans Shoe Company of 
Rockford, Ill., are about to open a sales 
office in Los Angeles, which will be in 
charge of A. L. Sendall, their California 
representative. 


Landers Celebrates 17th 
Anniversary 

T. I. Landers, who covers Alabama for 
Gramling, Spalding & Collinsworth, Inc., 
of Atlanta, recently completed his 17th 
successive year as a member of the selling 
force of this company. By way of cele- 
brating this anniversary, he led all of 
the company’s salesmen in the South in 
volume of sales. He is one of the best- 
known shoe salesmen covering the South- 
ern territory. 


“Picking Up the Pace” 


Arthur Stern, who has just joined the 
staff of V. K. & A. H. Jones & Thomas, 
was in New York recently, “picking up the 
pace” of styles there. More new samples 
will be shown shortly—sport oxfords, 
dress oxfords and regulars, in the welts 
and novelties in the McKays. 


Antons with Walk-Over 


The latest addition to the Walk-Over 
sales force is J. C. Antons, who will sell the 
women’s line in Kentucky, Tennessee, and 
Mississippi. 

Mr. Antons comes to the company as an 
experienced road salesman having repre- 
sented both men’s and women’s shoe 
houses. 


BOOT AND SHOE RECORDER 





WALTER I. JONES 


Who travels for the Tyer Rubber Co. in Southern 
territory and part of Pennsyloania 





Jones with Tyer Rubber Co. 


Walter I. Jones, who for a great many 
years has covered Southern territory sell- 
ing to the jobbers for the United States 
Rubber Company, is now carrying the 
Tyer Rubber Company’s line of rubber 
footwear, having the same territory and 
part of Pennsylvania. Mr. Jones says that 
he is “mighty proud”’ of his line and the 
orders that he is sending in to the factory 
show that he is getting results. Mr. Jones’ 
office is at Room 503, 5 Hopkins Place, 
Baltimore, Md. 


Jesse McDonald with Stanley 
Duttenhofer 


Jesse McDonald, formerly with Val 
Duttenhofer Sons Company has joined the 
sales force of Stanley Duttenhofer Shoe 
Company, covering Cincinnati, Kentucky, 
Tennessee and southern Indiana. 


Harney on Southern Trip 


Charles Harney, of the Harney Shoe 
Company, left Lynn the first of the week 
for a trip through the South. He carries 
with him a new line of samples of strap 
pumps of patent and white leathers and 
satins. 


Doll is Cuban Representative 
for Craddock-Terry 


F. Doll, Cuban representative of Crad- 
dock-Terry Company, was in Lynchburg 
on March 28-29 and had with him one of 
his good customers from Santiago, Cuba. 
Mr.Doll hasbeen representing this concern 
for some time with sales offices at Havana, 
Cuba. 


109 


Sullivan with Craddock-Terry 


E. H. Sullivan, formerly with the Endi- 
cott-Johnson Shoe Company, is now 
representing Craddock-Terry Company, 
traveling southeastern Georgia, also Bir- 
mingham, Alabama, district. 


Arthur Evans Back from Trip 


Arthur Evans is home from a trip for 
the Cotter Shoe. 
< ik 
George Starks on Trip 


George Starks has started on a trip for 
A. E. Little & Co. 


Schilling Travels by Auto 


James Schilling, representing M. A. 
Packard Company in California, has for 
several seasons used his automobile fitted 
with special sample compartments in 
visiting his many Packard customers. 
Due to the mild climate, Mr. Schilling is 
traveling in his territory by automobile 
practically the entire year. 


Uses Garage as Sample Room 


There is hardly a better known salesman 
in the Golden Gate State than Mr. Schil- 
ling. As a further means of facilitating his 
work he has made extensive alterations in 


. his garage whereby the upper floor now 


becomes an attractive display room for 
Packard shoes. Reports from buyers who 
visited him at his home at Long Beach 
are that Jim’s latest efforts are producing 
results. 


Stevens with Brauer 


Geo. F. Stevens has recently joined the 
sales force of Brauer Bros. Shoe Co., and 
will travel Kansas and Nebraska. Stevens 
has made this territory for a number of 
yearsfor other firms and is one of the well- 
known “Knights of the Grip” in the re- 
tail shoe field. 


Former Dealer Now Salesman 


A. M. Young of Stevens Point, Wis., 
has left his home to make his first trip as 
salesman for the Jung Shoe Company of 
Sheboygan, Wis., having as his territory 
the northern half of Indiana. Up to a few 
months ago, Mr. Young was interested in 
the retail shoe business at Stevens Point. 


Sperro a Central “‘Star”’ 


Mose! Sperro, led all salesmen of the 
Central Shoe Company, in volume of sales 
of shoes for the Spring trade, according 
to the bulletin of the company, recently 
received. The mark made by Sperro thus 
far gives him a comfortable lead over his 
nearest rival. He is one of the hardest 
workers and best liked of the local corps of 
manufacturers’ representatives. 
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BUSINESS REVERSES 

Holtville, Cal.—A. B. Lester, Lester Clothing Co., 
shoes, etc., wted extension granted. 

Watsonville, C “al —J . H. Capetanich & Son, shoes, 
reported Lo 

Watts, Cal.—Jacob Brown, shoes, etc., 
assigned. 

Logan, [ll.—A. Mazinter, shoes, etc., 
petitioned or petitioner in bankruptcy. 

Lafayette, Ind.—Perry Shoe Co., shoes, reported 
petitioned or petitioner in bankruptcy. 

Grand Coteau, La.—R. Arceneaux, general mer- 

» chandise, reported petitioned or petitioner in 
bankruptcy. 

Oakdale, La.—Tony A. Burnett, general mer- 
chandise, seported petitioned or petitioner in 
bankruptcy. 

Framingham, Mass.—R. H. Long Shoe Co., shoe 
manufacturers, reported petitioned or petitioner 
in bankruptcy. 

Taunton, ass.—Thomas B. Gaffney, shoes, re- 
win petitioned or petitioner in bankruptcy. 

ite Cloud, Mich. White C ‘loud Shoe Co., shoe 
manufacturers, reported embarrassed—suspended. 
G. E. Curley appointed receiver. 

South Haven, inn.—Herman Flygare, general 
merchandise, reported petitioned or petitioner in 
bankruptcy. 

Maynard, Minn.—A. M. Sandbro, general mer- 
chandise, reported offering to compromise at 35 
per cent. 

Warren, Minn.—Hans Urtes, shoes, etc., 
petitioned or petitioner in bankruptcy. 

Camden, N. J.—W. E. Heffner Co. Inc., shoe 
yey reported receiver ap »inted. 

Jersey City, J.—Nathanson & Heitner (712 
Newark ak shoes, reported petitioned or 
petitioner in bankru tey. 

Passaic, N. J.—Harry Rosenberg (590 Main Street) 
shoes, reported petitioned or petitioner in bank- 
ruptcy 

Clayton, 'N. M.—S. A. Rahy, general merchandise, 
reported petitioned or petitioner in bankruptcy 
and receiver appointed. 

Brooklyn, N. T—Jaeh Harris (28-58 Myrtle 
Avenue) shoes and repairing, reported meeting of 
creditors called. 

New York City—York Mercantile Co. (78 Frank- 
lin Street), general merchandise, reported peti- 
tioned or petitioner in bankruptcy. 

— ton, = —Gus L. Myer (517 Zenia Avenue), 

ported receiver appointed. 

Middletown, € 0O.—M. A. Dwyer & Co. (Mary A. 
Dwyer), shoes, reported meeting of creditors 


called. 

Beggs, Okla.—Golden Rule Mercantile Co. (not 
incorporated), general merchandise, reported 
offering to compromise at 20 per cent. 

Johnstown, Penn.—Hamin assel, shoes, etc., 
reported petitioned or petitioner in bankruptcy. 

McKeesport, Penn.—Max Rosner, shoes and re- 

airing, reported petitioned or petitioner in 
nkruptcy. 

Philadelphia, Penn.—Morris Gross (3615 Ger- 
mantown Avenue), shoes, reported petitioned or 
petitioner in bankruptcy. 

Morris Stomel (446 No. Second Street), general 
merchandise, reported receiver appointed. 

J. G. Asay Shoe Co. Inc. (31 North 3rd Street), 
wholesale shoes, reported offering to compromise 
at 40 per cent. 

Denison, Texas—Sidney Karchmer, general mer- 
chandise, reported offering to compromise at 10 
per cent. 

Madison, Wis.—Max Cohn, shoes, reported peti- 
tioned or petitioner in bankruptc y and receiver 
appointed 


reported 


reported 


reported 


BUSINESS CHANGES 


Bessemer, Ala.—Terry Bros., shoes, ete., reported 
sold out business to L. Rubin. 

Fort Smith, Ark.—W. A. Johnson Clothing Co., 
shoes, etc., William Johnson died. 

Van Buren, "Ark. ~—Pape Dry Goods Co., general 
merchandise, Charles A. Pape, Jr., died 

Tempe, Ariz. —Hyder Mercantile Co., shoes, eec., 
reported moving to Phoenix, Ariz. 

New Haven, Conn.—Louis Hoffenberg, Economy 
Shoe Store (96 Washington Aven m4 vhoes, re- 
ported succeeded by Hoffenber, 
orwich, Conn.—Alexander’s S 

N shoes, incorporated $17,000. 


berg’s Bootery, Tn ‘Inc. 


Tallahassee, Fla.—F. J. Black, shoes, etc., reported 
soid out to Mendehlson & Greenberg. 

Aurora, [ll.—Economy Store (32 Lincoln Way), 
general merchandise, reported incorporate 


$24,000. 
Boulder, Ill.—Fred Sanders, general merchandise, 
reported succeeded by R. i Sanders. 
sarbondale, Ii!.—J. > way, general mer- 
chendion, reported .% by Baker Store Co. 
ne 
hicago, Ill.—Harry Feldman (712 E. 63rd Street), 
shoes, reported sold or closed out business. 

Alex Feuerisen (3503 Cottage Grove Avenue), 
shoes, etc., reported succeeded by Wolf Feuerisen. 

International Shoe Store (not incorporated) 
(2006 W. Chic Avenue), shoes, reported sold 
out business to Bert Rose. 

Harris Solomon (422 W. Division Street), 
shoes, etc., reported succeeded by Kanig & 
Goland. 

Waukegan, Ill.—Charles Jacobs, The Leader Boot 
Shop, (204 North Genesee Street) (124 North 
Genesee Street), reported will discontinue store 
at 204 North Genesee Street. 

Oakland City, Ind.—Pervis Walker, general mer- 
chandise, died. 

Cataract, Ind.—Neil & Noel, general merchandise, 
reported aa dissolved and succeeded by 
Daniel M. Nei 

Hammond, Ind. pass W. Leary (612 Oakley Avenue) 
shoes, etc., operted succeeded by Carl Gabobitch 

Indianapolis, Ind.—Harris General Merchandise 
Store, I. Harris, proprietor (1042 So. Meridian 
Street), general merchandise, recently com- 
menced business. 

Thorntown, Ind.—Blubaugh & Warren, general 
merchandise, recently commenced business 

Pleasant Grove, lowa—Richardson | Bros., general 
merchandise, ‘recently 

Salina, Kan.—Golden Rule Store, general mer- 
chandise, recently commenced business. 

Louisville, Ky.—Charles McNay, general mer- 
chandise, pocenity 

Boston, Mass.—Edward P. Murray Co., shoes, 
etc., incorporated $50,000 

Lynn, Mass.—Ellis & Vaughn, infant’ s shoe manu- 
facturers, recently 

Lovell's Shoe “Pestery Inc., manufacturers, 
incorporated $100,000. 

Walpole, Mass.— E. Marson, shoes, reported 
moving to North Attleboro, Mass. 
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Randolph, Mass.—Young & O’Brien, “cut soles 
reported partnership dissolved and succeeded by 
E. J. O'Brien. 

Salem, Mass.—Strauss & Limon, tanners, recently 

” , 
ed 


ce 





Detroit, Mich —G & R. Shoe Store (11408E 
= Avenue), shoes, reported succeeded by 
. R. Reader, Jr. 


sence Miss.—J. A. Maggio, general merchandise, 
recently 

Brooklyn. ~ we —Refined Shoe Co. Inc. (1 to 3 
Chester Street), manufacturers of turns, reported 
damaged by water. 

Primo S Manufacturing Co. Inc., manufacturers 
of turn shoes, moved to 220-230 Varet Street. 
Brooklyn, N. a A 

New York City—Castle Kid Co., tanners and 
leather merchants, incorporated $1,000,000. 

Egidio Italiano (245 W. 145 Street), shoes, 
reported moving to Long Island City. 

MR Rubinstem & Co. I manufacturers 
of leather ae 8, incorporated $20,000. 

Shoe es tores Corp. manufacturers of shoes, 
incorporated, $75,000. 

a we J gs Street), shoes, 

por Ng to 7222 Woodland Avenue, 

Philadel hia, Penn. 

New York Florsheim Shoe Co., shoe manu- 
facturers, incorporated $50,000. 

Max Schwadron (706 180th Street), 
reported selling or sold out 

Adolph Steiner (1546 First Avenue), shoes, 
reported sold or closed out business. 

Olean, N. Y.—Harris & Harris, Regent Shoe Store, 
shoes, reported Sartgershlp dissolved and suc- 

by Moses J. Harr 

Rochester, N. Y.—Ball Quick Shoe & Repairing 
Corp. reduced capital to $65,000. 

Ci O.—Gr field Bros. (1329 Central 
Recon, shoes, etc., reported succeeded by 

Morris Greenfield. 


Pearsall, Texas—Stein’s Store, J. B. Lauterstein, 
a, shoes, etc., recently commenced 
siness 


Ferrisburg, Vt.—M. Wilkinson, general merchan- 








shoes, 








Harrisonburg, Va.—H. G. Barnes (Main Street), 
shoes, etc., recently c 

Racine, Wis.—Louis Starek, shoes and repairing, 
reported succeeded by Chris Solum. 








An excellent interior view of the Canal Street store of the New Orleans Walk-Over stores. It is a wo- 
men's store and is beautifully furnished. Fiztures are of walnut and a balcony sets off the interior to 
excellent advantage 
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Recorder rates for space less than 





CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


Ot ae WANTED—Four cen vie word for each insertion. i 
inimum amount accepted, ones ii 


one eighth page per 


a advert t epted, 81.25, Ady under this bending will be reoeived 
1 time 7 times 13 times 26 times 52 times mum amount accep’ : 
noon uesday of week of publication da y 
sb ae $5.00 $4.00 $3.50 $3.00 $2.50 p Aad =e in cat for thie ee words must be i 
i allowed each advertisement for address. aan af desire 
4M, 62 00 oe 20.00 16.00 14.00 12.00 10.00 to ads must be sent under oe postage. i 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 
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Mini- 
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SALESMEN WANTED 





SALESMEN WANTED 





eee oe ee 


SALESMEN WANTED 





A! ESMAN WANTED—For state of Texas, to 
s: il the well-known Hawkes’ line of infants’ soft 
sole- intermediate self-starters, and 1 to 5 first steps. 
If you have a record for real volume on your chil- 
dren's and misses’ line, our side-line proposition 
will appeal to you. High rate of — paid. 
Full particulars in first letter. C. H. Hawkes & Son, 
Rochester, N. Y. 





F you are a live-wire salesman and a constant 

worker traveling Ohio by automobile and would 
like ‘0 add a snappy line of growing girls’, misses’, 
and ~hildren’s in-stock welts to your present line, 
we would like to hear from you with full particu- 
lars as to your experience. Address E-753, care 
Boot and Shoe Recorder, 207 South St., Boston, 
Mass. 





W \NTED—Salesman for manufacturer's line 
of women’s shoes carried in stock in Chicago. 
Speci se on both rigid and flexible shank arch 
sup!” shoes and novelties. Territories open, 
North can South Dakota, Michigan, Nebraska, 
Wyoming, and Colorado. No objection to non- 
competitive side line. Address E-754, care Boot 
and Shoe Recorder, 189 W. Madison St., Chicago, 
Til. 


ALESMEN WANTED—An opportunity for 

real salesmen to sell our line featuring women’s 
tailor-made and novelty numbers. The following 
territories are open: Michigan and Indiana, Iowa 
and Nebraska, Kansas and Missouri. It’s a 6 per 
cent commission proposition, special offers for those 
that qualify. Send references with your = 
tion. Kalt-Zimmers Mfg. Co., Milwaukee, V 


W pee ge od oe cover their territory 
closely, to commission basis the 
well known popular FREELAND JUVENILE 
SHOES, in Indiana, ante, issouri and Kansas. 
Liberal commission. be carried in connection 
with non-conflicting line. New Fall samples ready. 
H. H. Freeland, Inc., Rochester, N. Y. 




















pee E enya = vila ap niating oom, 
sistent producers to a@ popular 

eae — 

most of the num- 


on the commission 
plan. Write today. Wobst Shoe Company, Mil- 
waukee, Wis. 





PRODUCING SALESMEN 


There is a real opportunit for 
money making, waiting for ucing 
salesmen in New York City, N.Y. State, 
States of New Jersey, Vicginia, Mary- 
land, North Carolina, South Carolina, 
Kentucky, Tennessee, Indiana, Ohio 
and Texas with a line of high quality 
Milwaukee made stitchdowns for chil- 
dren, misses and growing girls. 

Can be carried as a regular line— 
and money made; or as a side line. One 
sample case. wo 7 per cent basis 
on shipments and commissions paid 
every month. It is a real chance for real 
shoe salesmen. Write at once. 

Address E-740, care Boot and Shoe Re- 
7 189 West Madison St., Chicago, 








South St., Boston, Mass. 


Wanted Sales: 12 eves of of 
Men’s Popular ¥ Priced, 4, Solid Lea 

Welts as a side line. ihe line carries une un- 
painted back outsoles, full grain ~<a 
solid leather full grain counters, 
selection Veal ese a all slicombination 
lasts, $3.35 hig -25 oxfords less 

5 per cent discount. Only salesmen with 
established trade need o> Address a 
739, care Boot and Shoe Recorder, 207 















ulars, giving references. 





NORTHERN ILLINOIS, WISCONSIN, INDIANA 
IOWA and WEST VIRGINIA 


We want experienced sales to cover the above terri 
unlined ‘UNION STAMP WORK : ‘SHOES in Blucher, Outing a 


NORTH LEBANON SHOE FACTORY 
Lebanon, Pa. 







on commission. We make j 
Moulder. Write for : 


















ALESMAN—Men's in-stock dress and service 

shoes, men's. and women’s Jeather slippers. 

Strictly commission basis. Northern Ohio, Indiana, 

Chica, Western fy and other territory 
t 


open. randau Shoe Co roit, Mich. 





ALESMEN, side-line felt sli 
down sandals. C —— 
City and Bronx terri 
4 146th St., Jamaica, L. 


and stitch- 
is. New York 
D eceens & Son, 





ANTED—Salesmen with established trade to 
district f ; Tull details. ad. 

ton district factory. Write, giving fu! je! - 
fs Shoe Recorder, 207 


sell men’s popular 


dress E-715, care sess an 
South Street, Boston, Mass. 





ALESMEN WANTED—To carry Manufac- 
turer's line of Children’s Stitchdowns. Exclusive 
or side-line. Wisconsin, lowa, Illinois, Indiana, and 
Michigan. Pride Shoe Company, 1627 Locust 


Street, St. Louis, Missouri. 





ANTED—Experienced salesmen with non- 

conflicting line to feature six snappy men’s 
dress styin, instock. Write stating present — 
carried and territory. Address E-752, care Boot and 
Shoe Recorder, 207 South Street, Boston, Mass. 





Wanted for 
Children’s Line 


Side-line salesmen with established 
trade in Southern States, No. Dak., So. 
Dak., Mont., Idaho, Wyo., Colo., Utah, 
Neb., Kan., Mo., to handle 12 samples 
of a specialty line of children’s shoes 
made up to size 12. Carried in stock; 
all quick sellers with many unusual 
sales features. Easy to handle and easy 
to sell. State territory covered and full 
particulars. Address E-755, care Boot 
and Shoe Recorder, 207 South St., 










GALESMEN WANTED—Complete line of $4.50 ' 
to $6.00 ladies’ shoes, real sellers and good-will ' 
builders. Nw, N 1 stock. All states D 

i Conn., Ohio, Ind. a iim 
Lower ‘Misa’ Betsy Ross Shoe Co., 













ALESMAN WANTED—For the state of Ohio 

to sell Carpenter's soft soles and intermediate 
self-starters. fer a man carrying children’s and 
misses’ line. A live side-line for a real producer. 
High rate of commission paid. _ today. 
Carpenter Shoe Co., Rochester, N. 


WANTED-—Salesmen handling shoe or rubber J 
line to handle our sheep skin sli and bals, F 
side line commission in New York, Virginia, West ‘ 
Virginia, vepeayivent, Indiana, Illinois, Michigan, Z 
Wisconsin, lowa, Liberal commission. The Brown 

Warner Mfg. Co., Franklin, Ohio. 


























WANTED if 


By a large rubber company, a practical 
shoe man with sales ability or experi- oy 
ence to sell rubber shoe cement. Ad- bi. 
dress 724, care Boot and Shoe Recorder, oi 
207 South Street, Boston, Mass. a 



























POSITION WANTED 


POSITION WANTED—Shoe man, sixteen years’ 
experience in shoe game, is open for position ae 
as buyer and manager of department or exclusive ; 
shoe store. Have had I yg years’ e jence in ' 
exclusive shoe stores. t years’ in department ys 
stores and footwear Rapeetensate | in ready-to-wear ; 
stores. The last year associated with high-grade a 

} 















specialty shop featuring women’s footwear. Thirty- 
four years of age, neat appearance, can give best 












An experienced shoe salesman to sell 
our high-grade line of men’s and 
ladies’ shoes in Texas. Our men’s line 
made in Goodyear Welts only, repre- 
sents up-to-date lasts and patterns; 
our ladies’ line consists of new process, 
covered heels, and standard, stylish 
Nay ranging in price from $4.00 to 


We are well-established Western 
manufacturers, and want to connect 
with a reli 
tive. Preference will be given to one 
who has an established business in 
this territory. J. H. Murra yy pie represent- 
ing the factory, will be s 
Hotel, Dallas, April and 27, for 
interview. 








Boston, Mass. of references. Must have attractive salary. Address 
E-757, care Boot and Shoe Recorder, 189 W. 
Madison St., Chicago, Ill. 
WANTED 










Sales Executive nf 


Available Soon i 


Twenty years’ experience in sales and wid 
stock department management. Long “nt 
employment with -_ e, responsible ik 
Ta a : 

pecia eq to insta mple, “ 
efficient ‘stock-handling po for | 
mt Fy 
references will back up abilit: yo a pro- i 
ducer and builder of sales. replies 
held + —— Address E-758, care 
Boct and Shoe Recorder, 207 South St., 
Boston, weer 
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BOOT AND SHOE RECORDER 


April 19, 19% 





POSITION WANTED 


FOR LEASE 


FOR LEASE 





POSITION WANTED—Retail salesman, Ten 
Years i desires Southern Location, 
High Grade peg, Mateoanes. F. R, W. Bx. 1542, 
Charleston, W. Va. 


cue 


manager. ak 
references. 
Recorder, 207 South Street, "Boston, Mass. 


moe I BUYER AND MANAGER experienced 
S in the popular and better grade lines desires 








South Street, Boston, Mass. 


Groce Ruger end taspoves mam, 30 
ence men’s, wennen's. 
tomed to bu und directing chain stores. A 
E-729, care and Shoe Recorder, 207 South St., 





4: 


Mass. 





South St., Boston, Mass. 





A Women’s Shoe Dept. Opportunity 


A department store located in a progressive Southern city of 
150,000 will lease their shoe department, on attractive terms. 
Easy to do a business of $100,000. 


The store does about two million and has 120,000 active accounts. 
We will guarantee all charge accounts. 


Only Al people considered. We have been in business for over 
half a century. Address E-762, care Boot and Shoe Recorder, 207 








SERVICE MANAGER 

Young man, five years’ experience as 

per nd g l serv- 
ice departments for a large » shoe manu- 
facturing concern connection 
with reliable firm. Excellent references; 
interview desired. Address E-759, care 
Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 











GHOE DEPARTMENT FOR RENT—Largest 
specialty store in Central New York, ca’ to 
—, ae, on oe Sous Ee toSrer 
department to responsil party who knows 
j to operate a pay os department 
volume Ley sa —s | apteeeenys for 18 
years with a large clien department is now 
doing an active a. Wonderful , soporentty 
for a large volume. y those w 
| rating — et, Reuly to Robert 





S. Somer, 8. “Burdick & Sons, Inc., Syracuse, N. Y. 





BUSINESS OPPORTUNITY 


MANUFACTURER of an old established line of 

; comfort Coe, comeing ing ort and style 

features, would like to get im touch wit! 

who would like to enter an exclusive "etal show 

business catering to such —— Only 

need apply ond these should have seilidioss enn capi eal 

to make it worth while. To such, a liberal el credit v will 
ex led and other | accommodations. 

Address E-760, care Boot and Shoe Recorder, 127 

Duane St., New York City. 








Partner wanted with $25,000 to invest 
im a growing shoe factory, making 
men’s popular-priced dress welts. The 
cheapest labor cost in the United States. 
Opportunity of a lifetime. Address 
E-761, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 











HATSWORTH, ILLINOIS, a live town in the 
corn belt, offers fine opening for a live shoe 

store. —_ * shoe store within sixteen New and 
modern building, can be leased . Come, 
look town over, or write Rosenboom Brothers, 


Chatsworth, Ill. 





WANTED TO PURCHASE 








Wanted to Buy—Shoe Store 


Two live wire partners looking for an 
established shoe business. Eastern ter- 
pins y | only. Address E-733, care Boot 
and Shoe . 207 South Street, 
Boston, Mass. 








FOR SALE 


Fer SALE—Exclusive shoe store in oil district 
in Oklab Best | 





beautiful front, and 

store in one of largest cities in state. A going 

ness. Present ager would 

with right an For information write E73 

nae and Shoe Recorder, 207 South St., — 
ass. 


HOE store for sale in Atlantic City, N. J., hand- 

ling high-grade merchandise, good reason for 

jing. In one of the best locations on main street. 
Answer, care Boot and Shoe Recorder, 1420 
Widener Building, Philadelphia, Pa., Box P-26. 


ra SALE—In Connecticut's finest city, 
i 200,000; half interest in a Shoe 

















LINE WANTED 


N experienced traveling shoe salesman with 

an established trade wants a line of women's 
and misses’ snappy novelties for the states of 
Georgia and Florida. Can furnish satisfactory 
references. Address E-756, care Boot and Shoe 
Recorder, Leather Trades Bidg., St. Louis, Mo. 


ANTED—A line of ladies’ novelty patterns to 

retail from five dollars down, for Baltimore and 
Washington trade. F. Focke, 1718 Bolton St., 
Baltimore, Md. 


WANTED—On i t or « issi 
basis, a line of women's novelty pumps for 
New York and vicinity by a reliable children's, 
misses’, and growing girls’ jobber. Address K-637, 
care Boot and Shoe Recorder, 127 Duane &t., 
New York City. 

















TO LET 


WANTED—To sublet a ladies’ shoe department 
in a department store. A 100 per cent location. 
Communication, B. Karpf, 





Greenville, 8S. C. 
Savannah, Ga. 





FOR RENT 


HOE department in popaier. 
Som store. Best location 

70,000. Do volume b 
quote, spews 17 x £8, on poroeminas Wal ta Bee> 
wire, ponsible party. Address, Queen Store, 
Springfield, Ob Ohio. 





ready-to- 
front, city of 





tablished fifteen years, carrying bet quality 
Footwear for Men and Women: excellent location 
and extremely advantageous long- time lease. Best 
references necessary and $10,000 2 $15,000 to 


invest. The best ew England 
Address E-748, care Boot nad six Shoe } Recorder, 207° 
South St., Boston, M ass. 





FOR SALE 


Shoe department in a medium-class 

department store, situated in a Cali- 

fornia city of 70,000. $8,000 stock. 
000 t Excellent loca 


Recorder, 207 South St., Boston, Mass. 











THE NEW YORK EXPORT 
PURCHASING CORPORATION 




















KIRSCH-BLACHER CO., Inc. 
622-624 


Broadway, New York, N, Y. 
Phone Spring 1443 














WANTED TO PURCHASE 


and highest cash price 
for retail 49d hole a & 2 a 
Quantity no object. 














Infermation for Shoe Merchants 
Bs = BF $e ap Ry S 








that he who 
aay runs through these 








Winpow Disp.iay FIxTURES 
ASK FOR CATALOG 
THE OSCAR ONKEN CGO. 


11 WT. 4™ ST. CINCINNATI.G. 
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Boot and Shoe Recorder 


PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT 


New and Used Chairs a ae 


Always on Hand BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 


SS 4 A (Incorporated under Massachusetts Laws) 
f ue ae FE = | My CAPITAL $150,000 - 
f ; | F ADVERTISING RATES—Card of Ad 
E us 7" Rates furnished on application. For ay 
} tS or , see Want 
: TES (E # Wants, For Sales, etc., sce Want Page. 
Si . . : Every is taken he BOO 
= ew: — SHOE RECORDER to {printing “amy 
er oethrate | publishers yo Ag the night “= reject any The 
j 2 H-W Chairs Save advertising or soaeing matter which is not 4 


Prices from $2.00 each up Shoe Store Space line with this policy 


° ° ° PACE saving is as essential in 
‘rown Motion Pictures Supplies S Wile ahuoe oleh ab aie dienes. 
138 W. 46th Street 


So H-W opera chair models have a a 
‘ew York City os = = N. ¥. been modified to meet your need. FFICE: 207 Sou 


BROCKTON. OFFICE: Sth Sr. St. Geo. 

H-W shi i: . 

loeln at your service—rees PEL cacao St. Tae 

— HEYWOOD-WAKEFIELD WAREHOUSES Main 1089. B. C. Bowen, . 
enn? a OFFICE: Leather Trades | . B. 

Metal Shoe Fitting Stools c 
and Floor 
Mirrors 





MISCELLANEOUS MISCELLANEOUS 
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fin, i 
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mith 








f! kul 





Lisl 





Bowen 
NEW YORK RE OFFICE, Room 101, 9 
27 Duane ee Scott, Manager, T: 


Sort OFFICE: Suite 1420, Widener 
iter Scott, 
HAVERHILL: OFFICE: Chambon 

Haverhill National 


Ww, 
CINCINNATI OFFICE: 416 Gwynne Bldg. HM. 


Paced W “ike jell 4 » gay ig fe Oe 


senta' Stone 
oa LYNN OFFICE: Fred A. Se 
—— 2 |)| oR r= i Sa = i MILWAUKEE OFFICE: Leonard E. M B. 
C. Bowen, ), 405 Broadway. Telephone 
WASHINGTON OFFICE: William L. Daley, 26 


Ne. 141 BRR iia 5 sH Bi cle PARIS OFFICE: pique ta Ne 
t THE CHICAGO | RM once» 
me! WIRE CHAIR CO. Fae 


621 N, La Selle Street, Chicage, lil. —— CONTINENTAL OFFICE: W 
— ARGENTINA, Bacuos ‘Aires, 


will 
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feeereelEe 
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BRAZIL: Gerenie, John 8. Fitch, 33 Rue Genera 
CHILE: Sentiago, Las Rosas 1123-1127. Otto- 
CUBA: Mr. Hi. Gomes, Corrales 2A, Havana 
JAPANESE OFFICE: Yokohama. J. F. Wager, 


SPAIN: Gerente, Leoncio de Miguel, Librere 
Editor, 20 Fuencarral, Madrid. 
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Neatest, strongest, lightest and most 
convenient fitting stool on the macket. 














Do You Know? 


That you can buy it—or 
sell it—tbrough the 














**Where to Buy’’ 


Columns —— ae 








This feature in its quick Carried in stock. Available for shipment any- 
where by parcel post or express. 


. m MILBRADT MFG. COMPANY 
meeting immediate 2416 N. 10th Sz., St. Louis, Mo. 


service is a time saver in 


needs. For Sity-Gve years peeseinterns of 
Milbradt Rolling Step Ladders 
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Barry, T. D., Co., Brockton, Mass. 
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P i Approximately 357 of all shoes 
ie worn today are oxfords, and here 
rs fe is one built to meet a positive 
of demand from Grover dealers. You 
hon é need it, too. 
- A handsome welt oxford designed to meet the present 
well-established demand for a street or walking shoe with 
- roomy toe, semi-short vamp and rather low flat heel. 
4 | This oxford is developed in black kid over our No. 194 
: last with black kid quarter lining; perforated kid tip, vamp 
i : and eyelet row; medium round toe and flexible welt sole 
BY carrying a 14-inch heel with rubber top. 
98 He “7 
a is In Stock: A 4% to 9, B 4 to 9; C-D-E 3 to 9. $5.35 
P be 
113 es 
fe J. J. GROVER’S SONS CO. -- Lynn, Mass. 
= ‘‘Soft Shoes for Tender Feet’’ 
- Established 1865 CHICAGO OFFICE 
~~ Kesner Building 
NEW YORK OFFICE 65 North Wabash Avenue 
112 Marbridge Bidg., 47 W. 34th St. Corner Madison 
ise 
98 
96 
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Whites Are Always in 


Style 


During times when style is stressed and 
you are being drawn hither and yon by 
the urge for something different, it is 
refreshing to look forward each year to 
the present period of sanity and rest,— 
the time for staple white leather foot- 


Soer VE Que. 


TANNERS 
LEVOR GRAIN KID 
(Cabrettas) 


Gloversville, New York 
New York, Boston, Chicago, St. Louis, Cincinnati 
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IN STOCK 


The Delistrap. Stock No. 58— 
All patent leather, stitched vamp 
and quarter collar, turn sole, 17/8 
Spanish heel AAA to C. . $8.00 


Stock No. 59—Identical as 
above, in all black satin. . $7.50 
May 1st delivery 


The Tabstrap. Stock No. 40— 
Black satn, piped with silver kid 
thruout, turn sole, 17/8 Spanish 
heel. AAA to C. $8.75 


Stock No. 41.—Identical with 
the above in all bn 


own satin with 
gold kid piping. AAA toC. $8.75 
The Dualink. Stock No. 45— 
All black satin with jet and steel 
double loop beaded ormament, 
turn sole, 17/8 prepa heel. 
AAA to C. ; $7.90 


Stock No. niebed with the 

in all brown satin with 
bronze and gold beaded orna- 
The Chapsford. Stock No. 43— 
All black lizard calf, fringe tongue, 
concealed centre gore slipper, 
light welt, imitation turn,. 10/8 
covered Cuban heel. AAA 
tooC . . . $7.35 


Stock No. 44—Identical with the 
above in all brown lizard calf 
AAA 0C. «a 7 « $735 


. 


The Tristrap. Stock.No. 46— 
All black satin, turn sole, 13/8 
AAA 
$8.00 


covered meas heel. 
| aa 


Stock No. 48—All patent leather, 
light welt, :mitation tum sole. 
12/8 covered _— - AAA 
to C. $8.00 


Stock No. 50—All tan calfskin, 
light welt, imitation turn sole, 
12/8 covered Cuban heel. AA 
to C. iS i 
Stock No. 52—All white kidskin, 
light welt, imitation tur sole, 
12/8 covered Cuban heel. AAA 
OG...» . $8.75 


Stock No. 53—All light grey 
kidskin, light welt, imitation turn 
sole, 12/8 covered Cuban heel. 
AAA to C. $8.75 


Stock No. 54—All champagne 
kidskin, light welt, imitation turn 
sole, 12/8 covered Cuban heel. 
AAA to C. ee 


The Regent. Stock No. 100o5— 
All patent leather, bead edge, 
turn sole, 17/8 Spanish heel 
AAA to C. , $7.25 


Stock No. lies with 
the above in all black satin. $6.75 


) 
pts S) 


The 
Chapsford 


heen 


a 


I. MILLER &G SONS 


ne nga Ave., Beosklye, N. Y. 


WRITE FOR COMPLETE DESCRIPTION FOLDER, I. MILLER BEAUTIFUL SHOES IN STOCK 
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Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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J. Albert & Son, Inc. 
Algier Shoe Mfg. Co. 
American Shoe Co. 











Cornell Shoe Co. 
J. & T. Cousins Co. 
Jobn Cramer & Son 
Degen-Lipp, Inc. 








Andrew Geller, Inc. 
Griffin-W bite Shoe Co. 
Julius Grossman, Inc. 


Geo. W. Baker Shoe Co. 


A. Garside © Sons, Inc. 
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THE SHOE MANUFACTURERS’ BOARD OF TRADE 
OF NEW YORK, Inc. 
will present the 
Authentic Shoe Fashions for Fall 
SHOWINGS May 19-20-21 

Monday and Tuesday Hotel Commodore, New York eae 
3P.M. 8307 M 

Wedeesday—8 P.M. INVITATION 
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~ 7. = : ; , "One 
—* Shoe Manufacturers Board of Trade of New York, Tn 
we . P) 


















F. S. Kauder Shoe Co: 
Kozak & McLoughlin, Inc. 
Kurz 3 Lapidus, Ine.( 


J.J. Laltemann Shoe Mjg.Co. 


Lax & Abowitz 
I. Miller 3 Sons, Inc 
Perfect Shoe Mfg. Co. 
Pincus & Tobias, Inc. 

Dr. A. Posner, Shoes, Inc, 
Strassburger-Stiles, I 
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Broadway and Oak Street 
Portland, Oregon 


A - 


No. 2092—Men's Craddock Bench mode She better shops 


Mahogany Kaffor Kid Bal. Ny Welt, 


R. H. Rajai Last, C, D, E, 5-1 $4.50 
No. 2868—Seme in Ba Rafer Ki Americas Ayle centers 


Made by —_—— Company, sel lect 


Tue Styie LEATHER OF AMERICA 








YOR Men shoe customers want comfort first, quality second; 
and style thrown in. Shoes made of KAFFOR KID give 
the ease and comfort desired in calf leather shoes; yet holds its 
shape in the shoes. Special tannage features give KAFFOR KID 


a strength that heretofore has not prevailed in light weight calf 
leathers. 


Specify KAFFOR KID for your léaders. 


High-grade shoe manufacturers of 
men’s, women’s and children’s footwear 
offer many high-style numbers from 
which to make your selections. 








“The Story of Leather’ is an interesting 
booklet. Free on Request. 


Tne Onio LEATAER COMPANY 
GIRARD OAIO 





Bp Pease dlaneaenindpie 4 
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IN STOCK 


C-D Widths 


2 MONEY MAKING $5 SELLERS 


922X 923 X 
CHERRY VELVO BROWN VELVO 


Kentucky tanned Oak Bend Outsoles. Wingfoot Rubber heels. 
Whip last. High grade materials, fine shoe making and real style 
appeal in shoes at volume prices. Stanworth styles are “In A 
Class By Themselves.” Mail your sizes today. Orders reaching 
the stock department before 3 P.M. are shipped the same day 
they are received. 


MARION SHOE CO. 
ON, INDIANA 


WESTERN QUALITY |E 
es’ 
EASTERN STYLE 


Dealer Influence is secured thra advertising in the Boot and Shoe Recorder. 
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-lling Shoes That Won't Come Back —To 
Customers Who Will 


MHOLZ FOOTWEAR—FOR CHILDREN SIGNIFIES THE CER- 
ITY OF QUALITY MATERIALS, CORRECT FASHIONING, AND 
STAKINGLY CAREFUL WORKMANSHIP. 


Oe 


ee 


HOLZ SHOES, TRADE-MARKED WITH OUR NAME AS YOUR 

ANTEE OF SATISFACTION, WILL BRING A NEW TYPE OF 

MER INTO YOUR STORE—AND A NEW SATISFACTION TO 
.~J IN SELLING THAT CUSTOMER. 





THE HELMHOLZ LINE IS NOT FOR EVERY MERCHANT— IT 
WOULDN'T BE A GOOD THING IF IT WAS—BUT RATHER FOR THE 
SHOE MERCHANT WHO PREFERS TO SELL AN ARTICLE A LITTLE 
BETTER THAN THE REST. 


CORRECTLY LASTED FOR THE GROWING FOOT—THEY GUIDE 
AND SHAPE SO THAT LATER YEARS BRING FREEDOM FROM FOOT 
AILMENTS AND A COMFORT THAT IS ONLY POSSIBLE AS A RESULT 
OF PERFECT EARLIER FITTING. 





THE HELMHOLZ LINE IS COMPLETE IN EVERY DETAIL AND 
THERE’S PATTERNS TO MEET EVERY DEMAND OF STURDINESS 
AND STYLE. 


GOOD MERCHANTS WILL BE INTERESTED IN OUR PLAN. WRITE US. 


HELMHOLZ SHOE Mee. Co. 


HIGH GRADE SHOES 


FOR CHILDREN. 
MILWAUKEE WISCONSIN 











% J Bee « Theyre Better Stitchdowns + 
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“The Arch-Supporting fe? jtwre puts the 


ow extra sales-kick in F’ SHER Comforts” 
4se ys— 
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$3 pene entn ’ 
Re | am 
2 / 
3° ae 
is “A woman may not appreciate the construction r 


de‘ails of FISHER Arch-Supporting Pumps, but 

she will appreciate the EXTRA comfort thyat 
the reinforced sprimg-steel shank and the © xtra- 
long sole-teather counter give to thes, trim 
models. These special FISHER Comfort features 
add a lot to sales value, but mighty little to cost. 
You'll met a:neat profit on every pair.”’ 


..-- 23S 










IN STOCK 


Black or brown genuine Vici. Flex- 
ible McKay. Triple E wide. Special 
Arch-Supporting construction. Wing 
foot Rubber heel. 

No. 018—One Strap......... 
No. 019—Two Strap......... 
5 per cent, 30 Days 











LYNN, MASSACHUSETTS 
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Supports the arch 
across the ball as 
well as the one from 
heel to ball. 


Patent Applied For 


The PROVEN ARCH 
Shank is securely —_ 
tened into place. Can- 
not work loose or break 


{| the sole. 


| 


f) 
: 


The PROVEN ARCH 
Shank and:a cushion 
cemented between in- 
sole ana outsole remove 
all’ obstacles to foot 
comtort. 


The PROVEN ARCH 
Shank—strong, spring 
and perspiration-proof— 
supports the arches 
without hampering the 
muscles. 


Patent Applied For 
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I 
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Protection ai 


All Foot Arches 


Every man whose feet ache, burn or tire too readily—every 
man who has painful callouses—can learn what comfort really 
is when he steps out in a pair of 


Certified 
Proven ARCH 
ot nn 


Patent Applied For 











The PROVEN ARCH SHANK, built into this shoe, keeps 
all foot arches in shape. There can be no undue sagging of 
the bone structure and all the foot ills and discomforts that 


weak or falling arches would cause are eliminated. 


A dress shoe, an arch support shoe and a cushioned sole shoe 
all in one—a sensibly priced, rapid selling staple that nets the 
dealer a bountiful profit. 










No. 868.—IN STQCK 


Black Kid, Combination No. 2 
Last. White Calf quarter lining; 13 
sole rubber heel...............0.00++ 25 
No. 867. Same as above in Tene 


STONEFIELD-EVANS 
SHOE COMPANY 
ROCKFORD, ILLINOIS 


CHICAGO Sales Office, 410 Security Bldg., J. Wurmser. 
KANSAS CITY Sales Office, 444 Sheidley Bldg. 
R. W. Martin. 





LOS ANGELES Sales Office, 325 Consolidated Bldg. 
A. L. Sendall. 











Backer Infisanes bs sounrad thew aduarthdiag tn cho Bose and Ghee Meemier. 
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IN STOCK 


Shipments made at once 


White Shoes Now 
Have the Field 


A® one season passes, and the 
prospects for another are 
considered, you hear rumors 
that this or that color will be 
“good.” One guess is as good as 
another. Some guess right, and 


some are wrong. B 449-A $6.35 
Net 30 Days. 

Women’s all white kid, double instep strap, one 

strap Dulcy sandal, McKay sole, Savery last, 13% 


But, summer after summer, inch covered Cuban, hoe. 
WHITE outsells all other colors. 

On white shoes there is no specu- 

lation. This year, moreso than 

for some time past, WHITE will 

be the “big”’ seller. 


ZR YI2A2R 117220 27k BR 


For this reason alone, you should 
feel safe in buying the styles il- 
lustrated herewith. 


eration the high quality of all 
Utz & Dunn shoes, the prices 


alone should interest you. 


And when you take into consid- B 1447-M $4.25 


Net 30 Days. 
Women’s white calf quarter, vamp, and center stra 
white calf ball strap, one strap Skipper poteme = 
McKay sole, Sheik last, one inch white ivory mili- 
tary heel with rubber top lift. 
A4%two8 
B4 to8 
C3%to8 


Send for_New Stock Catalog 


UTZ & DUNN CO. 


DENVER OFFICE 
218 Charles Bldg., Denver, Cow. 
TIGER & McNUTT 
Representatives 


ROCHESTER « NEW YORK 


NEW YORK‘ OFFICE 
Bush Terminal Sales Building 
130-132 West 42nd St., Room 1521 
S. A. McOMBER, Representative 


LOS ANGELES OFFICE 
709 Forrester Bidg.. Los Angeles 


ai, 
G. C. McATEE, Representative 


ed tt a ee 
NEE ea 





Wi 














NAG AZANNG ZAIN IZA ZG ARIZ BUYING 
WB WENN! El YANN NY 
SDC DUC PUCFUCIVCG . PISFICPISFISIVUC 























Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 











The MATRIX Insole 
that Fits the Sole 
of the Foot 


BOOT AND SHOE RECORDER 


Take an old pair of shoes that have pounded the 
pavements for months. Look at the soles and see 
the outside signs of the inside struggle of the feet 
against the flat soles. For old shoes are our best 
evidence that MATRIX Shoes are right. No 
painful burrowing of the big ball joint to find its 
bed, no flattening out of the arch and curves, for 
MATRIX Shoes have insoles moulded to conform 
exactly to the contour of the foot. They are the 
result of years of scientific research to give the foot 
a complete fit from top to bottom. 


Fashion’s latest is exemplified in the many new 
MATRIX models. 


The MATRIX Shoe 


FOR MEN 
ALDEN. WALKER & WILDE INC. 


East WEYMOUTH. MASS. 


Made under De Ridder Patents 


April 26, 1924 


The Natural Foot 
that Fits Exactly 
into the MATRIX 

Insole 
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Late Models in Attractive Patterns 
Made from Foerderer’s Colored 
Vici Kid. | 

Three high colors: Blue, Green and 

Red Kid as well as Gray Silver Suede. 


Order Now for Summer Selling 





No. 144—Foerderer’s Vici Blue Kid No. 156—Foerderer’s Vici Red Kid 
Patsy One Strap, Cut-Out Vamp and Kiki Sandal, Cut-Out on Saddle and 
Quarter, Single Sole, Military Wood Quarter, 8-8 Wood Covered Heel, Single 
Covere d Heel, Newport Last. AA to C. Sole, Belmont Last. AA to C. 

PRE ~ cs Ravestodslitccisaptetiaibaleratiatteminishaaae RO Se 

No. 142—Same in Green Kid. No. 157—Same in Blue Kid. 

No. 143—Same in Red Kid. No. 158—Same in Green Kid. 

No. 139—Same in Silver Suede. No. 159—Same in Silver Suede. 





CATALOG OF WHITE GOODS 
SENT ON REQUEST 





THOMSON-CROOKER SHOE CO. 


18-26 STATION STREET 
BOSTON $3 $$ $3 MASS. 





ol 
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The Weakest Link 


in the proverbial chain has no more deadly parallel than the 


INEFFICIENT LINING 


in an otherwise good shoe 


Money lavished upon finest leathers is literally wasted unless coupled with a 


lining which will give a similar amount of service. 
Of what value is the shoe which can’t be worn with comfort because the lining 


has gone to pieces? 
Consider This 


The lining is the one part of a shoe which cannot be replaced or repaired. 
Once in it must stay for good or ill. 





Don’t guess that the shoes you sell are properly lined. 
Make sure by calling for 


DET WILL 


SHOE LINING 


\\"Al oP OO) E14 OTO) Af O7 SOUTH ST. 
COMPANY BOSTON, MASS. 




















Pdi. 


We'll send you a booklet that tells why ‘“‘Doubletwill”’ is the best 
lining there is, if you want to know. 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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The Shoe For Spring —~ 


HIS is one of the 5 additions to our 
In-Stock Department. 


A light color tan oxford over the Buck- 
minster last with its comfortable wide 
tread and snug fitting back-part. . 


Nettleton Dealers are enjoying their big- 
gest Nettleton year—we’ll gladly sendy. 
our Catalogue and Service Book to you. 


A. E. NETTLETON CO. 


H. W. COOK, President 
SYRACUSE .. . NEW YORK 


Men’s Fine Shoes Exclusively Since 1879 


No. 061. The Buckminster 
A Medium Light Tan Viking Oxford. 
AAA, 8-12; AA, 7-12; A, 7-12; 

B, 6-12; C, D, 5-12. 

















The In-Stock Department offers 
34 styles including a Riding Boot 
and an unusual Golf Shoe. 











lettleton 


SHOES OF WORTH 
MEN LIKE TO SAY THEY WEAR THEM 


Dealer Influence is secured thru advertising in the Boot and Shoe Hecorder. 
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Copyrights and 
Priority rights 
established on 
name and bot- 
tom design 


4 es 


Building Business from Repeat Sales 


The most profitable and substantial business that you can have 
comes from REPEAT sales. 


Shoes that will establish your business on that foundation are 
an asset which your store should have. 


ARCH REST Shoes are shoes of that kind. Constant repeat 
orders, plus the unqualified endorsement of the trade have 
placed these high grade shoes of pleasing style, comfort and 
serviceability in a class all their own. 


Retailers who appreciate the value of 
customer satisfaction that brings repeat 
sales in big volume, will investigate ARCH 
REST Shoes NOW. 


THE IRVING DREW CO., Portsmouth, O. 





yf 2% 
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. 60609—Black Kid Carmen 3 
Last, 13/8 Wingfoot 
we seceee Price $5.25 
INo. 6061-—Same as above in Patent 
Leather cocecees +. PICO $5.25 


n Siock for Delivery 
May Ist to 10th 


Black and Brown Kid Arch Rest 

Oxfords. Combination Lasts for com- 
ort and dress. 12 /8-14/8 Heels. Black, 
.00; Brown, $5.50. 


ee Dalen. TNO So. oo ovdebesy-0.00s.oe ctleacstue 
Black Kid Two Strap Arch Rest... .. Sens 
Patent Leather One Strap Arch Rest: ..............00- 
White Ostend Cloth, Arch Rest Oxford, 13 /8 Heel... .\. 

All carried in Stock for Immediate Delivery. 
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LITTLE JOURNEYS FROM FAMOUS PLACES 
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The Acropolis 
at Athens 














The Acr opolis in the Fifth Century stood for the highest achievement in Greek art 
and culture. In the Twentieth Century, American shoemaking stands for the highest grade 
of excellence and efficiency. We make Vim heels to satisfy the exacting heads of this great 
industry. Some makers of very high grade shoes prefer Bull Dog heels, and others who figure 
costs very closely buy Ever Grip, a wonderful value. 


BOSTON WOVEN HOSE & RUBBER CO. Cambridge, Mass. 
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‘|| he FLORSHEIM SHOE 

































































THE RUGBY — In Stock 


Black Velvet Calf, S-82. Golden Brown Willow Calf, S-75. 
A stylish, full toe—brogue type—available for 24 hour ship- 
ment from stock. Our large assortment of live sellers in 
stock will assist Florsheim dealers in sizing up and selling 
more pairs. Booklet of “Stock Styles” mailed on request. 


Most Styles Retail at Ten Dollars 


Florsheim Stock Styles are reg- 
ular quality and regular price. 


Less than three pairs of a style from stock 20c per pair extra. Stock goods net. 


THE FLORSHEIM SHOE COMPANY 


ADAMS AND CLINTON STREETS 
Manufacturers + CHICAGO 








FOR THE MAN NE 
a “ficult 














Peso 
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Keep Abreast of the Times with 


sINBAc 





New Styles Ready May 10th 


PATENT CHROME 


R6455—Sizes 8% to 11, Spring Heel, C D. .. .$2.35 
R6456—Sizes 114% to 2, Rubber Heel, CD... 2.65 
R6458 —Sizes 24% to 7, Rubber Heel, BC D.. 3.15 


SAME IN WHITE CALF 


White enamel sole and heel 

R6459 — Sizes 8% to i. Spring Heel, C D. 
R6460—Sizes 1144 to 2, Rubber Heel, C D. 
R6462—Sizes 24 to 7, Rubber Heel, BC D. 


PATENT CHROME 


R6451—Sizes 8 - Ji, Spring Hest, C D...$2.40 
R6452—Sizes 11 Rubber Heel, C D.. 2.75 
R6453—Sizes 234 to 7, Rabber Heel, BC D.: 3.25 


EPEND on SINBAC for the 
latest in footwear for Infants, 
Children, Misses and Growing Girls. 


Depend on SINBAC to carry your 
surplus stock and operate on a quick 
turnover basis. The large stock on the 
floor in Chicago enables a merchant to 
carry a conservative stock and size up 
every week. Orders are usually filled 
the day received. 


The Styles Introduced Here 


The styles pictured here are all solid 
McKays of finest workmanship. Close 
edge, single sole, leather counters, best 
number one bend soles, leather lined, 
leather sock lining, best white calf, 
genuine patent chrome, one piece 
leather innersoles and real flexibility 
are features that make them exception- | 
al values. 


Ready for delivery about May 10th. 
All orders filled in turn, according to 


date received. 


SINSREIMER BRO.& CQ 
11-13-15 W. MONROE t. 


c HI CAGO 


Manufacturers of Footwear 
“FOR LIFE’S SPRINGTIME” 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Cut from selected 
Russia or black 
Calfskins. Also 
from fine grain 
Brown or Black 
Kid. Medium 
weight soles. Rein- 


The wide variety 
and range of F. 
S. U. lasts makes 
it easy to fit per- 
fectly any foot 
whatever the re- 
quirements. 








LIFE CUSTOMERS / 


‘Am perfectly satisfied, and have no j 

intention of changing, after wearing y 

your shoes for over 25 years.” y 

—Volunteered by a loyal wearer. % 

. . W/ 
It S the customers on whom you can depend year by year Y 
that are the ‘‘velvet’’ of your business. y 


Every time you sell a man his first pair of French, Shriner 
& Urner Shoes you add to your list of “Life Customers.” 


We maintain a stock department as an aid to our dealers ° 





FACTORY and SALESROOMS, 63 MELCHER ST., BOSTON, MASS. 
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By Reason of the Systematic Work Now Being Done 
Among Labor Unions All Over the Country, Wise 
Retailers Will Order Liberally on Union Stamp Shoes. 





That the principle of the Collective Bargain is 
operative and no strikes or lockouts are permitted. 
That the manufacturer and employes are settling 
their disputes through mutual adjustment or arbi- 
tration without losses from cessation of work. 


ry : ; ; ; ; ; ; r) : : r ’ " ; 
om 21° 91,2 8° 8° 20 oe oe oe we we ee we ee ce ee ae ae ee eet e! 


That industry and workmanship are benefited by 
uninterrupted production leading to highest quality. 


That goods will be delivered on time so that 
dealers and wearers may be assured of seasonable 
footwear in season. 











_e.e- 8.8.8.8, 8 8,88 8 8 8 Ee 
OF OF oo OO OO OO OP OP OO OP CO CO OO OO CS OD OO 60 OO OS 00 60 00 60 60 00 ' 6060 
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So 
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A system of handling labor problems that has 
been in operation more than twenty-five years and 
has created growing respect between employers and 
employes. 





Manufacturers and workmen producing shoes bearing the above 
Stamp deserve the support of all wage earners and all friends of 


industrial peace. 

Shoe retailers are requested to carry full lines of shoes bearing the 
Stamp. 

List of makers of shoes bearing the Stamp furnished on request. 


BOOT AND SHOE WORKERS’ UNION 


246 Summer Street, Boston, Mass. 





: " : : ; ; ‘ ; : ‘ ; ‘ j 
" : " ; ; ; ’ ; : : 


COLLIS LOVELY 


PY rn r ry + " . " ry . 
* r ry ry ry + r ry ry ry r . ‘ ° 
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The Firestone-Apsley 
“SHEBA” GAITER 


ERFECT in fit—easily and instantly 

adjusted—no skirt tearing hooks. 
These features of the SHEBA GAITER 
have caused the public and the Footwear 
Industry to register overwhelming ap- 
proval. 
Advance orders now booked for 1924-25 
»yidence the trade confidence in the 
selling appeal of the SHEBA. 


[f you want to sell a most practical and 
styleful shoe of this type, don’t place 
your order until you see the SHEBA 
GAITER. 


If your3wholesaler cannot supply you we will instantly 
put you in touch with one who can. 


Firestone-Apsley 


Rubber Company 
Manufacturers of Rubber Footwear, Canvas Footwean, 


Rubber Clothing and Rubber Heels 
- Hudson, Mass. 
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Sherwood McKays 


‘Tt pattern illustrated is particular- 
ly popular with the women who 
demand contrasting footwear in patent 
or black to wear with the popular chif- 
fons and lighter shades of hosiery. 


Also made in colored Kid or Suede. 
The TULIP 


Modeled over. coveral Leste in iis SHERWOOD SHOE CO. 


Black or Colored Kid, or Suedes—Will 
sell out to a pair at a good profit. Made to Originators of Quality McKays 


order. 
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The Identification Mark of Quality 


Your trade mark or name embossed in gold, on 
every shoe you sell, signifies confidence in your own 
product; it is your voluntary endorsement of quali- 
ty. It insures a demand for your product. 


RAUSKOLB GOLD-LEAF 
F: W. RAUSKOLB COMPANY 


16 FRANKLIN ST. MEDFORD, MASS. 


a 


MMT 


MTA 
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JRUEPINGS 


RUE-BUCK_ SIDES 


N ORDER to appreciate how fine ap- 
pearing and thoroughly practical buck 
leather can be made, it is necessary to 


know RUE-BUCK. 


Rueping’s RUE-BUCK is different. It is 
a product—not a by-product. The skins 
are selected with a keen eye to their fit- 
ness for this particular purpose, not their 
unfitness for other purposes. The Ruep- 
ing process of buck tanning introduces 
refinements not found in other buck 
leathers. The colors are all even and uni- 
form in shade, matching the official color 
card of the Joint Styles Committee of the 
Shoe and Leather Trades. 





The “Athenia” ‘ 
A summer model made of white | “ 
RUE-BUCK, trimmed with white Colors: 
calfskin. Made by 
Harry L. Jones, Inc. 
Syracuse, N. Y 


The shades, suggested by the joint Styles Committee of the Shoe 
and Leather Industry for Fall 1924, are now ready: Airedale, 
Racquet, Bracken, Picaninny, Stone Grey, Bunny, Spa-Tan. 
These and our many former shades can be shipped promptly. _ 








Color card or: request. 


FRED RUEPING LEATHER CO. 
FOND DU LAC, WISCONSIN 


Branches: B Cinei ti Milwaukee St. Louis New York 
Chicago San Francisco Montreal North pton, England 
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When your customer buys a 
pair of Daniel Green Comfy 
Slippers, mark the date of pur- 
chase on our Warranty Slip, and 
explain that it will serve as a 
reminaer ana a proof of the 
extra-long wear she will get 
from Daniel Green Comfys. 





A Selling Help 
That Builds Confidence 


“Proving”’ is always better than “claiming.” 

When you tell your customers that length of serv- 

ice considered, Daniel Green Comfy Slippers are 

the cheapest slippers they can buy, it shows that 

you are really thinking of their interest, you are 

selling satisfaction. 

And when you back up that statement with our 

- ; Pe ‘“Mileage”’ test, you are backing up your statement 

Boudoir. Quilted Satin lining and sock. with the strongest possible argument. 

Soh snide? chonme' lenthor ate aut We are featuring our “‘Mileage’”’ test in our national 

heel. advertising. Hundreds of dealers who know the 
lasting wear we build into Daniel Green Comfy 
Slippers have enthusiastically welcomed this novel 
method of demonstrating this true economy and 
long service. 
This is the season when women are thinking of 
dainty boudoirs and smart color effects. Why not 
get some of the added profit that comes from 
pushing these popular numbers at this time? 


STYLE yoos DANIEL GREEN FELT SHOE CoO. 
Women’s Quilted Satin Opera. Quilted DOLGEVILLE, N. Y. 


Satin lining and sock. Fancy Silk braid 
New York Sales Office Boston Sales Office 
eee Se 116 East 13th Street 10 High Street 


Daniel Green 
Comfy Slippers 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Advance styles by Greco 
f Paris. Black Satin with 
silt edging and straps and 
zilt heels. 





Paris shoes show 
satin still leads— 


And Skinner’s Shoe Satin is the 
leading material for this type of 
footwear. In fact, it is one very 
large factor in the lasting popu- 
larity of satin shoes. It is made 
especially for use in shoes and 
is extra strong. 





Women prefer shoes of Skinner’s 
Shoe Satin because they know 
the name stands for unequalled 
wearing quality. 


WILLIAM SKINNER & SONS 


NEW YORK CHICAGO BOSTON PHILADELPHIA 
MILLS, HOLYOKE, MASS. ESTABLISHED 1848 


Skinner’s Shoe Satin is 36 inches wide and 
supplied in four different qualities to 
meet al] the requirements of the trade. 


_——S Oe 


**Look for the Name in the Selvage’’ 


Skinners Shoe 
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IN STOCK---READY TO SHIP NOW 


For 50 Years 
We have been making con- 
servative quality footwear over 
specially constructed lasts and 
patterns. 


PHYSICAL CULTURE 
SHOES 


Style Plus Comfort 
In Stock All Year Around 
Straps, Oxfords and Boots. 
We have satisfied both the ote Kia aa = 1378 Cube aban 





a - Bw 





-~WQ- 


IN 


Stock No. 380—Patent Leather Light Welt ‘ 
Imitation ‘Turn, 13/8 Celluloid C Heel. retailer and consumer and 
AA-D, 2448 $6.50 


Orders for other tyes and material are positive we can satisfy you. 
to 4 week's deliv ° e ° 
Write Us to Right You. 


>. Ga. 














HENNE & CO., Inc. 


Known Since 1875 for Quality 


957-971 Kent Avenue 
BROOKLYN, N. Y. 








IX WEBER (union made) styles BT See IN STOCK 


are now ready for your rush orders _ NaS Lest Onterd at $4.25 


Six rows stitching across tip, 


They represent the best shoes to be we DRAKE LAST 
had to retail at $5.00 to $7.50. Width Sie? IN 


e-= o> 
Beyond these styles in stock we have scan as 
many others which we can supply to ont agin Oe 


order in four weeks. Wideh @— Sizee §— 3° 


Weber Bros. Shoe Co. ve 


NORTH ADAMS, MASS. -_ Illustrated Booklet 


} $n fine - Stock 
New York Office: 1328 Broadway, Marbridge Bldg. pov taal 
H. Harris, Rep. 


on request. 
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e@ graceful lines 


and rich colorings 
embodied in all 


Reed ples 


never fail to moke: 
a Very favorable 
impression with 
the very bes+ class 
of Women and 


shoe merchants, 


 E-P-Reed & Co. 


ROCHE ST Efe, N-Y. 


NEW YORK OFFICE 
299 BRYUADWAY 
w.0 EF G1 BSON,MG6R. 
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When It Comes to Shoes for the “‘Hard-to-Fit’’ 


OT another thing on our minds but 
“Special Measurement Footwear’”’ 
—nothing else to divide or divert our 
attention—nothing to weaken our pur- 
pose to produce shoes that REALLY fit. 





All Goodyear Welts 

All leather heels 

All leather counters 

All leather box toes 

All Red-Line-In lining 

All Diamond Fast Color Eyelets 

All Built-In Arch Supporting 
Shanks 

All Sizes 1 to 12, Widths AAAA 
to EEEEE 


All of 6500 dealers sell them every 
day 


W. B. COON CO. 


ROCHESTER, N. Y. 
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OU will find Goodyear Wingfoot Heels 

on the finest shoes in the market today. 
America’s best manufacturers are proud to use 
them on their shoes. Any shoe is the better for 
being equipped with Goodyear Wingfoot. 
For Goodyear Wingfoot Heels have style, 
comfort and wearing quality. The public knows 
them and wants them. This is proved by the 
fact that more people walk on Goodyear 

Wingfoot Heels than on any other kind. 





Goodyear Means Good Wear 


Co opyright 1924, by The Goodyem Tire & Rubber Co., Inc. 
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Five Great Leaders 


All Gallun Quality Leathers and every one a pronounced 
success so for as dealer acceptance is concerned. 


The retail merchant realizes the value of known quan- 
tities (as well as gualities) and he never hesitates when 
it is a matter of specifying or accepting Gallun leathers. 


Mandarin Dixie 
Calf Calf 


Chrome tanned, glazed and boarded, in Chrome tanned, smooth finish, in colors 
four colors of demonstrated popularity which have met with general style accept- 
ance 


Norwegian Veals 
and Calf 


A pronounced success for over a quarter of 
a century. 


Aztec Calf Viking Calf 


A smooth finished leather that is pliable, Available in black and five colors. A smooth 
strong and pleasing to the eye. Offered in finished leather of superior merit. 
the Fashionable shades. 


“Always Standards of Excellence”’ 


lel 


A. F.GALLUN & SONS CO. 
MILWAUKEE, WIS. 


A. F. GALLUN & SONS, INC., H. A. ELY, MGR., 11 EAST STREET, BOSTON 
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_» CosyToes- 


~The Restful Slipper 





STYLE 444 


Women’s Felt Cavalier 
Neutria trim, contrasting inlay. 


An inspection of COSYTOES will convince you that their 
distinctive patterns and delicate shades will help greatly to 
increase your Slipper sales. 


Merchants featuring medium-priced Slippers should not 
fail to inspect our new line of Felt Slippers. 


If our salesman has not called, we would be pleased to sub- 
mit samples for your consideration. 


STANDARD FELT COMPANY 


Main Offices and Factories 


ALHAMBRA, CALIFORNIA 


Branches 
115 East 23rd St., and 449 Marbridge Bidg. 404 S. Wells St. 693 Mission St. 
_ New York, N. Y. Chicago, Ill. San Francisco, Calif. 
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This cut is of Snappy Tie No. 54 in Black Suede. Also made 


in Gray Suede (No. 55) 


Stetson’s “Snappy Ties” 
In Stock 


UR making “Snappy 


Ties’ available to Ce 
Stetson dealers through & 
Dept. 5 is the best evidence a" 


of their remarkable sala- 
bility. No other Stetson model has 
exceeded these in rapid selling. 


Style 54 (as illustrated here) and Style 
55, in the two colors of Suede, are 
notably popular with the trade at 
Stetson dealers’ stores. They are filling 
perfectly the interesting demand of 
women for a brand new fashion to alter- 
nate with Oxfords and Pumps. 


The clever “Snappy Tie’ pattern and 
the extremely pretty and comfortable 
rounded toe give the shoe a distinctive- 
ness that has set a shining mark for 
this Spring's footwear fashions. 


We urge prompt ordering of Snappy 
Ties to insure immediate deliveries. 


THE STETSON SHOE Co. 


INCORPORATED 


| South Weymouth 90, Mass. 


(— a 
MORE THAN 


of the population is 
under 14 years of age! 


If an average of three pairs per child is 
needed, 100 million pairs of children’s shoes 
must be supplied each year. How much of 
this vast business are YOU getting? You 
can get more and keep more if you stock 


CROBA> 
SHOES 


They are all leather, made on “Nature lasts,” fit 
comfortably and quickly, have no tacks or nails or 
sole filling. They are made by the Acrobat patented 
“Double Welt” process which makes them rip-proof 
and practically watertight. The leathers are chosen 
for extreme pliability as well as toughness,—you 
can recommend Acrobat Shoes to wear better than 
ordinary shoes and you may be sure that we will 
stand back of every pair. 


No. 1176—Brown Elk Blucher Oxford, Smoked Elk 


2% and CIR pelea Heel, Soft Toe. 5-8, 
.$2.10 


Cc, D , 
814-11, C, D.. ROT SERS CES 


Acrobats are made for babies, boys, girls and young 
women in a large range of sizes and styles. Send for 
Catalog “24S” and see the popular summer styles in 
Acrobats. The best Homes in your town are being 
told about Acrobats by our advertising. 


Shaft-Pierce Shoe Co. 
231 3rd St., | Faribault, Minn. 


Specialists in | 











- Children's Good Shoee Sings 1892. ———-._f 
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Specialistsin Saving Our Customers 


15% to 30% 


AVE you formed the habit: of 
No. 4148 asking ROSENBERG first for 


a's Pate np, McKay Sewed, 8/8 that novelty or under-priced lot you 


nt F: 
Sines 215-8 37, 8 a8 


Price $] 85 need? 





Test our ability to save you 15% to 
30% on any of these lots shown 
herewith. 


Act now if you want them. They 
wont be here long at the prices we 


s Satin One Strap with Black Suede - 
tc ay Spon and Cuban Covered Y esi quote. 


No. 8320 


Price $2.60 
S. Rosenberg & Son 


144 Essex Street Boston, Mass. 


Thirty-Six 
Pair 
Tennis Legos to Toe Bluchers, Brown or White Case Lots 


Sines, 6/3 , 6710. ii! Price. .$1.02 
024 (8418 (3213/3. Brice: wes Only 


s, Sizes 8/10%, 9/10. 
Women's Skinner’ Srenwity Meat, Soute Lateins 
Inlay, “Spanieh aoa Covered Heels, Sizes: 3-7, 


Price $2.25 





Trim 

Mane Sees 6/9, 6/10, 6/11. Price...... $1.00 
Boys’, Sg gy 4/6. Price 92 
Youths’, Sizes 11/2. 12/2, s2/e Price. .0.87 
Little Gents’, 8/1014, 9/1014. Price... .0.82 
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T last—the shoe trade has the 
grain calfskin it has always 
hoped for. 


A calfskin of such mellow softness 
and silky surface that to feel it is to 
realize at once—here is a calf leather 
outstanding. 


Still more remarkable and desirable 
is the firm texture of NACO that pre- 
vents stretching. 


And the colors have a richness and 
evenness that increase their beauty 
in the shoe. 


Theenthusiasm with which NACO 
has been received by the most critical 


shoe men is evidence a plenty of its 
outstanding excellence. 


‘‘ Have you felt of NACO?’’ 


A. C. LAWRENCE LEATHER CO. 


210 South Street, Boston, Mass. 


NEW YORK CHICAGO ST. LOUIS 
ROCHESTER CINCINNATI PHILADELPHIA 
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6444—White Kid Aurora 
Pump, 246 Last, Imitation 
Turn Sole, 12/8 Covered 
Heel, A-D $*.00 


| 
: 
| 
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SEASON 


is due. Are you ready? Look to 

your shelves today, then order 

from these up - to - the - minute 

~ styles a live stock for the de- 

6429—White Elk Malvena Sandal, Imita- mands that Spring and Summer 6413 —White Calf Peggy Sandal, Imitation 
tion Turn Sole, 8/8 Rubber Heel, B-D, will ask of profit gatherers. This Turn Sole, 8/8 Rubber Heel, B-D, ye 
214-8 $3.50 ° > 8 $4. 

is a line that you ¢an count on for 

sales and quick turnover. You 

can always have the shoes when 

you want them and in the quanti- 

ties you need, with Rice & 

Hutchins quick sizing-in service 

from your nearest branch. Re- 

member—a big white season—get 

ready today! 


RICE & HUTCHINS 


Incorporated 


13 High St. Boston, U.S. A. 


Distributing Branches: 
Rice & Hutchins Atlanta Co. 
Rice & Hutchins Baltimore Co. 
Rice & Hutchins Chicago Co. 
Rice & Hutchins Cleveland Co. 
Rice & Hutchins New York Co. 
Rice & Hutchins St. Louis Shoe Co. 
Atlas Shoe Co., Boston, Mass. 
Jos. I. Meany & Co., Inc., Phila., Pa. 
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2802—White Kid Madolyn Pump, 267 
2475—White Elk Greenwich Sandal, 266 Last, 15/8 Covered Spanish Heel, A-D, 
Last, 6/8 Rubber Heel, A-C, 244-8. . $4.00 24-8. $5.00 
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Easter Business Far Exceeded All 
Expectations 


larger and more beautiful than ever. In other 
words— 

Retail shoe merchants all over the country report a 
remarkable increase in sales this year over last, in 
many cases exceeding their highest expectations. 

Stocks, apparently, have been greatly reduced and 
the ‘stagé set for & lively Summer trade. Confidence, 


f io= Easter lily has bloomed again—this year 


badly shattered by the slowness of businessfin the 
early months of the year, has been restored. The fact 
that the public will buy, if shown what it wants, has 
been proved. 

Not only that, but the Easter business this year bids 
fair to be a very substantial factor in helping the mer- 
chant to achieve a bigger turn-over than the 1.8 with 
which Harvard credited him during the yéar of 1923. — 
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Big Sales’Records. Made This’ Easter: 


Read These ‘Telegrams 


Seventy-five Per Cent Pafents 


Exceeded All Expectations 

















Fancy Scotch tongue pumps in the 
Shepard line come in various colors 
and leathers. Have been very good. 


Our Easter busi- 
ness was really very 
good, exceeding all 
our expectations. 
We_ are selling 
mostly black satin 
and white kid—and 
our white kid shoes 
are leading. Our 
fancy tongue pumps 
in black satin, white 
kid and in tan bark 


suede are very good and have been for sixty days. 
Their high sales point was reached about the fifteenth 





































Easter Trade Very Big 


Our Easter busi- 
ness was very big 
and your congratu- 
lations are accepted 


The Sport Prom- | | 


enade—our new 
model —at seven 
eighty-five has been 
a tremendous seller. 
We sold three hun- 
dred pairs in forty 


of March.—Shepard and Company, St. Petersburg, Fla. 
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This Sport Promenade model a 


tremedous seller. In sand or gray buck. 


days on this number alone. We believe that it will be 
very good from now on in colored elk leathers with 
stitchings in contrasting colors.—J. Langley of Mann- 


heimer Bros. Company, St. Paul, Minn. 





San Antonio More Than Double 

















The Middy Oxford—in patent and 


salin and in gray and Airedale suede. 


Easter week in 
all Senac stores, 
more than a year 
old, exceeded pre- 
vious year. San 
Antonio more than 
double. St. Paul 
fifty per cent in- 
crease. All others 
considerably 
ahead. Middy ox- 


ford sold out completely in less than 30 days. Think it 
is a little bit too closed-up a pattern for May—should 
have more openwork effect to it.—J. J. Sensenbrenner, 


St. Louis, Mo., head of the Senac Stores. 








We did a great 
big Easter business. 
The call was 
seventy-five per 
cent for patent 
leather footwear. 
Our jade pattern, 
concerning which 
you wired us, was 
extra good. In 
patent, we sold 
many sandai types 




















The Jade 


pattern—an extra good 
seller in Little Rock—in while kid and 
in patent. 


with box heels from ten to twelve-eighths in height. 
We think that our patents will run throughout the 


season.—Peacock Shoe Shop, Little Rock, Arkansas. 


Better Than Last Year 





— T 
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This Sun- 7 good bul not 


for volume, says a 
Mi 


ilwaukee. 


lk-Over store in 


Our Easter busi- 
ness was better 
than last year— 
how much so we 
have nodt yet fig- 
ured out. Patent 
leather leads _ in 
sales, while satins 
are holding up well 
and Colonial types 
are also very good. 
Our Sun-Up model 


is a good style pattern and a fair seller, but frankly we 
do not look to it for volume business.—Walk-Over 
Shoe Store, Milwaukee, Wisconsin. 





An Excellent Easter Business 


We beg to report 
a most excellent 
Easter trade. The 
Roxie sandal, con- 
cerning which you 
wired us, we have 
had in our stock 
about four weeks 
and it has been an 
active seller, being 
better Easter week 


than in the weeks - 


preceding. We an- 


ticipate a good business somewhat later, also.—- 
Joseph Strasburger Company, Inc., Washington, 'D. C. 
































This Rozie sandal, in y suede 
with gray lizard trim, a 


in brown 


suede with brown calf trim has been 


active. 
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From ‘All Parts of the Country 
Comes Good News 


Great Improvement Shown 





pss Our business has 


greatly improved, 
beginning two 
weeks before Easter 
and continuing now. 
Our Delysia pump 
was received early 
in March, but we 
held off sale until 
week before Easter. 
Now we are almost 
completely sold 
out. A good pat- 
tern, but too distinctive and unusual to continue long 
in our store.—Volk Brothers Co., Dallas, Texas. 














Volk’s Delysia model—in cham- 
pagne kid, white kid, pearl gray kid and 

lent leather—sold out in one week 
efore Easter. 


Tailored Pump Best Seller 


Our Easter busi- [ 

ness was excellent 
and we thank you 
very much for your 
congratulatory wire 
of today. The 
tailored pump, ~~ 
whichyouaskabout, 
has turned out to SS a 
be the best seller This tailored pump is the best selling 
we have in the style in the Foster stock.. 

store. What is more we anticipate that this style will 


go through the season as a fast-selling number.— 
F, E. Foster & Co., Chicago, II. 




















Thirty Per Cent Increase 





Our Easter busi- 
ness was thirty per 
cent ahead of last 
year with patent 
leather cut-out san- 
dals in great de- 
mand. We had a 
really big sale of 
our Sybil pumps in 
patent leather, in 
satin and in suede 
leathers. During rest 
of season we believe same pattern will be good in 
patent, satin and white kid—W. M. Laird Company, 
Pittsburgh, Pa. 

















The sale of this Sybil pump was good 
and is expected to stay good. In 
patent, satin, suede and white kid. 


Good Easter Business 





Our Easter busi- 
ness was good and 
Glenna pump, has 
been a very good 
seller. We have re- 
ordered on this pat- 
tern. Colors are 
selling in the fol- 
lowing order just 
now—patent leath- 
er, black satin, 
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_ The Glenna pump on which, follow- 
ing Easter, DeArcy has re-ordered. 


tan kid, gray kid, tan satin and white kid.—From 
Morris Berger, manager of DeArcy’s Boot Shop, Des 
Moines, Iowa. 


URN-OVERS are more 

popular today than any 
other item of store diet. Ip 
some months the rate of 
turnover on certain well- 
selected items is greater than 
the store’s yearly average, 
because into those shoes is 
put enthusiasm and the best 
of sales promotion. All shoes 
do not move at the same rate 
of turn-over, for if this were 
so solution of industrial con- 
ditions would be easy. The 
merchant would only carry 
those with a speedy turnover 
while he let the other fellow 


Is Turnover Increasing? 








Two More Fast Telegrams and 
Their Cheery Message 


The biggest Easter business in our history. One 
man in men’s department sold one hundred and 
twenty-six pairs, and another one one hundred and 
eighteen pairs. In women’s department high man 
seventy-two pairs. Maxine pattern selling big. 
Good three months from now. Patent sandals and 
satins biggest bet. Colored kids and suedes going 
stro’ . E. Petot, Cleveland, Ohio. 





Easter surpasses last. Concluded on account quiet 
pre-Easter conditions that women’s volume trade 
could be best brought on lower price merchandise 
ranging from five to nine dollars bought novelties 
selling that price. Children bought in our regular 
ace in many novelties. Toned up advertising with 

tter illustrations; beautified advertising with 
figures and more white space. Kilties received April 
first. No better than other sports but has excellent 
advertising value on account of attractiveness— 
Philadelphia Shoe Co., San Francisco, California. 








carry the slow numbers. Here 
and there throughout the 
country, a live merchant 
can, by shading his margin 
of profit, concentrate on a 
few swift-selling sizes and 
tell “the rest of the world to 
go by.” 

April stands out conspicu- 
ously this year as a good 
turn-over month. Many a 
case of shoes has been swept 
off the shelves at a profit, to 
be re-ordered again for May 
and June selling. April, with 
its late Easter, has started 

(Continue on page 50) 








BOOT AND SHOE RECORDER 


BOOT and SHOE 


RECORDER 


‘The (weal National Shoe Weekly 


ESTABLISHED APRIL I 
1882 





ARTHUR D. ANDERSON, Editor 


Owen A. Thomas Helen M. Haney 
L. F. Kunstman Charles K. Hickey 
Associate Editors 
Harry R. Terhune, Field Editor 





Home Office, 207 South Street, Boston 


BRANCH OFFICES 
Chicago—189 W. Madison St., Phone Main 1089 
St. Louis—Leather Trades Bldg., Olive 1157 
New York—127 Duane St., Phone Canal 2425 
Cincinnati—Second National Bank Bldg., Canal 1560 
Rochester—626 Powers Bldg. 





Subscription Rates 


The subscription price of the Root and Shoe Recorder is $5.00 a year in advance, 
which includes postage in the United States, Cuba, Hawaiian Islands, Philip- 
pine Islands, Virgin Islands, Alaska, Canada, Mexico, Costa Rica, Domini- 
can Republic, Honduras, Nicaragua, Fl Salvador, Argentina, Bolivia, Brazil, 
Colombia, Ecuador, Peru, Uruguay, Spain, The Balearic Islands and the 
Canary !slands. 

FOREIGN SUBSCRIPTION —The price to all foreign countries except the 
above is $10.00 per year, including postage. 

All subscriptions are payable in advance 








Entered as second-class matter at the post-office at Boston, Mass., under the 
Act of March 3, 1879. 


Member of the Audit Bureau of Circulations 
Member, Associated Business Papers, Inc. 





The Boot and Shoe Recorder Publishing Co. 


207 South Street, Boston 


CHARLES G. PHILLIPS, President 
EVERIT B. TERHUNE GEORGE W. R. HILI. 
Treasurer and General Manager First Vice-President 
H. WALTER SCOTT ARTHUR D.ANDERSON 


Second \ ice- President Secretary 








If goods well displayed are half sold, then the 
display and advertising of shoes must be a big 
factor in achieving retail turnover. And since 
this is our theme for the first issue in May, 
look next week for the ‘‘Recorder’s”’ sugges- 
tions on how to liven up your windows and 
how to keep your newspaper advertising in the 
same class. There’s a relation between the two 
which must be preserved if 100 per cent effec- 
tiveness is to be achieved. 





A Great Easter Record 


ROM all over the United States returns are com- 
ing in indicating that Easter was the climax of 
two weeks of phenomenal business in shoes and hosiery. 
Perhaps it was a case of customers holding off until the 
last possible moment, but the fact remains that mil- 
lions of pairs of shoes were moved into the customers’ 
possession in the gala sales weeks previous to Easter. 
Those merchants who had courage to buy strongly on 
sizes and accurately on styles have reaped a harvest. 
The Easter opening of a good season on shoes should be 


made just the beginning of week after week of good 
business. It is an error to call it a climax, for in the race 
for the public purse it is just the beginning of profit 
possibilities. 

The outstanding feature about the sales made for 
Easter was the fact that all types of shoes moved 
freely. The call for black was strong but it did not over- 
whelm the demand for soft brown colors, grey and 
smart combinations. Buyers found business so brisk 
and sizes and stocks so inadequate that on Easter 
Monday many started for the markets to get in shoes 
for May and June selling. The item of price did not 
cut a great figure because many a merchant had the 
courage to ask a real price for a real style and got it. 

The test of a good season’s business is in how the 
first enthusiasms are carried on and not allowed to 
slump. The American public can absorb a great quantity 
of good shoes in May and June and the merchant can 
well afford to be almost liberal in his advance estimates 
of stock needs because it has been demonstrated to him 
that once the buying wave sweeps over the country it 
moves shoes profitably. 


a ae 
What Style Changes Mean 


OW that stitching rooms are learning the fine art 
of running sewing machines around jig-saw 
puzzles comes the verdict that simpler shoes are just 
ahead. The sandal with a hundred cut-outs to the pair 
is no longer an enigma to the factory or to the merchant. 
Manufacturers. who make volume footwear invest in 
dyes and punch out the holey shoes and the shoes 
combine both ventilation and space for the pink hose 
to peep through. As is the custom, when style gets 
generally popular and is made in the millions of cases, 
(one merchant alone selling sandals to the extent of 
186,000 pairs), the artist and designer start to create a 
demand for something entirely different to make the 
public retire the old, and yearn for the new in footwear. 
Shoes with a number of straps and plenty of cut-outs 
have been easy to fit—there is no whestion but that 
these ventilated shoes are the strongest sellers of the 
mid-summer of 1924. They are sweeping the country 
and making cash registers merry with a profitable 
jazz-tune—the sweeter notes are on the higher keys. 
But merchants are looking forward to the fall of 
1924, and if general opinion is that more simple shoes 
will prevail, then in that simplicity they want per- 
fection of fitting. It isn’t the easiest thing to get one or 
two straps to lay over the waist and instep with such 
exactness that the pattern will not “wink.” A strap 
goes around a foot but must take into consideration 
that the outer side is fleshy and the inner side has its 
hollows. Shoes have to be made in a factory with the 
customer many miles away and variable not only in 
sizes and widths but in fulness or slimness of ankle and 
waist measurements. The making of simpler shoes and 
yet styleful is a complex problem. ‘A thin 34-inch ‘strap 
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gives more complications in a distance of 4-inch than 
any amount of cut-outs in a fancy oxford. 

Therefore, in simpler shoes look for fitting values. 
The stresses and strains on a simple strap are greater 
than on a multiplicity of them. There are certain pulls 
with each step in walking that have to be carefully 
studied. Many a line of beautifully made shoes have 
been miserable failures because the variable strains on 
the strapping have not been carefully judged by the 
designer. Watch the shoes you buy for their fitting 


values. 
a | 
The Shoe in Its Proper Place 


N so many cases the slogan “Shoes for occasions” 

are just three words loosely slung together. One 
shoe manufacturer has become a stern critic of men’s 
footwear attire and, strange to relate, he is a manu- 
facturer of women’s turn shoes and so can criticise 
to his heart’s content without being termed prejudiced 
or mercenary. At a lodge meeting he took occasion to 
criticise two of the officers dressed in black suits and 
wearing conspicuous tan shoes. The men so admonished 
saw the point and later appeared in “‘black shoes after 
six o’clock.”’ Another time he wrote a leading actor to 
“step into the picture” by having the right shoes for 
the part he was in. You may say these are little in- 
consequential items in the big scheme of trying to get 
men to dress foot-right, but anyone who brings up a 
wild publicity stunt to change men into shoe-fans 
overnight is peddling bunkum. The whole scheme of 
merchandising is going to be a slow, patient and steady 
process of education. It is just such little straws as the 
above that show which way the wind is blowing in 
footwear for men. 

Now if shoe men would only take a bit of their own 
medicine and dress for the part wherever they go, their 
example would be helpful. 

How many stores make it a point to insist that their 
clerks have the latest and best shoes on display ‘“‘on 
their feet’? It may mean a concession in price to your 
staff to do it, but it is the right bit of sales direction if 
shoe consciousness is to be encouraged in this country. 


2] a | 
High Standards of Living 


E are in an age of increasing wealth, increasing 
expenditure and high standards of living. In no 
country on the face of the globe is the average of living 
so high. Nowhere is opportunity so great, and so free 
to the most humble worker. _ 
¢With standards of living high and the wage scale 
sustained why is it that we have so much pressure in 
the industry to drive prices “down into the cellar’’? 
Of course, it is good buying-bargaining to encourage the 
feeling that everything is going to the “bow-wows.” 
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The difference between the buying impulse and the 
enthusiasm of selling marks the gross profit margin of 
every large store. It’s the thing to do “to buy low and 
sell high.” 

It is not the thing to do to buy so low 
that someone to get the business must 
jeopardize the existence of his factory 
or tannery, for that means price anarchy 


In the fight for survival on any such “dead low” 
scale of buying those who go out of business make it 
easier for those with financial strength to survive and 
later to reap the profits. The man who is figuring on 
getting all that he can out of a plant is sparring for 
time with his creditors until he can wind up his affairs, 
having fattened his own purse meanwhile. The steady 
and reputable houses that pay their bills year in and 
year out are up against this sort of competition, but 
with good faith and patience they will win out in the 
end. 

The merchant who has been doing business with 
substantial houses know that a profit has been made 
all along the line, and that he, too, is entitled to a 
fair return for his final sales effort. He lives by letting 
live, and in the end he is much better off because shoes 
bought at somebody else’s sacrifice are usually priced 
at the regular margin above cost and the public gets 
shoes at a false valuation. The shoes are too good for 
the price, but who can say that the public knows or 
even appreciates the extra value given. Each step in 
the making and merchandising of shoes should be given 
a fair profit. 


— a | 


Know Your Local Repre- 
sentative 


ETAIL merchants need more co-operative ideas; 

they need a fuller realization of what can be done 
for their own good by showing more confidence in their 
neighbor merchant. They can make themselves a power 
individually by working collectively and, what is more, 
they owe it to themselves, their neighbors and their 
community to take a vital interest in the affairs of the 
community in questions of public policy, economics 
and social and political discussions. In one of the largest 
cities in the Middle West there was only one retailer—_ 
and he a shoe man—who knew the name of the council- 
man of the ward that embraced the entire wholesale 
and retail district and it is a big market, too. Yet these 
big business men were so engrossed in their own busi- 
ness that they had no time to get acquainted with a 
man who could do them any number of favors. 

If these merchants were organized and their officers 
would have this councilman address one of their meet- 
ings they would put themselves and their organization 
in a position where they would get action if they wanted 
better police protection or traffic regulations. 
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HE right shoe for the right cos- 

tume is the motto of the well- 

dressed woman. The advent of 
tailormades revives the use of calf, 
especially in tan shades, for oxfords 
—with real or imitation lacing—brogue 
shoes, perforated pumps, one or two 
strapped or gored models, featuring the 
military heel, sturdier sole, and exces- 
sively trim lines. Beside calf, alligator, 
patent leather and suede, the latter two 
often combined, on above tailored lines 
are also correct. 

For the ensemble or three-piece suit 
and the one-piece silk dress a more fanci- 
ful shoe is permitted in which case 
applique. and piping, rather than cut 
work are adopted. The materials, patent 
leather, suede and kid, the latter in gray, 
beige and even brown are selected. This 
costume indorses the pump, either plain 
or small buckle trimmed, the sandal, not 
too low cut, and the instep strap often 
buckled on the top. A touch of alligator 
or lizard is smart and diagonal perfora- 
tions and stitchings are the newest 
trimming development. 


Brocapes Stitt Goop 


Brocades still dance merrily by night, 
often adorned in silver or gold kid. J. & 
J. Slater introduces a new kindof bro- 
cade which resembles colored metal 
lizard in green and red. The bronzy cast 
is most effective. Satins play their part 
in black or brown, but are not stressed 
by the various stores. 

The country mode in the main fore- 
sees an all white summer, touched here 
and there with black and sometimes red, 
blue or green, in the form of inlays, as 
shown by J. & J. Slater and Cammeyer. 





High heeled alligator oxford. From Delman. 
Patent leather slipper piped in gold. From 
Cammeyer. 





BOOT AND SHOE RECORDER 


The Rightful Place of the Tailored Shoe 


Not in Favor to Go with Tailored (ostume Although 
Fancier Shoes -Are Still in the Running 


By MARGUERITE CAROE 





Perforated and stitched tan calf walking 
pump. Laced and perforated high cut tailored 
shoe. Both from Brown & Clark. 


At Slater’s, also, buckskin oxfords 
trimmed in dyed colored alligator sim- 
ulate a front lacing to make a striking 
morning shoe. White buckskin and can- 
vas rule the morning and white kid the 
afternoon. 


Paste, Doeskin SANDALS 


An innovation at Henning’s for sum- 
mer afternoon wear are sandals of pastel 
colored doeskin in green, banana, yellow, 
blue and rose with white kid applique. 
For evening, the same shoe piped in gold 
omits the applique. This shoe brought 
about by an entirely new process of dye- 
ing is a decided innovation in the realm 
of shoes. They appeal to the woman of 
highest standing and have already been 
bought in every different shade by such 
well-known names as the Vanderbilts 
and the Bakers. 

The imported open work sandal in- 
troduced last summer by Shoecraft will 
find smart representation in black, 
brown, red, blue or white for beach or 
country wear featuring a low heel for 
the former, high for the latter. 

Shoecraft introduces for afternoon 
wear tan suedes printed in charmingly 
colorful floral patterns in either double 
strapped or tongued models. This house 
lays great stress on buckles of all kinds, 
some even hand-painted. Buckle fillers 
become an object of interest especially 
at Cammeyer and Frank Brothers, 
layers of different colored leathers being 
perforated and superimposed. 

In stockings, rose-beige undoubtedly 
leads for the street, except with gray or 
beige shoes where self-color stockings in 
a somewhat lighter shade are worn. 
White shoes demand nude stockings as 
their complement, except in ribbed wool 
for sports wear. Apricot colored stock- 
ings are the thing for evening. Openwork 
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clocks appear here and there in elabor- 
ate form. 
SuMMER Furs 

In former years furs, large and small, 
demanded a winter setting, with glitter- 
ing ice and snow and a pale sun as a foil 
for their beauty. Today the smaller furs 
have made a fashion-tryst with sum- 
mer and flaunt themselves in innumer- 
able styles throughout the warm days. 

Stoles, cravats and small chokers open 
the new season, incorporating many 
novel ideas. Summer furs have been 
combined with chiffon to form neck- 
pieces and drapes. Others travel round 
coats or preferably form collars. 

Leopard, rock sable, fox or ermine 
here take the lead. Increasingly promi- 
nent this year are the fox scarfs, in silver, 
natural blue and white, natural cross, 
and the delicate dyed shades often com- 
pleting the tailored suit or dress. 


Roman Stripes More PREVALENT 


Roman stripes express themselves in 
every branch of fashion as demon- 
strated by Franklin Simon in a recent 
window display. Here a black satin dress 
made its apron and plastron of Roman 
stripes while another chose the striped 
motif for its overblouse, sobering the 
effect with a plain skirt. Roman stripes 
in softly blended colors fabricated un- 
usual sports frocks of imported flannel. 
Dark blue Milan hats swirled a piece of 
Roman striped ribbon round their 
crown or jauntily faced an upward 





White buckskin oxford with blue dyed alli- 

gator trim and lacing. White kid sandal 

with green kid inlay and heel. Both shoes 
from F.<S F. Slater. 
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Black satin coat with 
scallop and bird trim- 
ming of gold kid and 
hat to match. From 
George Bernard. San- 
dals of black patent 
leather piped in gold. 
From I. Miller. 





turned brim with same. Roman striped 
scarfs, blouses, waistcoats and shawls 
asserted their presence also, not to speak 
of envelope purses made entirely or sim- 
ply banded with Roman striped ribbon. 
White organdy collars and cuffs used 
pipings of multicolored stripes. At Lord 
& Taylor cigarette cases even showed 
preference for this brilliant medium. 
Ribbon counters in every store flash a 
rainbow of color, thus lending decided 
life to a department somewhat forsaken 
for several seasons. Since December 
stripes have slowly been working up to 
their present pinacle of modish success. 


SHort Groves 1n HicH Favor 


Whether milady’s sleeves are very 
long and tight or very, very short she 
wears a short glove often adorned with a 
short and saucy cuff. It may be of 
French suede, in gray or mode, with 
springlike colors in its stitchery on the 
back or cuff. Or again, a French suede 
glove in beaver uses a turn-back cuff of 
pearl color with narrow, vertical inserts 
of red. Other gloves of suede or kidskin 
in a one-clasp model develop at Franklin 
Simon an artfully smart air by reason 
of a turn-over top, which reveals an 
embroidered moire silk lining. 

The tailored vogue has brought the 
two-clasp white kid glove into its own 
again. Chamois: in white and 
yellow is selling particularly 
well. ° 

Suede in beige is more ac- 
ceptable, of course, than the 
latter for formal wear. White kid 
is seldom seen in Paris, the ¢* 
French woman finding greater 
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Fashion: at Monte 
Carlo 


Within the sanctuary of the 
“Sporting Club at Monte Carlo, 
fashion, both present and future, 
is beheld at its best. Here Moly- 
neux launched hersummer models. 


The following notes gleaned on 
the spot are of interest: Skirts, 
short and slender—12 to 14 inches 
from the ground. 


Many tunics—some accordion 
pleated from shoulder down— 
reached within six or seven inches 
of bottom of plain skirts, or vice 
versa. Plain tunic and pleated 
skirts were worn. 


Dresses—plain sheaths with 
side drapery or six-inch flounces 
across back, the front remaining 
plain. Other times two pleated 
flounces put on apron fashion, tied 
in back. 


Dresses of figured material 
matched linings of long, narrow 
coats in ensemble suits. 


Necks were round or bateau 
shaped. Deep V in the back for 
evening wear. Many dresses 
trimmed with long uncurled os- 
trich. Ostrich boas a dominant 
note. Every dress had scarf to 
match, put on plain in front over 
chest, both ends hanging in back 
to waist or hips. All scarfs worn in 
this fashion. Colored scarfs for 
street. Fur trimmed evening 
dresses. Sleeves short or very long 
and. rather wide. Sleeveless even- 
ing gowns—day dresses, too, 
without sleeves. 


Watered bag silks in many in- 
stances represented crocodile skin. 


Many coat suits worn in the 
street. Few capes, although a few 
short, circular capes hung just 
below the waist. Molyneux fea- 
tured a few long circular capes 
lined to match the dress. 














distinction in softly colored 
suedes. Paris and New York 
have never agreed on this*sub- 
ject, although American women 







Powder blue doeskin 
sandal appliqued in 
white kid. Airedale 
suede stitched across 
front with strip of brown 
kid running up center. 
From Hennings. 


in a two-clasp model prove a blessing 
for summer wear. 


Tapestry Bacs anpD Betts 


Tapestry bags in Gros-point, Petit- 
point or in Aubusson stitch are exclu- 
sively smart this season. Bonwit Teller 
offer an interesting collection of enve- 
lope bags of genuine imported Gros- 
point tapestries, made according to their 
own designs. They are mounted with 
antelope ecrase, leather or fine silks and 
exquisitely lined and fitted in an unusual 
array of colors and designs. 

Leather belts are coming more and 
more into prominence. Though the gen- 
eral run is one or one and a half inches 
wide, some of the newer imported belts 
attain a width of five to six inches. Nor 


’ are these belts always plain. They also 


have their conceits, using in one case 
superimposed buttons or in another 
mah-jong symbols as seal of their new- 
ness. Others are of tooled leather in in- 
teresting Egyptian or floral motifs, 
while others again resort to novelty in 
the leather they select such as lizard, 
snake and alligator to keep in step with 
shoes. 

Gold kid as trimming for hats, coats, 
dresses and bags acquires more and 
more prestige. Lizard in gray and white 
banded a gray kasha dress round the 
bottom and neck at a smart hotel re- 
cently. The importance of leather 
throughout fashions at the moment 

cannot be over-emphasized. 


At Monte Caro 


Hats and parasols matched 
in every case, being made of 
same material. The cloche, or 
modified cloches predominated. 
Many aigrettes on hats bunched 








Printed red and blue rosebuds on blue suede strapped shoe. Hand- 
woven sandal of narrow strips of leather. Printed red and green 


or twisted in every way. Long 
strings of pearls down to the waist 
worn entirely. Some even hung 
down the back along deep V of 


have taken in the last year to gjgssoms on tan suede tongued shoe with green kid trim and heel. dress. Many long pearl chains 
colored suedes more than ever Lower center. Hand-painted rose on white buckle. All three shoes and jadenecklaces wound around 


before. The new washable suedes 


and buckle from Shoecraft. 


arm, bracelet-wise. 
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“Getting More Shoes Sold Right” 





Miniature, Yet Big Enough to Keep You Informed on What Is Presented 
in This Issue—and Other News 





Satins and Patents 


Cleveland, April —— = 
prominent among e t 
sellers in oe a ge 
the Easter tne and paten 
were ——_ satins and patents. 
Gray also airedale 
and Pom showed greater 
strength as the season ad- 
vanced. Colored suedes sold 
better during the final week of 
shopping. 


Record at Detroit 

Detroit, Mich., April 23— 
ee sales during os Easter 

pping period made a new 
record a in shoe stores here. 
Patents and black satins were 
leadersin demand. Gray shades, 
airedale and fawns showed 
greater strength. 


Favorable Buying 
Cincinnati, April 24—Al- 
though no accurate estimate of 
the. volume of Easter shoe 
trade was made at the close of 
the week commenci _ 
14, shoemen stated ‘the bu 
ing compared favorably woth 
that of 1923. 


Colored Suedes 
Boston, Mass., April 25— 
Interest in colored shoes for 
women increased during the 
pnd vty mom shopping week. 
iredale, fawn and gray suedes 
moved freely and -_ — 
chants expect a good deman 
for these types for the re- 
mainder of the spring season. 
Novelty Patterns 
Haverhill, Mass.—Shoe 
manufacturers are getting a 
steady trade on women’ 8 
novelty patterns. There is a 
tendency toward fewer cut- 
outs and less elaborate de- 
, but nevertheless noy- 
elty numbers are in steady 
demand. 


Children’s Trade Good 

Chi , April 25—An ex- 
tremely heal ul tone to the 
children’s trade is reported 
generally. Fancy patterns in 
varied colors have been in 
steady demand. A generous 
increase in volume is reported 
from many sources. 


Lattice Effect 


Cincinnati, A 

of the new s in shoe 

trimming includes running 

several narrow strips of leather 

— pr vamp. ae a 
ttice effect on ‘orepart 

of the shoe. 


Three Leading Materials 

Lynn, Mass., April 25— 
Patents, satins and whites are 
the three leading materials in 
their respective order. Strap 
models are most popular. 


Interest in Blacks 

Birmingham, Ala., April 24 
—The Easter trade in the shoe 
stores was satisfactory. Wo- 
men showed great interest in 
blacks and no doubt patent 
and satins will continue to be 
very good. 


Whites in Sandals 
Milwaukee, Wis., April 24— 
The children’s white’ shoe 
business got away to an early 


Patents Strong 
Peabody, Mass.—Patent 
leather continues to lead here. 
White has gained rapidly 
lately. Yet many colors are 
still betes made. 
Busy on Whites 
Philadelphia, Penn. April 
24—Shoe factories are busy 
turning out white shoes. r 
yet the white trade has not 
struck its stride. Black satins 
are , but subordinate to 
black patent, which is su- 
premely popular. 


New Shee Gheuss 
Salt Lake City, Utah, April 
25—Several new shoe stores 





complexion concerns the 


shows an increase. 





Healthy Note to Children’s Trade 
Boston, Mass., April 24—A re 


several large cities reports have been pe that a 
healthy condition characterizes children’s buying thus 
far. Compared with a year ago, the buying in most cases 


The fact that both boys’ and girls’ shoe models are pat- 
terned closely after men’s and women’s st —s veced ost 
is attributed as one factor accounting 
Sandal patterns are extremely popular. 


A epee as 5 that has a general 
mess. From 


r the gains. 








start due to the fact that 
several churches have been 
holding confirmation exercises. 
Indications point to a good 
season. Sandals are popular in 
children’s whites. 


Shoe Style Show 
Milwaukee, be April 23— 
Lester’s Shoe Store Inc. re- 
cently held a shoe style show at 
its Tower Avenue store. Pretty 
women models wore the latest 
shoe creations. A musical pro- 
gram was part of the en- 
tertainment. 
Movie Star Appears 
Cleveland, April 23—When 
the Stone Shoe Company 
opened a new store at 1603 
uclid Avenue, Mabel Nor- 
mand, moving picture star, 
was given a part to stimulate 
interest. Miss Normand ap- 
peared in person at a local 
theatre in conjunction with the 
resentation of her latest mov- 
ing picture. 


Good In-Stock Trade 

Columbus, O., April 24— 
A satisfactory in-stock trade 
was here by several 
shoe factories. 


have opened here recently, 
testifying to the healthy busi- 
ness Co! nog in this district. 
A. Feltman & Curme store 
and the Broadway Shoe Shop 
are the latest stores to open. 


Gain Over 1923 

St. Louis, April 25—It is 
generally conceded that. the 
two weeks of the Easter 
shopping for this year will 
-— a gain over corre- 
mding period in 1923. The 
few yoo 
large 
- a4 mer- 

chants’ point of view. 


Sandals Sits Good 
Louisville, April a 
patterns are very ar in 
women’s shoe chain ot the 
present time. ich ch sheteviele, 
contrasting wi t hosier 
shades, are leading, al although 
colored suedes are enjoying a 
greater call than heretofore. 
Optimistic Outlook 
St. Louis, April 25—Due to 
, the Met Bag tone to the 
' retail 


le during the 
final stages of the ae 
ping period, retail 


optimistic con the out- 
look for the remai of the 
spring and the early summer 
buying periods. 


Cement Lastéd Shoes 

New York—Shoes, without 

lasting tacks, an adhesive 

cement being used to fasten 

— to insoles in place of 

are attracting attention 

here. They are made in 
Brooklyn. 


Fasteners for Shoes 

Zip fasteners, such as are 
used on overshoes, will be 
tried on leather shoes for 
street wear. The Zip fasteners 
will be on the sides of the shoe. 
The fronts will have laces, 
ee ow =. a = straps. 

pping zi asten, or 
unfasten, the odie 


Using the Radio 


New York, April 23—What 
is believed to be the first radio 
peepee by a men’s shoe 

commenced recently. 
The London Shoe Company 
broadcasted the first of a 
series of four orchestral con- 
certs over WHN, the New 
York station using a wave 
length of 360 meters. The 
concerts will be given on a 
successive Wednesd 
beginning at 8 o “clock. 
with the concerts mrt wary Were 
— vice-president an 
meral manager of the firm, 
oil give talks on shoes. The 
first of these talks covered the 
romance and history 
and was entitled, 
Through the Ages. ” He will 
give a second address on April 


Less Hardware in Shoes 


Lynn, Mass.—Women’s 
shoes have been stripped of 
much of their hardware, and 
have been li 
When wood 
weight of heavy heel nails is 
removed. Less than half the 
former weight of tacks is now 
used in foreparts. And the 
shoes are as substantially 
made as heretofore. 

Mr. Creighton Returns 

Albert M. Creighton, shoe 
manufacturer of Lynn, on 
Mrs. Creighton recentl 
turned from three mon "of 
travel in South America. Mr. 
Creighton says he saw a num- 
ber of fine factories, excellently 
equipped, in South American 
cities. 
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Shoe Tag Bill Seems Likely to Die 
a Quiet Death 


Even Its Author Admits There Are Defects 


Washington, April 17—Judging from the comments 
of members of the House Interstate Commerce com- 
mittee during the hearing on the so-called Reece shoe 
tag bill, it will be necessary to make drastic amend- 
ments in this measure or combine certain provisions 
with general misbranding legislation. It has been 
indicated, however, that there is little disposition at 
this time to set up separate Federal agencies involving 
an additional drain on the public treasury and contri- 
buting to the nation-wide problem of law enforcement. 
Several days have been taken up with the testimony 
pro and con regerding the truth-infabric bill sponsored 
by Representative French of Idaho. This proposed 
measure has been pending for years. It is designed along 
the same lines as the Reece bill, with the exception that 
the latter includes a special provision relating to 
leather products. 


No More Law Enforcement Bodies Needed 


Chairman Winslow of Massachusetts House com- 
mittee, told Mr. French that he was opposed té 
legislation which would require the establishment of 
Federal law enforcement agencies. His objection to 
these organizations is based on the belief that enormous 
expenditures would be 
essential to enforcement of 
misbranding bills and would 
reach relatively few. Accord- 
ing to Representative Lea of 
California, a member of the 
committee, the question in- 
volved in the misbranding 
bills now before Congress, is 
whether the States or the 
Federal government should 
exercise police powers in 
handling the misbranding 
problem. There are some 
committee members who feel 
that the Federal Trade Com- 





braced a wide field. He declared that the measure was 
intended to protect the consumer and covered wools, 
silks and leather. Under examination from the com- 
mittee, Reece stated that he would accept amendments 
which would make it clear that the branding require- 
ment related only to shoes which were made principally 
of leather. He told the committee that it was only fair 
to assume that the shoe manufacturers would have 
some objections to marking, but, he felt that the shoe 
buyer, or consumer should have means of knowing 
whether he was buying real leather or substitutes. for 
leather. This requirement, Reece said, did not include 
canvas or rubber footwear. 


Chairman Winslow a Wet Blanket 


As an experienced manufacturer of another com- 
modity in the shoe districts of New England, the chair- 
man disclosed a remarkable fund of knowledge regard- 
ing the problems of shoe manufacturing and distri- 
bution. The chairman pointed out that under the 
terms of the Reece bill production costs would increase 
due to labor costs and the need of additional stock- 
rooms etc. He stressed the complications which would 
result from the enforcement of the proposed measure, 
as now drawn, and said it 
would be necessary for the 
committee to clarify the 
language of the bill, in event 
it is reported to the House. 


Needless Hardship 


“There are a lot of things 
that go to make up a shoe,” 
said Chairman Winslow. 
“The manufacturer would 
have to have the schedule of 
each shoe and of everything 
that went into it. He would 
have to have them marked 
and keep them tagged all 


mission and existing Federal 
agencies have sufficient lati- 
tude to cope with any situa- 
tion inyoling a cheat on 
consumers. 


Author Admits Defects in 
Bill 
Mr. Reece was frank to 


admit that his bill, as drafted, 
had several defects and em- 


TIMELY AD STUNT PAYS 


Illustrative of how windows can be “‘hooked up” 
with local events of importance is this window of the 
Continental Clothing House, Boston. Ti, “aswe off by 
the M. N. Arnold Shoe oes that Clarence 

DeMar, winner of the 1923 National Olympic Mara- 
thon, would run this year in shoes of Glove Grip 
design, the Continental, which carries Glove Grip 
shoes, capitalized on that fact by dressing their win- 
dow as you see it above. Then, when April 19, the 
day of the race came, and DeMar won again, this 
time for the fourth time, the Boston daily newspapers 
carried a good-sized Continental ad showing a pho- 
tograph of DeMar and bringing out the point that 
he had won his race in Glove Grip shoes. It is reported 

to have had an unusually good effect. 


down the line, There would 
be an endless stock room 
full of tags. There would 
have to be tens of thousands 
of clerks in this country doing 
nothing but that.” 

A brief was filed Friday 
morning protesting the Reece 
bill on behalf of shoe manu- 
facturers, wholesalers and 
retail shoe merchants. 
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Big Dividends from His Windows 


In a Town Where Newspaper Ads Don’t Pay Very Well, Kempner Does 
the Obvious—And Succeeds 


S in the case of a theatrical production, the 

effectiveness of your shoe display depends to a 

large measure on the achievement of the proper 
setting. 

This, in brief, is the theory around which the newly 

remodelled. store of Ike Kempner & Bros., of Little 


A 1 eddedins of women’s Fata designed to sell ciecondy a the 
New Year’s Ball. 


Rock, Arkansas, has built up in an amazingly short 
time, the reputation of being one of the most attrac- 
tive stores in the country. The reason for this special 
attention to display is clear when one analyzes the con- 
ditions under which this store does business. Says 
Henry D. Wexner, store manager: 


Newspapers of Little Value Here 


“Resort towns with their floating populations are 
altogether unlike other business centers. Here the win- 
dow display assumes the stellar role as the advertising 
medium. Newspapers will rate about 30 per cent 
effective compared with the display window's 70 per 
cent effectiveness. 

“It is reasonable to suppose that the average tourist 
does not indulge in reading the local papers in the time 
which is not absorbed by the numerous forms of recrea- 
tion which are open to all here. They find in their home 
town papers, which follow them to Hot Springs, all 
the news reading they want. And this is the reason we 
have installed new and more beautiful windows and 
have so remodelled our institution as to take advan- 
tage of a condition which, not taken advantage of, 
would be a decided liability. 


An Atmosphere of Fineness 


“The windows lend that atmosphere that tells of 
fine footwear only. The panelled background is of rich 
Circassian walnut with special designed scroll work in 


the upper panel. The flooring is of white oak. parquet 
with alternating border of black walnut and red gum. 
In the center of the foyer will be an octagonal shaped 
dome of the same material as the panels. The window 
lighting is accomplished admirably by X-ray units con- 
cealed by heavy, attractively monogrammed valances. 
No expense has been spared for up-to-the-minute dis- 
play fixtures and together with uniquely designed 
polychrome floor lamps with wall pockets of matching 
design, truly afford an altogether proper setting for 
fine footwear. 


Shoes for the Proper Time 


“In a special display featuring and showing to 
particular advantage that “There’s a Correct Time for 
Everything, H. A. Reich, display manager has 
stressed a point that has been sorely neglected by so 
many men. Even the shoe man himself in a great many 
instances is deplorably negligent. Not only is it import- 
ant to dressers of taste but it is, too, a.stimulus for the 
sale of that extra pair to men who heretofore had a 
pair of shces for ‘Every day and Sunday too,’ and that 
pair is that tan pair. The clocks used in the display 
portray the time of day, and after six. The daytime 
unit features both swagger and conservative tan shoes, 
while the ‘after six’ unit displays blacks for both 
formal and informal evening wear. 


Timely Events Capitalized 


“It is a point in this store to capitalize on every 
medium that lends itself to the increasing of sales. In 


Using clocks to get across the idea & tan poe os efore P. M., 
and black shoes after 6 P.M 


the window devoted to women’s footwear an entire 
section was devoted to evening slippers suggesting the 
newest to be worn with that new gown for the New 
Year Ball. Paisleys in a veritable kaleidoscope of colors. 
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set in suggestive surroundings made this a capital 
display that produced results. 


Hosiery Department a Big Item 


‘A.J. Kempner considers the hosiery department one 
of the largest assets to the shoe store and, incidentally, 
one of the most paying departments when featured. In 
this store the hosiery department takes a most con- 
spicuous location in the center of the store just as you 
enter. The display cases for this department are con- 
structed by Grand Rapids in a U shape. In the center of 
these cases is the cabinet for the hosiery stock. The 
bend of the U faces the entrance and is well illuminated. 

“The seating which is new heavily upholstered 
leather chairs begins at the ends of the horseshoe cases 
and extends in double file units to a huge lounge at the 
rear of the store. This lounge ig quite a convenience for 
the feminine patron since it 
has a mammoth mirror above 
it. The elegance in the ap- 
pointments of this re-made 
store has brought much com- 
ment from local business 
men as well as the annual 
tourists to this resort who 
were greatly surprised at the 
metropolitan beauty of the 
store’s appointments as well 
as the lines of shoes carried— 
featuring styles ‘As They 
Are’ on Fifth Avenue.” 

This organization is owned 
and controlled by six brothers 
each of whom has his specific 
duties and the business moves with amazing smoothness 
serving its clientele with an ever increasing source of 
satisfaction. For miles around everybody knows 
Kempners—not merely the name but their merchandise 
and their service. It is not only up-to-date in its mer- 
chandise but also in its furnishings. 

As you enter the store you are amazed at the size of 
the hosiery display which occupies the entire center of 
the room. Here is displayed the harmony of shoes and 
hose. Women’s shoes on the right and men’s on the left 
separate these two departments. The balcony is used 
for children’s shoes and the rear of the main floor for 
offices and sample rooms for shoe travelers where they 
can display their wares to the best advantage. 


The mammoth hosiery 
Men's shoes on one side of the siore— 
—Children’s shoes in the balcony. 





Brooklyn Manufacturers Adopt Style 
Platform 


New York, April 22.—Shoe Manufacturers Board of 
Trade of New York has placed itself on record that 
“it would be vastly better if we had fewer styles, 
better styles and styles founded on some sort of reason 
or logic. so that style might be unmistakably an ad- 
vantage instead of a source of fear and danger and even 
of loss.” 


counter is the 
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One of the principal features of the Brooklyn Style 
Show will be a demonstration of the proper shoe 
wardrobe, a showing of a woman’s complete and 
proper costume for every phase of the day—the entire 
list of models, 23 in number, will join in creating. this 
picture, the shoes being in harmony with dresses, hats 
and wraps. The men whose duties it will be to te on 
the Style Show are as follows: 

L. C. Doremus, General Chairman; Theo. Cramer, 
Vice Chairman in charge of invitations and general 
matters; Frank Grossman, Publicity Committee; 
George Miller, Entertainment and Lighting: Emil 
Strassburger and Max Horn, sample rooms. and hotels; 
Joseph Kozak and Justus J. Lattemann, seating and 
tickets; and Manuel E. Tobias, dinner committee. 

Style Committee—E. C. Wheeler, Chairman; J. 
Abowitz, Wm. Algier, George Miller, J. R. Garside, 
Chas. Haberach, Henry B. 
Lapidus and George Rosen- 
field. 

All dresses used in the 
Show will be supplied by 
Oppenheim & Collins. All 
hosiery will be supplied by 
the Propper Silk Hosiery Co. 
The same restrictions as to 
admittance that prevailed 
last year will be in force for 
this year’s Show. Invita- 
tions were mailed on April 
15, in which return post 
cards were enclosed for pur- 
poses of registration. When 
in attendance the visiting 
merchant will register at each review and will be 
supplied with reserved seat coupons at the box office. 
As last year, the eighth floor of the hotel will be 
reserved for sample rooms en suite for the individual 
manufacturers exhibiting. 


st thing you see. 
‘omen’s on the other 





Wholesale Business Big 


St. Louis, April 22.—Wholesale business continues 
to grow and the past few weeks have found practically 
all houses doing very well indeed. Some big gains will 
be recorded in April if present indications are to be 
taken as the trend. The week preceding Easter was 
reported as the biggest thus far this season in more 
than one house. Mail orders have grown to such pro- 
portions that two days recently broke all records for 
this class of business, in another of the larger institu- 
tions. 

Specialty manufacturers continue to show gains over 
the same period of a year ago. Delivery dates remain 
six to seven weeks, with little indication of closing in on 
this time. The unit order in the general line houses is 
not as large as desired, which emphasizes the continued 
hand-to-mouth buying policy of the retailer through- 
out the country. 

















Is Turnover Increasing? 
(Continued from page 41) 


things in the right direction, and it now remains to 
put the same selling vigor into May and June. 

An important point to consider—buying requires a 
different temperament from selling. A good buyer is 
not always a good salesman. The duties and charac- 
teristics of a good buyer are: ability to judge mer- 
chandising values, to have a nose for new styles; to be 
a good bargainer; to understand detailing materials 
and the fitting values of samples when later trans- 
lated into runs of sizes, and a canny understanding of 
trade conditions so as to be able to get the best pos- 
sible advantage to the store. 


Enthusiasm Needed in Selling 


To sell demands different characteristics—plenty of 
enthusiasm, a real knowledge of human nature, and 
especially of consumers’ buying motives, plus a knowl- 
edge of the most effective selling appeals. 

The buyer puts most of his brains into thinking about 
the merchandise—while the seller thinks of how the 
public will feel—towards the shoes. When the two 
functions are in the one man, as is general in the retail 
shoe industry, a fifty-fifty split makes real success 
possible. The past two years proved that many shoes 
men get carried away with their buying enthusiasm and 
fail to inspire the selling staff of the store with the same 
enthusiasm which caused the purchase. This applies to 
the small store with two clerks, as well as to the large 
store with a score or more. 


A National Survey of Easter Buying 


We have in this initial attempt to make a national 
study of “what merchants bought to sweeten up 
Faster’’ and what was actually sold on these numbers. 
We commend your attention to the prices at which 
these unusual shoes were offered. We asked for the 
information by telegraph—and we think it forms the 
most_unique method of style study presented to the 


BOOT AND SHOE RECORDER 






industry. It is an experiment in style facts presented 
nationally. The shoe selection was varied to cover most 
of the newest numbers, and it may reflect a trend, or it 
may be only a picture of what merchants buy to make 
people more interested in spring footwear. Anyway, 
here are the telegrams—what they say about their 
Easter business and what they say about the particular 
style which they have been featuring and which is 
pictured herewith: 





Free Chiropody Service Given in New 
York Store 


Free chiropody service to customers is the latest ad- 
vertising scheme to make its bow in the retail shoe 
world of New York. The London Shoe Company, which 
operates five stores in New York City, one in Chicago 
and is opening another store in Newark, all devoted 
to the sale of men’s shoes exclusively, is the organiza- 
tion to install this original feature. So far the service 
is confined to but one of the company’s stores, at 86 
Delancy Street, but it is likely to be added to all other 
stores. As it is now, customers are sent from other 
stores to the Delancy Street address for treatment. 

» The London Delancy Street store has a room com- 
pletely fitted up and presided over by a licensed 
chiropodist, who devotes all of his time to the con- 
cern. Minor foot troubles, such as corns, calouses, etc., 
are treated in this room. On major cases, no treat- 
ment is given, of course, but advice is freely offered. 
A part of the service is the suggestion of proper foot- 
wear. 

Other stores have chiropody departments, but this 
is believed to be the first to offer a free service. 

“Complaints about shoes,” said an executive of the 
firm, “‘often are the result of sore feet. By removing 
this trouble we make the customer satisfied with the 
shoes, which is a valuable business asset. The adver- 
tising value of the service is very large and we expect 
to expand it.” 
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Cape peters axe he teieat Se some in the field of novelty leathers. The ones pictured above are the so-called 
Voguebuk, tanned by the Boston Tanning Co. and distributed by the Malcolm Bullivant Co. 

left is patent with a silver stripe. The center panel shows a white suede buck with green stripe 
gray suede buck with blue stripes. There are a number of other combinations and colors in the l 
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Spring’s Influence Stirs Advertising 


Recorder Ad-Visor Still at the Job of Stretching the Advertising 
Dollar for All It’s Worth 


DVERTISING that arouses the imagination is 
A creative. Advertisers claim many things when it 

comes to an analysis of why their advertising 
pays. About the only element on which they are agreed 
is in keeping it up. Still that is only part of the story; 
the very fact that there is so much variance in reasons 
as set forth means that each and every merchant has a 
set of problems peculiar to his business. Once the right 
type of advertising is used there needn’t be much 
change; that is, there need be no change in the idea, but 
merely in the presentation. In the analysis there should 
be things to avoid principally for things to do are so 
obvious. The “Don'ts” of advertising when observed 
lead one naturally to the “Do’s”’ by process of elimina- 
tion. 


or looking to buy, read it and are influenced by it. Don’t 
use selling arguments that can be applied to anyone’s 
business. Don’t generalize; facts that are facts ought to 
stand on their own merits. Don’t advertise stunts that 
may lead to another expected item of expense; some- 
thing that is now “special’’ but which may be missed to 
such an extent that it will be necessary to continue in 
order to get the business, thereby adding to the business 
load without giving more value in the shoes themselves. 
Don’t write advertising so all-embracing that it is 
aimed at every reader of a newspaper. Don’t affect an 
“air” in copy that couldn’t be repeated in a face-to-face 
conversation. Don’t separate advertising in the. _ 1 or 
action from the inside selling; when i: advertisement 

appears in the paper everyone in 





Things to Avoid 


Don’t copy aneighbor’s methods, ee 


for a second-hand idea most al- 
ways has lost its punch. Don’t ex- 
aggerate, for the road to skepticism 
is lined with exaggerations that 
have not lived up to the hopes they 
inspired. Don’t sidestep candor, for 





Anyythanp Excxtang?” 


the store must be familiar with the 
goods advertised and the claims 
made in the ad. 


Things to Do 


Be specific about quality, com- 
fort and service. Every ad should 
contain besides information on the 
article advertised something about 








a frank statement is most easily be- 











the importance of footwear and 





lieved, is not misleading, and ad- 











the methods employed in the store 








vertising to be any good at all must 





to insure satisfaction. Such pro- 








be sincere and believable. Don’t be 











cedure takes care of the actual 





sensational, for that is the news- 
paper editor’s job and he needs 
tragedy in all shapes and circum- 





shoe being sold and introduces the 
store to any new readers, of which 








stances for sensation material; the 
purchase of things to wear cannot 


. . . . STREET 
hope to rival in excitement and in- 


Your NameHere 





there are many in the course of a 
month. 


NB ht Every advertisement should 





tensity court records or public 
disaster, it’s too ordinary a pro- 
cedure of the daily life. Don’t 
stage a sale when other advertising 
material seems scarce; the public’s 
reasoning is unusually keen on such 
things and its questioning certain 
to react unfavorably in time. Don’t 
advertise unusually low prices or 
lower prices than the average of 
the store to get attention, that, too, 
is misleading. Don’t expect an ad 
to compete with a news article, for 
that leads to disappointment and 
an erroneous view toward adver- 
tising. Don’t expect everyone to 
read a particular advertisement; 
it is usually enough to make the ad 
pay if those who are ready to buy 































“Anything Exciting?”’ 
“Well, Spring has come, you know,” said 
a in reply to the other’s po “and I’ve 
pres A aati whether to get those darling hot 
umps that cost two dollars more than I 
intended spending on shoes.” 





“What kind are they?”’ from Eleanor. 


“Oh, they have the merest kind of straps and 
instead of openings in the leather there’ pepe. 
tern laid over leather in a different color 
nice as the new cre ape Ree a enna 
the world as though they cost more.’ 


“Mother says a Dey a ee eee 
they look like new as long as wear them,” 
said Eleanor after Betty had Finished her de- 
scription. 

That was all, and we wondered whether they 
came to our shop that noontime, because the kind 
of shoes they talked of are the ind we sell—they 
look like new many months after they are bought. 


It’s a shoe like this Betty saw. 





be built upon the successful 
methods of selling in the store. The 
things the customer is interested in 
when buying should be put into 
the advertising to influence other 
prospective buyers. Whenever 
there is a proper basis for holding 
a sale the reader should be told the 
reasons and in this way the sale 
will hold great interest and the 
store will not get a reputation for 
cutting prices. The wave of sales 
now going on cannot help busi- 
ness. 

There must be a good reason, and 
with a sale every month or every 
two weeks, there can’t be any be- 
lievable reason to give prospec- 
tive buyers. 
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Looking al the Constructive Side 


Every shoe is adapted to certain uses under which-it 
will give the greatest amount of satisfaction. The ad- 
vertisement that takes this into consideration will 
create needs for the shoe it carries and will not be de- 
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Magic In the Air 


It’s hard to keep from spending money nowa- 
days when the urge of warm days makes it neces- 
sary lo get so many new things. 

That is why our service means so much more 
to you now. 

To spend moi 
wisely is another. 


is one thing—to spend il 
A hatever you do, first see our 
shoes; the very feeling of them on your foot 
speaks of the care with which they are made. 
For color and patterns they are the smartest we 
have ever shown. Take the ones shown. In any 
of the wanted shades at $10, their value will sur- 
prise you. 


pendent upon an absolute need of shoes to influence a 
reader. An advertisement that puts the right thoughts 
into the minds of readers is a better paying one than 
another that simply makes extravagant claims to value, 
for there cannot be a value in anything to one who does 
not feel a need for it, so in planning the constructive 
advertisement take the needs which the shoe fills, add 
to it the reasons for its being the right shoe and finish 
with a specific statement of what will be done to insure 
complete satisfaction to the purchaser. Such an ad in- 
cludes everything of interest on the article and store 
news; more than this is unnecessary, with the exception 
of the mention of hosiery, which article is so closely 
related to shoes that it ought not to be treated as a 
separate article anyway. 
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Making Ads Distinctive 


Distinction is another important, element and relates 
to the method of accomplishing the foregoing. One mer- 
chant takes his house cat as the medium through which 
to talk to his readers. Photographs of the cat are shown 
in all advertising, a fact which in itself lets down the 
business barriers to an interesting, chatty, conversa- 
tional style of sales talk. That is only one merchant’s 
method of doing what every merchant knows is a valu- 
able thing, getting close to the reader. It allows of a 
simplicity that is hard to get ordinarily, and which be- 
comes more valuable because of the difficulty. 

To keep out of the rut of interchangeable sales talks 
every merchant should search for. the little things that 
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Incomparable! 


High-sounding word, but we mean it. Early 
Summer’s incense may tempt you to spend more 
than you think you ought—more than you have 
been paying. 

That's it. 

But, it’s what you get that counts and not what 
you pay. Our — was built on style, com- 
fort and wear. When a man of means buys our 
shoes don’t you think he is applying the same 
businesslike methods of buying that he has in 
making his business successful? He weighs 
values, and is not fooled by price. The shoes 
justify his judgment. They are “not suitable for 
comparison” when they are new, because it 
months of wear to demonstrate their real money- 
saving value. 


individualize his store or service or methods and work 
such features into advertising. Another merchant spell: 
all his words “egzacly” as they sound, utterly disre 
garding the dictionary’s authority and has built up : 
widespread interest in his advertising. 
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There is a fairly well-defined line of appeal for the 
high-grade store, another for the medium grade, and 
still another for the lowest price store, but in each 
sphere there are endless methods for gaining distinction 
right. within the store itself. : 


Relating All Selling 


Interest and expectation aroused in the advertising 
should never become lukewarm through unpreparedness 
in the store. The article advertised should get special 


attention during the time it is being advertised. Sales- ~ 


men in the store should be specially instructed in its 
sale ; the quality, construction, uses, etc., all rehearsed so 
that the prospective customer will be carried along from 
the starting point, the newspaper or other advertising, 
to the sale. The outsider places a valuation on advertis- 
ing, only in so far as it is valued by the merchant. To 
have one customer call for an advertised article only to 


Spring Notes 
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Spring Notes 


Shoes are better each season in every particu- 
lar. They offer you more for your money. They 
are gored, strapped and buckled and fit as prettily 
as any Cinderella’s slipper. Patents, colored 
leathers, colored trims, for street wear. White, 
plain or colored trimmed for sports in canvas, 
suedes, or kids. Golds and silvers for evening. 

Two of our prettiest are shown. First in style, 
first in fit—but the last to wear out. This Fall 
you'll say, “‘I never realized Blank’s shoes were 
- reliable,” when you see the wear that’s left in 

m. 


find in the salesman a lack of knowledge of the advertis- 
ing is to convert a believer and reader of advertising 
into a skeptic. Enthusiasm is at the bottom of the suc- 
cessful accomplishment of anything, and none the less 
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of advertising. Before an ad can be written the shoes 
must be studied both as to. themselves and in their rela- 
tion to the needs of prospective buyers. Before the shoe 
advertised can be finally sold the same study must be 
indulged in. 
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West Winds 


A Summer breeze never brought a more re- 
freshing message than our new shoes. 

There isn’t an article of your wardrobe that. 
will give you so much real comfort and chic as 
shoes well chosen. 

And the most refreshing thing about it is that 
when you buy here most of your selecting is done 
for you—they are all gery styles—picked for 
every quality that will add to the satisfaction 
enjoyed by wearers of our shoes. 





























The shoe displayed prominently in the store with a 
placard reading, ‘““This is the Shoe You Saw.Advertised 
e  ; eeereee Pere Ve *” (naming 
the papers) makes a feature of the day’s offering. Some 
are attracted by the advertising and buy, others come 
in for another entirely different type of shoe and seeing 
such interest in this one, buy it also. 

One of the many benefits of advertising may be 
attributed to the fact that before any advertising can be 
done the article to be advertised must be analyzed and 
in the analysis so many interesting things are brought 
to light that all selling is made easier. Another thing is 
true, too, the motives that actuate customers to buy are 
delved into with a consequent better understanding of 
one’s customers. 

In the last instance a closer check is made of what is 
being bought, and it is seen that with the advertising 
and merchandising senses one helps develop the other 
and at no time is one much good without the other. 
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Loyalty Is the Best F actory Asset 


The Real Spirit of Pride in Production Is Here Demonstrated 


a business promotes something greater than 

pay-roll allegiance to a shoe-making institution. 
Standards of quality are handed down from grandfather 
to grandson, and it is not impossible to believe that if 
management called for a policy of “meeting the price” 
that workers would rebel, for the love of good leather 
and precise shoemaking is in the blood in East Wey- 
mouth, Massachusetts. 

A stranger made a bet that a baker’s dozen could 
not be mustered in any one plant with 25 continuous 
years to their credit. He was a critical employment 
manager who had been through the trying experience 
of having 100 per cent turnover yearly in his shop. 
Some workers stayed year in and out, but the average 
money hunter was here today and there tomorrow. 
So to prove the case, the factory of Edwin Clapp & Son, 
Inc., was visited and you see the result—some workers 
were shy and wouldn’t appear but those with 30, 40 
and 50 years to their credit in the factory lined up. 

Alarmists set up the bogey of industrial discontent. 
These workers don’t look it or act it. Loyalty and alle- 
giance are great things to build upon. Personality is 
not often looked for at a bench, and the cry goes up 
that machine operation deadens the senses of the 


fir is abundant evidence that long service in 


worker. Not so in this plant. If anything, shop associa- 
tion has developed a sense of intelligent understanding. 

A coincidence of the day, Cassius M. Clapp, a re- 
tired shoe merchant, once a leader in up-state New 
York shoe selling, came to renew his friendship with 
the line that he sold 40 years ago. He saw today the 
fulfillment of the wishes of the late Edwin Clapp and 
recognized both progress and prosperity. Although not 
related to the Clapps of Weymouth, this veteran busi- 
ness man claims general fellowship in Clapp business 
principles, irrespective of financial interest. 

A fixed policy of the concern has ever been to make 
advancements from its own ranks, for the good and 
sufficierit reason that employees of long standing are 
familiar with, and can better carry out, the methods 
and policies of the organization. 

Indeed it would be hard to find a head of department 
who has not worked his way up in this factory. This 
in part explains the unusually small labor turnover 
that Edwin Clapp & Son enjoy. 

The character of the service that a concern is able 
to render comes right back to the character of the 
people behind it. The employees of Edwin Clapp & 
Son, Inc., are carefully chosen, and painstakingly 
trained for the work ofthe different departments. 
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Nothing more surely manifests the excellence of 
materials, workmanship and style in the footwear 
of the well-groomed man than visible eyelets. 


Ask for shoes with visible eyelets! 


UNITED FAST COLOR EYELET COMPANY 
Manufacturers of 


DIAMOND BRAND (VISIBLE) FAST COLOR EYELETS 


Diamond Brand ue ) They promote easy lacing, 
Fast Color Eyelets have gen- retain their original finish 
uine celluloid tops that never indefinitely, and actually out- & 


lose their color. wear the shoe. 
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‘The Crawford 
Arch Supporting Shank 
keeps the Arch Young 


Misshapen shoes and shoes that break 
in the shank after they are worn are 
detrimental to health and comfort. 


The Crawford Arch Supporting Shank 
keeps the shoe in shape and holds the 
foot in its proper position during the life 
of the shoe. The Crawford Arch Sup- 
porting Shank prolongs that youthful, i i a ah 
springy walk in those who are leaving the shank to the insole, and which is 


flush with the insole, you will find this 


youth behind. trade mark. Look for the trade mark. 
It is your protection. 


A valuable talking point for the retailer 
is the shoe with a Crawford Arch Sup- © 
porting Shank. 


SPLit RIVET 


LOEKINS NG SHAN! 
The Crawford Arch Supporting Shank mie 


is built right into the shoe — fitted be- 
tween the inner and outer sole and 
locked to the insole. It cannot abrade 


the skin. Nothing in the Shoe but the Foot 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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W HITE CANVAS BLACK SATIN 
cut-out one strap fancy one strap 


Faith in the integrity and stability of any concern is 
the basis on which most successful business is done. We 
have striven for many years to deserve the confidence 
reposed in us by the many wholesalers whom. we 
have served to the best of our ability. This season, 
as in the past, we offer real values in fabric footwear. 


Sold to Wholesalers Only — 


DINGLEY-POSS SHOE: COMPANY 
fabric Shoe Tlanutackurers 


ALIBIIRN, MAINE 


BOSTON OFFICES, 54 LINCOLN STREET 








Dealer Influence is secured thru: advertising-in the Boot-and Shoe-Recorder.: 
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Combining 

all that’s best 

in both leather 
and rubber! 


The recent discovery of anew and remarkable 
soling compound was made possible by the 
extensive laboratories maintained by the Hood 
Rubber Company and a corp of chemists always 
on the alert to improve the company’s products. 


The soles of this new compound outwear 
leather! They do not wet through! They have 


none of the disadvantages of leather! 
——=—=—=—=-__-_§_§— 


They do not slip! They do not burn the feet! 
They do not deteriorate with age! They have 
none of the disadvantages of rubber! 


This new compound differs from either rubber 
or fibre. There is no canvas in the composition. 
It makes the most comfortable and the most 
flexible sole ever put upon a shoe. 


Manufactured by HOOD RUBBER COMPANY 
Watertown, Mass. 








Soles 


One of several dozen shoes 
showing, after nine months 
of test wear, a full nine iron 
@s against the original ten 
tron when first worn. 
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Add Cheerfulness to Your Sales Staff 


‘We Sell Goods at a Loss with a Smile,” 


HE awakening of the world to a new 

life full of hope and good cheer. Busy 

streets contain surging throngs seek- 
ing new raiment to vie with nature in 
beauty of color. The merchants’ doors, 
closed for many months by winters’ de- 
cree, are now opened wide to allow the 
breath of spring to permeate every nook 
and corner and become an inspiration 
toward bigger and better business. 

The world is what we make it. “Smile 
and the world smiles with you, weep and 
you weep alone.” If it is your ambition to 
succeed, do it with a smile, even as nature 
herself is smiling on you this beautiful 
month of May. Let the laughter of the 
children and the fragrance of the lilac and 
the hyacinth be an inspiration to you to be 
happy in your environment. A smile of 
contentment is the rich gift of nature to 
the man who succeeds. 


Say It with Smiles 


One Successful Merchant 


for the moment from the cares of life. We 
spend a part of our incomes in being enter- 
tained by men and women who are being 
paid for smiling on us because for that 
length of time their smiles have cast aside 
our responsibilities of life, and yet we fail 
to grasp our own opportunity for develop- 
ing this happiness in our daily work. Re- 
gardless of who we are or where we are, we 
must pay to live and the return we get for 
the price we pay is only proportionate to 
the manner in which we pay. If we do it 
grudgingly, it becomes a burden, but if we 
do it graciously we cultivate a joy in pay- 
ing the price that makes our future more 
hopeful and our present, happy. 


The Philosophy of Success 


Every now and then some one predicts 
the world’s end and the man of gloom im- 
mediately prepares for his future home, 


Says 


but the man with the smile calmly goes 
about his business neither believing such 
bunkum nor caring about it because, come 
what may, he smilingly waits for another 
day and is content in what today brings 
forth. A contented merchant works today 
as if he would live forever, but lives today 
as if he were to die tomorrow. That, after 
all, is the right philosophy of life which can 
only be enjoyed by those who have learned 
to put their work on the same plane as they 
have their hope in the future. 
Your work brings you in close contact 
_ with people—men and women who occupy 
various selected places in the world and 
because their vocations are so widely di- 
versified, their attitude toward life and 
toward you is not the same in the one as in 
the other, therefore you must cultivate 
the strongest personality you possibly can 
to meet these attitudes of mind and the 
greater you develop poise by being 
cheerful and contented the more 





One very successful department 
store has in nine years built up its 
business to a point where their 
investment in buildings alone 


Recorder Merchandising Calendar 


for May 


easily you can resist any forces 

that have a negative tendency. 
Step out into the sunshine of 

these May days, breathe deeply of 


amounts to over a quarter million 
dollars on this idea. The president 
of the Company says their success 
is due largely to one thing, ““We 
have learned how to sell goods at 
a loss—with a smile.” 

Every retail merchant has some 
shoes he must sell at a loss and to 
do so with a free and easy indica- 


tion of appreciation to your cus- ~ 


tomer will help a good deal to sell 
that customer at a profit the next 
time. Learn to be cheerful in your 
business dealings with your cus- 
tomer and the same spirit will soon 
manifest itself in your employees 
toward you and by tempering this 
atmosphere with the sunshine of 
human fellowship your business 
will soon develop that extra vol- 
ume you have been hoping for. 
We all enjoy a happy disposi- 
‘ioned person; one who relieves us 





a 


May 1 to 3—Figure up business of this year and 
compare with last year for the same period. How 
does it look? Are sales more or less? And what about 
your expense and profit for these months? How do 
these items check up? The next move is to check up 
on stock. Begin now to anticipate your July first in- 
ventory because you'll have too many odds and ends 
if you a , t look far ahead. Decide on what numbers 
you are onine. out and impress your salesforce with 
the mvemage bcos selling those numbers in preference 
to others, wherever possible. 


May 5 to 10—Prepare advertising for the chil- 

> soar y. See article found on page 000. Give 

ildren a time and have a good time your- 

welt doing it. Feature hosiery and accessories; trim 

windows using only a few shoes to show color com- 
bination of hose and shoes. 

May 12 to 17—Children’s week. Let all efforts be 
directed toward sales of children’s footwear. Win- 
dows and interior in fitting array for the occasion. 

May 19 to 24—Prepare for ae Day. Dis- 

ay =~ 4 whites and sport shoes and summer 

to ma 

May 26 to 31—Drive hard on selling remaining 
sizes of spring shoes. Tht wok io yeurtet cance. 
sell off some of those end sizes. Do it now. 








the freshness of this invigorating 
atmosphere; look around you at 
the beautiful handiwork which 
Nature has wrought out of the 
effect of ice and snow, and deter- 
mine that you, too, will drive 
away the coldness existing in your 
daily life and replace it with kind- 
ness and respect and the smile of 
contentment. 

Gala windows indicate pros- 
perity at every glance, and within, 
the merchant smiles as he beholds 
his customer seeking the where- 
with to reclothe himself as one be- 
fitting his station in life. 

You, as an enterprising shoe- 
man, should be gradually culti- 
vating human traits to distin- 
guish you as a human being and 
attract greater patronage year 
after year because of the develop- 
ment of these qualifications. - 
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A SET OF REAL HOSIERY FIXTURES 
By gitpn eng 3h Fixtures especially adapted for hosiery are not to be had. We have devised 


a set which is exclusively made for the display of this class of merchandise. They are of very dainty 
design, are real hand carved, and are made of real American Walnut. They are very beautiful. This 
set consists of separate and interchangeable parts as shown in Cut AA, while Cut BB reveals one of 
the many designs which can be produced. 


ASK FOR CATALOG NO. 14 WHICH DESCRIBES AND ILLUSTRATES THE LINE AND ALSO 


SHOWS OUR LARGE GENERAL LINE OF WOOD FIXTURES. 


OUR FAMOUS INTERCHANGEABLE GLASS FIXTURES 


Cuts DD—EE—FF Illustrate the pedestals and some of the many plate glasses comprising our 
crystal glass outfit—with these, constantly changing window trims can be produced. Glass forms a re- 
freshing, brilliant and neutral setting for the display of shoes, not equalled by any other display equip- 
ment. That is what many of the best shoe dealers in this and other countries can tell you. 
CATALOG NO. 18 TELLS YOU ALL ABOUT THEM—AS WELL AS SHOWING 
THE LINE OF SHOE STORE FURNITURE, REFLECTORS ETC, ETC. 
5000 YARDS CARRIED IN STOCK FOR IMMEDIATE DELIVERY—ASK 
WINDOW VALANCES _ 3200 YARDS. C 
DECORATING PLUSHES. WRITE FOR SAMPLES. 
WINDOW RUGS. ASK FOR COLORED LEAFLET AND SWATCHES OF MATERIALS 


Quality — Service — Courtesy 
Visit Our Chicago or New York Show Room 


Ft oan THE HECHT FIXTURE CO. 





16 West 3ist St. DEPT. 12 
ree mee ee Medinah Building, Wells St. and Jackson Blvd., Chicago, IIl. 








“Everything for Better Looking Windows” 
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Fig:,1—A pleasing setting, easily arranged with interchangeable wallboard units. 


‘indow Display Ideas for May 
and How to Build ’Em 


AY is a busy month inthe shoe 
M store, and for that reason some- 
times the merchant neglects the 
display window. He knows this is ‘a mis- 
take, but he is busy with other things and 
can’t find time to attend to it. The 
Recorder Interchangeable: Display Unit 
Set is a good friend to the shoe merchant 
at this time. The use of these units makes 
it possible to make quick changes and 
show double the number of lines within a 
given period. These units have been 
described and pictured several times 
during the past few months in this section, 
but for the benefit of those who may have 
overlooked the matter (which last appeared 
in the issue of March 29th), the following 
brief explanation of their construction and 
use may be given: 
Individual pieces are built out of wall 
board reinforced at the back by frames 
made of wooden strips. Panels.of various 


sizes, lattice pieces; pilasters, fancy flank- ~ 


ing pieces, ovals and circles, etc., are “all 
used to complete the set; which may be 
.extended to fit the neéds of any establish- 


ment. The units are finished separately 
and are set up in the window to form 
backgrounds. The number of variations 
possible with a yery few pieces is greatly in 
excess of the actual need of the shoe mer- 
chant. The set is desirable because it 
makes. it possible to set up a decoration 
for a display without loss of time. The 
set may be made in the store or ordered 
from a sign shop or artifical flower house: 

The suggestion offered in Fig. 1 is one 
of the easiest to arrange. It is composed of 
units A, B, M, N, R and W. Units A and 
W form the center panel, with its top- 
piece. The end decorations are made up of 
B, N, and R, while the lattice base is 
composed of the M units. This setting is 
backed by a drape, but a permanent 
paneled background will serve if no drape 
is at hand. : 

This setting is suitable for the showing 


of any class of footwear, either in miscel- 


lanedus assortment, or in specialized units. 
For a ‘miscellarieous showing’ the color 
scheme might be pale green, pink flowers 
giving a little pleasing contrast. For gray 


shoes the color scheme might be in laven- 
der tints. A gray color scheme may be 
used for whites. For the sand shades a 
combined brown and cream color scheme 
would be good. 

The floor of the window should receive 
attention. In Fig. 1 the floor of the window ' 
is divided into blocks, like a checker- 
board. This effect can be secured by using 
wall board blocks with beveled edges, 
which may be purchased for about a dime 
apiece, although the price varies according 
to the finish, marbled blocks costing 
more than the plain ones. Heavy card- 
board, or mat board may be cut into 
squares and set close together, and while 
the effect is not quite as good the cost is 
considerably less. 


Making Display No. 2 


The setting suggested in Fig. 2 is con- 
structed. of interchangeable units A, B, H 
and M, together with an additional panel 
and two narrow pilasters. This setting is 
so simple that anyone can imitate it. A 
wall board panel. flanked by a pilaster 
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Children’s Sho: Dept. of Ho*h:imer Bros., Portsmouth, Va 


Juvenile Size 


AMERICAN 


INTERLOCKING 
SHOE STORE CHAIRS 


Even where the: volume of children’s shoe busi- 
ness may be small, it pays to departmentize it. 
Having the juvenile stock and juvenile chairs 
together, at one end of the store, facilitates ser- 
vice and makes the store more attractive. 


Write for our new 
Enlarged Catalog 


AMERICAN SEATING [ OMPANY 


General Offices: CHICAGO 1016 Lytton Bidg. 


BOSTON NEW YORK 
Room 302, 69 Canal St. Room 601-119W. 40th St. 


I 
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Fig. 2—This setting is made with interchangeable wallboard ‘units and two lattice panels, 


made of a narrow board and a lattice 
forms the central portion, the outer parts 
being in reality narrow panels of different 
widths and heights. The lattice panels 
may be omitted and a wall board panel 
used in its place. Strips of tape or paper 
may be used to give the lattice effect on a 
plain panel. 

This setting is very appropriate for a 
Mothers’ Day display. A large photo- 
graph or picture of a “Mother” may bé 
hung in place of the picture shown, or the 
panel may be plain and the photograph of 
a mother posed in the center of the fore- 
ground of the window. Appropriate 
flowers and a sentiment card will add to 
the effectiveness of this display. 

Fig. 3 makes a handsome spring and 
summer display. It is composed of the 
interchangeable units A, B, C, E, F, H, L 
and M. The arrangement of the units is 
easily comprehended and requires no 
further explanation. Any of the color 
schemes suggested for Fig. 1 may be used 
for this setting. 

Emphasizing Names of Shoes 

The shoe merchant should take ad- 
vantage of every opportunity to introduce 
a new note in his displays. A new idea was 
worked out by a large store with good 
effect this month. A sandal was named 
“Cameo”’ and the cameo was used as the 
decorative motif. A large gilt oval frame 
was procured and a black cardboard oval 
having a white cut-out cameo silhouette 
figure mounted on it was inserted in place 
of the usual picture. This was hung in the 
background of the setting. Window cards 
of black cardboard were used with white 
lettering, each having a silhouette cameo 
figure painted into the design of the card. 
No one seeing this setting could possibly 
fail tonotice it. ~~ ot oe 
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Another shoe merchant named 6ne of 
his styles “‘Mah Jong” and made a unit 
display of the footwear in the midst of a 
Chinese setting in which the game of 
Mah Jong was conspicuously displayed. 
The unusualness of the display secured 
the attention of the public and the style 
was advertised effectively in that way. 


An Oriental Theme 


In Fig. 4 a typical Chinese decoration is 
illustrated. Strips of wood painted a dark 
lacquer color form a frame for a strip of 
Chinese matting. A Chinese picture is 
mounted ona disc and attached to the 


. matting. The suggestion is good for almost 


any display because of the attractiveness 


63. 


of the coloring and the design, but for 
a setting for a showing of footwear made 
of the new Chinese lacquer colors it is 
particularly suitable. This screen may be 
introduced into the display as a part of the 
background or merely as a decorative 
accessory. 
For Decoration Day 

A patriotic note should be introduced 
into the display for Decoration Day. So 
much has been written about patriotic 
displays in these columns that it is 
unnecessary to say more than to advise a 
moderate ‘use of patriotic symbols. They 
should be used intelligently and in a 
manner suitable to the occasion. In Fig. 
5 sn idea is illustrated that can easily be 
carried out. The eagle and shield are the 
same as those described in-our January 
issue. The wreath is added to symbolize 
the memorial feature. If desired a card 
may be framed by this wreath with the 
words, “In Memory of Our Departed 
Herpes.) 

Using the American Colors 

Flags and red, white and blue ribbons or 
bunting may be introduced sparingly into 
the display. The star as a decorative motif 
may be used quite freely. Stars, each with 
one of the following dates may be placed 
in the display, 1776, 1812, 1846, 1861, 
1898 and 1917. Have the stars blue or 
gold. If the former, the date should be 
painted with white, if’ the latter, with 
black. On each star attach a single white 
flower and a small braid of purple ribbon. 


For the June Bride 


The June wedding must not be over- 
looked during May. A campaign of adver- 
tising, including the window display, 
should be commenced in May to secure 


Fig. 3—For Spring and Sammer—another setting using interchangeable wallboard unite. 
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WEEN we, first decided to manufacture MIL- 
WAUKEE CHAIRS over fifty years ago—we 
decided that we’d be content to manufacture nothing 


less than the best. 


That’s why MILWAUKEE CHAIRS are distinctive 
in line and superior in quality. 

Only the most careful workmen and the most finely 
selected materials enter into their construction and 
this is the reason why MILWAUKEE CHAIRS have 
been called manufactured masterpieces. 

They will give your store an air of individuality and 
distinction that will attract the very finest type of 


customer. 


Our handsome catalog ‘Chairs that Increase Shoe 
Sales”’ will be mailed on request. 


S-3171-F Twentieth Century 
Fitting Stool 


Length over all 25''—Height 
15%" 
Corrugated Rubber Foot Rest 


Made in Birch, Mahogany or 
Walnut Finish 


Quartered Oak 
Solid Mahogany or Walnut 


1560-F 
Height —<— from floor to 
i] 


Hawke tek from top of seat 
to top of back 21" 

Flees epee space occupied 23"' over- 
all wide 

Floor space occupied 23"' deep 
<4 - 19" 

Space between arms 

Oak, Birch, Mahogany or Wal- 
nut Fin 


ish 
Solid Mahogany or Walnut 


THE MILWAUKEE CHAIR CO. 


624 South Michigan Ave. 


CHICAGO, ILL. 


For Over Half A Century 
MAKERS OF FINE CHAIRS ' 
Largest Manufacturer of Office Chairs in the World 
MILWAUKEE CHICAGO NEWYORK PORTLAND MINNEAPOLIS 
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“Palm Shoe Stands | 


eats 


also, 3 
Metal, Wood and Glass 


Fixtures 
Display Tables and Pedes- 
tals, —NGrrors and Stools 


Write for 
. Catalogue 


Shoe Rest Double Shoe Stand 
No. 403H No. 424P/Col. 


J. R. PALMENBERG’S SONS, Inc. 


Founded 1852 
63-65 West 36th Street, New York 


BOSTON 
26 Kingston Street 
CHICAGO 
204 W. Jackson Blvd. 


BALTIMORE 
122 W. Baltimore Street 


SAN FRANCISCO 
11 First Street 





























THE FLEXO 
for 
Tender Feet 


A very light-weight Arch we! se made from a light 


tempered steel spring plate of great ductile strength, 
covered with a very high-grade suede leather and padded 
with the finest quality French felt. It is very comfortable 
for people with tender, burning, or sensitive feet, and can 
be worn in low shoes. 


Wholesale, $12.00 per doz. pairs 
Retail, $2.00 per pair 


























Our New “‘Feel-Easy”’ 
‘Heel Cushion 


makes walking a pleasure. Re- a geet 
silient sponge rubber pad. re- HEEL 
lieves jarring of the foot. Takes ~ 

place of Rubber Heel. CUSHION 


Send for Sample 
ee Se , MANUFACTURED BY 


mi KoiriBubarch Support Co., Inc. 


107 Duane Street, New York 








Mm Vy pay high rents for so called ‘choice locations?” 























Getting the Lion's Share of the Trade 
on the Wrong Side of the Street 


Kawneer 


SOLID COPPER 


STORE FRONTS 


Attractive windows with well arranged merchandise will pull shoppers 
away from the busiest corners. Fred. Hofferle writes: “I was sup- 
posed to be on the wrong side of the street, but with my new 
Kawneer windows I found out that Iamon the right side of the street.’ 


The pull of well designed Kawneer display windows has been dem- 
onstrated hundreds of times. There are tens of thousands of 
Kawneer Store Fronts now in daily use. We doubtless can refer 
you to several in your locality. 

Just ask the man behind a Kawneer Solid Copper Store Front 
what he thinks of the profit pulling power of this important 
merchandising helper. Don’t take our word for it. Let us tell you 
of Kawneer merchants in your locality. Just pin the coupon to your 
letterhead and mail it today. 


Kawneer fronts pay for themselves 


in increased sales and profits— 
1313 Front Street 


Niles, Michigan: 


This Free Book Tells Why ru ms ie 


rel ate! fo a it NOW obligation, your new Book o 


Designs of Modern Store Fronts. 


Name 








Fut in a store front now tor the last tim 


Rugged Strength 


Large plates of glass for modern display windows are brittle and 
expensive. Kawneer Solid Copper Store Front construction provides 
the. rugged strength necessary to hold these large plates in such a 
way as to reduce the danger of breakage to a minimum. Plate glass 
vibrates. Just strike your knuckle against a large plate and you will 
recs it ring like a tuning fork. Kawneer sash and setting bars are so 
ed that they providea spring like or resilient grip on the 

a absorbs these vibrations without danger of fracture o ‘the 

glass. Note the other main features of Kawneer construction shown 


in the circles below. 


Coupon 


Backlsues 


PERMANENCY 


5end 
me back 
numbers 
of inserts 
) on Superior 
7 Kawne . r EASE of INSTALLATION 


STORE FRONT : . : i So aT 4 
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Fig. 4—An effective Chinese unit—easy to make. 


the trade of the June Bride. The settings 
illustrated in Figs. 1, 2 and 3 are suitable 
for a June Bride display. It is only neces- 
sary to introduce the June Bride in some 
manner. One of the most effective ways of 
doing this is to have a wax figure dressed 
as a bride. The figure and dress may be 
borrowed from a friendly woman’s wear 
dealer for the advertising he will get out of 
it. A doll dressed as a bride may be made 
quite effective by the use of window cards 
drawing attention to the June Bride. 
Show the bride. 

National Baby Week comes May 5 to 
10. Special displays for this event will 
bring much business and add to the 
prestige and good-will value of the show- 
ings. Toys for little tots may be intro- 
duced as accessories in this display. The 
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setting illustrated in Fig. 1 is suitable, for 
a Baby Week display. 


Use Smart Show Cards 


In Fig. 6 we have a show card to go with 
the white footwear window. There is 
little said on the card but it is emphatic 
and suggestive. “Nothing Smarter for 
Summer Wear.’ That is something that 
will stick in the mind. This card is easily 
made by anyone who can use a pen or 
brush. The original card was 18x13 inches. 
The flowers in the sprays were pink, the 
foliage light and dark green, the oval and 
lettering black. 

An oval may be traced on the card and 
the dots made with a speed pen or brush. 
The sprays of flowers may be painted with 
a brush or sketched in with pen and ink. 








May 5-10 


Shoes for all the litle tots 




















Effective Window Cards. 


Fig. 5—A suitable setting for Memorial Day. 


If desired a black card lettered and deco- 
rated in white may be used, as this will 
contrast well with the white footwear. A 
black oval may be cut out of black papers 
and pasted on this card, having the words, 
“White Shoes,”’ in white. 

A general card for use for Baby Week is 
illustrated in Fig. 7. 

A Children’s Footwear window display 
is always in order, for children’s shoes are 
always in demand. The “action” note 
should be brought into the show card in 
connection with children’s shoes when 
possible. Fig. 8 illustrates how this may be 
done. 

Do not allow other interest to interfere 
with the window displays. They are vital 
to the success of the business, and should 
have first consideration. 








Let em romp and 
skip and play ~~ 
Nealth and brawn 

will come that way 
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Strootman Cushion Arch Molds 
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TROOTMAN Cushion 

Arch Molds are radically 
different than so-called arch 
supports, but in nine cases out 
of ten, with snug laced shoes, 
they will support the arch and 
ease the toes. 


= ‘ictal SA in sind Mi dat lt la a a ts st cts ts 


The real steel support for a. fallen 
arch must be built into the shank 
of the shoe but amounts to noth- 
ing unless, by-snug lacing, the shoe 
and shoe strings carry the person’s 
weight. 


, 


Let’s study the Strootnmian Cushion Arch 
Mold. The heel inside a shoe is flat, the 
heel of a foot is round. Many foot troubles 
are caused through the flatness of the shoe 
under the heel of the foot. So at Number 1 
(Cushion Arch Mold pictured opposite) is a 
properly rounded cup-like cavity to fit, ease 
and steady the heel. 


At Numbers 2 and 3, the Cushion is made 
wide to give more-up-raise and support to 
the arch and ankle. 


If there is too much pressure at Number 4, 
you may cut off felt on under side of cushion. 


Numbers 5 and 6 illustrate lift-up under 
shank to ease heel and instep pains and to 
balance and steady the foot. 


As Shoe Fitters, if the shoe is too 
large between eyelets. Strootman 
Cushion Arch Molds as fillers 
make a draw from eyelets for snug 
lacing. 


Let me help you help your 
foot suffering customers. 











Write for New Booklet, ‘‘The Silent Foot,’’ by John Strootman 


Berrick Bldg., 86 Ellicott Street 


BUFFALO, N. Y. 
Manufacturer of 


Foot Easing Felt Cushions 
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Entertaining the Children Creates Sentiment 


for the Store 


Such Is the Experience of F. E. Foster & Co., Who Give 


ages, four of which belong to child- 

hood. From the cradle to the first 
step, then on up to the kindergarten and 
the school age. Two eras of a destruction 
nature before the period of construction 
begins. But it matters not whether the 
‘hild is in the cradle or in 
chool the longing for things 
attractive is just as great. 
Pretty shoes arrest alike 
he attention of the infant 
und the grown up child 
nut they must be brought 
o them; they are still in 
he dependent age and 
look to their parents for 


ores says man has seven 





the things they like and would have. 

Consequently if you would seek the 
patronage of the child you must interest 
the parent as well. It is not sufficient to 
advertise shoes for children because they 
are just shoes but the parent must see 
something in those shoes to feel confident 
they are most suitable for the child. In 
other words, the shoes must conform with 
the parents idea of what the child needs. 
This is one way of getting business on 
children’s shoes. 

The other way is by reaching the child 
direct, at least those of the kindergarten 
and school age. Souvenirs are of course 
always acceptable and for the benefit of 
those who are seeking suitable gifts we 
suggest the following. A book of jokes 
on Mutt and Jeff or Andy and Min or 
ringing up Father; stilts, base-ball or 
bat, base-ball cap, marbles, hoops, peg- 


a Children’s Party Each Year 


top, small boat, puzzles, balloons, jacks 
and ball, small bottle of perfume or tin 
of talcum. The better way however is to 
do something really worth while, some 
entertainment that even the mothers will 
enjoy and you too. Of course most dealers 
have no room for such an occasion in their 


— 


Jhis 
Fntertainment 


being given 
O Our youn 
friends 3 





Ba 




















store but “‘where there 
is a.will, there is also 
a way.” 

Almost every town 
has a movie house and 
since most of them are 
not operating in the 
morning it is possible 
to rent the theatre for 
practically the cost of 
the operator and the 
organist or pianist plus 

the cost of the pictures. Suppose it should 
cost $25.00 it is mighty good advertising 
and well worth ‘the outlay. The pictures 
should be educational and entertaining. 
A trip through Yellowstone or from Seattle 
to Alaska would be very interesting and 
instructive. After that, show at least two 
comedies. The children will bless you for 
days to come for a show of this kind. 

Another idea is to ascertain from your 
customers which children can help enter- 
tain others. Inform the parents that you 
intend puttmg on an entertainment for 
children by children who are patrons of 
your store. There are many young boys 
and girls who are interested in music or 
dramatic art or dancing and a parent is 
always proud to have them perform in 
public. Teachers in the public schools 
also can inform you what children could 
be available for such an occasion. 


Still another thought is to have a real 
party for children at which entertainment 
is furnished by professionals, ice cream and 
cake served and candy given as a favor. 
This idea was carried out last year by F. 
E. Foster & Company of Chicago and Mr. 
Burgstahler, manager, says the children 
look forward to this annual event with 
great enthusiasm. A sleight of hand per- 
former was engaged to amuse the children. 

The wise dealer recognizes the value of 
children’s trade and makes it his business 
to do the things that create the influence 
which attracts children to his store. 





A New Treatment for Show 
Cards 


The merchant, or window trimmer, who 
is interested in keeping his windows 
“above the standard,” will be interested in 
the window card shown here. The relief 
letter effect is produced by an electric 
fountain pen process. A patent on the 
process is owned by a firm of show card 
manufacturers recently organized in Chi- 
cago. These window cards have been so well 
accepted by Chicago window trimmers 
that the new plant is working at full 


capacity in order to fill orders. The cards 
are made to order, in any style lettering, 
on any color stock desired. They are 
particularly effective in windows that are 
intended to convey the impression of con- 


. servative refinement. 








New Way Assembly Plan 
of Interchangeable Units 








; When assembled, they give the 

appearance of a solidly built 
; fixture. Any combination of 
units can be made with the 
; same cornice, base, pilaster, 
and end. 





‘MM 








The New Way wall type of Sectional, 
Farts eed An Shelving for Men’s 
and Women’s Shoes made in both 
wall and center type, also arranged 
in booth effea if so desired. Com- 
plete unit stacks can be added at any 
time with uniform appearance. 





Please give us information about items we 
have checked. No further obligation whatever. 
C) Seaional, Interchangeable New Way Hosiery Units. 
(] Seéional New Way Shelving for Women’s Shoes. 
C) Se@ional New Way Shelving for Men’s Shoes. 

C] Show Cases. () Bxplain Your Designing Service. 
C) Bxplain Your Store Planning Service. 

[] Send Your Shoe Store Equipment Catalog. 

C) Send a Representative. 
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GROSSMAN SHOE CO. 


| a ADDITIONAL PROFITS 





FROM HOSIERY SALES 


p { ‘HE addition of a hosiery department 
to the regular line is proving a splendid source 
of profit to the shoe merchant as a drawing card for 
the entire store. The Hosiery Department spells 
increased sales and greater productiveness. 


Many shoe merchants have found an 
investment in New Way sectional, interchangeable 
hosiery units will pay attractive dividends—in fad, 
they will quickly pay for themselves in the form of 
greatly increased sales which the New Way system 
invariably brings. 


Because of the sectional, interchangeable feature of 
New Way equipment, it is possible to work out almost 
any desired combination of units to care for display or 
capacity as needed. 


' 


Further information and Prices Sent Upon Request 
GRAND RAPIDS SHOW CASE CO. 


World’s Larges Designers and Manufa@urers of Store Equipment 
FACTORIES: GRAND RAPIDS, MICH. - PORTLAND, ORE. 
OFFICES IN MOST PRINCIPAL CITIES CONSULT TELEPHONE DIRECTORY 
Store Planning _ Produdion _- Merchandising Counsel 
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A bottle of REPCO 
—~ with every pair of White Shoes 


SALE of white shoes is not complete unless it includes a 
bottle of Repco Heel and Edge Enamel. Every retailer who 
appreciates the possible profits of his findings case will find he can 
build up a pleasing business by pushing quality goods like Repco. 
This superior liquid enamel is easily applied. It restores the 
smooth, neat appearance to sole edges and heels. 
Repco Heel and Edge Enamel is made also in the colors of ivory, 
light gray, dark gray, champagne and Havana brown. 


Stock Repco, show Repco and you will easily sell Repco. 
For Sale by Shoe Finding Jobbers 





UNITED SHOE MACHINERY CORPORATION, BOSTON 
SAN FRANCISCO BRANCH, 859 MISSION STREET 
J. K. KRIEG COMPANY 
39 WARREN ST., NEW YORK 











— 
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Constant Sales Effort 
Brings Results 


Your most valuable salesman is the one who is most con- 
stantly on the job as well as the most consistent in his sales 
argument. Show Cards are ALWAYS on the JOB. They never 
sleep. RECORDER Show Cards are ALWAYS consistent — 
they never falter. By using them you will INCREASE 
SALES, add to the BEAUTY of your display and thus 
realize more and more on the selling value of your windows. 


All for 


$ 4 


PER 
MONTH 


The First Issue: Eight beautiful display mats (four large 
and four small) each with YOUR NAME HAND 
LETTERED across the lower right-hand corner, six- 
teen hand designed cards to insert in the frames—a 
liberal assortment of price tickets to match the cards— 
patent pen and ink with our simple instructions for 
hand lettering. 

Each month: Sixteen new hand designed cards to in- 
sert in the matboard frames—seasonal and up-to-the- 
minute and a fresh assortment of price tickets to match 
the new cards. 


GET YOUR ORDER IN TODAY 
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SHOW CARD SERVICE DEPARTMENT 
189 W. MADISON ST. CHICAGO, ILL. 
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When you want something 
and don’t know where it 


can be bought — 


Ask the WESTERN SERVICE DEPT. 
of the Boot and Shoe Recorder 


This department aims to have the infor- 
| mation ready for you at all times, no 
matter what it may be that you are in- 


terested in. | ong 
Files are kept of all sorts of equipment 1OTr\ 
and supplies for the window, the store 
interior and the office. If desired, similar 
information is here available on re-sale a ids OU 
merchandise. 
Just write the Western Service Depart- WV | 
ment of the Boot and Shoe Reende, 189 © COITLE 
W. Madison St., Chicago. Or, if you Ww «n Chi 
merely wish catalogs or literature from henever you he We ne ther 
manufacturers, the coupon below will 7° welcome at the Western office o 
save you writing a letter. the Boot and Shoe Recorder—in the 
Security Building on the southeast corner of 
Madison and Wells Streets. 
Are You Interested in We want you to come in and feel at home 
How LEATHER Is TANNED ? —and to avail yourself of any service or in- 
Write for Interesting Booklets—FREE formation that we can give. 


TUIVER ESTEE RPE ES 

















Mail This Coupon for Manufacturers’ Catalogs.and Literature 


O The Hosiery Survey O Special Backgrounds 

O Booklets on Leather 0 Show Cards 

0D Show Cards O Rugs 

Q Store Record System G Pillows Remarks 

0 Bookkeeping System O Valances 

Store ipment O Decorating Plush 

0 Store Front Construction Office ipment 

O Show Cases Oo Adding Machines 

© Counters © Bookkeeping Systems 

O Shelving O Stock Record System 

O Ladders 0 Check Protector 

O Seating 0 Sales Check Books 

0 Fit Stools 

0 Shoe Mirrors Merchandise 

© Cash Registers O Hosiery (kind) 

0 Cash Carriers ; O Arch Supports, metal 
aphicSalesRegisters © Arch Supports, non metal 
easuring Devices 0 Shoe Trees 

0 X-Ray Machines Miscellaneous 

Window Equipment 0 Repair Equipme: 

ds . Play B Room Riau 
1 
0 Color Oe Te 


o Forms 

0 Floral Decorations - oa 
oo = 

d Novelties ; 0 For Women 

oAdvertising No © For Child Address 
} 8 Fe Men 
OSouvenirs { O For Women : 

O For Children wat 4/26/24 


Address Shoe Store Service Department, Boot and Shoe Recorder, 189 W. Madison Street, Chicago 
Meine ene Ue eT eT L CUO UCC LULU LLU LU CLUE L LULU hi 
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“HUBTIP” “NO-METAL-TIP” 


(Trade-mark Reg. U. S. Pat. Off.) 


SHOE LACES 


STRONG, DURABLE anv FAST COLOR 


TIPS NEVER PULL OFF 
OR FRAY OUT 


Sige | hc LU BTIP 


TIPS ALWAYS READY—NO TIN TAGS 


MADE OF THE BRAID ITSELF 
FROM “‘TIP-TO-TIP” 


Every pair in Individual Cartons, 72 Cartons in 
Attractive Display Cabinet 
NEAT, CLEAN, HANDY TO HANDLE 
LIST 


27” —$2.00 Gro. 45” — $2.90 Gro. 
30”°— 2.20 ” 54°— 3.30 “ 
36”°— 2.50 ” 63”— 3.70 ” 
40”— 2.70 ” 712”— 4.10 “” 


Black, Brown, Russett 
Specify ““H UBTIPS” to your Jobber 


FRANK W. WHITCHER CO., Mfrs. 


BOSTON and CHICAGO 





Ico 








Women Demand Suede Naps 


Another big suede season is here. Every woman who 
owns a pair of suede shoes is a prospect for one or 
more of these handy suede brushes. 


Cash in now on this quick selling specialty, while the 
suede season is at its height. 


SUEDE NAP is substantially constructed, easy to 
manipulate and highly effective in cleaning and restor- 
ing suede leather. 


$2.00 Per Dozen 


E. T. GILBERT MFG. CO. 


228-36 South Avenue Rochester, N. Y. 
If Your Jobber Cannot Supply You, Write Us 














YOU WILL PROFIT 


By selling Cinderella Suede Sticks 

which are made in over fifty shades, 

ground of solid colors. They will 

thoroughly clean and recolor nappy 

leathers. This package is easy to 
use with its suede brush and handy buffer. 


Wire Suede Brush and Felt Buffer can be bought 
separately for only $2.00 per dozen. 


YOU WILL WANT 


Cinderella White Kid Cleaner, the fastest moving 
high quality package on the market. Makes friends 
and keeps them too, because 

it thoroughly cleans and re- 

glazes yellow and worn white 

kid footwear. 


Why not use these Cinderella 
GOOD WILL BUILDERS to 
increase your customers’ sat- 
isfaction? 

Produced by 
EVERETT & BARRON CO. 


Providence, R. I. 


Makers of highest quality 
footwear finishes 


Catalogue No. 301 


ARTISTIC WOOD 
TURNING WORKS 


511 N. Halsted St. CHICAGO 


No. 318 Successors to Poiay Fixture Service 


The right sort of 
Display 
Fixtures 

at the right prices 
Write for 

















Fireproof Capacity 1000 


Che Breakers 


ATLANTIC CITY 
On the Ocean Front 
Dancing Concerts 
Golf Privileges Cabinet Baths 


SPRING RATES 
JOEL HILLMAN, President 
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FOR many years we have specialized in 

show window lighting and havea fund 
of information and experience that will 
help you get the best in window lighting. 

Send us a rough pencil sketch of the 
floor plan of the window to be lighted— 
marking on it the length of the glass, the 
distance from glass to background, from 
floor to the ceiling, from floor to transom 
bar (if any), and height of background. 

We will then offer suggestions for the 
proper lighting of such window and send 
an estimate of cost. 


J. L. Hudson Department Store—Detroit, Michigan 


“Pittsburg 


Winpoxspol 


PORTABLE Fix 


—trained on the high spot of uf your display—will 
make it fairly jump out and get the attention of passers-by. 
“Pittsburgh "’Silvered Reflectors , Color-Lite, E asy-To-Install Con- 
duit, etc., provide the window decorator with just what he needs 
for making his displays most effective. 

Not asingle “Pittsburgh” reflector made since August Ist, 1916—over 
7 years ago—when we began using our secret process of backing, has 
ever been reported to us as having the silvering tarnish or discolor, 
or the becans crack, check or peel. This is an unequalled 7-year 
record—which we back with a 5- year guarantee. 

Write for a copy of our helpful booklet, “Show -Window Lighting’’ 


PITTSBURGH REFLECTOR @ ILLUMINATING CO. 
e000 Bowman Bullding - Pittsburgh, Pa. 
NEW YORK OFFICE— 1452 Broadway 














RE-NULIFE, an im- 
portant chemical dis- 
covery, is a liquid ap- 
plication for shoes 
that makes them wa- 
ter-proof, and adds 
50% or more to dura- 
bility. 


Let Us Prove 
What RE-NULIFE Will Do 


Without Cost to You 


We want to prove to you that RE-NULIFE 
makes shoes absolutely waterproof—adds greatly 
to their durability—preserves their shape and 
appearance—contains no greasy or injurious sub- 
stances—does not affect ventilation and permits 
shoes to be polished as usual. 


We proved this to America’s largest shoe retailer, 
and now they are selling RE -NULIFE to their 
customers, using it in their repair department, 
and having thousands of shoes treated with RE- 
NULIFE by manufacturers. 


Write for a sample and treat the shoes you are 
wearing, or send the shoes to us and let us treat 
them for you. Then you will know what RE- 
NULIFE will do, and once you know, we believe 
you will want to do just as America’s largest shoe 
retailer is doing. 


Sold in lots of one dozen and up for 

supplying the retail trade; in 1, 2, 3 

and 5 gallon cans for shoe depart- 

ments; and in bulk for manufactur- 
ers. Write for prices. 


WATERPROOFING, INC. 


546 South Meridian Street 
INDIANAPOLIS, INDIANA 


RE-NULIFE 


Waterproofs and 
Increases Shoe-Life 50% or More 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 








BOOT AND SHOE RECORDER 














Retail Salesmen 


Wanted 


A Splendid Opportunity 
for the Right Men 


The J. C. Company—a nation-wide institution 
—needs capable Shy we poo pee min 
of 25 and 35 years who have ha Ceesegs conan © 
SE Se a ee ee highest 

erences. 


Our company, which started in 1902 with one store, 
now operates 475 a stores in » 57 ceneee. ba 
goods, shoes, notions, clothing a urnishings for men, 
women and children. We do a strictly cash business. Our 
sales in 1923 were $62,188,978. We opened 115 stores in 
1920, 59 stores in 1922 and 104 stores in 1923. 


By industry, study and determination your progress 
will be rapid in our organization. Under our experienced 
managers you are trained to become a manager. When 
you have qualified 


You are Promoted 
to be 


Manager of a Store 


ia which you own a one-third interest, to be paid 
for out of the profits of the business. 


Experience has taught us that some of the greatest successes come 
oneness = men. What we need are young, healthy and 
ve had thorough experience in a small or 

The investment of aft 7a 

“ ves money ‘or 

financial backing cf our pany is ample. 

y, this is our proposition—tested and proven over a period of 21 





J. C. PENNEY CO., Inc. 


va eat 





























Teach Your Dollars 


to have more Cents 


Make them mean more to you and 
they'll make more for you. 


Keep your store records accurately 
and up to date. | 


Know what you’ve bought and what 
you have sold; how much profit you 
have made—how much depreciation 
you must take. 


Know why, how and when you are in 
business for profit. The Recorder 
Record System will do it. 


We'll mail it on request for examina- 
tion. Keep it ten days—then send us 
$17.50—or return it at our expense. 


BOOT AND SHOE RECORDER 


WESTERN SERVICE DEPT. 
189 West Madison St. Chicago 
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NU-SHINE<¢ 


Your women customers appreciate Nu-Shine. It is easy to apply and 
renders a beautiful lasting shine. 


Nu-Shine preserves and keeps the leather soft and pliable. It is resistant 
to moisture and dampness. Prevents perspiration from cracking 
leather. The shine will last a week or more with ordinary wear. 
Makes your shoes give better service and satisfaction. 


Nu-Shine is a ready seller, and the quality resells it. 


Colors: White Canvas, White Kid, Light Tan, Nut Brown, 
Cordovan and Black. Nu-Clean for silk, satin and suede. 


Popular price 25c-$2.00 per dozen. $24.00 per gross, freight 
allowed. If your jobber cannot supply you, order 
direct, giving jobber’s name. Attractive dealer 
help with each order. Order now. 


THE NU-SHINE 
® COMPANY 


E. Market Place, Reidsville, N.C. 








It Colors :: :: 


Leather Men who know 
the difficulty of cleaning 
and coloring Suede 
leathers at one opera- 
tion, declare the ‘‘Staso” | 
Suede Stick a Wonder- LORS | 
Worker. | 








~ VES DIRT 40ST 


GINALC: 
SORES Oni 1 Suede Stick is made from a mew formula. It contains The Stase Suede Stick is made in all shades, and sample color 
oo of 0 gatity eubinaen Sit tworkdownintothenap cards will be sent on request. 


Ye 4b: ee, at the same time carrying 
lown ly of leather, not merely smearing 


, very or- The Stase Suede Stick is packed 12 sticks in attractive counter 
woman _ display carton. 








$21.00 per gress, F. O. B. Haverhill, Mass., $1.75 per des. 
Send for Sample Dozen Today 


W. 5 ELLIS CO, _ (MANUFACTURERS) HAVERHILL, MASS. 
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Se 
Have you seen the 
statement covering 


styles just issued by the 
STYLE CONFERENCE 

COMMITTEE of the 

ALLIED SHOE MAK- ejb 


ING, RETAILING and KIP 
TANNING INDUS- 
TRIES? | 

White Leather SUED E; 


and fabrics for 
July and August 











Can beeasily cleaned and 
restored to its original 
whiteness without chang- 


Our new white suede leads the ing its natural softness. 
white leathers, as it offers more 


value than any others. Can be washed withI vory 
soap and water. 


Order some shoes made of Will remain white while 
WHITE WILO KIP SUEDE, worn. 


and prove for yourself its merit 
as well as its splendid selling Its suede finish does not 
qualities. glaze. 


a 
C. D. Kepner Leather Co. 


139 South Street, Boston, Mass. 


Sole Selling Agents of ti H } Oo Leathers 

















Spruce Street, New York ae va No. 401 Metropolitan Bidg.. 
308 Leather Trades Bidg., St. Louis, Mo. ses Milwaukee, Wis. ; 
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Favorable Reports from 
the Chicago Shoe Stores 


CHICAGO—Shoemen are all very 
pleased with the volume of business done 
during the pre-Easter week. Weather con- 
litions are favorable and the buying in- 
stinct was strong. Women bought freely of 
dark satins and patent. The popular pat- 
terns were simple cut-out straps and step- 
ns. 

In the men’s business, which was ex- 
remely good, light tan oxfords were the 
jig bet, while mostly fancy colored shoes 
vere bought for the children. 

A. H. Beuhler, buyer and manager for 
Vlandel Brothers’ shoe departments, said 
‘hat ‘his business showed a big increase 
‘ver the first four months of last year. 





Hagen Opens Store 


Richard A. Hagen, an old Ravenwood 
esident, has opened a new shoe store at 
070 N. Clark Street in the Adelphi 
Theatre Building. He will feature a gen- 
ral line of better grade shoes consistent 
vith the demand of Rogers Park patrons. 
Mr. Hagen is well and favorably known. 


Agents for Florsheim 


Wallack Brothers, operating four stores 
in New York city, have taken the agency 
for Florsheim shoes. A. M. Titus is buyer 
for this organization and will have charge 
of the shoe departments. 


Open Western Office 


The Abbott Shoe Company of North 
Reading, Mass., opened a western head- 
quarters office in the Security Building at 
189 W. Madison Street. C. B. Wright is 
western sales manager. The men now on 
the road are: C. B. Wright, Illinois and 
Wisconsin: P. M. Coleman, Indiana; F. C. 
Leuis, Ohio; F. C. Marx, New York; F. A. 
Meyer, Pacific Coast; G.O. Wright, Rhode 
Island and Connécticut. 





Purchases New Building 


The Feltman & Curme Shoe Stores 
Company purchased the building on the 
southwest corner of State and Randolph 
Streets. This building has a 107-feet front 
on State Street, 35 feet on Randolph Street 
with a depth on the south line of 95 feet. 


' eens 
Concerning Special Induce- 
ments 


“Offering special inducements has done 
my business more harm than good,” said 
L. Begoun, who conducts a shoe store at 
114 W. Chicago Avenue. “Not long ago I 
ran’a sale offering a pair of silk hose with 
every pair of shoes purchased. I am, as a 
rule, a strong believer in advertising and 


e2 


when my sale did not prove as successful 
as F had anticipated, I wondered why. A 








ROY D. WAY 


Recently appointed manager of the Chicago Nettleton 

stores. For 10 years he was with Marshall Field and 

Company. Mr. Way succeeds W. T. Gable, who was 

appointed genera! manager of the Nettleton stores 
throughout the country. 





few days ago I discovered what I con- 
sider to be the reason. A young lady came 





Healthy Tone to, Chil- 
dren’s Business 


The manufacturers and whole- 
salers of childrens’ shoes in Chicago 
are boasting of the biggest business 
they have ever done. There is a 
boom in children’s fancy patterns 
and colors. Estimated increases run 
anywhere from 15 to 35 per cent 
over the same period last year. Of 
course, Easter is a month later this 
year, but that has been taken into 
consideration. 











into the store for a pair of comfort shoes. 
When I told her the price she said, ‘O, but 
I expected them to be cheaper.’ She had 
just told me that she was wearing a pair of 
the same shoes which she had also bought 
from me and I asked her why she thought 
they should be cheaper now—she had paid 
the same price for the first pair. “Well, you 
see,’ she said, ‘I bought the first pair when 
you were having the sale and giving a pair 
of stockings away with every pair of shoes 
and I thought, of course, you added some- 
thing to the cost of the shoes to pay for 
the hose.’ 

“This experience,"* Mr. Begoun went on 
tosay, “does not make me lose faith in that 
kind of advertising altogether, but I am 
convinced that it is not good in my neigh- 
borhood.”” 





Good temper is one of our biggest 
assets. 





Excellent Easter Trade 
in Minneapolis Stores 


MINNEAPOLIS—The week immedi- 
ately preceding Easter was the best that 
Minneapolis shoe merchants have enjoyed 
since last spring. Several of the merchants 
reported a very good trade. Black patents, 
satin and suedes were most popular buys 
with grays the biggest sellers in the colors, 
and browns next. 


Changes in Company 


G. W. Ekstand has been made vice- 
president and treasurer of Foot, Schulze 
& Co., St. Paul shoe manufacturers, and 
F. W. Richter has been made secretary of 
the company. 


Style Committees Appointed 


President Joseph A. Langley of the 
Northwestern Retail Shoe Dealers’ Asso- 
ciation has announced three style com- 
mittees of the association. The committees 
follow: Women’s styles—Howard Curry, 
St. Paul; William Schaefer, Minneapolis; 


Fred Graw, St. Paul; Walter Peterson, St. 
Paul, and J. R. Charles, Minneapolis. 

Men’s Styles—William Horne, St. Paul; 
Frank Stanley, Minneapolis, and P. J. 
Franzen, Minneapolis. 

Children’s styles—Herman Alexander, 
St. Paul; Al Johnson, Minneapolis, and 
Ray Marsden, St. Paul. 

The committees will make out their 
style sheets and recommendations and 
mail them to the members of the associa- 
tion in Minnesota, the Dakotas, Montana 
and Wisconsin, and also to the style 
committees of the national association. 


Hold Dinner Meetings 


The Twin City shoe merchants resumed 
their dinner meetings April 24 with a 
session’ at the Ryan hotel, St. Paul. A. A. 
McFaul, advertising director of the St. 
Paul Pioneer Press and Dispatch, spoke 
on “Merchandising as. I See It Today.” 
Joseph A. Langley presided. 
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The Finest Soles for 
Sports Wear Shoes 


GRO CORD Soles have come to 
the front fast. They are scoring 
heavily on shoes for golf, bowl- 
ing and basketball. 








Your trade will welcome GRO 
CORD Soles on the sport shoes 
they buy. Nothing like them 
for comfort, service and satis- 
faction. 





Read |What This Wearer 
thinks of GRO CORD soles 


“They are most comfortable, at 
the same time giving the golf 
shoe a better stance than I have 
ever been able to obtain from 
any other sole and | have used 
many. Furthermore, one can 
wear them in any hotel or club 
house lobby as they will not 
scratch or mar anv fleoring and 
this is a big pomt on account of 
the trouble it is to change shoes 
when one goes to luncheon and 
wishes to play again in the 
afternoon.” 














Ask the salesman to show you the GRO CORD soled shoes in his line. Investigate them carefully. They are made 
like a cord tire. Each cord is gum coated. Skid proof, waterproof, comfortable. GRO CORD Soles will outwear 
any other kind of soles that sell at the same prices. 


THE LIMA CORD SOLE & HEEL CO. 
LIMA, OHIO 


A. R. MUELLER CO. EDWARD C. MUELLER A. C. MORAND CO. NORTHWESTERN LEATHER CO 
Fourth St 301 Advertising Bidg. 304-6 Sacramento St. 14 South Street 
ae San Francisco, Cal. Boston 
. Louis, Mo. 


. 


268 . 
Milwaukee, Wis. 
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Easter Trade Swells April 
Totals in Milwaukee Stores 


F MILWAUKEE—Retail shoe merchants 
have been very well satisfied with business 
preceding Easter and are expecting a good 
showing in April totals. The week preced- 
ing Palm Sunday showed up very well and 
ended with a big Saturday business. The 
first few days of Easter week indicated 
that it would be the biggest week so far. 
Styles in women’s shoes show little change. 
The volume of business is increasing. Sales 
still cling to black in patents and satins 
which can be worn with nude and light 
shades of hosiery for Easter. Strap effects 
continue in popularity as well as colonials, 
and Spanish heels are good. 

Colored shoes are beginning to figure in 
spring business, jack rabbit being the most 
popular shade. One store got a very good 
response on a gored pump of this material 
trimmed with a slashed opened work effect 
of tan kid. A more tailored pump in black 
kid trimmed with patent, or gray kid 
trimmed with gray ooze was also good. 
Oxfords have been rather slow, selling to a 
more conservative class, although a style 
with a cut-out effect has been rather 
popular. 

Business in men’s shoes is picking up 
nicely and is considered better than at the 
same period last year. Crepe soles are re- 
ceiving considerable attention for sport 
wear, although a number are being used 
for street wear as well. Black and tan 
seem equally good and plain, rather square 
toes are popular. Some creased vamps are 


selling. 


Children Buying Whites 


Early sales in white shoes for children 
have resulted from confirmation at various 
chitrches, although some stores believe this 
business to be a little slower than in other 
years. Sandals have been good numbers in 
supplying this trade. 


Collar Back from Short Trip 


C. E. Collar, buyer for the shoe depart- 
ment of Gimbel Brothers, has returned 
from a short trip to Cincinnati, where he 
spent several days. Mr. Collar has recently 
received word from his son, C. R. Collar, 
salesman for Brauer Bros. Shoe Co., stat- 
ing that business in the northern part of 
the state is very good. The younger Mr. 
Collar has been in the territory around 
Superior, Wis. 


New Shoe Store 


! The Teutonia Avenue Boot Shop, lo- 
cated on that avenue near Center Street, 
has been opened with John Zenke, proprie- 
tor, and Harry T. Wachsmuth, manager. 
The store has been equipped with modern 


fixtures and furnishings and good window 
display facilities. Mr. Wachsmuth has for 
a number of years been a salesman at 
George Frantz’s Kress Shoe Store on 
Twelfth Street, near Walnut. 


Going Out of Business 


A 30-day sale is being held by the L. L. 
Imig Boot Shop at Sheboygan, Wis., to 
dispose of the entire stock of the store. Mr. 
Imig, proprietor, is planning to retire from 
the retail shoe business and devote his 
time to other interests. 


Moves Into New Building 


The new Wisconsin theater building on 
Grand Avenue and Sixth Street is the new 
location of the Sinsheimer Scientific Shoe 
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Fitting System, formerly at 210 Mat- 
thews building, 307 Grand Avenue. The 
concern specializes in relieving deformities 
caused by foot and limb troubles. 


Shoe Style Show 


Lester’s Shoe Store, Inc., held a spring 
shoe style show at the Tower Avenue store 
in Superior, Wis. Live models were used to 
display the shoes in the window and visi- 
tors were invited to the store which was 
open for an hour and a half every evening 
for a week. Music was provided as enter- 
tainment for those who inspected the 
spring stock. 


Spring Opening 
Several shoe stores of Merrill, Wis., co- 
operated in holding “open house” as a 
means of showing spring goods. All stores 
in the city were kept open for one evening 
and special efforts were made to present 
spring styles. 





Best Pre-Easter Week in 
Cleveland Is the Report 


CLEVELAND—The pre-Easter week 
in Cleveland was one of the best that mer- 
chants here ever experienced. Shoe mer- 
chants did what many considered as their 
best week’s pre-Easter business. 

The weather on Saturday, the day be- 
fore Easter, was very good. The air was 
warm and the day was a beauty. In the 
down-town districts, the merchants had 
all the business they could handle. Their 
stores were thronged throughout the day. 
Clerks were busy as they could be. Local 
representatives of shoe manufacturers 
were pressed into service as extra clerks, 
and so was anybody that knew anything 
at all about shoes and the retailing of 
them. 

Satins and Patents Leaders 

Black satins and black patents were big 
favorites, and they managed to hold right 
through to Easter. Grays were sold to 
greater extent in the pre-Easter week than 
they were in any previous six days’ period. 
Jack-Rabbit gray was another headliner. 
Brighter colors seemed-more popular the 
day before Easter. 


A New Stone Store 


The most important development of the 
pre-Easter week in Cleveland was the 
announcement by E. A. Clark, president 
of the Stone Shoe Co., of the opening of a 
new exclusive store, handling only the 
highest grade of shoes at’ 1603 Euclid 
Avenue. The new store is situated in the 
Keith theater building, in the heart of a 
new, but extremely popular shopping dis- 
trict. 


An unusual feature arranged for the 
opening is the appearance of Mabel Nor- 
mand, noted screen actress, at the new 
store daily for one week. She was appear- 
ing in person at a theater here which 
showed Miss Normand’s latest picture, 
“The Extra Girl.” 

Through the Stone Shoe Company, 
Miss Normand extended an invitation to 
ten persons to be her guests at luncheon 
and also at the State Theater to view her 
in “The Extra Girl.” The guests were 
selected from the ten persons sending in 
the ten best slogans for the Stone Shoe 
Company, the slogan consisting of four, 
five or six words or less. 

Fixtures are of walnut. There is an im- 
pressive hosiery department. 


New Shoe Store 


McDonnell’s Department Store, Fair- 
burg, Neb. (men’s and women’s shoes). 

Stone Shoe Co., 1603 Euclid Avenue, 
Cleveland, ‘O. 

G. R. Kinney Co., 163 North High 
Street, Columbus, O. 





Strips on Vamps 


One of the new ideas in shoe trim- 
mings is to run five narrow strips of 
patent leather across the vamps, the 
vamps being of black or other 
leathers. This gives a lattice effect 
to the front of the shoe. 
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BOYDEN RE-ORGANIZES 





SINCE 1844 


P= 9G. Trace man” 
Qvauity MARK 


THE BOYDEN SHOE MANUFACTURING CO. 
begs to announce the following officers as directors: 


Leonard C. Hart President 
William E. Wilson Vice-President 
Norvin B. Hart Secretary 


Harry Fleuchaus 
Treasurer and General Manager 


For the past eighty years the Boyden Shoe has been 
an example of quality and style in men’s high grade 
shoes. 


The new firm will devote their time to presenting for 
your inspection examples of the highest grade foot 
wear. Special attention will be paid to the improve- 
ment of service. 


May we serve you? 





BOYDEN SHOE MANUFACTURING COMPANY 
98 WARREN STREET, NEWARK, N. J. 























Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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More Snap to Buying in 
Salt Lake City Stores 


SALT LAKE CITY—The pre-Easter 
trade developed very satisfactorily and 
steady shoe buying extended into the week 
following Easter with favorable results. 
More seasonable weather was a factor in 
stimulating the sale of women’s shoes in 
most all of the stores. 

A recent church conference drew many 
women to the city and created a good deal 
of interest in shoes. An encouraging sign 
testifying to the healthy condition of retail 
shoe merchandising here was the recent 
ypening of two new stores. There is a new 
Feltman & Curme store at 216 So. Main 
Street. The Broadway Shoe Shop, oper- 
ited by A. B. Cline, was opened at 55 East 
Broadway. 

Fred Showers is manager of the Felt- 
man & Curme store. It enjoyed a splendid 
response at its opening. Mr. Cline sells 
men’s, women’s and children’s shoes. 


The Color Situation 


There is no definite color or material 
selling much greater than any other. 


Blacks have been very popular and signs 
indicate they will continue. Strap pat- 
terns are first. 


Looking into the White 
Season 

It was predicted by some of the shoe 
merchants recently that this summer 
would see the sale of a lot of white foot- 
wear. Now some of the firms are afraid 
white shoes may not be in such great de- 
mand after all. It seems that many of the 
girls of flapper age are talking about wear- 
ing patent shoes with light colored hosiery. 


Fair Note to Men’s Business 


The men’s business is fair. At the Flor- 
sheim store, a brisk demand for light tan 
shoes in oxfords was reported. It was 
stated this demand already ran into 40 
per cent of the total sales. Oxfords were 
about 85 per cent of the total sales, it was 
said. The color in least favor was brown. 
Blacks were next to light tans. Square toes 
were selling best, but there was also a de- 
mand for plain toes. 





Pre-Easter Week Better 
Than in 1923 in St. Louis 


ST. LOUIS—The business throughout 
the retail shoe belt for the week ending 
April 19 was described as the best of the 
year. While this statement does not mean 
a great deal, when considering the year, 
yet it was amplified with further declara- 
tions that it was ahead of the pre-Easter 
week of last year. Some stores reported 
that Friday was one of the best days ex- 
perienced in a long time. 

Optimism ran riot throughout all stores, 
and business was again viewed from its 
proper perspective. When comparing fig- 
ures with those of the two weeks’ period 
before Easter of last year as against this 
year, unquestionably this year’s figures 
will outstrip those of a year ago. All retail 
shoe merchants claimed the period last 
year was excellent. 

The weather, after a warm period earlier 
in the week, turned cold, but the business 
progressed unabated. The continuance of 
the cool weather is desired by most mer- 
chants us it-is felt that this will retard the 
advent of the white season and give an 
opportunity to clean up on some of the 
Easter footwear which failed to move. A 
condition of this kind would be helpful, 
especially where the stocks of colored 
suedes are top-heavy. 

Suedes still are backward in the sales. 


Airedale is more favored than gray. The 
call for colored kids continues to be heard. 
The demand, however, is not more than a 
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whisper. Some healthy buying is expected 
on this footwear shortly. 


Patent Models Very Popular 


Patent leather has arrived at a position 
which is causing merchants to scurry for 
more of the same. Tan calf in straps and 
some colonial effects, together with a 
sprinkling of pumps, is a feature in the 
latest footwear forecast. Some stores are 
showing patterns of this type and for the 
most part are those who have that “‘style 
scent” for picking winners. 

The impetus received during the past 
two weeks is expected to keep the business 
trend upward and some are of the opinion 
that better business will be enjoyed after 
Easter than before. 


Change Seating Arrangement 


Huettes’ Olive Street store changed its 
seating arrangement, which not only in- 
creases the space for fitting and adds to 
the convenience of the customer in being 
seated, but improves the general appear- 
ance of the store. The center aisle, with the 
men’s and women’s departments on oppo- 
site sides, has been eliminated. The seats 
have been placed back to back and are 
separated by velours draperies running 
through the center of the arrangement. 


Officers Visit Store 


John P. Bell and H. B. Covington, pres- 
ident and vice-president of Bell’s Booter- 
ies, visited the St. Louis store recently and 
stated that business consummated here 
was satisfactory. W. F. Whatley is man- 
ager of the store. 





April Business Shows Gain 
in Louisville Shoe Stores 


LOUISVILLE—A good week was en- 
joyed immediately preceding Easter in the 
retail shoe stores. April business will show 
a marked gain over that of a year ago for 
the corresponding period. 

There hasn’t been much change in the 
general policy of stores or buyers. Move- 
ments in women’s shoes is on sandal 
effects in black principally, with gray and 
airedale following in the order named. 


Turned Hosiery Stock Six 
Times 

W. C. Foulk, display manager for the 
Boston Shoe Co., in commenting on a 
recent special window display of fine ho- 
siery, remarked that in 1923 the company 
turned its hosiery stock six times on a 
stock of approximately $10,000, The de- 
partment showed an increase on the year 
of about 25 per cent. Mr. Foulk, remark- 


ing on the value of hosiery to a shoe house, 
said it helps a great deal when it comes to 
paying the rent. 


Enlarge Shoe Department 


Loevenhart & Co., men’s store, Louis- 
ville, recently held its formal opening of a 
completely remodeled store. The shoe de- 
partment on the main floor has been en- 
larged. 


New ‘Manufacturing Concern 


The L. & R. Co., shoe lace manufac- 
turers of Providence, R. I., listing an au- 
thorized capital stock of $60,000, has 
decided to move: their factory to Louis- 
ville. It is planned to have a new plant in 
operation by July 1, with a capacity of 
30,000,000 laces a year, operating 400 
braiding machines. 
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BOYS 


Goodyear Welt Shoes and Oxfords 
to sell atretatl $4.00 to $6.00 
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So much depends upon Style— | 
Much more depends upon Quality 


We can give you both STYLE and QUALITY and will back 
up the shoes with our reputation of the past 46 years in 
making boys’ shoes. 
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Salesmen are now on the road with samples. Write or wire us 
and we will call upon you. No obligation. 
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P. Cogan and Son Co. 


STONEHAM — MASSACHUSETTS 
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CASH IN ON TODAY’S WONDERFUL 
INTEREST IN OUTDOOR LIFE 


= 
Hunting, fishing, boating, camping, hiking, golfing, tennis and other 
outdoor sports are now followed by hundreds of thousands of ardent 
enthusiasts—every one of whom wants and will buy outing footwear. 


Russell’s Moccasin footwear meets their needs perfectly—in the Russell 
line there’s a type of shoe, boot or moccasin for every outdoor sport. The 
dealer who handles Russell’s nationally advertised boots and moccasins 
is sure of mighty profitable business. 


RUSSELL’ 


“IKE WALTON” ‘*APACHE”’ 


Made to measure from “im- Formerly known as the “Scout Special,” 
ported waterproofed veal with choicest of genuine moccasins for camp and 
long-wearing Ma ple-Pac outing wear. Shaped to natural lines. Made in 
Soles. Staunch as a boot, yet chocolate and gray elkskin with rubber or 
flexible as a moccasin. flexible, sturdy Maple-Pac Soles. 


Meet us at the Travel and Outdoor Life Exposition at Chicago Coliseum, May 12-17. See the materials which are put into Russell 
Moccasin footwear and watch our shoemakers make the famous “Ike Walton.” 


Write for Catalog and Dealer Discounts 


The W.C. RUSSELL MOCCASIN CO. 
927 Capron Si., Berlin, Wis. 
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Healthy Tone to Business 
in Columbus, Ohio, Stores 


COLUMBUS—The last stages of the 
Easter shopping period in the shoe stores 
measured far above the expectations of 
shoemen here. Volume of sales reached 
large figures. However, the early part of 
the spring shopping season in March was 
characterized by a slow response in shoe 
stores. 

The demand in women’s footwear seems 
to be equally divided in suede in various 
colors; black kid, black satin and black 
patent, mostly in the fancy cut-out pat- 
terns in one- and two-strap and cross-strap 
and ankle strap effects. 

In the misses’ and children’s depart- 
ments the trend is towards the cut-out 
types. 

Boys are demanding black and brown 
oxfords. The demand for men’s shoes is 
mostly in black and brown; the plainer the 
style the better. 


New Kinney Store 


The Geo. R. Kinney Company opened 
its new shoe store at 163 North High 
Street during the week previous to Easter 
Sunday. 


Good In-Stock Trade 


Several shoe factories maintaining in- 
stock departments of women’s, misses’ and 
children’s footwear, reported an excellent 
pre-Easter rush for at-once delivery of new 
styles. f 


Davis Tours Successful 


Paul Crawford, president of the Ohio 
Valley Retail Shoe Dealers’ Association, is 
pleased with the success which character- 
ized the state tour of Sam Davis, field 
secretary of the N.S. R. A. 





Pre-Easter Week Best 
in Long Period of ‘Time 


CINCINNATI—The week ending 
April 19 changed the local retail situation, 
and the pre-Easter selling season showed 
far more life than at any time this year. 
The last two days of the week saw the 
retail shoe stores crowded with feminine 
buyers intent upon making purchases for 
Easter. Already it is possible to make an 
accurate estimate of the business done 
during April and, in view of the inclement 
weather that handicapped the merchants, 
the volume of sales has been remarkably 
large. 

Black Patent Very Popular 


When the various types of shoes are 
taken into consideration, it is evident that 
black patents have been the leader through 
the spring season to date. The popularity 
of this shoe has been remarkable and 
there is every indication that it will con- 
tinue to be a big seller in the immediate 
future. The second place in sales must be 
accorded to black satins which have been 
forging to the front with much strength in 
the past few weeks. Here again it is safe to 
say that black satins will increase rather 
than decrease in popularity through the 
rest of April ‘and through early May. 
After black patents and black satins come 
black and colored suedes in volume of 
sales. Shoemen are looking forward to an 


unusually profitable white season after . 


May fifteenth. . 
Harry McLaughlin on Style 
Discussing the style situation for early 
fall, Harry C. McLaughlin, general 


manager of The Potter Shoe Company 
said: “The leading patterns for late 
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summer and early fall will be neat strap 
effects. Closely following them will come 
gore effects with the buckle and also the 
tailored style of footwear.”’ 

Sales in men’s shoes have held up fairly 
well during April. There has been an 
increase in the men’s business which 
has been encouraging. One feature of the 
present situation is that men’s lighter 
shades of Russia calf are showing strength. 
There is also a demand for a full toe and a 
short vamp on brogue lasts. 

As far as colors are concerned, blacks 
are looming up with considerable strength. 
The ratio of shoes sold to men at the pres- 
ent time runs about 65 per cent tans to 
35 per cent blacks. This is encouraging for 
black shoes. The educational campaign 
that has been carried on for a number of 
months to get men to wear “Shoes for the 
Occasion” is having its good effect. 


Increase Benefits 


After examining the favorable record of 
the Selby Mutual Benefit Association, of 
the Selby Shoe Company, Portsmouth, 
Ohio, the directors of the association have 
voted to reduce the dues of the members 
and also to extend the length of time 
benefits will be paid from thirteen to 
fifteen weeks. An experiment that is being 
tried at the Selby Shoe Company, and is 
proving to be a success, is a vocational 
training course. 





Good Tone to Buying in 
Des Moines Shoe Stores 


DES MOINES—Comparing 1924 busi- 
ness to April 1 with that of 1923 to the 
same date, this year is just about holding 
its own. All indications point to a record 
volume of business up to April 20, Easter 
Sunday, with sales varying according to 
weather conditions. 

Des Moines has been held back this 
year by two things, bad ~weather and the 
ratio of prices of farm products to manu- 
factured commodities not being on an 
equal basis. This second factor has been 
so pronounced as to have influenced busi- 
ness throughout the state. 


Black Patterns Strong 


The big style development has been 
black shoes and light colored hosiery. 


Black patent and satin in cut-out and 
strap effects have been the big selling 
numbers. There has been no other out- 
standing style development as yet. 


Building New Store 


L. H. Moeller, proprietor of the Moeller 
Shoe Shop, 210 Euclid Avenue, announced 
recently his intention to erect a two-story 
brick store building and apartment. 


Convention Big Success 


The recent Iowa Retail Shoe Association 
Convention was the most successful con- 
vention ever held. More shoe men were in 
Des Moines for the convention and there 
were many shoe manufacturers represented. 





Sound Economic Outlook — 
in the Colorado District 


DENVER—Deposits in the banks of 
Colorado at the beginning of 1924 were 
$299,786,014.22, compared with $304,- 


585,996.57 at the beginning of 1923. The 
decrease is but 1.6 per cent, which is 
(Continued on page 95) 
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Will You Scll Him Again ? 


MAN comes into your store to buy 

a pair of shoes. You never saw 
him before. Whether you will see him 
again depends on the satisfaction he 
gets from the shoes you sell him. You 
have just one chance. 

If you know that you have demanded 
the best you can get from uppers to 
heels you can be fairly certain that this 
man’s visit will not be his last, and that 
eventually he will be a regular customer 
because he knows that he can depend 
on your judgment. 


ARMSTRONG CORK COMPANY, 


Shoe Products Division, 


Rubber heels have much to do with 
the comfort and durability of a shoe. If 
you specify Armstrong Circle A Heels 
you will surely be getting the best in 
material, workmanship, and style, and 
if the shoes you sell carry Armstrong 
Circle A Heels in all your lines, you can 
be confident that, as far as heels are 
concerned, your customer will be well 
pleased with the shoes he buys from 
you. 


LANCASTER, PA. 


Armstrong 
seuss °° Heels 
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Splendid Easter Week in 
the Boston Shoe Stores 


BOSTON—Sales in the retail shoe 
-tores during the week ending April 18, 
the final week of pre-Easter shopping, ex- 
-eeded the anticipations of the store oper- 

tors, with the result that April totals will 
how a very favorable figure. The week’s 
‘ usiness in most cases exceeded that of the 

yrresponding week in 1923. 

Although Boston stores were unfortu- 

ite to lose Easter Saturday, always a 

‘ry great day in point of volume of sales, 

uying during the other five days was 
eady and all types of footwear sold freely. 
olored suedes, including airedale, jack 
ibbit and fawn, which were slow to move 
ring the previous weeks, found a good 
il with the result that many merchants 
aticipating “getting stuck” are greatly 
relieved. 

Generally speaking, until the week com- 

vencing April 14, there was a very erratic 
tone to the shoe trade. Store managers 
iooked eagerly ahead to the final pre- 
(aster shopping week as the means for 
swelling the season’s totals. Many ad- 
vanced the opinion that their clientele, 
knowing that Easter Saturday was a holi- 
day, bought earlier in the week. But the 
majority of the shoemen expressed the 
thought that they lost a good amount of 
Saturday trade, even if the other days of 
the week had been so satisfactory. 


Good Trade on Light Suedes 


Women bought generously of the black 
materials—particularly suedes and pat- 
ents. Satin promises to be strong when 
warmer weather develops. The fact that 
women’s apparel in light shades was worn 
on Easter Sunday accounts for the more 
definite trend toward grays and airedales 
in suede materials. 

The men’s buying was also very good. 
Tans in light shades were most popular. 
Due to the fact that most of the schools in 
the state were closed during the week, 
children’s trade was extremely good. It 
commenced well on Monday and con- 
tinued on a steady basis throughout the 
five-day week. 

In analyzing the trend of buying during 
the week, shoe store operators expressed 
confidence that business during the re- 
mainder of the spring season would be 
steadier. 


Boston Show Plans Pro- 
gressing 
A meeting of the directors of the “Bos- 
ton Show” organization was. held at the 
rooms of the New England Shoe and 
Leather Association on April 16, President 


A report by General Manager Chester I. 


Campbell showed that applications for ex- 
hibit space in the July 14-17 exposition 
are coming in rapidly and that a majority 
of the available spaces already have been 
disposed of. 

Plans for the four days’ program, which 
will be of special interest and value to the 
various branches of the allied industries, 
were discussed, and it was the consensus 
of opinion that the attendance of buyers 
this year is likely to be evea larger than 
the record one of 1923. 

The following committee appointments 
by President Lewis were confirmed: 

Executive committee— Herman E. 
Lewis, chairman, ex officio, Herman E. 
Lewis, Inc., Haverhill; Major Charles T. 
Cahill, United Shoe Machinery Corpora- 
tion, Boston; Buford H. Jones, Thomson- 
Crooker Shoe Co., Boston; George W. 
Langdon, Jr., Hazen B. Goodrich & Co., 
Haverhill; Charles C. Hoyt, Farnsworth, 
Hoyt Company, Boston; H. B. Dillen- 
back, Beggs & Cobb, Inc., Boston; Thomas 
F. Anderson, Boston. 

Exhibits committee—Major Charles T. 
Cahill, chairman, United Shoe Machin- 
ery Corp., Boston; Frank. S. Farnum, 
Churchill and Alden Co., Brockton; H. B. 
Dillenback, Beggs & Cobb, Inc., Boston; 
E. L. Phipps, United States Rubber Co., 
Boston; Harry W. Crooker, H. W. Crooker 
Co., Inc., Bridgewater; A. F. Bancroft, 


87 


Bancroft Walker Co., Boston; Burt W. 
Rankin, Hunt-Rankin Leather Co., Bos- 
ton; Everett Bradley, Bradley Shoe Co., 
Haverhill; John A. Gardner, American 
Oak Leather Co., Boston; Charles Ault, 
Ault-Williamson Shoe Co., Auburn, Me.; 
Frank Stetson, Watson Shoe Co., Lynn; 
Frank R. Maxwell, Jr., Thomas G. Plant 
Co., Boston. 

Style Revue committee—Buford H. 
Jones, chairman, Thomson-Crooker Shoe 
Co., Boston; A. A. Mead, Upham Bros. 
Co., Stoughton; Frank R. Briggs, Thomas 
G. Plant Co., Boston; W. A. Hodges, 
Edwin Clapp & Son, South Weymouth; 
J. A. Holmes, Regal Shoe Company, Whit- 
man; J. D. Rickard, Rickard Shoe Co., 
Haverhill. 

Publicity committee—George W. Lang- 
don, Jr., chairman, Hazen B. Goodrich & 
Co., Haverhill; Edward O’Connor, Farns- 
worth, Hoyt Company, Boston; Harold P. 
Smith, Rice & Hutchins, Inc., Boston; 
Burton L. Wales, M. N. Arnold Shoe Co., 
North Abington; Harold M. Méssenger, 
Churchill and Alden Co., Brockton. 


Export Managers Meet 
A meeting of the Export Managers’ 
Council was held at Boston, Tuesday, 
April 22, for the purpose of analyzing the 
replies to the Foreign Trade Question- 
naire recently sent to the membership. 
Plans for the association’s participation 
in the National Foreign Trade Conven- 
tion to be held in Boston, June 5 and 6, 
were discussed. The convention theme is 
to be the development of new foreign 
markets. 





Baltimore Stores Report 
Steadiness to April Trade 


BALTIMORE—Although April in the 
shoe stores opened with rather a slow re- 
sponse, the trade during the two weeks 
preceding Easter Sunday showed a very 
marked improvement with the result that 
April promises to be an excellent month. 
A real steady tone was a general condition 
during the final week of Easter trading. 

March was not a very good month, 
several factors retarding buying, including 
a cold month. 

Although it has always been a fact that 
certain styles which may be re-ordered in 
one shop are being closed out in another, 
depending on various facts, it is evident 
that in Baltimore the popularity of aire- 
dale, racquet and gray suedes is giving way 
to patent, satin and black suede. Very few 
shops are re-ordering the light colored 
suedes, as a demand for patent and satin 
shoes, now begun, is expected to continue 
to a marked degree into the white season. 
The use of satin shoes for street wear is 
generally approved as good taste. Patent 


and satin, as well as tan and gun metal 
opera pumps, with or without buckles, are 
being sold a great deal. Strapped pumps, 
gore pumps and cutout sandals in Spanish 
or Cuban heels are among the best sellers. 

One of the finest shops in the city car- 
ries several styles of oxfords for tailored 
suits.. These shoes have low flat heels in 
light shades of tan, also gun metal in light 
weights. The tips are straight or winged, 
also trimmed. This same shop reports that 
opera pumps with buckles, in patent, tan 
and gun metal, have been more active this 
year than in the past three years. Their 
best seller, however, is a light tan Russia 
vamp pump with ooze quarters to har- 
monize, in both straps and gores, welts and 
turns. 

In men’s shoes, it is.generally predicted 
that sport shoes in medium weights will be 
sold in greater quantities this season than 
ever before. Light tan Russia calf oxfords 
in medium and light weights are gradually 
supplanting the heavy grain oxfords. 
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You Meet these Feet Every Day 


and many others equally as bad. How to satisfactorily handle these and simi- 
lar cases is your most serious problem. In their present condition how would 
you proceed to fit shoes to these feet? Every shoe is built over a normal foot 
last. Yet seven out of every ten people do have foot troubles. Look at those 
broken down arches and contracted toes, note how the feet have spread. Will 
any shoe made feel comfortable and look neat and stylish? 


Dr. Scholl’s Foot-Eazer 


is your solution and your salvation. This may _ to ball and equalizes the pressure. When the 
be quickly and accurately adjusted to meet every foot trouble has been corrected, the fitting of 
individual case of longitudinal arch trouble. Ifthe _ shoes is a simple proposition. Such services are 
footisgreatly weak- always highly ap- 
ened or completely preciated by the 


depressed, theFoot- customer and this 
Eazer can be low- form of Foot Com- 


ered so it will be fort service is your 
absolutelycomfort- greatest asset. 
able and then by i 
degrees it can grad- E Dr.Scholl a 
ually be raised and “< age f the = a 
the arch restored to . Ceakase haste 
its normal position. erteweoatgsh TY ~o 
Weak and fallen , y Scholl has devised 
, and perfected. 








arches and longitu- p 
dinal arch strain , There } 

cause most of our ere r a sepa- 
foot aches and bs rate one _ every 
pains. By remov- foot trouble 


ing this unnatural - — Give your cus- 
strain on the muscles and ligaments with Dr. tomers a 100% Foot Comfort Service by install- 


Scholl’s Foot-Eazer, perfect foot comfort is the ing a complete line of Dr. Scholl’s Appliances 
result. It bridges the body’s weight from heel and Remedies and featuring them. 


THE SCHOLL MFG. CO. 


Largest Makers of Foot Comfort Appliances and Remedies in the World 


213 W. Schiller Street 62 W. 14th Street 112 Adelaide Street, East 
CHICAGO NEW YORK TORONTO 


“Nineteen Twenty-Four is an Arch Support Year” ' 
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Calls for Novelty Shoes 
in the Haverhill Factories 


HAVERHILL—Haverhill’s reputation 
as a center for the production of women’s 
novelty footwear is bringing to local manu- 
facturers a continued demand for this 
class of goods. Although patterns tend a 
little less toward the side cut-outs than 
heretofore, yet there are many effects 
which carry out the novelty ideas which 
merchants demand in Haverhill-made 
shoes. 

Sandals have not quite so much lattice- 
work elaboration and are cut a little 
higher at the instep than formerly. 
Applique effects to match, or in contrast- 
ing colors to the vamp, are utilized to a 
considerable extent. On plainer patterns, 
small buckles or other ornaments are. em- 
ployed as a means of obtaining added 
attractiveness. Underneath it all is a 
realization that price is a controlling fac- 
tor in the situation. Buyers are figuring 
closely in their purchases. 

The manufacturer must not only have 
the latest designs in his samples but must 
be prepared to meet the keenest competi- 
tion as regards price. With full realization 
of this condition, Haverhill concerns are 
making successful efforts to secure a share 
of business from discriminating merchants. 
Furthermore, they are prepared to make 
prompt deliveries, which is another im- 
portant factor in the buying of shoes 
today. Many merchants, who delayed in 
placing their Easter orders until the last 
minute, were unable to obtain shoes in 
time for the Easter trade. For after-Easter 
business, Haverhill is making successful 
solicitation on the basis of the early plac- 
ing of orders,for the summer trade. It 
takes time to make novelty shoes and 
make them right. Buyers, who appreciate 
this fact, are those who are successful in 
obtaining deliveries at the time the goods 
are most needed. 


Making Shoes in New 
Hampshire 


George B. Leavitt Company purchased 
a few months ago a factory in Farmington, 
N. H. This concern is removing its plant 
from Haverhill to Farmington in which 
latter place the Leavitt line of imitation 
turns will be produced. During the next 
few months an office will be retained in the 
Haverhill factory building on Duncan 
Street. The Leavitt line is sold to depart- 
ment stores and volume buyers generally. 


Merger of Shoe Unions 


At a convention of representatives of 
The Shoe Workers’ Protective Union and 
The United Shoe Workers of America held 
in Haverhill, a constitution was adopted 
merging these two organizations. The 


definite purpose of the convention was to 
form a national organization which should 
include all so-called independent shoe 


workers’ unions. 


Changes New York Office 


Kimball & Sherman Co., manufacturers 
of women’s high-grade turns, will, on 
May Ist, remove the New York office 
from its present location on Duane Street 
to the fourth floor of the Marbridge Build- 
ing. A complete line of the concern’s 
samples will be shown and will be in 
charge of W. R. Shaw, New York repre- 
sentative. 


Specializes in Turns 


Goldberg Bros., a specialty jobbing 
house, which has been doing business in 


Haverhill for several years, handles turn 
shoes exclusively, selling the retail trade. 
This concern has a branch distributing 
store at Dallas, Texas, where shoes are 
carried in stock for the Southwestern 
trade. This concern notes that the white 
shoe season is starting earlier than usual 
and that business on this class of goods is 
excellent for this time of year. 


Expert Pattern Maker 


Norman Liberty, 17 year-old son of 
Fred Liberty of George B. Leavitt Com- 
pany, is, notwithstanding his youth, a 
full-fledged pattern designer and maker. 
He is responsible for practically all the 
novelty designs shown by the Leavitt Com- 
pany, and his work finds much favor with 
shoe buyers. Norman is also an excellent 
fisherman in proof of which he journeyed 
to Sebago Lake, Maine, one day last week 
and secured three sizable land-locked 
salmon, one of which weighed over five 
pounds. 





Shoe Factories 


Developing 


More Activity to Business 


PHILADELPHIA—While factories are 
not yet operating anywhere near capacity, 
they have been developing an increasing 
volume of business during the last week or 
ten days. Demand is still spread over a 
variety of leathers and models, but patents 
and whites in fancy strap and cut-out 
effects dominate the situation. Although 
plainer shoes are being asked for in some 
quarters, factories are working for the 
most part on elaborate designs in women’s 
footwear. On men’s shoes, however, there 
has been a very marked turning away from 
perforations to several rows of plain 
stitching. 


Whites Promise to Be Good 


Most of the factories which make whites 
have quite a few pairs going through now, 
although some few do not yet seem to have 
hit their stride on this class of footwear. 
There is still very little demand for the 
cheaper grades of white shoes, though calf, 
kid and buck are in increasing demand. 

There is some call for black satin, al- 
though demand for it is subrodinate to the 
popularity of patents and whites. Glazed 
kid is in demand only in white and in the 
lighter colors in trimming stock. While 
there is still some call for black suede, 
suedes in general have declined very ma- 
terially. Prices are holding firm and no 
change in the general level is expected in 
the near future. 


Activity in Various Lines 
R. G. Dun and Company’s local trade 
review for the week says that manufac- 


tured rubber goods are coming into strong 
demand. Electrical supplies are active, 
automotive equipment is beginning to 
move, and the building trades are ex- 
pected to get into full swing before long. 


Report Heavy Traffic 


The railroads running out of Philadel- 
phia report very heavy freight and pas- 
senger traffic. They are still spending mil- 
lions of dollars adding to their rolling 
equipment and to their terminal facilities. 


Cherry’s Display 


Robert Cherry’s Sons in Germantown 
are making a feature of 12 styles of Laird, 
Schober spring shoes. Included in these 
offerings are a lattice front suede pump in 
black, brown, gray and choice of patent 
leather, dull leather, or black satin; a 
tongue pump in patent leather and black 
kid and in gray suede; and a plain pump 
in black suede with patent leather trim- 
mings. 

This store is also featuring a variety of 
men’s and children’s shoes for spring wear. 


Improvement in Wholesale 
Trade 


William A. Tompkins, of the Turner 
Tompkins Shoe Company, says that 
wholesale business in the last three weeks 
has shown a decided improvement. Men 
are asking for light brown shoes with very 
few perforations, but with several rows of 
plain stitching. Boys and little gents are 
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A modern merchandising authority says: 


“The solution to narrowing margins is push- 
ing a particular make of goods which can be 
urged upon users on the basis of quality.” 


That’s — 


O-SO-SNUG SHOES 


For Men and Women 


PROVEN PROFITABLE FOOTWEAR 


PHONE YOUR JOBBERS 
Beoblong Madd, 


Laclories Brockton, Mea Redford Nashua} 
Made in New England 
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still wearing the trousers crease, but men 
do not care for them. Crepe soles are 
becoming increasingly active. Whites are 
expected to be very active a little later in 
the season though two-tone effects are not 
looked upon as very great favorites. 

Nathan Laveson, of the United Shoe 
Company, says there is very good demand 
for patents and for black satin. Fancy 
strap effects with lots of cut-outs still 
dominate the situation. White kid is also 
very active. There is a fair demand for dull 
kid, but none for glazed kid. Prices remain 
the same. 

Collections are said by wholesale mer- 
chants to be fairly good. A number of 
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retail merchants are trying to clean up 
their accounts before they get in their 
spring and summer goods. 


Geuting’s Line 

The Geuting stores showed a varied line 
of shoes for Easter. Included in their 
offerings were various strap and cut-out 
effects in smooth leather and suedes; in 
all-over patent with plain toe and box heel 
and in satin with patent trim and Spanish 
heel; in red, green and blue kid with 
patent, satin and brown suede; in black 
and beige suede; in gray and fawn suede 
with kid strapping. 





Large Volume of After- 
Easter Orders for Lynn 


LYNN—Manufacturers booked good 
orders for after-Easter shoes. Buyers took 
shoes from stock, or ordered them for at 
mce delivery, to fill up their shelves, after 
Easter sales. At least one stock department 
in Lynn was cleaned out close to the board 
because of the buying to fill in after 
Easter. 

A steady flow of business is expected 
during the summer; no boom, but many 
small orders frequently repeated that will 
keep the shops running steadily. 


Buyers in Lynn 


An unusually large number of buyers 
were in Lynn during the Easter season. 
Many buyers of novelty styles have got 
into the habit of coming to the factories to 
look over the shoemaking, as well as the 
style making. Often, they suggest a change 
in a shoe which gives them an exclusive 
style. Besides, these Visits to the factories 
promote closer co-operation between manu- 
facturers and buyers. 

It is expected that the number of buyers 
in Lynn will show a large increase during 
the summer, for many shoe men have a 
habit of coming to New England resorts 
for their vacations, and combining busi- 
ness with pleasure by visiting the shoe 
shops. Many of them, by the way, come 
by automobile. 


Ten Styles on One Last 


A shoe buyer here recently picked one 
last, which he knows for its fitting quali- 
ties. He chose two new. patterns. He 
picked five different materials, or com- 
binations of materials. So he will have ten 
different shoes, all on one last. He placed 
orders liberally, and insisted’ on de- 
liveries at the earliest possible moment. 


The Yoke Pump 


Several types of the yoke pump have 
appeared in Lynn samples. In this shoe, 


day campaign, at which time ample funds 





the quarter is brought forward to make a 
yoke over the vamp. Usually, this pump is 
made quite plain. But, here and there, 
novelty perforations and stitching are 
used on the yoke. 


Sales of Wood Heels 


That sales of wood heel shoes went to a 
new peak this Easter run is a common 
report. And the demand for wood heel 
styles continues unabated. Heels are get- 
ting higher, with Spanish heels favorites. 


One Buyer’s Choice 


A buyer here last week placed a rattling 
good order for staple style shoes, not the 
bread and butter styles, but those big city 
novelties that have become staple styles. 
After he signed his order, he said: ““Now 
let’s see what you have for bright novel- 
ties to illuminate my stock.” 
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Lynn Style Notes 


Patents, satins and whites are the 
big three. 

More new plain effect pumps 
appear. 

Straps continue the favorites. 

Russia calf gains a bit more. 

Color novelties continue. 

Record business on wood heels. 

Large sales from stocks. 











Plainer Patterns 


At the Sanborn pattern shop, they tell 
of a demand for plainer patterns. But they 
continue to produce variations on the 
strap styles. 


New Piping Effect 


Some Russia calf shoes are piped with 
white. Satin pumps are piped with silver 
or gold. And the same is true of patent 
leather pumps. 


To Make Children’s Shoes 


Ellis & Vaughan are starting to make 
stitchdown shoes for misses and children 
at 14 Otis Street, Lynn. Gorden Vaughan, 
of the firm, is a son of George C. Vaughan, 
tanner of ivory white sole leather, 
Peabody. 


New Firm Incorporated 


The Daly Golden Rule Shoe of Lynn, 
is being incorporated, with a capital of 
$50,000, with the following officers: 
James M. Daly, president; Jacob S. Stern, 
treasurer; and Frank Glackin, clerk. The 
company has taken space for the manu- 
facture of shoes in the factory formerly 
occupied by the Cushing Shoe Company. 





Plans for Southeastern 
Convention Progress 


CHARLESTON, S. C.—Edwin H. 
Poulnot, a member of the department 
store firm of Kerrisons, and chairman of 
the general committee which has charge of 
the arrangements for the convention of the 
Southeastern Shoe Retailers’ Association 
reported to Matthew A. Condon, president 
of the association, that according to ad- 
vices he has received from manufacturers 
of shoes and allied lines throughout the 
country, the convention to be held June 
9, 10 and 11 at the Francis Marion Hotel 
will be the most successful gathering of 
shoemen ever held in the South. 

Recently the retail shoe merchants of 
Charleston, organized as the Charleston 
Shoe Retailers’ Association, held a noon- 


for the expenses of presenting the conven- 
tion to the retail shoe merchants through-: 
out the South were quickly underwritten. 
Not only are the retail shoemen interested 
in the approaching convention, the pro- 
gram for which will include an elaborate 
shoe style display, in which scores of man- 
ufacturers will exhibit; a Fashion Revue, 
staged by the big department stores of 
Charleston, and a banquet. 

An enjoyable time is promised the visit- 
ing shoemen at the various beaches at this 
city, where the best of surf bathing can be 
enjoyed at this season of the year. 

Chairman Poulnot will announce the 
personnel of the women’s convention com- 
mittee at a meeting of the general com- 
mittee to be held soon. Retail shoemen 
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OUR SPECIALTY 


FANCY PATTERNS IN “OUT” SIZES 
IN STOCK 


Dr. Daniel’s Stylish Health Shoe—Scientifically Built 
Width EEE—Sizes 3 to 9 





We also carry these wide widths in Oxfords: 1 
$4.50 No. 7601—Black Vici Kid. Heavy Plump Stock. $4.50 
No. 7602—Same in Brown Vici Kid. 
No. 7651—All Patent Leather. ntemidvanned No. 7652—All Patent Leather. 
Goodyear Welt. New Round Toe, Goodyear Welt. New Round Toe. 
Military Rubber Heel. Military Rubber Heel. 


No. 7650—Same in Satin, Suede GOLDMAN BROS. SHOE co ” 100 Reade St., New York City No. 7653—Same in Satin, Suede 


Trimmed. Solid Leather Thruout. Trimmed. Solid Leather Thruout. 
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2 OPERAS AREIN VOGUE & 


“CLIFTON” 


Preferred Because Most Perfect 


Used with our wet process it produces a 
perfect innersole, as it is easily formed 
in and hugs the lip providing strength 
where strength is most needed. 


You'll Always Specify 
“CLIFTON” Gem Duck 
when once tried 


“Clifton” shoe covering cloths, also 
“Clifton” backing and plumping cloths 
are recommended for satisfactory re- 


sults. 


CLIFTON 


MANUFACTURING CO. 
65 Brookside Ave., Jamaica Plain 
BOSTON, MASS. 





IN STOCK 


Exceptionally fine fitting black satin 
Regent eee. Gray kid lined, medium 
French last. 16/8 Spanish Heel. 


36 pr. lots—AA to C 
Price $6.00 Terms 5% 10 days 
WRITE OR WIRE 


S SCHWARTZ & BENJAMIN, Inc. r 
> Makers of K 
Turn Shoes of Elegance 


S 
>) 1608 De Kalb Ave. :: Brooklyn, N. Y. @ 
Ff \Ud \Od WA WA WUE ULL WL WOT OWOs WOTTON 
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GREELEY BOUDOIRS— Fine Calf Leathers 


Full Rubber Heels on Boudoir 


Slippers. Greeley boudoirs are built 
that way. Carried in stock at all Manufacturers of 


times, ready for at once delivery. 
Greeley ) Save Sra are of that Velvetta Calf— 
quality which brings cus- 


tomers to us and keeps them . 
on our books. Only the best Tuscan Calf— 


materials will do for -° 
Greeley boudoirs. Quality Russia Calf— 
Pit gt tovect Bond wo om order 
a or west. us your er 
Kid. 36 pak lote only. alti Strictly Fine Full-grain Calf Leather 
If Your Jobber Cannot Supply You, Write Us. HUNT-RANKIN LEATHER CoO. 


x A. W. GREELEY, Haverhill, Mass. N%4 106 Beach St., Boston, Mass., U. S. A. 
; Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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who plan to attend the Charleston con- 
vention are urged to bring their wives. 
Good Easter Trade in Stores 
The retail shoe merchants of Charleston 
njoyed a satisfactory Easter business, and 


t was found necessary to postpone the 
egular weekly meetings of the general 
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committee until after the holidays. In 
Chairman Poulnot’s next report, shoe mer- 
chants from North Carolina, South Caro- 
lina, Alabama, and Florida, and all manu- 
facturers and traveling salesmen will learn 
that the local shoe merchants have the co- 
operation of the entire business life of this 
city in welcoming the visitors. 





In-Stock Shoes 


Meet with 


Good Demand in Brockton 


BROCKTON—During the past few 

weeks thein-stock departments of factories 
1 Brockton and the South Shore district 
ave been experiencing a demand for 
seasonable shoes, which has tested the 
icilities of these departments. This is 

particularly true regarding the better 
grades of shoes to fill dealers’ requirements 
for Easter trade. Orders range from single 
pairs to many dozens daily on the popular 
numbers of men’s street and sport oxfords. 
it is the usual experience of the in-stock 
departments that the bulk of the busi- 
ness is done on a few numbers. 

Brockton factory in-stock departments 
perform an important service to retail 
shoe merchants. Appreciation of this is 
evident by a steady growing use of these 
facilities by retail shoe merchants. 


Advises Merchants to 
Advertise 


President Alfred W. Donovan of E. T. 
Wright & Co. of Rockland, Mass., is a 
firm believer in consistent advertising for 
manufacturers and merchants. At a recent 
meeting of the Rockland Retail Mer- 
chants’ Association, Mr. Donovan was the 
guest and speaker of the evening. Refer- 
ring to the success of his concern in shoe 
manufacturing and the important part 
which advertising has played in this suc- 
cess, he advised the merchants of Rock- 
land to tie up their business with advertis- 
ing. Without consistent advertising, he 
said, no business can succeed. Mr. Dono- 
van added merchants in Rockland have 
opportunities to increase their business 
through calling attention to their goods 
and in handling nationally known mer- 
chandise. 


To Improve Industrial 
onditions 


Special committees from the Brockton 
Shoe Manufacturers’ Association and the 
Joint Shoe Council representing the Boot 
and Shoe Workers’ Union have held meet- 
ings during the past fortnight in the 
interests of industrial improvement in 
Brockton. The situation and the confer- 
ence was in every way harmonious; every- 
one being desirous of contributing toward 
the welfare of Brockton’s shoe industry. 


The committee from the Manufacturers’ 
Association includes Vice-President Chas. 
E. Moore of George E. Keith Company; 
Herbert L. Tinkham of W. L. Douglas 
Shoe Company; William E. Doyle of Wall, 
Doyle & Daly, Inc.; William A. Hogan of 
T. D. Barry Company and Perley G. Flint 
of Field & Flint Co. 


Prizes for Essays 


As an incentive to pupils of high schools 
in Brockton and surrounding towns to 
assist in bringing before the public the 
national hospital day on May 12, Lars 
Peterson, treasurer of the Brockton Co- 
operative Boot & Shoe Co., has offered 
$50 in gold to be awarded for three essays. 
Mr. Peterson offers three prizes, respec- 
tively $25, $15 and $10. Each essay will 
be read carefully and judged by Brockton 
men comprising the national hospital day 
committee. 


Making Trip to Large Cities 


C. S. Marshall of C. S. Marshall Com- 
pany, makers of ‘Marshall Made’’ men’s 
fine welts, has been making a short trip to 
Washington, Philadelphia, Baltimore and 
adjacent cities during the Easter season. 


Expert at Heel Shaving 


The fact that there are many expert 
shoeworkers in Brockton and vicinity en- 
gaged in various branches of shoe produc- 
tion, frequently is brought out in the 
news columns of local papers. Almost daily 
the name of a worker is mentioned to- 
gether with his record in his particular line. 
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Douglas and Crawford 
Shoes Nationally 
Advertised 


Names of several concerns in the 
Brockton district whose shoes are 
nationally advertised in magazines 
were mentioned in the Brockton de- 
partment last week. To these should 
be added W. L. Douglas Shoe Com- 
pany and Chas. A. Eaton, Shoe In- 
dustries. Both of these concerns use 
large space in magazines. Douglas 
shoes and Mr. Douglas’ features are 
familiar through many years of per- 
sistent publicity. Crawford shoes, 
made by Chas. A. Eaton Shoe In- 
dustries, enjoy wide-spread fame. 

Consistent use of space in several 
leading monthly publications is add- 
ing to the prestige of Crawford 
shoes and is building business for 
the future. 











One of the latest is William Archibald, 
who has been employed during the past 
eight years at the Regal shoe factory in 
Whitman. .He is an expert heel shaver 
with a record of turning out 170 dozen 
pairs of shoes in eight hours. Taking the 
rough heels as they come to him on the 
shoes his job is to smooth the heels and 
get them ready for finishing. 


A Fast Worker 


Ira E. Wright, a last puller and stamper 
at the factory of M. N. Arnold Shoe Com- 
pany, North Abington, is in the champion 
class at this work. Mr. Wright has been 
employed at the Arnold factory for 42 
years. His daily work is to remove the 
last from the shoe, also stamp on the sole, 
the firm name and make of the shoe. On 
part of the work he also stamps the shank. 
This requires at least two operations and 
frequently three. In the ordinary working 
day, Mr. Wright will average 1440 pairs 
of shoes calling for 6480 distinct opera- 
tions. His friends say that he ought to be 
quite speedy at these operations consider- 
ing the time he has put in, adding, there 
is no doubt he will put up new records as 
he gains experience. 





Sound Tone to 


Shoe Trade 


in the Birmingham Stores 


BIRMINGHAM—Commencing with 
the advent of April, buying in the retail 
shoe stores assumed a steadier note and as 
Easter gradually drew near trade in- 
creased in volume. The week ending 
April 19, the final shopping week, was 
very good. Both men and women bought 
generously. 


Guarantee Re-opens 


Complete remodeling and redecorating 
of the Guarantee Shoe Company has just 
been completed. The store held its formal 
opening on April 17th, presenting the new 
appearance and a $100,000 stock. 

Improvements to the store cost the 
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company approximately $20,000. The 
store has been departmentized and now 
furnishes a very complete service, with 
three departments: one for men, one for 
women, one for children. There is a shoe 
repair shop in the rear. Fixtures in all of 
the departments are of American walnut 
with a background of beige or light tan. 


Birmingham Retailers’ Asso- 
ciation Meets 


Members of the Birmingham Shoe 
Retailers’ Association recently entertained 
their employees at a dinner at the Tut- 
wiler Hotel. Practically every shoeman in 
Birmingham, Ensley and Bessemer, was 
present. Nearly two hundred people 
attended the banquet. 

An atmosphere of good fellowship pre- 
vailed throughout the program which was 


BOOT AND SHOE RECORDER 


of a special nature. T. J. Crittenden of 
Odum, Bowers and White was toast- 
master. Dr. George R. Stuart gave an 
address on ““The Soul of the Shoe.” 

H. S. Steele, of the All America Shoe 
Store, had charge of the program and the 
president of the association talked on the 
purpose of the social meeting between the 
employer and the employee. He told of the 
necessity for a friendly feeling between the 
employer and employee in order to pro- 
mote business and predicted that the 
meetings would be made a regular event 
in the Birmingham association. 

The musical program was furnished by 


Mes. R. P. McGowan, Mrs. W. H. Saun- -. 


ders, Lee Steele of the All America Shoe 
Store and his brother Hubert Steele. The 
attendance prize was awarded to the 
Guarantee Shoe Store which had 36 
members of its organization present. 





Customers Wait Chance to 
Buy Footwear in Buffalo 


BUFFALO—AII misgivings on the part 
of Buffalo’s retail shoe merchants as to 
whether the recent business improvement 
was a flash in the pan or of the substantial 
sort, were effectually dispelled during the 
week ending April 19. It will probably be 
recorded as one of the best Easter weeks in 
many years. 

Even the farsighted merchant who fore- 
saw brisk business with the approach of 
Eastertide, was hard pressed to wait upon 
the trade which crowded his store. The 
spectacle of customers waiting their turn 
to be served had not been seen here since 
the summer footwear was at its height, 
almost a year ago. 

Whereas the tendency during the quiet 
period and even since things began to im- 
prove has been toward satins and patents 
in their various novel effects, the brisk 
demand has brought a diversified demand 
and the colored novelties are having their 
inning. 

Colored Suedes Sell Freely 

Suedes, particularly, are enjoying an ex- 
ceptional degree of popularity with the 
browns and grays selling best, probably 
because the predominant tone in women’s 
dress this spring is brown. 

From present indications there will be 
no post-Easter slump in trade. In fact it 
should improve with the opening of the 
tourist and convention season as well as 
the inauguration of the outdoor sports 
season. Besides, hotels have been booked 
solid for the next few weeks by clubs and 
private dance parties. 


In New Location 


Eichenger and Traut, orthopedic foot- 
wear specialists, have moved: from~ the 


Childs Building, where they have. had 
offices since the first of the year, into a 
ground floor location at 412 Pearl Street, 
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near Chippewa Street. F. J. Eichenger has 
been in the shoe business for more than 
ten years and was formerly orthopedic 
specialist for K. W. Watters while his 
partner, E. J. Traut, has had 18 years’ 
experience in fitting shoes and was with 
the Walkover store before forming the 
present partnership. 


New Regal Store 


The Regal Shoe Company opened its 
new branch store at 366 Main Street on 
April 19, following the completion of alter- 
ations which have produced a pleasing 
effect. To compensate for the narrow store 
width, the entrance has been set back and 
a second window built behind that which 
abuts the sidewalk. It is the only window 
of its type in the city. The branch at 568 
Main Street will be discontinued when the 
lease expires on May 1. 





New Shoe Stores 


The Busch-Tombal Co., 118 No. Wash- 
ington Street, Green Bay, Wis. 

Huegel-Hyland Co., Madison, Wis. 

Marshville, N. C.—B. A. Hallman & 
Co., shoes, etc., recently commenced busi- 
ness. 





Black Patterns 


in Satins 


and Patents Very Strong 


ROCHESTER—The retail shoe trade 
in Rochester enjoyed a good pre-Easter 
week, and in spite of unfavorable weather, 
sales reached satisfactory proportions. The 
demand for black shoes in satin and patent 
that contrast with the popular light 
shades of hosiery was the outstanding 
feature of the women’s style situation. 
Next in popularity are strap or gore pat- 
terns carrying buckles of hammered 
brass or cut steel. 

In the men’s stores, light shades are 
gaining in popularity. In children’s foot- 
wear, patent leather strap pumps and 
sandals similar in pattern to the popular 
styles of women’s footwear are the big 
sellers. 


Features Black Shoes 


Cut-out and narrow strap patterns in 
black satin, black suede and patent 
leather will be the strongest style favor- 
ites in women’s footwear, according to 
Herman Freidell of the Culture Boot Shop, 
52 Clinton Avenue North. 


Buckle Patterns Active 
O. K. Johnson, of Wm. Eastwood & Son 
Co., says that there is a good demand for 
strap patterns with cut steel or hammered 
brass buckles. There is also an excellent de- 
mand for black shoes to be worn with light 


hosiery, and there has been some call for 
strap slippers in white kid, indicating, ac- 
cording to Mr. Johnson, that white kid 
will be a big seller for summer. 


Has New Samples 


Clayton Hultgren of D. Armstrong & 
Co., Rochester, left the factory recently to 
make his regular trip. Clayton covers the 
middle west including Chicago, St. Paul, 
Minneapolis, St. Louis and Kansas City. 


Colored Suedes 


A. J. VanArsdale, of the Walk-Over shoe 
store on Main Street East, looks for a good 
sale on colored suede shoes for post- 
Easter wear with the Easter suit in tan 
and gray shades, but he believes that the 
summer will see a trend toward black 
shoes with contrasting hosiery for wear 
with all sorts of summer costumes. 


To Make Wilson-Sewed Shoes 


Four more Rochester manufacturers 
have been granted licenses to make Wil- 
son-sewed shoes. The new __licensee- 
companies are: C. P. Ford & Co., Le-Hy 
Shoe Manufacturing Corporation, ani 
John, Kelley, Inc., of Rochester, and the 
neighboring Moore-Shafer .Manufacturin;: 
Company of Brockport, N. Y. 
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Shoes of Worth 


A. E. NETTLETON CO. 
Syracuse, N.Y., U.S. A. 
MEN'S FINE SHOES EXCLUSIVELY 
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| Men’s and Women’s Welts 


Address all Communications to the 
Factory at 
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Denver 

(Continued from page 85) 
regarded as an excellent showing in view of 
the financial depression that has affected 
the agricultural districts of the west and 
northwest for the last two years. These 
figures indicate that loss of deposits in 
Colorado has been lower in the past twelve 
months than in any other state in this 
section of the country. Basing their pre- 
dictions on that fact, retail shoe merchants 
in this city and in other sections of Colo- 
rado are looking forward to good business 
ahead during the coming months of the 
year. 


To Build Addition 


Following a conference last week be- 
tween Morton J. May of St. Louis, presi- 
dent of the May Campany, N. L. Lauby, 
manager of the May Company branch at 
Cleveland, and Alfred Triefus, manager of 
the Denver store, it was announced that 
additions to the present building at 
Sixteenth and Champa Streets would be 
built within the next two years at a cost of 
approximately $1,000,000. This store 
maintains a large retail shoe department 
and this department will be greatly en- 
larged when the addition to the store is 
made. 


Closing Out Sale 


F The Henning Shoe Store at 820 Fif- 
teenth Street, this city, is conducting a 
closing out sale of its large stock of shoes. 


- Advertising on Sport Page 


Joe Weiner, who operates a retail shoe 
store at 1018 Fifteenth Street, has been 
featuring his line of men’s shoes of late 
by taking advertising space on the sport- 
ing page of one of Denver’s newspapers. 


Foot Demonstration 


; The Lewis & Son Dry Goods company 
recently featured a foot comfort demon- 
stration in its shoe department. In charge 
of this demonstration was a man, who was 
specially trained in the Dr. Scholl method 
of foot correction. 


Light Suedes Selling 


The Broadhurst-Young company fea- 
tured the Caroline shoe for women in a 
new spring design. The shoe is in beige or 
light gray suede and is commanding a 
ready sale at the Broadhurst-Young store. 





Encouraging Report 
Bowling Green, Ky., April 23—R. G. 
Fonville of Fonville’s Bootery reports very 
favorable buying in women’s shoes since 
April 1. Warm weather, he reports, has 
stimulated the demand. 








Is At Your Service 
THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 














HENRY LILLY Co. 
88-90 Reade St. New York 
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BEST-BVER SLIPPER CO |. ine., BROOKLTN, N.Y. 








Satin, Felt and Leather 
Soft Sole Slippers 
For the entire family 


NEW ENGLAND SLIPPER CO. 
140 Green St., Worcester, Mass 











PARISTYLE FOOTWEAR MFG. CO., we 
41-45 Washington Ave. Brooklyn, N. ¥ 
HIGH GRADE MULES AND D’ORSA YS 


Made of Satin, Quilted Satin, Embossed 
Leather, Tinsel and le 
Prices from $23.00 per doz. up 








FLEXIBLE ae |, eh with the comfort 
of Turns 
WOMEN’S COMFORT FOOTWEAR 
MEN’S ROMEOS, EVERETS and OPERAS 


Sold only in case lots 
NORTHEASTERN SHOE CO., Inc. 
54 Auburn Street, Chelsea, Mass. 
Boston Office, 139 Lincoln Street, Room 212 











SLIPPERS ow. ys WOMEN 
and C DREN 

~—- and heuse 

Slippers in a wide 

variety of styles and 
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SATIN SLIPPERS 
noted for quality. 
FRANK H. PFEIFFER CO., Inc. 
24 Washington Square -1- Worcester, Mass. 
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Changes in Rice & Hutchins 
Retail Branches 


St. Louis, Mo. April 20—T. Garrison 
Morfit, president and general manager of 
the St. Louis branch of Rice & Hutchins, 
Inc., shoe manufacturers, recently re- 
signed and has been succeeded by W. T. 
Stephenson. 

For twenty years Mr. Stephenson has 
been associated closely with the shoe 
industry in the manufacturing and selling 
end, being associated with two of the 
largest concerns who make their head- 
quarters in St. Louis. Mr. Stephenson is a 
man of great executive ability and is a 
super-salesman. He took charge of the St. 
Louis branch on April Ist and is president 
and general manager. 

The Rice & Hutchins St. Louis Shoe 
Company’s headquarters for the past 
twenty-eight years were at 1025 Washing- 
ton avenue. It moved on April 1 to 1408 
Washington avenue, which was previously 
occupied by the A. S. Kreider concern. 

W. W. Willson recently resigned as 
general manager of the Signet Shoe 
Stores in New York city at the following 
locations: 150th street, and 3rd avenue; 
112 W. 125th street; 1345 Broadway; 137 
W. 42nd street; 6 East 14th street; 557 
Fulton Street, Brooklyn. 

Mr. Willson will confine his efforts to 
the All America Shoe Shops in Boston, 
and his place will be very ably filled by 
Harry Cantrowith, who for 20 years has 
been connected with the Philadelphia 
Shoe Co. (B. Kachinski) of San Francisco 
and Oakland, California. Mr. Cantrowith 
started with this concern at the foot of 
the ladder and in recent years has done 
the entire buying of the men’s, women’s 
and children’s shoes, rubbers and findings, 
for the three retail stores owned and 
operated by the Philadelphia Shoe Com- 


pany. 


Introduce Line in Novel 
Manner 


In order to introduce the airedale brand 
of shoes to a larger number of men, the 
Arenz Shoe Company of La Crosse, Wis., 
gave away ten airedale puppies which 
were of good stock and pedigreed. A dis- 
play advertisement in a local newspaper 
announced the offering and these in- 
terested were asked to call at the store. 


Things You May HaveMissed 
in Life 

Hearing “The Mikado,” the greatest of 
all comic operas, or “Pinafore,” or “Robin 
Hood.” 

Reading “Les Miserables,” the greatest 
of all novels; or “David Copperfield,” a 
close second; or ““The Three Musketeers,” 
the greatest of adventure novels. 

Seeing the Grand Canyon, the greatest 
of all natural wonders; or Niagara Falls. 











FASHION FOOTWEAR 


Women’s Fine Turns 


TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. 








Phillips Shee Co., Inc. 
Makers of 
Women’s Turn 
Slippers 
276 RIVER STREET 
Haverhill, 








Colcord & Walker, Inc. 
y Turn Footwear for Women 


HAVERHILL, MASS. 


Factory 34 DUNCAN ST. 
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SWOES & STOCKINGS 
FOR INFANTS ,CHILDREN 
AND YOUNG LADIES 
DR.A. POSNER SHOES, INC. 


140 W. BROA 








Soft Soles and Moccasins 


Ask your Jobber for our 
We DO NOT sell 
the retail trade. 


Newcomb-Anderson Shoe Co. 


KRUCHESTER, N.Y. 








“ELAM” 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 


. N.Y. 
Beston ‘omen 16 Columbia Street 








AShoe forBoys 
That Wears 


Marston & Tapley Co. 
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NEW VORE GFFICE S20 FIFTH Ave. 





Demand Dunbar Designs 


From Your Manufacturer 
AND BE ASSURED OF STYLE 
AND FITTING QUALITIES 
IN YOUR SHOES. 
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New Shoemaking Process 


Lynn, Mass.—It is reported here that 
A. E. Little, president of the Sorosis Shoe 
Co., plans to lease to other shoe manufac- 
turers the right to use his ““New Era” 
process of making shoes, on which he was 
recently granted patents. Also, it is re- 
ported that he has arranged with the 
United Shoe Machinery Co., to supply 
shoe manufacturers with such machinery 
as they may require for making shoes 
under license from him. 

This “New Era’”’ process provides for 
the production of tackless, lock stitch 
soles, light and flexible like turns, having 
two soles like welts, but no welting, and 
for the sewing of outsoles directly to in- 
soles. The machine pulls the lock stitch 
down flush with the insole, so that the shoe 
treads smooth to the foot. The shank may 
be sewed slim, and the edge trimmed close 
and slim, as in a turn shoe. 

The little factory with the new method 
is making 1,000 pairs of novelty and staple 
‘styles daily. 


About Shoe Folks 


John S. Kent, treasurer of M. A. 
Packard Co., was formerly mayor of 
Brockton. 

George D. Selby, president of the Selby 
Shoe Co., was in the sewing machine busi- 
ness in Portsmouth, Ohio, before becoming 
a shoe manufacturer over forty years ago. 

Ernest N. Park and Otis C. Brannock, of 
Park-Brannock Shoe Co., retailers, Syra- 
cuse, were retail shoe salesmen twenty-odd 
years ; 

Harold Volk, of Volk Bros. Co., Dallas, 
retailers, and a son of Leonard W. Volk, 
of that firm, is a graduate of Yale. 

Everett W. Bradley, of the Bradley 
Shoe Co., Haverhill, shoe manufacturers, 
is a Harvard man. He played quarterback 
on the great Harvard 1913 football team. 

Jacob Eiseman, Newport News dealer, 
has his store in the first business building 
erected in that Virginia city. 








Bragg’s New Store 


Durham, N. C., April 15—E. E. Bragg, 
proprietor of Bragg’s Boot & Hosiery 
Shop, recently opened a new store at 113 
Mangum street, The new store carries a 
complete line of men’s, women’s and 
children’s shoes and hosiery. Mr. Bragg 
intends to pay particular attention to the 
women’s hosiery department. He has 
enjoyed wide experience in retail shoe 
merchandising. 





Ferguson Sales Manager 

Pittsfield, N. H.—H. K. Gardiner of the 
H. K. Gardiner Company, manufacturers 
of turned footwear, has secured the serv- 
ices of E. C. G. Ferguson of Ferguson 
Brothers, Roxbury, Mass., who has taken 
an interest in the business and will act as 
sales manager. 
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Factory-Store Incor- 


g # WHERE TO BUY* porate 
Shoe Lynn, Mass.—Lovell’s Shoe Fac- 
tory Store was incorporated re- 
cently, with a capital of $100,000, 
by S. Irving Lovell, James D. Lovell 
Ria wg and Harold L. Lovell, all of Lynn. H®LLYwoop) 

cH 1e mark of The concern makes shoes in a x‘ HOSE | 
ae — caie $ machinery-equipped factory up- 9 arr allie é . 
stairs and retails them in a regular Let Your Jobber Carry Your Steck 

L. AL TERSON ¢ * CO. <Zaxt store on the street floor. It has a 

stock of lasts and patterns, made to Harrington & Waring 
a, 41 Union Sq. W. New York 
measurements of feet of its custom- 
ers. It has customers all the way 


cae A ogg | from Maine to California. But the J. R. BEATON COMPANY, Ine. 


Different Styles Hamm 
With Pat. 331 FOURTH AVE., NEW YORK 


G. 3: or biti Fe bac ere 8 EL bulk of its business is in Lynn and 
pr herp 2% ten days. Net 30 i na 
Rays F.O New York City. Besides making shoes to measure CHICAGO 


Delivery © . ? 
The Ht. L. ents Co. on custom orders, it also makes a BOSTON 
62 W. 16th St. regular stock of shoes for men and 


New York City boys 





162 W 54 . St New York City N.Y 
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Colored Hosiery Demand 


Philadelphia—Demand for colored ho- 
siery is keeping mills active at a time when 
they would ordinarily be idle. The demand 
of women for several pairs of stockings to 
match various gowns and moods is re- 


. sponsible for a run on colored stockings. 
BALLET SLIPPERS in Stock One large mill which makes silk goods re- 
Bench Made ports that four years ago it was making 

— ner aatur Tee - only four colors, though today it is making 
Sizes 6 child’s to 7 women’s 48, counting black and white. One of the 

I. MILLER & SONS, Inc. prominent downtown stores is featuring 
One Carlton Ave., Brooklyn N.Y. chiffon hosiery in dawn, beige, nude, gun 
metal, poudre blue, black, white, maize, 


* silver, buff, wingrey, blond, peach, amber, 
Professional Ballet natural, jack rabbit, illusion, blush, skin, 


Genuine Black Kid and rouzier. 


rue, Black and White 
in. Also two grades 


“ae Charles E. Harwood Is Dead 
= — oo. Charles E. Harwood, head of the Har- 
wood Companies of Lynn, died April 7, 
after a short sickness, aged 73 years. He ——— —EE 
was also president of the Lynn Safe = 
2 UN IVERSI TY 


Deposit & Trust Company, a director in 
several institutions and an ex-mayor of | ELECTRom PEF ou 
Lynn. 

He is survived by a son, Charles W. : mesa coe 
Harwood, his associate in business, two came 
daughters and grandchildren. 


Ernest D. Luedders Dead ATLANTIC PRINTING CO. 


Coldwater, Mich., April 17—Ernest D. Producers of Distinctive 
Luedders of Luedders’ Shoe Store, 46 Shoe Catalogues and 
West Chicago street, died here recently. Shoe Booklets 
BLOG SHOE FINDING Le In 1877 he entered the shoe business and 201 South Street Boston, Mass. 
147 Duane St., New York,'N.Y- for almost 50 years has been interested in Telephone, Beach 4960, 4961 
retail shoe merchandising as a shoe store 


DO YOU KNOW? operator. Two sons, Ernest and Clarence, Do You K ow? 


will carry on the business. 

The labor cost of producing a necktie is the aap he one tg wile 
only 10c. For every $100 paid for con- feature in ite quick service is a time 
structing an average building labor receives 
$36.99. saver in meeting immediate needs. 
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Salesmen Favor Seasonal Trips 


“Stop Continual Marathons’ Say They—June 15 to September “Home Factory Period”’ 
for Many—Alden, Walker & Wilde, Inc., Hold Big Get-Together 


various factories just prior to Eas- 
ter for conferences and fresh in- 
piration for end of season’s trips. From 
nany interviewed the consensus of opin- 
ion is that June 15 will finish their trips for 
spring and summer, and, in some cases, fall. 
They say that from June 15 to August 15, 
or the first of September, they will spend 
in planning their work for the’ coming 
winter and spring months. Salesmen visit- 
ing the national office report that seasonal 
trips meet with the approval of the manu- 
facturers, as well as their trade. The for- 
mer feel that a four-season program would 
be much more desirable from an economy 
standpoint and would be an important 
factor in a favorable decision on the in- 
creased compensation to salesmen, for 
which the latter have been earnestly striv- 
ing. Many of the retail shoe trade feel that 
they would like a “little vacation” dur- 
ing the summer months, and would much 
rather come into the markets to look at 
lines, or buy as needed. 


Vi ANY salesmen came back to their 


Continuous Trips Unpopular 


Salesmen state that the most of the 
retail shoe merchants are very much 
annoyed by the “endless chain” method 
of salesmen’s calls; that they would rather 
have a sharper line of demarcation be- 
tween the various seasons, so that they 
may have a chance to get rid of their 
spring and summer merchandisé before 
the fall and winter and in-between novel- 
ties are received. As it is, the retail trade 
wants to have an opportunity to devote 
its entire attention to the style stock 
in the store before considering different 
fashions. 

Traveling men interviewed say that the 
reason the market is flooded with so many 
cheap shoes is because of the over fre- 
quency of trips and buying of styles that 


are good today and bad tomorrow; that 
the frequency of trips increases traveling 
expenses and cost of production to an al- 
most unbearable burden. They feel that 
while four seasons for women’s shoe styles 
are desirable, that men’s styles can be sold 
more advantageously in two seasons, and 





H. C. NEWMAN 


Who covers Iowa, Missouri, Kansas and Ne- 
braska for Alden Walker § Wilde, Inc. 





that this program also applies to boys’, 
youths’ and little gents’ shoes. 
Attractive Lines 

Lines of men’s, women’s and children’s 
shoes inspected prior to salesmen leaving 
the Hub this week show very attractive 
patterns, with children’s lines looking more 
lik: mother’s and “dad’s” than ever. 


Three Big Sales Helps 


The Alden, Walker & Wilde, Inc., sales- 
men held a convention at the East Wey- 
mouth factory during the past week. Lines 
for the coming seasons were inspected and 
all salesmen left the first of this week, in a 
most enthusiastic frame of mind, for their 
respective territories. Among the inspiring 
sales talks was that of the new owner of 
the Alden, Walker & Wilde, Inc., business, 
Alfred L. Lincoln, who emphasized the 
fact that the men now had an in-stock 
proposition to talk about, a new feature 
shoe, and a good advertising campaign to 
back up their efforts. 

On Thursday night, April 17, at the 
Algonquin Club, Boston, a collation was 
served, after which an open forum was held, 
when Mr. Lincoln asked for the opinions 
of all of the salesmen on general conditions 
and the Alden, Walker & Wilde, Inc., line. 
Much constructive work resulted as the 
outcome of the week's “get-together.”’ All 
interviewed stated that they were looking 
forward to next season with much opti- 
mism, for they feel that they have in their 
in-stock proposition and other features 
something that is really tangible. 


Newman in Iowa 


Among those who made an immediate 
get-away after the convention was closed 
was H. C. Newman, who travels Iowa, 
Missouri, Kansas and Nebraska. Mr. New- 
man left on the 2.10 P.M. train from the 
Hub on Friday, April 18, headed straight 
for Iowa. Before leaving for his territory, 
Mr. Newman called at the Recorder office 
to report the tremendous interest all over 
the country in the Matrix shoes for men. 
Said Mr. Newman: “There is no reason 
why this, our new feature shoe, should not 
go over in a big way. They are not correc- 
tive shoes, but are built so that when a 
man puts his foot into the shoe, it is at 
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Our pictures portray the 
perfection of our line 




















“Decidedly Brockton Shoes” 


Tell their own story. 
Greater values and bigger money 
makers for merchants. 








See this one: 


Young men’s smart dress oxford. 

‘ Made of P & V 104 Lotus Calf. Bleached 
Calf full quarter lining. Nine iron back 
sole. Wingfoot rubber heel. 


PRICE $4.85 














BROCKTON SHOE MANUFACTURING CO. 


Daily Capacity 7000 pairs 
BROCKTON, MASS. 
Boston Office and Sales Department, 117 Lincoln Street 


Stock le Chicago, Ill. San Antonio, Texas 
5 N. Fourth St. Security Bldg. 801 Russell Bidg. 
Philadelphia, Pa. 
Portland, n Atlanta, Georgia 
Worcester Bldg. 238 Peachtree Arcade 


New York Office 
127 Duane St. 





LOTTO OO OV OVO WOO OV OV OVO OV OVO OOOO a; 














26, 1924 


April 26, 1924 


‘ 






















JOHN COWAN 
Who travels Oklahoma for the F. M. Hoyt Shoe Co. 





ice comfortable and natural, if properly 
‘itted in the retail shoe stores. With any- 
hing like a normal condition, we will all 
ave a splendid business. Already the 
rders we have had coming into the factory 
have kept us running right up to the min- 
ute. 


Brogues ‘Going Strong’ 


“In addition to our feature shoe, our 
regular line is going to be particularly 
strong this year in brogue effects, for 
which there seems to be a tremendous de- 
mand, in many perforations and pinkings. 
Light-colored tan seems to hold the stage 
right now. We are also showing a number 
of lightweight custom shoes — with their 
plain, graceful lines. We make an up-to- 
the-minute line of young men’s shoes, as 
well as a woman’s welt oxford—in fact, 
the most particular buyer can find in our 
line, shoes that will interest him at prices 
which are absolutely right.” 


Mosher Is Collins & Staples’ 
New York Representative 


E. Howard Mosher, head of the Mosher 
Shoe Company of New York, has been 
appointed New York representative for 
the Collins & Staples’ line of Haverhill, 
Mass. Mr. Mosher will cover all of New 
York and New Jersey, and the southern 
part of Connecticut. 

Mr. Mosher has made remarkable 
strides in the wholesale shoe business since 
he entered it about two years ago. Previ- 
ous to that he held an executive position 
with the Bedell Co., Cloak and Suit 
House, of New York, and was largely re- 
sponsible for the success of its. shoe de- 
partment. He has been conducting his 
own business in the New York market 
and will continue to do so. Said Mr. 
Mosher: “The Mosher Shoe Company 
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E. HOWARD MOSHER 


Head of the Mosher Shoe Company and New 
York representative of Collins ¢ Staples’ line 


carries a wide line of smart women’s novel- 
ties and staples, as well as house and bou- 
doir slippers. The Collins & Staples’ line is 
nationally known for its high quality and 
style value. It is an organization which 
has been in business for some years, and 
each year has shown steady advance. With 
a line of this character, Mr. Mosher will be 
able to show real values in novelty pat- 
terns to his many customers.” 


Alden, Walker & Wilde Sales- 
force 


Members of the Alden, Walker & Wilde 
Inc., salesforce and territories covered are 
as follows: H, H. Dickey, Virginia and 
West Virginia; H. E. Hutchinson, Pacific 
Coast, Colorado and Texas; R. A. Taylor, 
Texas; J. W. Ware, Tennessee, Mississippi, 
Alabama and Kentucky; R. L. Tomlinson, 
North and South Carolina, Georgia and 
Florida; A. J. Nyman, Michigan, Minne- 
sota, North and South Dakota; H. C. 
Newman, Iowa, Missouri, Kansas and 
Nebraska; T. J. McDonough, Indiana and 
Illinois; John H. Gillis, Pennsylvania and 
Ohio; W. M. McCarter, Pennsylvania, 
Maryland, Delaware and Washington, 
D. C.; Carl E. Sawyer, New England terri- 
tory and New York State; Harry Thall, 
New York City and New Jersey, and 
Frank R. Cahill, New York State, Ohio, 
Illinois and Indiana. 


Skinner Headed for Coast 


Edward W. Skinner left for the Pacific 
Coast on April 21, with the line of the 
Penn Shoe Co. of “The Quaker City.” 
“Ed” covers all the large cities from 
Atlanta to Los Angeles on out going trip, 
and returns via San Francisco, Seattle, 
Denver, St. Louis and Chicago. 

““Ed” states: ““My line of women’s high- 


EDWARD W. SKINNER 


Who covers’ all the y ~ tilies from Atlanta, 
Georgia, to the Pacific Coast for the Penn Shoe 
Company. 





grade turns shows a decided change in pat- 
terns this season. There is a strong tend- 
ency in my samples toward plain effects, 
which to my mind brings out real shoe- 
making and quality, both prime factors in 
the Penn Shoe Company’s product.” 


“Jack” Clark on Trip May 1 


The territory of J. C. (“Jack’’) Clark, 
whom we stated in our issue of April 19 
had joined the salesforce of the Sherwood 
Shoe Co., is Iowa, Nebraska and South 
Dakota (the main towns thereof). These 
were formerly covered by Gus Schaub, 
who is now style man, remaining at the 
factory most of the time. For the past 
six years. “Jack”’ covered Iowa for Lunn 
& Sweet, and prior to that was with the 
Florsheim Shoe Co. in Michigan, Wiscon- 
sin and Minnesota. “Jack”’ is a member of 
the Iowa Shoe Travelers’ Association, the 
Chicago Shoe Travelers’ Association. 
past President of the Iowa Shoe Travelers’ 
Association, and is known as an active 
worker in behalf of the boys and the shoe 
industry. 

“Jack” is spending about tendaysat the 
Sherwood factory and will start out for 
his territory about May 1. He writes that 
he is “showing one of the snappiest lines 
of pattern shoes on the road.”’ “This con- 
cern,” said he, “is making four sets of 
samples each year.” 


Walsh with Lape & Adler 


John A. Walsh, who formerly traveled 
for Lape & Adler, Columbus, has joined 
the salesforce of the McGovern Shoe 
Company. He is covering the territory 
of Alabama, Louisiana, Mississippi and 
Arkansas. 
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Right Style—Right Color 


In Popular-Priced Novelties 


The popularity of whites, Greys and Blacks for late Spring 
and Summer gives these four numbers a special appeal to 
careful merchandisers. Made the Johnson way — reliable : 
in every detail. 
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No. 104—Grey Kid Front Strap, 12/8 137—White Kid One Strap Sandal, 132 
covered wood heel, 130 last. last. 
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No. 115—Patent] Leather Apron Oxford, 
7/8 rubber heel, 133 last. 


JOHNSON BROS.SHOE MEG.CO. 


HALLOWELL,MAINE 
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Figenbaum with Roth 


\. M. Figenbaum has joined the sales- 
force of the Roth Shoe Manufacturing 
mpany. Mr. Figenbaum will cover the 
Northern Peninsula of Michigan and all 
| Wisconsin, Minnesota, North Dakota 
v.41 South Dakota. He formerly carried 
Val Duttenhofer line in this territory. 


McCusker with Diamond 


James D. McCusker, recently with 
‘Elwain; Hutchinson & Winch Com- 
vy, and prior to that time with the Cool- 
e Shoe Company, now represents the 
umond Shoe Company in eastern New 
rk State and part of New York. Mr. 
) cCusker is of the younger and energetic 
ve and particularly adapted for his 
ritory because of his acquaintance with 
trade and line. 


(‘win Cities’ Business Better 
George M. D. Posey of Minneapolis, 

‘The Radio Shoe Traveler,” who covers 
isconsin, Minnesota, Upper Michigan, 
d part of Illinois for Johnson Bros., 
ites that business in the Twin Cities has 
een very good during the past ten days 
nd that merchants are in a much better 
ood. 


Richard Reports Optimis- 
tically 


S. H. Richard, who travels for Craddock 
Terry Company, in Louisiana and Arkan- 
sas, writes that he expects 1924 to be his 
best year by a good gain. “Conditions in 
my territory are improving fast,” says Mr. 
Richards, “and I believe that retail mer- 
chants will enjoy a very prosperous busi- 
ness from now on to the end of the year, 
if prepared for the right kind of goods. 
The Craddock-Terry Co. has left nothing 
undone in order to improve the line in 
every way, and with the styles and prices 
which this line carries, 1 believe that our 
proposition merits any live merchant's 
careful consideration.” 

Prior to traveling for the Craddock- 
Terry Company, he covered part of his 
present territory for Albert H. Wein- 
brenner Co. 


Dickey in Northern Georgia 


V. Y. Dickey of Atlanta, who has been a 
house salesman for the past 10 years with 
the well-known wholesale shoe firm of 
Gramling, Spalding and Collinsworth, 
Inc., has been transferred to the road and 
will cover the territory for the company in 
the northern part of Georgia, according 
to an announcement in January by W. F. 
Spalding, vice-president of the company. 
Mr. Dickey is very well known to the 
retail shoe trade in the Southern field. He 

‘made his initial trip as a road salesman 
during the latter part of January. 
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JAMES SRAIL 


Of Cleseland, who has sold the Cahill Shoe 
pany's line for many years in his home 
city. Mr. Srail is one of the best known and most 
popular salesmen in this territory. His customers 
of many years amend look to him to s st = 
best st way dag =k 8 high-grade shoes. 

that been very successful alenens 
“Jimmie” has picked ‘em. 





Shoe Travelers Also Sell Tires 


A. E. Victor and P. J. Gallagher, sales- 
men for the H. C. Godman Company, 
Columbus, have opened a wholesale and 
retail distributing branch of the Lan- 
caster Cord Tire Company at 2015 Inger- 
sole Avenue, Des Moines, Ia., where they 
will be pleased to have the shoe boys call. 
Harry Armstrong will manage the business. 

Messrs. Victor and Gallagher will con- 
tinue to travel Iowa and Nebraska for the 
H. C. Godman Company. 


B. W. Moore with “Iron Clad’”’ 


Cooper Wells & Co., manufacturers of 
Iron Clad Hosiery, announce that B. W. 
Moore has joined their sales organization 
and will represent them in Louisiana. B. 
W. Moore, who is from Alexandria, La., 
is very well known to the trade in that 
State, having represented the “Buster 
Brown” Hosiery Mills in Louisiana for a 
number of years. 


Trench Covers Wisconsin for 
Lunn & Sweet Co. 


E. J. Trench has recently joined the 
salesforce of the Lunn & Sweet Company 
and covers Wisconsin for this house. 
Mr. Trench needs no introduction to the 
merchants in his territory, as he has been 
calling on them for some time, represent- 
ing the Central Shoe Company and prior 
to that was with the Portage Shoe Com- 
pany. He is now in his territory. He writes: 
“My trade is buying well on the up-to-the- 

»minute Lunn & Sweet lines for spring. 
The new Sweet Sally Lunn and Ye Olde 
Tyme Comfort lines represent real values.” 


105 


Thomas Homan Has Good 
Trip 
Thomas Homan, of The Homan-Hughes 
Company, is back from a selling trip to 
Pittsburgh. He booked a number of fine 
orders while away from Cincinnati. 


Webster and Haley Travel for 
Fowler 


G. E. Webster travels New England 
territory for the Fowler Shoe Company. 
Mr. Webster is the treasurer of this 
company, which started in business a 
couple .of years ago in Haverhill. They 
make a line of women’s high-grade turns. 
J. F. Haley, with headquarters at Oak- 
land, California, is Coast man for this 
house. 


Jacobson in Charge of Heil- 
brunn’s Boston Office 


A. Jacobson, for 13 years with J. Heil- 
brunn & Sons, wholesale shoes, of Roches- 
ter, N. Y., is now in charge of the new 
branch office of this concern at 143 Lin- 
coln Street, Boston, which had its opening 
day on April 14. Mr. Jacobson understands 
the Heilbrunn line from A. to Z; he started 
in with this house as a shipping clerk and 
worked his way up among the “top notch- 
ers’’ as a salesman. Mr. Jacobson carries 
attractive patterns in women’s, men’s, 
and children’s lines. 


Novelty Salesmen’s Roster 


Salesmen for the Novelty Shoe Com- 
pany and their territories are: Ralph 
Wolpa, Wisconsin; D. L. Parker, Iowa; 
Dave Morris, Illinois; Jack Walbenstein, 
Michigan and Ohio; J. H. Cowan, In- 
diana; J. F. Smith, Missouri and Kansas; 
in and around Chicago: Geo. R. Lauter- 
stein, Carl Greenfield, and Henry Naft; 
west coast, Guy C. Brister. 

Mr. Rosenstone, of the Novelty Shoe 
Company, is of the opinion that the spring 
volume of business will be exceptionally 


good. 


Johns with Val Duttenhofer 


B. M. Johns is now covering Ohio and a 
part of Indiana for the Val Duttenhofer 
Sons Company. Mr. Johns was formerly 
associated with the Dugan & Hudson 
Company, Rochester. He is well known in 
his territory. 


Good Eastern Business 


Ray Meyers, sales manager of the Voll- 
man-Lawrence Company, has just re- 
turned from an Eastern selling trip and 
reports that he has had excellent results. 


Work is impossible if one is not pre- 
pared for work. 
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Your Customers Time 


Lacing Lacing Hooks 


ave 


M dem Jime Savers 


“THE practical value of shoe lacing hooks is the real reason for their increasing 

use on all laced footwear of high quality. They save time and temper, and 

for that reason they make shoes easier to lace and more comfortable to wear. To 

show shoes with lacing hooks, to point out their many advantages to the cus- 

tomer, is to offer an item of selling service that is greatly appreciated by the 
r 


Majority of buyers. 
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SUEDE, SATIN and PATENT STRAPS 
IN STOCK 


At Popular Prices 
“EVANGELINE” and “AMERICAN BEAUTY” 


(Goodyear Welt) (Flexible McKay) 


No. 5872—Black Suede One Strap, Good- No. 5928—Black Suede Strap Sandal, 
year Welt, Military Rubber Heel. P Widths Flexible McKay, 9/8 Covered Heel. 
ow. “TP ee ae $4.00 ee eee ee $4.50 


No. 5870—Same Patent. Price... .$3.75 No. 5927—Same Patent. Price... .. .$4.25 





No. 5912—Black Suede One Strap, Black No. 5930—Black Satin One Strap, Black 

Kid Collar and Strap, Flexible McKay, Suede Collar and Strap, Flexible McKay, 
unior Louis Covered Heel. Widths C, ‘ Covered Cuban Heel. Widths B, C, 
WI 1a £ tek vic bales <b.butc dvd Gade $4.00 Peish & code h aesins-+ acd sss ethan $4.00 








MADE BY 


A. H. Berry Shoe Company 


186 Lincoln Street, Boston Portland, Maine 
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A SHOE LACE THAT OUTWEARS 
BY MONTHS ORDINARY LACES 
STAYS TIED AND NEVER Looxs| 
SHABBY. 





Why Buy Good Shoes 
With Inferior Laces? 


Gre that every order you send to your 
manufacturers carries the following: ‘‘Use 


CORDO-HYDE LACES in these shoes.”’ 





These Aristocrats of Shoe Laces are more than an 
extraordinarily strong lace—they are a mark of 
distinction to any shoe. 


“Seeing is Believing,” so allow us to send you a 
sample pair, with our compliments on your sagacity 
in looking into a good thing. 


[SHOE LACE DIVISION 


O. A. Miller Treeing Machine Co. 


Brockton, Mass. 
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The Bates Idea of GROUPS 


P | NHE underlying’ idea in producing Bates Shoes in “Groups” — 
which is another way of saying “Shoes for the Occasion” —is, of 


course, sales-stimulation. 


If you, the dealer, and we, the manufacturer, can, by offering appro- 
priate shoes for a// of men’s regular footwear uses, induce them to take 
care of their shoe needs bettér than they have done, you, we and they 
have certainly been benefited. 


The Bates Company 
believes whole-heartedly 
in this policy—and is fol- 
lowing it with conspicu- 
ous success. Bates dealers, 
in particular, are enjoy- 
ing the advantages of it. 
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Street Models 
IN STOCK 


OR street, office, and all general 
wear Stock No. 02135-B, for 

Men, is suitable and highly salable. 

Note especially its moderately round 

comfortable forepart with smart 

new tip-perforations. The uppers 

are of Pfister & Vogel’s best calf- 

skin; inner and outer soles and 

counter are of genuine Oak, 

and the shoe is top-grade 

throughout. It is made in 

B, C, and D widths and has : 

the Armor-tred Rubber . . _ sisi Ui tints he, 


Heel. e yt Last. Made of P. & V's. 
te, as No, 108 Tan Calf... .$4.60 
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We supply dealers with newspaper electrotypes for all 
in-stock styles. Ask for our Spring Portfolio, showing 
six special groups of Bates ‘‘Shoes for the Occasion.” 


A. J. BATES CO. 


WEBSTER - - MASSACHUSETTS 
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MASTERPIECES BY THIE 


WA CITE Y SHOE CO., Inc 
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WY “GASTONE” 
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If there is one thing in which the Mackey organization may be said to excel in the fashioning of style footwear, 
it is in the application of embroidery. 


Only after countless hours of study and experimenting on the subject, have we perfected this idea of em- 
broidering shoes to the point where it is both practical and highly artistic to the feminine eye. Right now 
there is a stronger demand than ever for this type of shoe. It is one that will go well for Fall selling. 


“Gastone,"’ pictured above in brown satin, is a typical example of what we can produce in the way of these 
embroidered patterns. Your customers, who want something a little out of the ordinary, will appreciate this shoe- 





Mackey Save ComPany i orccesrann 


Office « 
Sales =4 482-500 Driggs Avenue 


$26 Marbridge Bldg. = 
New York The Work! urns Towa an these Brookiyn MasterIurns eS Ee: 
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Hand-to- 


‘Most Leather Buying on 
Mouth Basis 


High Lights of the Week 


Growing popularity of light shades 
of tan Russia calf for women’s shoes, 
in keeping with wearing of suits by 
women. 








(HAT IS BEING Some improve- 
;OUGHT ment is noted in 
he call for light leather for women’s 
hoes. Lighter shades of tan are being 
iken for men’s shoes. 

Leather purchased is still bought on 
he hand-to-mouth basis. Even the 
ger shoe menufacturers prefer to buy 
lose to their needs, especially on 
idical colors and shades, which are 
able to quick change. 

Patent leather is selling with the 


SOLE There is little change in 

_ LEATHER the sole leather situation. 
Prices are on the same basis as in recent 
weeks, and tanners are still operating 
at considerably below normal. 


UPPER Right before Easter was 
LEATHER not a time to expect a 
large leather business, but trading on 
the whole showed up about as well as 
in preceding weeks. While tanners are, 
as a rule, operating at lower capacity 
than used to be the case at this time of 


Increasing demand for light tan 
shades also for men’s shoes. 

General demand for leather is no 
slower than it has been, and the mar- 
ket, if anything, is showing improve- 


ame popularity of the past few months, 
ithough the medium grades sell better 
ian the top. Prices continue on the 
same basis. 
White kid is selling better than for 


ment. 


strong. 





Tanners are now adhering firmly to" 
prices and market is fundamentally 


year, it is because they do not propose 
to overproduce and overload the mar- 
ket. Kid tanners report that they are 
making more white leather in response” 
to the demand. Calf tanners of the 








-veral seasons past, and there is like- 
vise a good call for the better tannages 
of white calf. 

Sport leathers, elk and grain are in fair request. 


SUEDE While the demand has been rather quiet for some 
LEATHERS weeks, tanners look for a better call later in the 
spring. There is already a fair demand for white buck. Colored 
buck is not moving so well: The export demand for suede calf in 
fancy colors is proportionately better than the domestic call. 


CALF The demand is best for the smooth finishes of the 
LEATHERS standard tannages in colors. Light weights for 
women’s light welt shoes are selling better. Tan shades are most 
popular, and lighter tans for men’s shoes. A fair call continues for 
the fancy Chinese colors in the choice tannages. Prices are on the 
same basis. Top selections of colored chrome calf bring from 44 
to 48c per foot; medium selections from 38 to 40c. Suede calf is 
quotable at 50 to 60c per foot for top selections. Lower grades of 
smooth finished calf bring from 25 to 30c, according to quality. 


SIDE UPPER Side upper request depends on locality, as in 
LEATHERS _ some sections and on some grades shoe manu- 
facturers are fairly busy, while some on the other hand are operat- 
ing below normal, and buy in smaller lots. Smooth finishes of 
chrome colored sides are moving well in the aggregate, at prices 
ranging from 24 to 28c per foot. For average lines, however, buy- 
ers want leather at around 20 to 22c. The heavy grains bring up 
to 30c. Elk and sport leathers run from 30 to 42c.. Boarded side, 
veal and kip leathers are taken in fair amounts. Some new 
finishes of kip are selling at from 40 to 44c per foot. 


KID Colored kid showed the most improvement the 
LEATHERS past week. White kid is in good call in the choice 
tannages. Prices range from 60 to 75c for standard top selections, 
and even higher for the choicest. Black kid also is improving in 
call. Medium grades are quoted at from 40 to 55c per foot, and 
lower grades downward according to quality. 


PATENT ‘Tanners and japanners of .patent are busy, and 
LEATHER sales continue in good volume. Medium grades are 
still the best sellers, and a larger call is needed on top selections to 
equalize the market. Prices show ~relatively no change, top 
grades of chrome patent sides bringing 38 to 42c, and patent kip 
12 to 45c. Patent colt and patent kid are in fair call, the former 
quoted at 55 to 65c per foot for top grades, and the latter 65 to 75c. 
Colored patent is in good request for children’s shoes. 


better grades are also making more 
light tan, smooth finished calf in 
keeping with demand. Both of these calls indicate a new interest 
developing, which, with the demand for all other fancy colors 
helps to renew confidence during a dull period. The large demand 
for patent leather is also an encouraging factor. On the whole, the 
outlook for leather is brighter. 


Comparative Leather Prices 
Upper Leather (Price per foot, cenis) 
Year Ago 
...55¢ @ 65c 
45c @ 48c 
30c @ 35c 
.28¢ @ 30c 
26c @ 28c 
. .35¢ @ 48c 


Today 
55c @ 60c 
44c @ 48c 
30c @ 38c 
24c @ 28c 
22c @ 26c 
34c @ 44c 
34c @ 42c 
60c @ 75c 
35c @ 50c 
36c @ 42c 
55c @ 65¢ 
65c @ 75¢ 


Calf, suede, top grade........... 
Calf, smooth, colors, top grade 
Calf, medium 

Side upper leather, colors........... 
Side upper leather, black 

NRE I 5 doo «0:0. aciginisa-as carton 
ie oc, OTs 
Kid top selection colors..............70¢ @ 85c 
Kid, medium.......................40e @ 55c 
Patent chrome sides.................40¢ @ 45c 
of ae 
Patent kid... .......................650 @ Oe 


SOLE LEATHER 
(Price per pound, cents) 


Union sole, No. 1 
Oak backs, No. 1 





Officers Promoted 


Boston, Mass.—The A. C. Lawrence Leather Company has 
announced the following changes: 

Charles P. Kelley, general superintendent of the company’s 
factories at Peabody, Mass., has been elected a vice-president of 
the National Leather Company. He has been promoted to the 
position of general superintendent of the factories of the National 
Leather Company, which is the holding company of the A. C. 
Lawrence and other companies. 

Eric McCausland has been appointed superintendent of the 
Lawrence factories, to succeed Mr. Kelley. 

H. C. Little has been appointed assistant superintendent of the 
A. C. Lawrence factories. 

William J. Tetslaff has been appointed superintendent of the 
chrome hide tanning department. 
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THIS REX MODEL 


No. 692 
Black Calf Derby 
Oxford 
A-B, 7-11 C-D, 5-11 


No. 691—Same Style 
in Brown Calf 


No. 690—Same Style 
in Cherry Red Calf 


No. 525—Same Style 
in Brown Calf 


No. 526—Same Style 
in Black Calf 


is featured in our Saturday Eve- 
ning Post advertisements and all 
styles mentioned are 


NOW IN STOCK 


This Rex model is a splendid fitter. 


You will notice we back up our 
statement by featuring five styles 
on it. As these styles are now 
being nationally advertised we 
suggest you mail or wire your 


order today 
and 


keep the Saturday Evening Post 
advertisements prominently dis- 
played on your windows, so that 
the men in your town will know 
that you have the agency for 


THe 


SHOE 
M. A. PACKARD COMPANY 


Brockton, Massachusetts 


April 26, 1924 


EL ALEXANDRIA 


S. L. ROOT, Manager 


250 WEST 103rd STREET NEW YORK CITY 
Between Central Park and Hudson River. 


————— ] 


= 


Without question the 
coolest location 
the city 


5° 


Subway express sta- 
tion at door, elevated 


two blocks away. 


u 


Special attention giv- 
en to ladies traveling 
alone. 








Exceptional Restau- 
| rant at very moderate 
prices 








SINGLE ROOM WITH PRIVATE BATH 
$3.00 AND UP 


DOUBLE ROOM WITH PRIVATE BATH 
$4.00 AND UP 


Other suites in proportion. Also a few desirable un- 
furnished apartments on yearly lease. 
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APPROVED BY 
MEDICAL MEN 


Ao 0 ctasdy euppest Sur the aniiies of 


and as a fully venti- 

ted shoe, the Ventilated Foot 
Developer is . Well known 
surgeons 


Make yout stock of 
children'’sshoes 
WENTILATION® complete by sending 
er loday. 
Brockton 2133 
for immediate action. 
BURKLEY 
SHOE Co. 
1156 No. Main Street 
Brockton, Mass. 








GROPING IN THE DARK 


Time was when the purchase of advertising space was 
a “blind groping in the dark.’’ Advertisers had no means 
of checking a publisher’s statement of circulation and 
often these figures were unreliable. 

In six years the Audit Bureau of Circulations has 
solved this perplexing problem. By a systematic analysis 
of distribution and methods this organization is able to 
supply just the data an advertiser needs. The darkness 
is dispelled and the bright light of verified facts takes its 

lace. Space buyers no longer find it necessary to grope 
in the dark. 

There are no dark spots in the Boot and Shoe Recorder 




















circulation. Our records are audited by the Audit Bureau 
of Circulations. 
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BEACON 
SHOES 


You will find it worth while to feature BEACON SHOES because 
they are Leaders for Style, and you can always purchase these 
Style Leaders from stock 


Ziv- 





5 
0a 


a = 
& 8 


= 2 @ 
“8 § 
a. 4 














Men’s Style No. 335 
Black Kaffor Calf Oxford. C and D 
widths. Price $4.65 
Also Style No. 267 Tony Red Calf 
Oxford. C. and D widths. Price. . . $4.80 
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Men’s Welts 
EN 
les of 
venti- 
| Foot 
k of 33 
odie | il Women’s No. 7509 
ms : Patent Leather, Elsie, One strap, 14-8 
if: Cuban heel. Rubber Toplift. A, B, C 
: : and D widths. Price 
- : 
[ass. 
———J Women’s Welts 
F. M. HOYT SHOE COMPANY | 
MANCHESTER - - NEW HAMPSHIRE 
fas 
ins 
nd 
1a8 
sis 
to 
css 
its 
ype 
der 
= Dealer Influence is secured thru advertising in the Boot anid Shoe Recorder. 
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One of Our Newest [urn Patterns 
for Spring 


Shown here in patent leather, 
and representing a style which 
combines novelty and practic- 
ability. Why not ask us con- 
cerning this pattern and other 


SY 
t 
; 
: 
: 
; 
; 
Z 
“ADELE” 
: 
z 
; 
: 


shoes in our line? 


Made on four weeks’ delivery 
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UNBURDEN YOUR MIND OF STOCK LIABILITIES 


EASY TO REDUCE! RISKS AND INCREASE PROFITS 
SELLING ARNOLD GLOVE-GRIP IN-STOCK STYLES 


Arnold Glove-Grip Shoes satisfy every customer- 
demand. 


There are styles for every occasion. There are 
leathers to suit all tastes. There are sizes AAAAA/ 
AAA to B/D. A most diversified stock, in a 
known, valued, and much-wanted line, can be car- 
ried on a minimum investment. 


Why carry a little of one line and a little of an- 
other line, registering no big sale on any line, 


when you can make the most profitable turn- 
over on the Nationally advertised and Nation- 
ally sold Arnold Glove-Grip line? 


A customer who has experienced Glove-Grip 
Comfort, stays sold. The Glove-Grip feature is 
patented and cannot be had in any other line, so 
you’re well protected. 


You’ll find it pleasurable as well as profitable to 
sell Arnold’s Glove-Grip Shoes. 





SEND FOR 





IN-STOCK STYLE CATALOGUE 








THE TRIM-ARCH, COMBINATION LAST 


Model S-713. The Trim-Arch, Arnold’s Glove-Grip, Two-Strap, Tobasco 
Brown Kid. Perforated Imitation Tip. In Stock, Sizes AAAAA/AAA 4-9, 


AAAA/AA, AAA/A and AA/B 3-9, A/C and B/D 2%-8...... 
Model S-715 as above in Genuine Glazed Kangaroo 


M. N. ARNOLD SHOE COMPANY 
FACTORY -- NORTH ABINGTON, MASS. 


Narrow Shank—Upper 
attached to sole at out- 
side. 
BOSTON OFFICE 
10 High Street 


ice $6.90 
Price, $6.65 


Footprint of normal 
foot. Glove Grip Inner- 
sole conforms to shape 
of foot. Upper leather is 
drawn under arch and 


NEW YORK OFFICE 
supports the foot. } 


127 Duane Street 
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GLOVE-GRIP SHOES 
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Properly 
Constructed 


Quality 
Materials 


Perfect 
Fit 
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Rangeley Moccasins 


A SPECIAL FOR GOLF 


The true moccasin construction is especially suited to the require- 
ments of golf. The vamp continues clear under the foot; there is no 
inner sole, no welt, no bottom filler; and consequently the moccasin 
is light in weight, flexible, has a permanently uniform bearing for the 
foot. These qualities secure freedom of foot action and continuous 


comfort to the wearer. 


Our Rangely Moccasin No. 610 is made from a full grain Brown Elk 
Leather which is and always remains soft, flexible and comfortable. 
It has leather-lined quarter, flexible oak midsole, and LaTex Outer 


Sole. 


Like all Rangeley Moccasins it hugs the ankle and fits close at the 
shank and instep.—The first patent for a shank-fitting moccasin 
was issued to us in 1911.—Of course it is Bass Quality. 


In Stock 


G. H. BASS. & CO. 3s Wilton, Maine: 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Give Our “Boys” The Glad Hand 


THEY CARRY GOOD NEWS FOR YOU 





The following men are out with our new line of men’s 
slippers, the most complete produced’ in years. Also 
women's turn shoes plain and beaded effects, in very 
modish patterns. In all these shoes is the style and 
quality for which the Goodrich Name is Famous. 


FRANK W. LORD 


INDIANA, ILLINOIS, MISSOURI, ARKANSAS, 
OKLAHOMA 


CLARENCE W. TERRY 


CHICAGO, NORTH AND SOUTH DAKOTA, MICHIGAN, WISCONSIN, 
IOWA, MINNESOTA, NEBRASKA 


FRANK M. COLBURN 
VIRGINIA, KENTUCKY AND SOUTHERN STATES TO TEXAS 


JAMES E. STEVENS 


NEW YORK CITY AND STATE, OHIO, PENNSYLVANIA, 
MARYLAND, DELAWARE, NEW JERSEY, CONNECTICUT AND — 
WESTERN MASSACHUSETTS 


J. W. KURTZMAN 
PACIFIC COAST 


The business which you entrust to the care of these 
men will receive the attention of a factory producing } 
turn footwear of the most desirable and dependable 
character. Every last has proved its merits. Patterns 
are in. perfect accord with fashion’s requirements. 
Leathers are the best that the market affords. 


WAIT FOR THE GOODRICH LINE 
THE RIGHT LINE FOR RAPID RETAILING 


HAZEN B. GOODRICH CO. 


Creators of Fine Fashions in Turn Footwear 


HAVERHILL : - MASS. 
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BOSTON: 183 Essex Street 
GEO. J. LOVELY 
GEO. W. MANSON, JR. 
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The Dalton Company, Inc. ost avidee Bading 


Makers of Fine Shoes 
Ot os cans 


April 26, 192% 
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IN STOCK FOR IMMEDIATE DELIVERY 


Stock No. 565 


Johnnie Walker Last 
Imported Tan Oxford 
Single Sole 
Wingfoot Heel 


$5.50 
A to D wide 


NEW YORK 


FUNUUGTUTUOUCOTENTUENSTENE ED esegeegeeeereyereserereres 


OTe el elt a 


MASS. 


209 S. egee St. 
ee nansto 





PECKS OF QUALITY 


IN 
THE PECK SHOE 
STYLES THAT SELL 


MODEL No. 880 
RIGHT UP TO THE MINUTE 


No. 880__Leather Sole, Gallun’s No. 23 Light Col- 
ored Aztec Calf Cap Cees, Blind Eyelets, Calf 


Lining. Price .. ....$5.85 
STYLES St archieo nh Slee 


OTE ER AT Hee 0 \J 
IN No. 841__ amy Sole, Gallun’s No. 3 ‘2 Va pte 


Col rd. Brass E lf Lined 
et Sites cad Widthe B S11 C Bi 


STOCK No. 848Grep Sole, Coffee Eli Cube Oxford. 
ky pcb ane izes and Arimncsed B é11, ) oases 


F REDERICK ‘Ss. PECK 
40 Thomas Street 
WORCESTER, MASS. 











ASK YOURSELF 
THESE QUESTIONS 


If you want the maximum of advertising 
results, ask yourself these questions when 
selecting mediums: 
What is the evidence of READER 
INTEREST? 
Is the paper essential to its field? 
Is reader interest proved by volun- 
tary paid subscriptions? 
Are the paid subscriptions audited 
bythe Audit Bureauof Circulation? 
(Twelve Thousand “Boot and 
Shoe Recorder’ paid subscrib- 
ers are audited by the Audit 
Bureau of Circulation.) 
Is the character of the paper veri- 
fied by the Associated Business 
Papers, Inc.? 





(The character of the “Boot and 
Shoe Recorder” is verified by 
the Associated Business Papers, 
Inc., of which it is a member 
publication.) 
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Recorder rates for space less than one-eighth page per 


13 times 26 times 52 times 


issue: 

1 time 7 times 
Bi cas soses $5.00 $4.00 $3.50 
Sine cad ¥s's 10.00 8.00 7.00 
i ree 15.00 12.00 10.50 
ee 20.00 16.00 14.00 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


eos WANTED—Four cents 
Minimum amount accepted, seventy-five 
advertisements, seven cents per insertion. 
mum amount accepted, $1.25. ‘Ade under this heading will be received 
up to noon on Tuesday of week of publication date. When advertisers 


$3.00 $2.50 answers to come in care of this office, twelve words must be 
6.00 5.00 allowed in each advertisement for address. advertisers desire 
9.00 7.50 replies forwarded direct to their address, each word of the address 
~ . must be counted in the advertisement and paid for accordingly. Answers 
12.00 10.00 to ads must be sent under letter postage. 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


word for each insertion. 
yor For other  -% 

















SALESMEN WANTED 


SALESMEN WANTED 





SALESMEN WANTED 











Ss! )E SALESMAN to take over and develop 
stablished turn Ba welt business, Jersey, 
Per »sylvania, Ohio, and New York. Present busi- 
nes. over $125,000. Only one with actual experience 
in this seer Lloyd Shoe Co., 281 State St., 
Br klyn, N 





Tr you are a live-wire salesman and a constant 
orker traveling Ohio by automobile and would 

like to add a snappy line of growing girls’, misses’, 
anc children’s in-stock welts to your present line, 
we ‘ould like to hear from you with full particu- 
= 1s to ur experience. Address E-777, care 
Boo! and shoe Recorder, 207 South St., Boston, 





T E leading factory in Cincinnati manufacturing 
\elts, Turns and McKays, desires a first class 
salesman with established business in GEORGIA, 
FLURIDA and ALABAMA. One who has had 
experience with a factory line to retail from $6.00 
to $10.00. 6% Commission Basis. Expenses 
advanced. Address E-778, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 





fran gen np wire salesmen of the au setter 

pe to carry about fifty samples of Novelty 

he rs S made by old and established house. 7% 
commission basis payable weekly or monthly. 
Goods are in stock for immediate delivery. All states 
now open. For particulars write E-779, care Boot 
and Shoe Recorder, 207 South Street, Boston, Mass. 


GAL .ESMEN WANTED—With established trade 
for Michigan and n Wisconsin. Also 
Ohio, Indiana and Texas to sell our line of misses’, 
children’s and infants’ Goodyear turn shoes and 
sandals on commission. Can be sold with other 
non-conflicting lines. Address with references. The 
Rehr Shoe Co., Orwigsburg, Pa 








THE BOARDMAN SHOE CO. has 
several o i in the West and 
Middle est tee experienced sales- 
men, with established trade, to sell 
women’s novelties and staples in stock, 
on straight commission. Give full de- 
tails and references in first letter. Ad- 
dress 564 Atlantic Ave., Boston, Mass. 








Several salesmen to sell in case lots our 
line of flexible McKay, men’s slippers, 
retailing at $2.50 to $3.50. Desirable for 
men located in the larger centers. Lib- 
eral commission. Give all information 
in first letter. Address Prouty-Daniels 
Co., Everett, Mass. 











ulars, giving references. 


OKLAHOMA, KANSAS, IOWA, LOUISIANA 


MINNESOTA, WISCONSIN 


mt experienced salesmen to cover t the above territ 
online’ ‘UNION STAMP WORK SHOES in Blucher, Outing an 


NORTH a SHOE FACTORY 


on commission. We make 
Moulder. Write for partic- 


Pa. 











GALESMEN for a real snappy condensed specialty 
line branded ladies silk hosiery. Sold with a 
gene to the Dry Goods, Shoes and Specialt 

hops throughout the country. Easily carri 
State territory covering and line now handling. 
Address E-765, care Boot and Shoe Recorder, 207 
South Street, Boston. Mass. 


SS. = to carry as side line three 

Boudoir, One Strap, and a One Strap 

Two Bu Button, Black Kid Goodyear Turn Shoes. 

ee —;, for the right man; shoes sell on sight. 

Address E-766, care Boot and Shoe Recorder, 207 
South Street. Boston .Mass. 


ALESMEN — Producers, calling on _ shoe, 

department store trade, better class, take 
popular priced side line, felt, quilted satin house 
slippers; 7% commission; good territories — 
wonderful opportunity, if interested, work fas 
write E-767, care ~~ 5 and Shoe Recorder, 27 
Duane St., New York. N. Y. 


ANTED—Salesmen han shoe os sabber 
line to handle our sheep et , ing 
side line commission in New York, sinia, Went 
Virginia, Pennsylvania, Indiana, ‘Illinois, M ichigan, 
Wisconsin, lowa, Li commission. The Brown 
Warner Mfg. Co., Franklin, Ohio. 














WANTED 

An experienced shoe salesman to sell 
our high-grade line of men’s and 
ladies’ shoes in Texas. Our men’s line 
made in Goodyear Welts only, repre- 
sents up-to-date lasts and eee 
our ladies’ line consists of new 

covered heels, and standard, st tisk 
boy ranging in price from "$4. 


We are well-established Western 
manufacturers, and want to connect 
with a reliable, r ib] 
tive. Preference will be given to one 

who has an established “Lastnene in 
this territory. J. H. Murra apy. 4 represent- 
ing the factory, will be at the Adolphus 
Hotel, Dallas, April 26 and 27, for 
interview. 





GALESMAN WANTED—For N. Y. State and 
another in western Pennsylvania, on commission 
for the largest Novelty ladies shoe jobbers in the 
East. Vincent, 38 Heminway St., Boston. 


IDE LINE SALESMEN to sell my new direct to 

consummer gents Plan to Merchants— 
Nothing like it ever. offered before—Every Mer- 
chant interested. Harry Cool, Boston Block, 
Minneapolis, Minn. 


ALESMAN—Men's in-stock dress and service 
shoes, men’s and women’s leather slippers. 
Strictly commission basis. Northern Ohio, Indiana, 
ae Western Michigan, and other territory 
randau Shoe Co., Detroit. Mich. 


ALESMEN WANTED—To carry Manufac- 
turer’s line of Children’s Stitchdowns. Exclusive 
e-line. Wisconsin, lowa, Illinois, Indiana, and 
Michigan. Pride Shoe Company, 1627 Locust 
Street. St. Louis, Missouri. 


Wal tates salesmen with non- 
conflicting line feature six snappy men’s 
dress styles, Ay Write stating present line 
and territory. Address E-752, care Boot and 

Shoe Recorder, 207 South Street, Boston, Mass. 

















Manufacturer of flexible McKay and 
stitchdown men’s slip; eras, consisting 
of Romeos, Everetts an ras—about 
10 P retailing at $2.50 to $3.50, 
wants resident sal in the larger 
cities throughout the country. Sold i 
case lots only, at 7 per cent cuantaihen 
sion. Address E-769, care Boot and 
Shoe Recorder, 207 South Street, Bos- 
ton, Mass. 

















Wanted—Active salesman to show as a 
side --4 some 20 styles of welt, arch 
t, wide ankles, ox- 
fords pode straps. Quick selling. Per- 
manent trade can be built up. All in- 
stock. 8 per cent commission. Refer- 








ences absolutely y- rN Y 





Whitmore Company, Syr . We 























BIG VOLUME FOR 
SIDE-LINE MEN 


Twenty samples of the best selling 
proposition in spring heel children’s 
shoes—all in stock. Special features 
and lusive sales arg ts insure 
easy sales. Sideline men with estab- 
lished trade wanted in évery state on 
commission basis. State territory cov- 
ered and give full particulars. Address 
E-770, care Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 

















WANTED—Salesmen iraveling in 

IOWA 

NEBRASKA 

TENNESSEE 

ALABAMA 

GEORGIA 

FLORIDA 
with established trade to sell an unusu- 
ally strong line of women’s novelty 
slippers on commission basis. Every 
style carried in-stock, $4.00; $7.00 re- 
tailers. Can be carried in connection 
with another non-conflicting line. 
Give full details. E-768, Boot & Shoe 
Recorder, 207 South St., Boston, Mass. 











PRODUCING SALESMEN 


There A ao Bg mm pe 
money m. ge, wa’ ‘or uc 
salesmen in New York City, N.Y. State, 
States of New Jersey, Vicginia, Mary- 
land, North Carolina, South Carolina, 
Kentucky, Tennessee, Indiana, Ohio 
and Texas with a : ee of yh quality 
Milwaukee made stitchdowns for chil- 
dren, and growing girls. 

Can be carried as a regular line— 
and money made; eran a line. One 
sample case. Straight 7 per cent 
om 6 pments oe antl commissions paid 


every month. It is a real chance for real 
shoe salesmen. Write at once. 

Address E-740, care Boot and Shoe Re- 
eaten, 189 West Madison St., Chicago, 
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SALESMEN WANTED 





TO LET 


TO LET 





ALESMAN—We have a real opportunity for a 

wide awake, thoroughly experienced salesman sm 

with establi trade in Philadelphia and vicinity. 

line consists up-to-the-minute novelties 

vs eg Monarch Shoe Co., 79 Reade St., New 
ork, N. Y. 


SIDELINE Gorenrasese —Hard en. 
sistent producers a popular 
children’s stitchdowns and 





bers ¥ commission 
plan. Write today. Wobst Shoe Company, Mil- 
waukee, Wis. 





POSITION WANTED 


HOE BUYER and MANAGER—An able 

executive who knows how to manipulate for 
volume in medium and better grade footwear, with 
quick turnover of stock, desires to connect with live 
concern. Address E-771, care Boot and Shoe Re- 
corder, 207 South Street, Boston, Mass. 








ANAGER and BUYER for shoe depatrment, 

Man 38 years’ old no floater, a man with a 
family, 17 years with a large department store, 
knows how to merchandise to advantage can 
furnish very best references, a business builder. 
Address E-772, care Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 





N retail store as assistant buyer and salesman. 

Seven years’ experience. Age 25. Single. Gentile. 
Graduate of National school of Orthopraxy. 
Desires connection with a progressive firm. Re- 
ferences. Address E-773, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 





HELP WANTED 


Winpbow TRIMMERS WANTED to sell win- 
dow display fixtures on commission basis. 
Artistic Wood Turning Work, 511 N. Halsted St., 
Chicago, Ii. 








BUSINESS OPPORTUNITY 








Partner wanted with $25,000 to invest 
im a growing shoe factory, making 
men’s popular-priced dress welts. The 
cheapest labor cost in the United States. 
Opportunity of a lifetime. Address 
E-761, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 

















Remarkable Opportunity 





IN 


small profits. 


ment with— 





EAST ORANGE, N. J.—100% location, modern 
store 20 x 80, two large show windows; October 
lst: reasonable rent. Bugge, 569 Main St., East 
Orange 





FOR LEASE 





LINE WANTED 


GALESMAN— Wishes saggy 3 live line, New 

York City and vicinity. Men's women’s or 
children’s. Good following. Fifteen years’ experi- 

ence. Excellent references. Address K-640, care 
ee and Shoe Recorder, 127 Duane St., New 
ork. 








D2 YOU WANT A PRODUCER? | am open 
for a line of Ladies’ or Men's popular price 
shoes. Have covered Pennsylvania, Ohio and New 
York states for the past 18 years. A hustler and a 
producer. Only a real live line considered. State 
your ition in first letter in detail. Would 
consider other territories. Address E-774, 
care Boot and Shoe Recorder, 207 South Street, 
Boston, Mass. 





FOR RENT 


HOE department in popular- ready-to- 
wear store. Best location front, city of 
70,000. Do volume business | i 





CHATSWORTH. ILLINOIS, a live town in the 
corn belt, offers fine opening for a live shoe 
store. No shoe store within sixteen miles. New and 
modern building, can be | reasonably. Come, 
look town over, or write Rosenboom Brothers, 
Chatsworth, Ii. 





FOR LEASE 

Established 100 per cent located stores in 
the following cities will lease ample first 
floor space for a volume shoe department, 
on a strictly peveamtane basis. lumbus, 
Ohio; Duluth, Minn.; Nashville, Tenn.; 
Quincy, Il.; Superior, Wis.; Muncie, Ind. 
Live operators looking for a profitable out- 
let for their merchandise will communi- 
cate with E. D. Weber & Co., 317 W. Quincy 
St., Chicago, Il. 











for live wide-awake, responsible 
shoe merchant to sublet large 
and attractive 


SHOE DEPARTMENT 


mammoth clothing 
store for men and boys 
44 East 14th Street 


(Extending from 14th to 13th Street) 


Here is an extraordinary opportunity for the right Shoe Retailer to secure 
highly desirable space for shoe department in “GEORGES” new store 


(doing a volume of business at the rate of three million dollars a year). 


Only those considered who are prepared to conduct such a department 
in keeping with the GEORGES policy of large volume, rapid turnover and 


Must be financially responsible. Will sublet this department based on 
percentage of sales and guarantee. Further details may be had by appoint- 


George F. Sultzbach 


15 West 34th St., New York City 


FOR SALE 


GHOE store for sale in Atlantic City, N. J., hand- 
ling high-grade merchandise, g reason for 
selling. In one of the best locations on main strect. 
Answer, care Boot and Shoe Recorder, 1420 
Widener Building, Philadelphia, Pa., Bex P-26. 








FOR SALE 

Well established up-to-date shoe store 
including high grade line of ladies’, 
misses,’ children’s and boys’ shoes. 
Good location on upper Broadway, 
New York. Good opportunity, estab- 
lished seven years. Want to sell at once. 
Address E-776, care Boot and Shoe Re- 
corder, 127 Duane Street, New York. 











TURNED SHOE FACTORY FOR SALE 


Newly and fully equipped. L ted one 
hour from Boston. In center of plenty 
high-grade turned and McKay o - 
tors, i Very ical caer 
ices and overhead. Capacity 20 cases. 
p to date in every way. Address E-775, 
care Boot and Shoe Recorder, 207 South 
Street, Boston, Mass. 














FOR SALE 





LE—Enxclusive shoe store in oil district 

x -—N Best loration, wr front, and 

i of lar; ties in state. going si- 

resent manager would, consider buy. in 

‘ ; party. tion wri , care 

wtp Shos Recorder er. 207 South St., Boston, 
Mass. 





No matter what policy you mey 
pursue in selling to the shoe trade. 
nevertheless, you need the 
Boot and Shoe Recorder 

All the Time 
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tetice in Larger Sales 


New York—The firm of Degen-Lipp, 
has increased the size of its display space 
in the New York sales department. Up to 
now, the house has occupied Room 607 in 
the \larbridge Building, but has just made 
a change to Suite 628 in the same building. 
Thi: is on the same floor, but enables them 
to have three distinct offices and sales 
roors. There will always be some one in 
charge of the New York sales room, and 
during the buying season, three of the 
out:ide salesmen, George H. Gardiner, 
A. |. Preagle, and Sam Neiderberger, will 
be in attendance. 





Shoeman Marries 


New York, April 23—Leonard Fried- 
man of the specialty house of B. Friedman 
of this city, one of the most widely known 
men of the wholesale field in New York, 
was married on April 17 to Miss Madelin 
Urin, daughter of a well known New York 
business man. Mr. and Mrs. Friedman 
sailed on the “‘Berengaria’’ and will remain 
seven or eight weeks in Europe. 





WANTED TO PURCHASE 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 snqsowar, NEW YORK, N 
LOW sEILERS 
wie { SUR SURPLUS STOCKS CAS a 
ENTIRE STOCKS 


Bargains in shoes al Rand Se ~ 
ars: me te L— tJ on lor spec 








CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request. 


Kalter Cerf. Mercantile Co., Inc. 


591 Broadway, New York City 
Phone Spring 5160-5161-5162 








CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 
622-624 Broadway, New York, N, Y, 
Phone Spring 1443 








We buy and h p pony 
for retail 3. oon oy es shoes or > 
other Sickeadinn Oe Gussthy no °S= 


oe ee ae 
Bank and mercan reference 


BROOKLYN PURCHASING SYNDICATE 
. Proprietor 


FRANK W. 
610 er ny Brooklyn 
Phone Stagg 1757 








HIGHEST CASH PRICES PAID 

for entire shoe stocks. We y your 
surplus or slow sellers. Quantities no object. 
Retail or wholesale. Short term La taken 
off your hands. babe or us. 

spondence confidential. Es' 1890. 

MAX CLAUBERG 

.,, 313 Church Street, New Rg City 

e also purchase comes. furnishing 
coods, ete. Pane, Cae, 8764-5802 
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PROPOSALS 


Proposals for Indian Supplies 
the om ice of Indian Affairs, 
D. , March 25, 1924. 


“Proposal for Hardware’’ (or other class of ire 
as the case may be) and addressed to the =_ 
missioner of Indian Affairs, 310 Elm Street, 
Louis, Mo.,” will be received until 10 o’clock A. M 
on each of the following dates and on the class of 
supplies ae. and then opened: Shoes, over- 
shoes, etc., May 14, 1924; Hardware, May 29, 1924; 
furniture, etc., May 27, 1924; Harness, leather, etc., 
May 23, ag ; Tinware, Stoves, etc., May 26, 1924: 
+ pa ints, oils, May 21, 1924; Medical su plies, 

ay 19, 1924: arbi e, etc., May 29, 1924. Sched- 
ules covering all necessary information for bidders 
will be furnished upon application to the Indian 
Office, Washington, dD. Cc. ak ag o* S. Indian Ware- 
houses at Chicago, St. Louis and San Francisco. 
The Department reserves the right to reject any or 
all bids or any part of any bid, and to post tentative 
awards promptly, subject to correction. CHAS. H. 
BURK KE. Commissioner. 
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Nitremore’s 2s 


SHOE POLISHES ARE SUPERIOR 


THE RIGHT POLISH AT THE RIGHT TIME 
AT THE RIGHT PRICE. THREE SPECIALTIES} 
FOR RIGHT NOW RETAILING. 








R be ofl a | Black, Brown, Neutral 
ee wee Cm for all kid and all 
beauty of nappy He a smooth leather foot- 
~ = — = a wear. The Neutral will 
Cabin, Hazel Brown The most Satietogenty Sane for Sytoms Leather. Saves Ponca ~~ spot 
. . it Th ; actory for fancy col- 
Autumn Brown, and the leather an Sa ack and brilliant ored leathers. Tremen- 
Top Notch White Cleaner, Albo, Shuclean, Cleanall. — all year-round 
If Unable to Obtain Them Through Jobbers, Notify Us 


WHITTEMORE BROS. ( superiat Shee Polish Since 18882) CAMBRIDGE, MASS. 





all popular colors. A 
fast seller. 



































Real Profits in S ae 


Outdoor Footwear 


The HUNKIDORI line is complete and made right. The 
quality and workmanship is worthy of the highest sort of 
comparison with lines of this kind—and customers quickly 
see the value and appreciate their wearing qualities. 


No. A 684—Men’s 16-inch Select Chocolate Chrome. Pac. Hand Sewed 

Vamp, Single Sole Welt, Solid Leather. Price .. $9.25 

No. A 683—12-inch Top. Price................ccecececeseeees $7.75 
Stocked D and E width. 

No. C 689—Men’s 16-inch Chocolate Chrome. Pac. Hand Sewed Double 

Vamps, Two Full Soles. Goodyear Welt, two rows. Solid Leather. 


$8.25 
No. C 688—Men’s 12-inch T: | epee Seyerpetiesitees $7.00 
Stocked EE width, 


The HAND MADE SHOE CO. 
CHIPPEWA FALLS WISCONSIN 
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THE SEASON’S BEST SELLERS 


BLACKS 


B4214—Patent Leather - Ter Turn, 13/8 
Cuban covered heel. B and $3.90 
B4215—As illustrated. ~v k Ooze Cc alf. p 
and C $3.90 

ei As illustrated Ww hite Kid. Band 


anni -As “illustrated. Light Rusia Calf. 
Band C.. $3.90 


B4560—Patent Leather Turn, 16/8 full cov- 
ered Spanish heel. A to C. $5.00 
B4561—As illuscrated. Pagent Leather, 13/8 
Cuban covered heel. A to C $4.75 
B4562—As illustrated. White Kid, 16/8 2S 
covered Spanish heel. A to C $5. 
B4563—As wet White Kid, 13/8 Cuban 
covered heel. A to € $4.7 


B4725—Patent Leather Loop S en 
turn, 6/8 leather heel. C width 


B4726—As illustrated. Black Vici Kid. C width, 


$3.00 
B4727—-As illustrated. All Gray Airedale and 
White Buck. C width $3.25 
B4730—All White Kid, also Red, Greon”an 

Blue Kid. C width $3.34 


§9 LINCOLN ST. BOS 


The largest line of 
fastest selling shoe 
novelties in America. 
As usual, Rogers has 
the “live ones” first. 
Patterns especially 
adapted to the new 
shades of hosiery. 
Every one a “wrap- 
up” and 


FOR IMMEDIATE 
DELIVERY 


Terms: 
2% 10 days, Net 30 
F. 0. B. Boston 


Order without delay 
while our stock is 
complete. 


25c. less in 36 pair 
lots. 


Note—References required 
on new accounls. 


TON 


WHITES 


B4662— Patent Legghas Imitation Turn, 8/8 
covered heel. A to C $4.50 


 appesiies illustrated. All White Kid. A to 
$4.50 


B4748—Patent Leather Imitation Turn, 8/8 
leather heel, rubber toplift. C width 15 
B4749—-As illustrated. Gray Buck. C —_, 


w 


B4740—Patent Imitation Turn. B to C. . $3.35 


B4741—As illustrated. Airedale ‘Buck, Field 
Mouse Kid Saddle and Strap. B and C. .$3.60 
B4742—As illustrated. Gray Buck, Gray ae 
Saddle and Strap. B and C $3.60 


B4743—As illustrated. All White, Blue, ee 
and Green Kid. B and C 


40E CO. } 


E Co. 


PACIFIC COAST BRANCH, 135 BUSH STREET, SAN mammal” 








B4750—As illustrated. Airedale Buck. C 
idth - $3. 50 
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HIGH GRADE TURN. SHOES 
TO RETAIL FROM $7.50 to $10 


VERY BEST UPPER MATERIALS 
KID LININGS 
SILK FITTED 
BEST FINE SOLES 
GRAIN LEATHER COUNTERS 


STEEL REINFORCED LEATHER 
SHANKS 








ie eb Neb 


=, 


Shoes containing these best of basic 
materials are put through our factory on 
a volume basis. 


The result is shoes that reflect all the 
style requirements, shoes that stand up, 
shoes that fit and give satisfaction. 





WAS 





Ours is the flexible turn shoe that can be 
j sold to that customer who is complaining 
) about paying the long prices. 
y They are shoes that will uphold the rep- 
\S utation of your store. 








< 


F: & Ys Shoe Company 


Seabilack. N. HL 














Boston New York Chicago 
215 Essex Street Marbridge Bldg., Room 433 Chicago Bidg., Room 810 
Address all correspondence to the factory 
SALESMEN 
I Pacific Coast—Geo. R. Rule New York—Frank Harris Southern States—Ernest and Harry White 


New England—Louis Bonin Chicago District—Frank Parker Eastern States—Frank Law 
‘ Middle States—Chas. Reedholm 


















Published every week and Shoe Recorder Publishing Co-, 207 Sous St., Boston, Mass. Entered as second-c , 
a Apellfis, 1922, a0 the Post Office WFD Dh dm of Congress of March 23, 1879. Subscription price, $5.00 per year. Printed in U.S.A 
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Well-dressed women _  every- 
where are selecting Creighton 
Fashionable Footwear with the 
same pleasure they anticipate 
in the wearing of it. 
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WREIGHTON models sell 

and sell and keepon selling.” 

| The proof of this is not the 

fact that merchants know it 

and’say it. The proof is one of the 
largest and best equipped factories 
in America, working steadily to keep 
up with the demand. That's visible 
testimony you cannot argue away. 


And you can cap it with a second 
visible proof—our big, busy In-Stock 
Service—rushing them up from the 
rear to the firing line. 


Yes, there are lively turnovers in 
following the Creighton Line. 


A. M. CREIGHTON 


Lynn :: :: Massachusetts 


























White Royal Kid 
*“AERIO" 
Flexible Sewed—14/8 Spanish Heel 
Widths A—C 


PRICE, $5.15 


No. 320 
Sunset Russia Calf 
“BARBARA” 
Flexible Sewed—13/8 Covered Heel 
, Sasa 


PRICE, $4.35 
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Start Planning Now — for 
Vacation Selling Time! 


There’s a TONY leather 


for every vacation occasion 


For Golf and Sport there's For semidress and street 


C wear there’s TONY TAN and 
TONS CAN ad Dh Se a oe 


Cresco— a leather that $ water- and distinguished in color—com- 
proof and yet that will take and f able and serviceable in the 


retain a high polish. extreme. 


For evening and informal wear when a 


dress shoe is not required--TONY BLACK. 


To avoid disappointment, order TONY Leathers in 


your vacation shoes now. 


TONY CALF LEATHERS 


Reg. U. S. Pat. Of. 


RED TAN BROWN BLACK 














CREESE & COOK COMPANY 


Gn Fa GS TANNERIES 
95 SOUTH ST., BOSTON Vv Gol RS | DANVERSPORT, MASS. 


P. A. HENRY & CO. co [SAMUEL WOLFENSTEIN 
706 Broadway, Cincinnati, O. aa Ae 39 SPRUCE STREET 
Leather Trades Bldg., St. Louis, Mo. DE Kus NEW YORK CITY 
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CHERRY LOTUS 
CALF 


$4.50 





26X 


IN STOCK 


B-C-D Widths 


It’s Turnover That Makes You Money 


You will get it with 26X. A quick selling, popular priced spring 
style. Built on the Varsity, one of the season’s best lasts. Plump 
single sole. Wingfoot heel. At $7 you make 35% profit. Order 
sizes from Stock just as you need them. Get a Quick Turnover 
and Make More Money. 




















MARION SHOE CO. 
MARION, INDIANA 
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Shoes by I. MILLER 3 
SONS, 1 Carlton Ave., 
Brooklyn, N. Y. Mace 
of Vode Kid color 51 
FAWN. Quarter lining 
of same. 


























Weespecially recom- 
mend colors 170 
ORIENTAL PEARL 
and 51 FAWN to- 
gether with color 50 
WHITE for summer 
wear. 





























Shoes by I, MILLER & 
SONS, 1 Carlton Ave., 
Brooklyn, N. Y. Made 
of Vode Kid color 170 
Oriental Pearl with 
Patent trimming. Quarter 
lining of color 170. 



































Do Your Shoes Say “Buy Me?” 


Vode Kid. Colors impart a life, richness and warmth to shoes 
that invite the customer. 


And that invitation most often makes the difference between 
a sale won or lost. 


Many shoe merchants have discovered the difference between 
VODE attractiveness and shoes that are “‘color weak.”’ 


Ask for VODE in your next order, and you, too, will become 
a VODE enthusiast. 


“Vode Kid Colors Now Selling Most Freely Are— 


Color 17 AIREDALE Golor 70 JACK RABBIT Color 55 FAWN 
Color 170 ORIENTAL PEARL Color 50 WHITE Color 112 APRICOT 


Of the More (olor ful Shades, These Are the Most 


Favored— 


Color 46 RED Color rgo0 LIGHT BLUE 
Color 546 LACQUER . Color 340 CLOISONNE BLUE 
Color 6s YU CHI GREEN 


A decided finishing touch to the shoe—quarter linings 
of GRAY, WHITE, and FAWN shades of “Vode Kid. 


The Standard Kid Co. 


209 South Street, Boston, Mass. 


Branch Offices Agencies 
Chicago Cincinnati 
N “- ork a "Y Los Angeles St. Louis 
70 North ath St Montreal Rochester 
re) ree ' 
Philadelphia, Pa. and . eyed ae 
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We published the 


following ayear ago 


CONFIDENCE CONFIDENCE that the reputation and 

; a financial standing of the Last Manufac- 

Mutually satisfactory relations turer enables him to stand back of his 
between Shoe Manufacturer product. 


and Last Manufacturer are 
based on CONFIDENCE. CONFIDENCE that the Last Manufac- 


turer cannot only deliver lasts conform- 

CONFIDENCE that an organization with ing to the dictates of Fashion, but also 

national sources of information can read- that shoes made upon his Lasts may be 
ily anticipate and interpret the ‘““‘Whims depended upon to fit. 


veshnin CONFIDENCE that the Lasts when re- 
CONFIDENCE that the Last Manufac- ceived will be uniform, and have a high 

turer has a sufficiently broad organization standard of quality. 

to intelligently co-operate with the manu- 

facturer in the selection of styles. And Last, But Not Least, 


CONFIDENCE that, when styles are once CONFIDENCE that the Shoe 
adopted, the Last Manufacturer can Manufacturer will be protected 
and will make deliveries. in his exclusive styles. 





Now we have 
this to add 


CONFIDENCE that the conscientious maker of 

lasts will not hesitate to tell his customer when | 
it is practical to have his present lasts remod- 

eled, and when he should buy new lasts. 





United Last Company 


Headquarters — Boston, Mass. 

TEN FACTORIES SEVEN SHOW ROOMS 
BROCKTON ROCHESTER BOSTON 
NEWARK HAVERHILL 212 Keses Se. 
LYNN AUBURN 
CHICAGO _ ST. LOUIS 
NEW YORK MILWAUKEE 


NEW YORK 
1402 Bush Terminal Bldg. 
CINCINNATI 
803 Sycamore St. 
ST. LOUIS 
Adv. Bidg., Rm. 303 
CHICAGO 
Affiliated Company eae tha 902 
United Last Company, Ltd. 31 Arch St. 
Montreal MILWAUKEE 
with Branch Office at Toronto 216 Metropolitan Bldg. 
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Style and Worth 


Our line of Modish McKays embodies the two essential 


elements of style and worth. 


Infinite care in the selection of lasts, patterns, finish and 
materials have contributed that element of style and 
degree of worth which the customer recognizes ,as vital 
factors for quick and profitable turnover. 


QUALITY Shoes—Popularly PRICED. 


Have you seen them? 


BROPHY BROS. SHOE CO. 


SCUTH BOSTON, MASS. 


BOSTON SALESROOM NEW YORK SALESROOM 
89 BEDFORD ST. 755 MARBRIDGE BLDG. 

















ZO aS LEZ 
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PILOWIAIR CIILY IKIID 


Beauly Brown 


G HOE fashion experts tell us this 

Scherer origination is just the 
new brown shade they have been 
hoping for. 


Only your own hands and eyes can 
give you a just appreciation . of 


BEAUTY BROWN. 


Ithas allthat warmth of color, deli- 
cacy of texture and richness of tone 
that critical shoe men expect from 


Scherer’s Kid. 


Oscar Scherer & Bro., Inc. 


Originators of and leaders in Fancy Color Kid 


29 Spruce St., New York 
Factory at Ni oan N. F. 
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FIGs ECD CSPIVUCTFIUG 























Three Styles LE a These Shoes 
that have LG. ~ present a 
the correct y em splendid 
degree of os << combination 
smartness PES of smart 

to attract ——— style, real 


women who —_— value and 


admire see £0 thins $4.25 workmanship 
. Women’ arter, 7 
fashionable whisp eait ball ancy, ens’ sueup dkipoms maial which makes 
McKay sole, Sheik last, one inch white ivory mili- ° 
footwear tary heel with rubber lite them rapid 
- sellers 























$4.75 
Net 30 days 
4 Code Word “Polar” 
i buck quarter and vamp, B 449-A 
Rosita bn gol cundel, imitation collar, tip and t 30 Days 
a. Women’s all white | kid, double instep strap, one 


lace stay, Sapeeere, last, mee sole, 13-inch 
covered jpanish Lou’ vy strap Dulcy sandal, McKay sole, Savery last, 134 


inch covered Cuban 
AAS tw8 


4% 
4 
3% 











to 
to 
to 





Stock Catalogue 


Utz & Dunn Co, 


Rochester 


DENVER OFFICE NEW YORK OFFICE LOS ANGELES OFFICE 
218 Charles Bldg., Denver, Colo. Bush Terminal Sales Building 709 Forrester Building 
TIGER & McNUTT 130-132 West 42nd St., Room 1521 Los Angeles, Cal. 
8S. A. McOMBER, Representative G. C. McATEE, Representative 
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SUEDE CALF. P & V Black Suede Calf is undeniably established ‘and universally 


accepted as the best Black Suede Calf on the market today. 

This leather carries the same fine characteristics that are found{in the well-known Lotus 

and Velours leathers, originated by P&V. It has a fine, velvety nap, nice feel, good tensile 

strength, and a black that is a real black. It will be appreciated by those who seek comfort 

and beauty. 

Specify leathers that carry the P & V trademark, and you are assured of getting the 
finest and best for your footwear. Write for sample cuttings. 
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Late Models in Attractive Patterns 


Made from Foerderer’s Colored 
Vici Kid. 


Three high colors: Blue, Green and 
Red Kid as well as Gray Silver Suede. 


Order Now for Summer Selling 


No. 144—Foerderer’s Vici Blue Kid No. 156—Foerderer’s Vici Red Kid 
Patsy One Strap, Cut-Out Vamp and Kiki Sandal, Cut-Out on Saddle and 
Quarter, Single Sole, Military Wood Quarter, 8-8 Wood Covered Heel, Single 
Covered Heel, Newport Last. AA to C. Sole, Belmont Last. AA to C. 

IE atesctvinbscerveicrcscncensuslinhuinsiextiontelee SI <itbnencisdl eaticiiniceewipstinatintedepialiiensienes $4.85 


No. 142—Same in Green Kid. No. 157—Same in Blue Kid. 
No. 143—Same in Red Kid. No. 158—Same in Green Kid. 
No. 139—Same in Silver Suede. No. 159—Same in Silver Suede. 





CATALOG OF WHITE GOODS 
SENT ON REQUEST 





THOMSON-CROOKER SHOE CO. 


18-26 STATION STREET 
BOSTON $3 $3 $3 MASS. 
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Mr. George Miller 


I. MILLER & SONS, Inc. 
BROOKLYN, N. Y. 


“*JUDGE IT BY ITS USERS’’ 
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Open Letter 


To GEORGE MILLER 


Dear Mr. Miller: 


You ought to know what constitutes good upper leather, and we think 
you do. 


Your experience is that of a merchant as well as a manufacturer, and 
you, therefore, have a first-hand contact with what the wearers as well as 
the sellers of Miller Shoes require and appreciate in shoe leather. 


Then, too, your well-known success as an originator of novelty styles 
qualifies you as an expert judge of color—for color is often half the strength 


of the style. 


We take it, therefore, as a striking compliment to NEW CASTLE 
Colored Kid that the name of I. Miller & Sons, Inc., appears in such sub- 
stantial terms upon our books. 


Sincerely yours, 


NEW CASTLE LEATHER CoO., INC. 
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HROME process was developed and 
made practical in Philadelphia, Penn- 
sylvania, U.S. A. Due to its superior quality 
and merits, it has revolutionized tanning 
throughout the world. Foreigners came ere 
to acquaint themselves with this new art of 
tanning. 


The American tanner is the developer of 
the high standards of present day leathers. 
No foreign made leathers excel in merit 
those produced in America. No better shoes 
can be made than those made of American 
leathers. Any demand for foreign leathers is 
a mere fad. 
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CHIPPENDALE 


That Richly Aged Shade 
of Old Mahogany 


VERY shoeman knows the im- 
portance of that Service which 
comes with securing a Brown Kid 
that shows the least variation in 
shoe after shoe year after year. 


The large number of shoe 
retailers and manufacturing 
establishments who have adopted 
Chippendale as their standard 


Brown Kid and held to it for a 


long period is the most striking 
proof of how Chippendale fills the 
requirements of this Service. 


It is the deep penetration of 
color that causes it to retain its 
attractive appearance while giving 
its Shoe Service to the wearer. 
Chippendale is drum colored 
through and through and yields 


three shades,—dark, medium. 


dark, and medium,—all close 
imitations of old mahogany. 


Now'that Brown Kid has been 
definitely advanced as a leading 
color. in. vogue for next fall and 
winter, we urge you to test for 
yourself how well qualified Chip- 
pendale is to give your shoes that 
depth of color and quality which 
makes customers remember it with 
satisfaction and pleasure when 
they order again. 


You can have no better example 
of why it pays to ‘‘Standardize on 
Evans Brands’’ than to have the 
next Brown Kid shoes you order 
made of Chippendale. 


John R. Evans & Company 
CAMDEN, NEW JERSEY 
(Branches in All. Principal Shoe Centers) 
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Soles are 
The Original re a is ma 


Remains the Best = a #0. e Rajah Soe 
by any whi nol bear il 


F a better crepe sole than RAJAH had ever been 

produced, the name RAJAH would have been soon 
forgotten, instead of being as it is --- the first name on 
the lips when crepe soles are mentioned. 


The original RAJAH has never been changed---no 
imitation has yet appeared to equal or surpass RAJAH. 


The steady, healthy increase of RAJAH sales---the 
loyalty of our original customers---tell us plainly that 
the usual rule applies to RAJAH. --- The original is 
rarely, if ever, equalled by the follower. 


ALFRED HALE RUBBER CO. 
ATLANTIC, MASS. 


Established 1837 


RAJ? 


‘REG.U.S. 


‘PRINGE 
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° National Magazine Advertising 


& Local Newspaper Advertising 


Window and Store Display 


Booklets 


Exclusive 
Franchise 


A WINNING HAND 


— if the Right Man Holds it 


And so the question is—“‘Who 
is the right man?” 

He’s the one man in the town 
who has made money selling 
shoes by today’s way of selling them 
—or who knows that money is 
made that way and is determined 
to try it. 

He has seen how profits go 
vanishing when a retailer carries 
too heavy a load—like carrying rigid 
arch shoes to meet one customer's 
demand and flexible shoes for the 
next woman who comes along. 

He can see how one line of 
shoes, both rigid and flexible— 


could meet two demands and 
bring the extra profit that comes 
with concentration on one line. 

He knows, too, that women, 
old and young, pretty and plain, 
all want style. . . even in correc- 
tive shoes. 

He knows all this . . . and he 
wants to profit by that knowledge. 

He can. . . with Johansen 
Feeture-Arch Shoes. 

He can build a volume that no 
one can take away from him—the 
kind of established trade his banker 
will approve. Ordinary depres- 
sions will pass him by. He can 


build up business and hold down 
overhead in such a way that before 
he knows it, he will be living ina 
better house and driving a finer car. 

There’s nothing fanciful about 
this—it’s being done every day. 

National pe heorsrt is telling 
millions about the line. There are 
newspaper advertisements, win- 
dow displays, booklets, all free 
to each merchant and all able to 
bring people to his store. 

There’s more to be told than 
this page can hold. A post card 
to us now may swell your income 
tax next year. 


JOHANSEN BROS. SHOE COMPANY 





SAINT LOUIS, MISSOURI 


‘They Have Made Fashion Comfortable 


OHANSEN 


FEETURE ARCH SHOES 


WITH THE EEETURE-FIT HEEL 
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WALL, STREETER & DOYLE COMPANY 


NORTH ADAMS, MASSACHUSETTS 








BLACKS 
In Stock Now 


Stock No. 43 


B, cS D Widths Gun Metal Calf 


Stock No. 46 6- 1 0 Sizes White Goodyear Stitch 
Black Boarded Calf ADELPHIA LAST (Frencn) 


HAIG LAST Swagger Foxed Pattern 
B, C, and D Widths 1924 Model for Young Men 
B, C, and D Widths 


$4.60 Net 
$4.60 Net 


SURE SELLERS Nk 


Solid Construction | 





Brown Willow Calf 
B, C, and D Widths 
$4.60 Net 


PROFIT —TURNOVER 





ORDER TODAY SIZE WEEKLY 








Stock Folder on Request 
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EVER before has footwear oc- 
cupied the position of promi- 
nence it has this season. 





Women of all ages are becoming 
better educated about shoes—they 
now want and demand higher qual- 
ity, finer workmanship, authentic 
styles in distinctive, individual pat- 
terns, typified by Capitol McKays, 
which are right, absolutely right in 
every way, completely satisfying the 
consumer. 





Capitol McKays build for the re- 
tailer a larger, more profitable busi- 
ness. 


Capiiol Shoemakers, Inc. 


Specialty}Manufacturers of 
High Grade Novelty McKays for Women 
| Wash Street at Eighteenth St. Louis 














Our “Cecil,’’ fashioned 
in the leathers now in 
vogue, principally Pat- 
ent Leather and White 
Kid, can be had over 
our 16-8 Musette Last 
or over our 14-8 '‘An- 
nette Last. 























~ 
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SELLING “SATISFACTION” TO YOUR CUSTOMERS 


Many felt moccasins flooding the market are of exceptionally inferior quality, both as to 
felt and workmanship. They are made solely to sell at a price. 


Does it pay to sell your customers such merchandise? If you could only see how these cheap 
felts ‘wt their feet after one week’s wear, you would never sell them in the first place. 


The SNUG-FUT moccasin is a slipper you can offer your trade with a feeling that you are 
giving them real value for their money. Painstaking care is put into their construction, and 
only the most durable of felts and materials are used. ‘ 


Reputable jobbers everywhere are handling this line today. Write us for a list of their names. 


NOVELTY SLIPPER CO. 


121-131 W. 19th Street - - New York, N. Y. 
“Slippers of the Better Kind ag 



































HERE is your answer to volume sales In Sto ck 


and satisfied customers. 
WEBER (union made) shoes, with all 


that their established reputation means, . y 
to retail at $5 to $7.50. This one at $4.50 


Beyond the six styles we have in stock Style 933 
Wine Calf—Boarded 


are many others which we can supply to se. 98 Lass Oubied 

order in four weeks. BORDO LAST 

Stitched Tip and Vamp 
Heavy Single Sole 


Weber Bros.ShoeCo. *™:a"™" 


Width C — Sizes 6-11 


NORTH ADAMS, MASS. “.D— “ §-9 


Net 30 Days 


IN 6 STYLES — NOW 


New York Office: 1828 Broadway, Marbridge Bldg. 
H. Harris, Rep. 
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SHOES 


A RAPID RETAILING STYLE 


The “CENTER” 


An imported tan calf oxford. Note spade shank. 
You'll find many a customer favors it. 


Our Salesmen are now out with the Complete Line for Fall, 1924. 


OUR IN-STOCK CATA- BOSTON OFFICE 


LOGUE IS NOW IN THE 183 ESSEX STREET 
MAIL. IF YOU HAVE ae. 
aces F1owalr oster Co 

WRITE FOR IT. s NEW YORK OFFICE 


MARBRIDGE BUILDING 


ADDRESS ALL CoM: Brockton, Mass. eens 


FACTORY. SECURITY BUILDING 
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For the Display of Shoes 
in Your Window 


You will find Louis XVI Period Design Fixtures are 
highly acceptable—for they present in a careful and 
expert manner your merchandise when placed on 


display. 


Good Fixtures produce good display results. Plateaus, 
Tables, Double Top Stands and flat tops are all 
made in attractive designs and have liberal surfaces © 
upon which pleasing display settings for merchan- 
dise can be effectively arranged. 


Fully Described in Our Shoe Store Book 


HUGH LYONS COMPANY 


LANSING, MICHIGAN 


SALES OFFICES 
New York—35 W.132nd St. Baltimore—1 N. Eutaw St. 
Chicago—217 W. Jackson Blvd. Boston—52 Chauncy St. 
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GRIP SURE—with the famous, 
patented suction cup soles that 
give speed with safety. Trim- 
mings andankle patches arefull 
grain cowhide leather, double 
stitched throughout. Every pair 
of Grip Suresis made by hand. 


Grip Sure / 
the year ’round Sport Shoe 


E READY to cash in on our big advertising 
campaign on Grip Sure, the only shoe on the 
market with patented suction cup soles. 


They will be your biggest seller this season for 
boys and young men. You don’t have to sell Grip 
Sures. They sell themselves. Good for all games 
and sports indoors and out. Just the shoe for 
camping and hiking. 


Grip Sures not only fit well but they will give 
your customers their money’s worth every time. 
They are TOP NOTCH quality throughout. You 
know what that means. 


Write to our nearest branch for particulars. 


BEACON FALLS RUBBER SHOE COMPANY 
Makers of Top"Notch 
Rubber Footwear 


Beacon Falls, Connecticut, U,'S. A. 


Branches at 
NEW YORK BOSTON CHICAGO 
106 Duane Street 241 Congress St. 202-12 South Jefferson St. 


MINNEAPOLIS KANSAS CITY SAN FRANCISCO 
426-432 Second Ave. No. 926 Broadway 530 Howard Street 
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We Came Forward with 
F. B. & C. WHITE 
GLAZED KID 


and 


We Have Kept It Forward 


F. B. & C. WHITE GLAZED KID is at least one 
leather on the leadership of which most shoemen agree. 


They know that the standards we set in originating 
F. B. & C. are still beyond imitation’s reach. 





With those who believe in selling their customers the 
realization that they have bought the best, no other 
white leather than F. B. & C. is ever considered. 


There is no substitute for 
“‘The Glaze that Stays”’ 





Amalgamated Leather Companies 


INCORPORATED 
22-24 North 5th Street Philadelphia, Pa. 


Factories: Wilmington, Del. 
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SMART STYLES FOR IMMEDIATE SELLING 


In Patent, Satin and Whites 


1804 Precilla 


Wos. Lady Louis Pat. Strap, Pl. Toe, S. S., 14/8 
Spanish Cell. Cov. Wood Hl., Imt. Turn, Lucy Last. 
Be GE, BO SOW Beane censcccvencsicesesa $4.50 

1800—Same in Black Satin, Blk. Suede Trim. .$4.50 

1803—-Same in White Kid bo 00 

1801—Same in Grey Suede, Grey 5.00 

1802—-Same in Airedale Suede, Nut Br. Cf. Trina, $5. 00 


In Stock Now 


1888 Winafred 


Wos. Lady Louis Genuine White Kid Strap, P!. Toe, 
8S. S., 9/8 Cov. Box Wood H1., Imt. Turn, Myra io. 
A 4-8, B 3-8, C&D 246-8... . cece ceecceceeeeees $4. 


1887—Same in Grey Suede, Grey Kid Trim.. 
In Stock Now 


1904 Voile 


Wos. White Kid Strap, Pl. Toe, S. S., o. 24/8 Spans 
Cov. Wood HIl., Imt. Turn, Lucy 8-7, 
4 3%-8, B 3-8, Cc 2%4-8 ° ae 

1906—-Same in Apricot Kid..........++++++ ,- $5.60 

1905—-Same in Ivory Kid 

1900—Same in Blk. Satin, Blk. Suede Trim.. 

1901—Same in Patent 

1902—Same in Blk. Kid 


In Stock May 10 


1260 Debut 


Wos. Lady Louis Pat. Buckle Sandal, Pl. Toe, S. S., 
10/8 5 ey B 3 


Welt, Hosmer Last. A 4-8 


In Stock Now 


1806 Rosita 
Wos. Blk. —y; Strap, Blk. Suede Trim., S. S., 12/8 
ood HI., Imt. Turn, Billie Last. A 4-8 


14-8 
1809—Same in White Clo., White Kid Trim. . 
1808—Same in Field Mouse Levor’s Kid, Ae 


1807—Same in Grey Suede, Grey Cf. Trim 
in Patent. A 3%-8, B 3-8, cap 


1811 Tiffany 


Wos. Lady Louis White Clo. Strap, White aed = 
Pl. Toe, S. S., 14/8 Spanish Cov. Wood 
Lucy Last. ‘A 4-8, B 3-8, C&D 2%-8 

1812—Same in Blk. Satin, Blk. Suede Trim. . 


1813—Same in Field Mouse Levor’s Kid 
In Stock Now 


CENTRAL SHOE Co. 


MANUFACTURERS 
ST. LOUIS, MO. 
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Is your 
business 


“bearish’’? 


S your business sluggish and 

seemingly unresponsive to your 
best effort? Then you need new 
life in your stock, new appeals to 
the trade. Give more for the 
buyer’s money; give him a shoe 
he can’t get elsewhere. 


THE 


RCH PRESERVE 


F¥ This shoe—the outstanding success of the shoe industry—has 
proved that a shoe can be made to give foot health and comfort 
and yet have smart style. Never before has any shoe offered all 
such advantages at the same time. You build business, because 
this shoe eliminates competition. 

Further, we are telling the men of your community about the 
Arch Preserver Shoe in the Saturday Evening Post—in one of 
the large advertising campaigns reaching the man’s market. There 
is already an acceptance of this shoe in your field, waiting for you 
to cash in on. 

Twenty-three good styles carried in stock. You can handle the 
Arch Preserver Shoe without an excessive investment.§If you are 
interestedjin the franchise let us hear from you. 


E.T. Wright & Company, Inc. 
Rockland, Mass. 


Makers of the “‘Just-Wright”’ 
Men’s Fine Shoes Since 1876 





“KEEPS THE FOOT WELL” 


This Trade Mark is found on 
the sole and lining of every genuine 
Arch Preserver Shoe. There are 
seven patents embodied in Arch 
Preserver Shoe construction. These 
are vested solely with E. T. Wright 

Company, Inc., Rockland, 


. Massachusetts, for the making of 


men’s and boys’ shoes, and with 
The Selby Shoe Company, Ports- 
mouth. Ohio, for the: making of 
women’s and misses’ shoes, 
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at Do You Do for Anterior 
» | Metatarsal Trouble? 


Probably you do not recognize this form of 

| foot trouble by the name of Anterior Metatarsal 

| trouble. You do have, however, many cus- 
tomers, particularly women, who complain of 
callouses on the ball of the foot, excruciating 
pains in that region, cramps, tenderness, etc. 
They complain that the soles of their shoes wear 
out quickly at that location and the uppers pull 
away from the sole. 

That is Anterior Metatarsal trouble. It is 
caused by the arch across the ball of the foot 
(anterior metatarsal) weakening and breaking 
down. Callouses form, nerves become im- 
pringed causing pain and cramps, and the cir- 
culation is retarded. - 


Dr. Scholl’s 
Anterior Metatarsal 
Arch Supports 


will positively relieve and correct Anterior Meta- 
tarsal Arch Trouble. Note the X-Ray picture at the’ 
right. That shows how these supports fit right up 
under the Metatarsal Heads and gradually lift the 
bones of the arch back to their normal position. 

These Appliances are made in five special designs, 
each one to meet a specific foot condition. By re- 
moving the pressure and friction the callouses dis- 
appear and by relieving the muscular and ligamen- 
tous strain, the pains and cramps are eliminated. 


RS i rrr eter renee ie ee 


Callouses on sole caused by An- 
terior Metatarsal Arch break- 
ingdown. The effect is shown 
on the shoe. 
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X-Ray showing how Dr. 
Scholl's Anterior Meta- 
tarsal Arch Support re- 
lieves and corrects 
form of arch trouble. 


Dr. Scholls Arch Fitter 





is a simplified machine that enables store, in a small, compact space and 


the sales person to quickly and ac- 
curately adjust Dr.Scholl’s Foot Com- 
fort Appliances so they will relieve 
and correct each individual case of 
arch trouble. 

The Dr. Scholl Method of «Foot 
Correction places in the shoe dealer’s 


62 W. 14th Street 
NEW YORK 


213 W. Schiller Street 
CHICAGO 


with a minimum investment, the 
only scientific, practical means of giv- 
ing his customers a one hundred per 
cent Foot Comfort Service. This 
service is invaluable to any shoe store 
in building up a permanent, satisfy- 
ing and profitable shoe business. 


THE SCHOLL MFG. CO, 


Largest Makers of Foot Comfort Appliances and Remedies in the World 


112 Adelaide Street, East 
TORONTO 


“Nineteen Twenty-Four is an Arch Support Year” 
~a @ 1924S. M. Co. 
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‘| [airrLe JourNEYs TO AND FROM FAMOUS PLACES 
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Bunker Hill 


Monument 























Bunker H ill Monument as seen from the deck of the Frigate Constitution in 
the Boston Navy Yard. This monument stands on the first battle ground of the Revolution. 
The first rubber heels which caused a revolution in shoemaking were made by us and called 
“Policemen’s Lifts.” They were the forerunners of our three well known brands—Bull Dog, 
the highest grade made, Vim, the chosen quality of a long list of leading shoe manufacturers, 
and Ever Grip, the popular priced heel which gives such wonderful service. 


BOSTON WOVEN HOSE & RUBBER CO. Cambridge, Mass.| 
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SWAT KING 
Base Ball Shoe 


for everyday Play 


They'll be in love with it at first sight! 
Good as it looks, right through. 
A snappy, sturdy, all-purpose shoe. 








Honestly made, of; Khaki Brown Elk, trimmed 
with black—a most uncommonly soft and tough 
piece of leather that meets all boy requirements. 
Dryden Double-Wear knurled (NONSLIP) sur- 
faced athletic sole. 


Sizes 24 to 6, C and E. Price... $2.85 
Sizes 1 to 2, C and E. Price...... 2.65 
Sizes 10 to 1314, C and E. Price .. 2.40 


Price based on even dozens. Terms: 5% 10 days. 


Book your orders now for 
May 20th delivery. 


TEEPLE SHOE CO 


, WAUPUN~ WISCONSIN , 
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“Smooth Inside as a Miller’s Wing” 
Announcing 


Miller’s Flexible First Steps 


The daintiest stitchdown ever. 1/8 inch flexible 
Sole. Just enough counter to hold the baby foot in 
place. Made the Miller way, without any metal 
whatever in its construction. Both High and Low 
Cuts, in combinations. 

Send for circular, showing Oxfords, Sandals and 
a — for Infants to Growing Girls, carried 
n . 


No. 301—Flex. First Step 
Low Cut. White, Patent, 
Smoked,; Tan. Pert Doz. 

$15.00 


No. 300—Flex. First Step 
Boot. White, White and 
Pat. Vamp, Tan, Smoked. 
fee $16.00 
Sizes: Infants, 2-3-4-5 


MILLERSHOECOMPANY 


J. E. DAY, Mer. 


SALEM, MASS. 

















HOTEL EMPIRE 


BROADWAY at SIXTY-THIRD ST., NEW YORK CITY 


A new fourteen-story fire proof structure containing every modern 
convenience and “Servidor” Service. 








CAPACITY 1,034 


The location is unique: Subway, elevated, street cars, busses, all at door 


RATES: Room, private toilet $2.50; Single Room with bath $3.50 
Double Room with bath $5.00 


Under Personal Direction: P. V. LAND, Manager 
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help we give 
you FREE 


Three Color Poster 
Strips 38" long for 
your window. 

Cut Out Dutch Girl 
WindowCardsin 
Three Colors. 


Special Attractive 
Price Ticket. 


A Splendid New 
10 x 15 Window 
Card. 


Electros of Any 
YE OLDE TYME 
COMFORT styles. 


Electros of Com- 
plete Newspaper 
Advertisements. 


Special Booklets 
for Consumer 
Distribution. 

















Ten cash prizes, totaling $600.00, will 
be awarded for the ten best dressed Ye 
Olde Tyme Comfort windows during 


Ye Old: fym: 


COMFORT SHO® WEEK 


JUNE 9-I4 


First Prize $200.00 Second Prize $100.00 

Four $50.00 Prizes Four $25.00 Prizes 

For this one week dress your window Ye Olde 
Tyme Comfort way and win a prize. Your chances 
are just as good as the other fellow’s. You cannot 
lose, and this extra effort will mean new customers 
and extra sales. 

The contest is open to any dealer carrying YE 
O.tpve Tyme Comrort Suoss and the winners will 
be picked by judges who are all well known to com- 
fort shoe dealers. 

Write today for full information regarding this 
big contest. 


LUNN AND SWEET, INC. 


AUBURN, MAINE 


Also Monufacturers of Sweet Sally Lunn SUSPENSION ARCH Shoe 


























Your Share in 


‘Ye Olde Tyme 


COMFORT SHO®* 


Week 


As an added incentive to Lunn 
anp Sweet dealers, we are offer- 
ing ten cash prizes totaling $600. 
for photographs of the best Ye 
Oupe Tyme Comrort SHok win- 
dows on view during Ye Otpe 
Tyme Comrort Sor Weex. 


Ist Prize $200.00 
2nd Prize $100.00 
3rd, 4th, Sth and 6th Prizes 
$50.00 Each 
7th, 8th, 9th and 10th Prizes 
$25.00 Each 
The judges will be three men well 
known to comfort shoe dealers. 


Write today for additional information 
about this liberal offer 


COMFORT SHO®¢ 


ms your chance to build your store’s 


reputation as comfort shoe headquarters. 


The week of June gth to 14th will be Ye OtvE 
Tyme Comrort SHoet Week. Shoe merchants 
the country over will join in one big drive to sell 
comfort shoes to the millions of women who 
are now suffering from tired and aching feet. 


In order to help Lunn anv Sweet dealers make 
the most of these six big selling days, we are 
offering—free of charge—a complete line of 
sales helps— price tickets, window cards, window 
streamers, newspaper electros—all designed 
with the sole idea of bringing customers into 
your store. 


For this one week, at least, concentrate your 
selling efforts on Ye Orpe Tyme Comrort 
SuHozs. Your increased profits will show you 
new possibilities in comfort shoes. 


Write for full information about Ye O_pe Tyme 
Comrort SHor WEEK today. 


LUNN AND SWEET, INC. 


AUBURN, MAINE 


Also Manufacturers of Sweet Sally Lunn SUSPENSION ARCH Shoe 
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The largest users of HYGRADE Suede Calf are of the 


class who reject any but the very finest shoe materials. 


That is because we produce HYGRADE with the same 
ideals whereby they fashion their shoes—pridefully, 
carefully—only so much as we can personally sn ale ise 
and be sure of its quality perfection. 


[yyarade 





Suede 


WE take pride in announcing our 
three latest colors in HYGRADE 
Suede for Fall:— 





Pickaninny Brown 
Nutmeg 
Bracken 


We shall welcome your request for sample 
cuttings. 


Sole Distributor 


Samuel Shapiro 


Spruce & WitiiaM Sts.New York 
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5116 









5115 White Cabretta: 8-8 Military. 
viii j Cabretta, - 14-8 aoe Imitation Turn. B, C, D. 
eel. Imitation Turn. ; 
Price $3.75 IvEFOCK 
IN STOCK 





Also 
Makers of 















4 ? 
Manning’s 
éé ° 99 
i ‘ Unico 3481 
White Meridith Cloth. White White Meridith Cloth. White 
. , . 2 Sey e Cabretta Trimmed. 8-8 Military 
he Aa oa Felt Slippers Heel. Imitation Turn. B, C, D. 
Price. $2.50 Price $2.50 
IN STOCK IN STOCK 








Executive Offices and Sales Rooms, 118-128 Lincoln Street, Boston, Mass 
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Oa 
ry. 
No. 1172 
White Cabretta ' 
4/8 Full Spanish 
ior Heel. Imita- 
tion Turn. 
B, C, D. 
Price $4.00 
IN STOCK 

White footwear is ‘perfectly safe’ this season. 

7 Every indication guarantees that white shoes of 
2. all kinds will be in high popularity in July and August. 

But “popularity” does not always mean ‘‘profit’’ 
to the merchant. 

There is no gamble in an investment with Man- 
ning’s “Meadow Brook” Shoes for the merchant 
who desires to capitalize the big white year which is 
with us. 


They are styled and priced to sell clean—to please Fras 
that class of women who are hard to please—and to 
bring back new business. 


“Meadow Brook"’ Footwear is perfectly safe and 
safely profitable. 


<-> 33 73—® 


Three Factories at Worcester, Mass. 
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SALESMEN FIND THAT 
WALKCROFT SLES SELL 
EASILY AND QUICKLY 


Watk-Croft, 


MART SHORS FOR WOMEN ARP MADE BY 
BANCROFT WALKER COMPANY 
AT THPIR FACTORY IN BOSTON 




















Copyrighted, 1924, W alker Bancroft;Co. 
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Qhe FLORSHEIM SHOE 
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THE PARKWAY—lIn Stock 


Black Calf, S84. Willow (Tony Red) Calf, 8-78. Cheral (Patent 
Colt), S47. A French toe for the smart dresser, known the 
world over as Florsheim’s Parkway —available for 24 hour 
shipment from stock. Our large assortment of live sellers in 
stock will assist Florsheim dealers in sizing up and selling 
more pairs. Booklet of “Stock Styles” mailed on request. 


Most Styles Retail at Ten Dollars 


Florsheim Stock Styles are reg- 
ular quality and regular price. 


Less than three pairs of a style from stock 20c per pair extra. Stock goods net. 


THE FLORSHEIM SHOE COMPANY 


ADAMS AND CLINTON STREETS 
Manufacturers + CHICAGO 


EMME, 


—— LOS 











FOR THE MAN Qa 
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SHOE 
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A bottle of REPCO 
— with every pair of White Shoes 


SALE of white shoes is not complete unless it includes a 
bottle of Repco Heel and Edge Enamel. Every retailer who 
appreciates the possible profits of his findings case will find he can 
build up a pleasing business by pushing quality goods like Repco. 


This superior liquid enamel is easily applied. It restores the 
smooth, neat appearance to sole edges and heels. 


Repco Heel and Edge Enamel is made also in the colors of ivory, 
light gray, dark gray, champagne and Havana brown. 


Stock Repco, show Repco and you will easily sell Repco. 
For Sale by Shoe Finding Jobbers 


United Shoe Machinery Corporation, Boston 
San Francisco Branch, 859 Mission Street 


J. K. Krieg Company, 59 Warren Street, New York City 
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No. 565—Patent Sandal, Ecru Lined, 
13-8 Wood Cuban_Heel. 390 Last. 


$4.25 


—— 


. ——“S 
sa 
Cc —— 


No. 570—Same Style as_above, in Tan 
Calf, Ecru Lined. 


$4.35 


Two Styles in Active Demand—And Available 
for Immediate Delivery 


Sizes :—A-414-8 
B-34-8 
C-3 4-7 


In Case Lots Only 
Terms: 5%-30 Days 
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No. 555—Patent Saddle Gore Pump, 
Ecru Lined. 13-8 Wood Cuban Heel. 3 


Last. 
$4.00 


No. 560—Same Style in Black Satin, 
Black Suede Saddle, Ecru Lined. 
$4.15 


No. 575—Same Style in Levor’s}White 
Cabretta. 
$4.50 
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Gregory & Read Company 
eMakers of Womens High Grade Shoes 


LYNN, MASS. y ots 
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Right Style—Right Color 


In Popular-Priced Novelties 


The popularity of whites, Greys and Blacks for late Spring 
and Summer gives these four numbers a special appeal to 
careful merchandisers. Made the Johnson way — reliable 
in every detail. 


No. 104—Grey Kid Front Strap, 12/8 137—White Kid One Strap Sandal, 132 
covered wood heel, 130 last. last. 


No. 1 5—Patent Leather Apron Oxford, 
7/8 rubber heel, 133 last. 


JOHNSON BROS.SHOE MFG.CO. 


HALLOWELL,MAINE 


FA\‘Made Jn the Vine ‘Tree State /Z 
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AHEAD of the STYLE CLOCK 
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Mac CAUGOLIN-CONWAY 


present 


The MAG-WAY girl 


ea turing 
THE CHICKIE 
Mac CAUGOLIN - CONWAY SQOE CO. 
LYNW -MASS. 


WOMENS HIGH GRADE NOVELTY FOOTWEAR. 
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Tie phot as taken in Chicago, ot es 
Tt and shows Mr. W. 
iY / i, President of the Dunbar Patlern 
Co. at our St. Louis o consulling with 
members of our Junior [ 


Young Vines—and Old 


“The Vine produces more grapes when it 
is young, but better grapes when it is old.” 


Many of our customers know that the achievements of the Dunbar Pattern Company 
are due to the alert efforts of a staff of young men—nicely tempered and governed by 
men of tried experience. 

It is the business of the Dunbar Company to create; and it is the pride of the Dunbar 
organization that its creations are a most powerful style influence. 

Creative work of this kind requires daily, hourly enthusiasm and hustle supplied by 
our younger staff. But for the repeated and consistent success in quick design creation 
which has made this organization unique we can also rely on a corps of long-trained, 
experienced counsellors. 

It is this combination that makes Dunbar service Rapid—and Reliable. 


DUNBAR PATTERN CO. 


SHOE PATTERN MAKERS 
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NEW YORK’ MARKET 


for NOVELTY FO OTWEAR 
IN STO CK 
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| TRY TEMPTING THEM WITH THIS NEW CHIC MODEL i “MARY JANES” | 
a i aa {unusual strap pump will entice the || A Sure Hit with Your Flapper Trade! 4 
Stone niet care ane |] NO ST aeReS. Rubber Topsue : 
No. 470—Black satin, gun metal trimmed, j Sizes 
{ Buttons ‘to. ms teh 168 Spankeh full. ||] Children’s, 835 tM. sewneonni8 B25 
breasted heel. B to D. 2 4-7. it Misses’, 11% to 2 2.60 
No. 474—Exactly as above, only in ! Growing Girls’ Broad and ‘Nar- 
soft Patent Colt with metal trim- tf row Toe,2'4 16. ........$3.00 
ming. > ana D. 34. 
le pairs 25c. extra. Write for Samples 
“The L. B. Schindler | LION SHOE CO. 
Ss) Shoe Co. | 107 Reade Street 
148-50 Duane Street | New York City 
$4.50 NEW YORK, N.Y. Mit Butterfly, Mary Janes and Daisy Sally Sandals Alwaysin Stock 
= == == bana ————— SSS <_< 
- Sa wT 
. 6 ON TIME” 
| 29 THE SEASON’S BEST SELLERS jy! “THE RIGHT SHOES 
ibs IN STOCK AT MALKIN’S ! Now is Sandal Time—Here’s A Winner 
New York’s | No. 809—All Patent leather “Dansant”’ 
| Sandal. 8-8 Covered Wood Heel. .. $3.00 






Children’s Shoe Headquarters H No. 810—As above, with 13-8 Covered a 


All Patent 4 Strap Romes > Sandal | 
8—$1.60 : No. 821—As No. 809, in Tan Calf..... 3.75 
ii 


izes to 
Sizes 844 to 11— 2.00 No. 825—As No. 810, in Tan Calf. ..3.75 
“D” wide—Sizes 3-7. 









B. FRIEDMAN 
Established 1880 
109 READE ST. 
NEW YORK 
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ADVANCE SUMMER STYLES 
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The ‘‘THELMA”’ Pump 


The Very Newest Creation ae don Champagne lin 
ng, 13-8 Cov. Cuban Heel. 
May 15th Delivery Ne 1053 Same ae No. 1085, 




















Flexible McKays 
144-116 WEST BROADWAY ie. yt s White Cab. oi',8 
aS NS ere 
NEW YORK CITY No. 1050—As No. 1051 with 8-8 Fla 
reer er 50 


3105—Pat. Lea. 13/8 a tater OS Fis 

3 COL cece se erceceses 
Coe. Cota Eek, SD No. 1054—Same as No. 1055 
3106—White Cabretta. with leather 13-8 Cuban 
13/8 Cov. Cuban Heel. OS RS eae $3.25 





) { LEVEY BROS. SHOE Ee... 145 Duane Street, New York City 
a 


= $3.56 
§' Sizes 3 /7-“C” Wide. he Houszo Values.”’ 


— 
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Our Biggest Hit of This Season! {hy “JAZZ BABY” 


yy SANDAL Our Stitchdown Sensation! 


No. 1545—White Kid Cut-Out, White 

Kid Lining, 14/8 Baby Spanish Heel, IN STOCK IN 
Medium Broad Toe........-+s++ r 
No. 1548—As above, 12/8 Block Hee te Patent Red Grey 
No. 1541 —Asabove,i in Patent Leather, Tan Calf Blue White 











Gray Lining, 14/8 Bob Airedale Green 
Spanish Heel........ $5. 
1/8 Bloce Heel. \ $8.28 Sizes 214 to7 
wk Fieei..... le. 
No. 1539 : Width—Sizes 4 to? ALL ONE PRICE 
- ; dth— t 
Wreeer Wise Your CWidthosines3 07 | $2.25 


Orders at Once. 


M. J. SAKS SHOE CORP., 157 Duane St., New York VI KIMMEL & MARBACH SHOE CO., 136 W. B’way, New York 
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The Children of Your Town 


represent 40% of its population. This is your market 
for children’s shoes. The value of having in your 
stocks Windsor Flex-Welts and Little Gem shoes is 
that you are prepared to sell your juvenile trade the 
shoes of greatest appeal in the newest styles and at 
popular prices. We illustrate a few of many live 
numbers that are in stock for immediate shipment. 


7V/0\/8\ /0\>) 


NTO DY 
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Tea qnetrteawaued 


Margie Pump, Flexible sole; in \ ~ 
_ Patent Leather, White and Airedale Based Ontord. bonne Fe 
Since 11%-2 { Elx Cut-Out apron. - 
2-7 00 Sizes 3? DiRS Obs pt enewoee $s. 


~veae 








MADE BY RICE & HUTCHINS K) | ve By FLEX“WELT 


INSURE PERFECT FEET 


FOR THE FUTURE . PROCESS 























WOW 


Sylvia Cut-Out Pump, Little 

Gem Line; in Patent, Airedale, Blue, 

Red and Green Elk. Maybel Pump, Flexible sole; in 
White Elk and Patent Leather. 
Sinae B96-7. cance cc ccccvinne $3.15 


BYR) 0) (\ 8) 


Remember the advantages of having 

sturdy little stylish shoes like these. 

The range of styles means having 

shoes for every child-like occasion— 

school days or play days and dress up. 

The range of sizes will enable you to fit 
practically every child. Size up your needs today and 
then take advantage of the quick service of your 
nearest Rice & Hutchins branch. 


RICE & HUTCHINS 


INCORPORATED 
13 HIGH STREET BOSTON, U. S. A. 


wes 


DISTRIBUTING BRANCHES: 


Rice & Hutchins Atlanta Co. Rice & Hutchins New York Co. 
Rice & Hutchins Baltimore Co. Rice & Hutchins St. Louis Shoe Co. 
Rice & Hutchins Chicago Co. Atlas Shoe Co., Boston, Mass. 
Rice & Hutchins Cleveland Co. Jos. I. Meany & Co., Inc., Phila., Pa. 
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More Money in Turnovers Than in Leftovers 


HE rate of stock turnover is 
determined by dividing the 
average inventory into the cost 
of the merchandise sold, not into sales. 
Since the average firm has a record 
of inventory only at the beginning and end of the year, 
it has been found necessary to use the average of these 
inventories for determining the rate of stock turn. And, 
as inventories are taken at a time when stocks tend to be 
low, conditions are similar in most stores. 
It is for this reason that the Harvard Bureau of Busi- 
ness Research has selected this method because it gives 
fairly camparable results. Over a period of years, the 


Within the Big Wheel of 

Complete Stock Turnover 

Are Numerous Wheels of 
Style Turnover 


average rate of stock turn as 
determined by their reports, was 1.9 
times. In arriving at this average 
rate of stock turn, it had some 
reporting firms listed at 0.5 times or 
way under normal and the highest with a stock turn or 
16.3 times. — 
Wheels Within Wheels 


Stock turnover can be best studied by picturing a big 
wheel and its revolutions with an average turnover of 
1.9 times per year. That is what represents the complete 
stock of the store. The big wheel contains many little 
wheels, however, each of which revolves at varying - 








48 BOOT AND SHOE RECORDER 


speeds. The greater the enthusiasm of the sales staff on 
a particular number, the faster the wheel runs round 
giving many turnovers on that style in a definite period. 

Later perhaps, that same stock may become low on 
sizes and low on popular demand and may not turn at 
all. The thing to do is to accelerate the turn of all the 
minor wheels, for by the sum total of them, the big 
wheel makes a real number of turnovers and a real profit 
for the year’s business. 


Standards of Stock-turnover 
As a standard for stores to make comparisons from, 
we indicate the rate of stock turn and total interest in 
1921 according to volume of sales as reported by 407 
firms to the Harvard Bureau of Business Research as 
follows: 


May 3, 1924 


Do you keep a mailing list? 

Do you keep a record of daily sales? 

Do you keep a record of daily profit? 

Do you keep a record of daily expense? 

Do you know the selling cost of each pair? 

Do you know what shoes made the largest profit las: 
month? 

Do you know what shoes made the smallest profi: 
last month? . 

Do you know what the cost of your present stoc) 
amounts to? 

Do you know what the cash value of your stock i; 
today? 

These questions and others were put to quite a few 
retail merchants and not one of them could answe 
“‘yes” to each question and still they wonder. wh 

business is not better or thei 





Volume of Net Rateof Total 
Sales Stock-turn Interest 


Less than $30,000 1.3 times 4.1% 
$30,000—$49,000 1.7 3.3 
$50,000—$99,000 1.9 3.1 
$100,000 $249,000 2.1 2.8 
$250,000 and over 2.7 2.4 


A comparison of the figures 
for rate of stock-turn and for 
total interest in table above 
shows that the firms with a 
small volume of sales had a 
low rate of stock-turn and a 
high figure for total interest, 
the rate of stock-turn increas- 
ing and the figure for total 
interest decreasing. as the 
volume of sales rose. Enough 
firms with small volume of 
sales, however, secured a 
high rate of stock-turn in 
1921 to prove that there is no 
inherent reason why in most 





Why Shoe Merchants Should Send 
Their Figures to the Harvard 
Bureau 


By C. E. FRASER 
Research Staff, Harvard Bureau of Business Research 


For over 12 years the Harvard Bureau has been 
collecting figures on the cost of doing business in the 
Retail Shoe trade. So many merchants have been 
benefited by this study that the National Shoe Re- 
tailers’ Association is financing the cost of this work. 
The Bureau needs statements from at least 1,000 
retail shoe merchants to make this work really 
effective. Shoe men who have already received 
blanks should fill them out and return them as soon 
as possible; those who have not received these 
blanks may secure them by writing to the Harvard 
Bureau of Business Research, Lawrence Hall, 
Cambridge, Massachusetts. 


profits larger. Most of then 
kept some kind of sales rec 
ord, hardly any astock record. 
a few had an active mailing 
list, every one of them had a 
record of daily profit but no! 
one knew his daily expense 
nor the cost of selling each 
pair. Not one could answer 
the remaining five questions 
accurately; they all knew 
“about” how much the stock 
cost originally but as for its 
cash value they were non- 
committal. And yet these 
men consider the big success- 
ful store their competitor. 
They expect the local trade 
to patronize them, to be the 
plus in their business when 
they themselves are a minus 
in its operation. Knowing the 








instances the small firm can- 

not substantially increase its rate of stock-turn. The 
figures in the above table represent conditions as they 
existed in 1921; they do not indicate that these con- 
ditions should necessarily remain constant in the 
future. There is no apparent reason why the typical 
small firm should not increase its rate of stock-turn to a 
figure approximately as high as that of the average firm 
with large volume of sales. 


Make a May Examination 


Many of the larger cities are demanding that licences 
to drive a car be issued only to those who can pass an 
examination. There ought to be some such law passed 
before a man can engage in the retail shoe business and 
in fact anyone in business today who cannot answer 
“Yes” to each and everyone of the following questions 
ought to be made to take an examination: 

Do you keep a sales record? 

Do you keep a stock record? 


daily profit of a business 
means little by itself. It is a good deal like the fellow 
who goes to church only on Easter Sunday or on 
Christmas and thinks he has done his duty. That is 
only a small part of what ought to be done. Daily profit 
is nice to look at by itself but often needs a magnifying 
glass to see it after the various items of expense have 
been taken out. On the other hand expense often looms 
up pretty big but dims considerably when compared to 
daily profit. 
More Brains in Business 

The one without the other is only part of the story, 
but the two side by side have a large part in the welfare 
of your business. The same is true of a sales and stock 
record. The one is little value without the other but 
combine the two and you have something tangible and 
worth while. Then there are all the other items that need 
attention if you want to do business and do it right. 
Why do you suppose the big stores grow bigger and 

(Continued on page 65) 
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THe MINIATURE RECORDER 





“Getting More Shoes Sold Right” 





Miniature, Yet Big 


Enough to Keep You Informed on What Is Presented 
in This Issue—and Other News 





New Gold Embossing 
Lynn, Mass.— Manufactur- 
s here are using a new gold 
ather for embossing names or 
ade marks on sock linings of 
snoes. The gold resists all sorts 
wear. About the only way to 
move it, if one should desire 
do so, is to sandpaper it off. 





Concerning Grays 
Boston, Mass., April 30— 
. L. Upton of the Gillett- 
pton, Inc., women’s high- 
grade shoe shop, 162 Tremont 
sireet, believes strongly in the 
ypularity of gray suedes and 
ids, and gray suedes with 
gray kid combinations for 
spring and summer wear. 
Three of his smart-looking 
gray numbers are plain gray, 
a 31 gray, which has a bluish 
tint, and an Oriental Pearl. 
\ graceful model has a cut 
steel buckle, with plaited suede 
tongue and cut-out saddle in 
kid to match, 13-8 heel. Another 
model is in patent leather, with 
a cut steel buckle and black 
suede plaited tongue, with 
black suede cut-out saddle. 

Mr. Upton intends to have a 
special gray trim, with per- 
haps a shoe of Chinese red for 
color emphasis. 
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Suggests Black Shoes 
Milwaukee, Wis., May 1— 
One of the most alert shoe 


stores here in a recent window ° 


display devoted space to a 
showing of men’s black shoes 
of various types. Suggestive 
cards indicated the store’s 
motive as being consistent 
with the national movement 
to stimulate the demand for 
black shoes for after 6 P.M. 
Strap Types Lead 
Cincinnati, May 2—Strap 
patterns are the most popular 
styles in women’s shoes, al- 
though impressive-looking gore 
models are going well. ie 
Bronze Patent Pumps 
New York—Bronze patent 
leather pumps, in plain and 
strap styles, have appeared 
here in high-grade style lines. 


Children’s Shoes 

Philadelphia, May 1—In 
children’s shoes going through 
shoe factories here, there is a 
noticeable trend toward pat- 
ent leather types. Cut-outs are 
generousl i to the 
models. There is a close re- 
semblance between men’s and 
women’s styles and those now 
being made for children. 








Fifty Hosiery Colors 

Philadelphia, Penn., May 2 
—One store is advertising fifty 
colors in hosiery. Considerable 
interest in hosiery is being 
manifested by women. 

White Materials 

Lynn, Mass.—Considerable 
orders of women’s white shoes 
are going through factories. 
The white materials are kid, 
calf and cabretta. 

About the White Season 

Chicago, May 2— Retail 
shoe merchants are planning 
for the white shoe season. 
Shoemen expect a banner year 
on women’s white footwear. 





Light Calf Shoes 
Lynn, Mass.—Makers of 
fine novelty shoes are getting 
out new lines of light oxfords 
and pumps for summer, 
uppers being of extra light 
weight calfskins, and of light 
tan shades of color. 
Full Louis Heel 
Boston—The 16-8, full Louis 
heel is noted on some of the new 
shoes for women which are 


coming into the high grade 
shoe shops. 


**Cold Dipped Toes”’ 


, Mass.—“*Cold dipped 
toes’ have nothing to do with 
the opening of the bathing 











Big Meeting in Boston 

Boston, Mass., May 2—Considerable interest is being 
manifested in the plans of the Massachusetts Retail Shoe 
Merchants Association meeting for the biggest meeting of 
the year, to be held here on May 14. Several prominent 
figures in the shoe industry are to be guests. 

Seaton Alexander, president, and Geor, 
manager of the National Shoe Retailer’s Association, and 
Sam Davis, N.S.R.A. field secretary will be among the 
speakers. It is expected that some interesting details con- 
cerning the plans for the N.S. R. A. convention to be held 
in Boston in January, 1925, will be announced. 


M. Spangler, 








No doubt all white patterns 
will be in greatest demand. 
Last year there were many 
models with white materials 
being used for the body of the 
shoe, but the trimmings were 
brighter colors—red, green or 
blue. Colored trimmings will be 
scarce this year. 
Marbles with Shoes 

New York—A shoe firm has 
bought here 1,000,000 bags of 
aeslie. It will put a bag of 
marbles in each carton of boys’ 
shoes. Also, it has bought a 
quantity of jack stones, and it 
will put a set of stones in each 
carton of girl’s shoes 

Patents and Satins 

Lynn, Mass., May 2—Vol- 
ume of business is on patent 
and black satin shoes and it is 
confident that these materials 
will continue for many weeks 


* to be very popular. 


Colored Suedes Gain 

Chicago, May 1—Black 
materials and colored suedes 
are ing well in shoe stores. 
Gray airedale suedes are 
in better demand now that 
there is a milder tone to the 
weather. 


season at Lynn beach. They 
are simply a new composition 
box toe that has come into use 
in factories here. They are 
dipped in a cold solution; hence 
the name. 


Light Tan Materials 

Louisville, Ky., April 30— 
With the advent of warmer 
weather, the trend toward 
lighter shades of tan materials 
in men’s shoes took a more 
definite path. Men are pre- 
ferring lighter colors in tan 
leathers than in former years. 


Striking Window Display 

Detroit, Mich., May 2—An 
impressive window display in a 
shoe store was recently ar- 
ranged when a shoe merchant 
showed black and white shoes 
in new patterns with a sprink- 
ling of black and white hosiery. 








Generous Cut-Outs 

Des Moines, Iowa, May 1— 
Patent leather styles are the 
leaders in the women’s shoe 
stores here. Cut-outs are gen- 
erously applied in most of the 
models. Light shades of hosiery 
are still in vogue and add some 
force to the calls for black 
leathers in shoes. 








Improved Binding 

Boston, Mass.—A new 
method of binding uppers of 
shoes is coming into use. The 
edge of the narrow braid, with 
which the binding is made, is 
folded under as it is stitched to 
the upper of the shoe. This 
eliminates wavy bindings, and 
makes the edge of the binding 
as straight and as true as a 
line drawn with a rule. 


Making Cube Heels 

Beverly, Mass.—The Bev- 
erly Wood Heel Company is 
making cube heels of wood 
with three, four, five or 
more flat sides. Its six-sided 
heels are called ‘“‘hexaheels.”’ 
The Company has developed 
a new method of turning heels. 
William P. Becker of sy 
N. J., is president of the com- 
pany. He is also president of 
the New York Last Com . 
of New York. Percy W. Hamil. 
ton was recently elected 
treasurer. 








Tan Calf in Demand 

Boston—The Arlace Shoe 
Store, 160 Tremont street, 
reports a good call for tan calf, 
black suede and satin and 
brown suedes, in opera pumps 
= plain straps, 15-8 Spanish 

eel. 

Shoes with Cuban heels are 
big sellers at this store. An 
attractive pattern in a white 
kid, with black patent leather 
trimmings, one strap 
center strap, ing a 16-8 
Spanish Louis heel was noted. 


Attractive Golf Shoes 


Boston—Jordan, Marsh 
Company’s men’s shoe depart- 
ment has some snappy golf 
models in calf, in 
Scotland, and made by the 
Lotus Company of England. 
This shoe has a crepe rubber 
a a igh _ saddle in 
eather of sli contrasting 
shade of tan; six biind eyelets, 
re-inforced on back of lace stay. 

Another attractive golf shoe 
in this department is the 
“side-swipe”’ pattern in white 
prec angerly sen a and two 
strips o wn orming @ 
heck. stay and extending the 
entire length of the shoe to a 
point where the tip usually 
terminates. 


White Selling in Hub 
Boston—Already a call for 
white shoes has been received 
at some of the shoe stores. A 
balmy day last Saturday stim- 
ulated the demand. 
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A Challenge to All Shoemen 


ERE and there a shoe man says, “Oh, this busi- 

ness is the worst there is,’’ and looking out of the 
window of his mind he sees other pastures and other 
businesses and wishes that he were in them, for he sees 
no troubles in them. 

One of the greatest needs of the shoe trade today is 
the spirit of ‘‘pride of the craft.’’ Here and there you see 
a successful merchant or manufacturer who puts in an 
extraordinary amount of time and effort into his busi- 
ness for the pure love of it. He has plenty of money 
and could quit, but sticks to the game because it is a 
challenge to him to succeed. 

Within ten years there has developed a common 
impulse in the shoe industry. High standards of pro- 
duction and real standards of ethics do exist, because 
men are ambitious to be successful. Men have had a 
pride in a beautiful store or in a well designed factory. 
This appreciation has helped much in the progress of 
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the business. It has taken years of “savings” to build 
it up. 

But what has happened of late years, months and 
‘weeks? The public looking at a fine store is prone to say 
that “every time I buy anything in there I pay for the 
fixings.”’ And likewise the merchant looking at a well 
set-up factory thinks that he is loaded with surplus 
overhead. What happens? 

The customer goes around the corner or upstairs or 
listens to the bunkum of the door bell ringer and figures 
out that more value comes to him through buying from 
struggling little individuals. Not so in shoes, because 
the size is the thing and in the fit of the shoe goes the 
need for a complete run of stock to give the proper 
selection. Some of these little one-chair offices that the 
public feels is “close to the cost price” are actually 
holdup shops and the customer pays an exhorbitant 
price for an inferior article. 

The stores are but “plants” set out all over the city 
to catch “suckers.” True service is impossible on one 
shape, one size and one last. 

Now let’s look again at the kitchen shop that is being 
searched for by store buyers in the lofts and tenement 
districts of New York. On the cost price of actual 
materials the values may be exceptional, but think of 
getting a run of sizes AAA, AA, A, B and C all from one 
last, as is being done. Is it ultimately profitable for a 
merchant to so encourage these little shops that the big 
shops because of lack of legitimate business are falling 
by the wayside or becoming smaller shops? 

Pretty soon we will be in a topsy turvy condition. 
The big shops will become small and these little loft 
operators will have to expand. With their expansion, 
they must assume the legitimate costs of production 
and before long we’re back where we started from, with 
a new crop of manufacturing concerns having false 
standards of production. There are certain costs going 
into a shoe other than those of material that must 
appear in the finished product. “Around the corner 
methods” in manufacturing develop the same kind of 
methods in retailing and before long the entire structure 
of industry is destroyed. 


The challenge of the day is to readjust what is now 
illogical and unfortunate in manufacturing and mer- 
chandising. The moral of the shoe trade in all its 
branches can be built up by a real sympathetic propa- 
ganda. The shoe industry has got to be sold to ils mem- 
bers as a respectable and upstanding fraternity of men 
who work and win, and they must be considerate of 
each other and expect each to earn a profit at each stage. 
It is time to build up pride in our institutions, to cut 
down public and trade misinformation, to eliminate 
slander and to achieve a more scientific production and 
distribution of shoes. 

The square deal is foresquare to the material-pro- 
ducer, to the manufacturer, to thé merchant-distributor 
and to the public. 

It is time to build on all four sides. 
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Start Up the Ladder 


r OU are a retail shoe salesman. Are you qualified to 

_ occupy this position? What made you think you 
could do this work? Have you made good or are you 
just plodding along from week to week hoping some- 
thing else will show up you will like better? Selling shoes 
today is a man’s job; not as easy as it was a few years 
avo. Because you are over sixteen doesn’t qualify you 
for this work as it used to. You must have qualifications 
that fit into the elements of retailing or you wont do. 
What are these qualifications? First you must know 
soes; their construction and purpose. Know how to 
fi: them properly and answer conclusively any questions 
your customer might ask. You must know how to 
analyze your customer. This can be done by applying 
your knowledge of shoe fitting, with tact. Every cus- 
(omer is different; one may have an easy foot to fit but 
be hard headed; another may have corns and bunions 
but still be of a pleasant disposition and it is your busi- 
ness to satisfy both. 

Knowing your merchandise is a big help in acquiring 
the greatest qualification necessary for your success— 
confidence. Being sure your merchandise is right, it is 
your duty to see that you are right and the only way 
this can be determined is by the amount of confidence 
you have in yourself. Think back to the first sale you 
made and compare it with the last one. How much 
easier you do your work today and how much more you 
accomplish—because you have acquired confidence in 
yourself. Your sales indicate the amount of confidence 
you have acquired. 

Analyzing the growth of your ability you will find it 
is due to one thing—increased knowledge. You may 
not know a great deal more about shoes but you do 
know human nature better. You have learned the 
value of tact and when to use it; when to ask questions 
and how; when to be obliging and when to be firm. You 
know that a grouch kills sales and that sunshine melts 
the barrier that stands between you and success. You 
have learned that a woman wants style and comfort and 
and a man wants service and comfort. You know that 
boys and girls call on your patience and that to please 
them you need self control. You are a positive working 
cog in the machine always trying to increase your 
efliciency through knowledge acquired by personal 
contact. 

You must be equal to the occasion. You must have a 
quick thinking brain to give you proper poise so that 
you do and say the right thing at the right time. All 
these and more come up in the work of the Ladder 
Club—enroll this week. 


ger Ts 
We Advise—Advertising 


HE merry month of May can be made that way if 
every shoe merchant will consider it the one-best- 
month-of-the-year. It is the month of growing things, 
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—in it practically every state of the Union has some- 
thing in common, for whereas April may be torrid in 
Florida and frigid in Minnesota, May is a consistent 
month in weather and in public spending. It is a month 
for results. 


We have noted in our clip of newspaper ads that 
merchants are spending more money for retail adver- 
tising than ever before, and their ads are better in text, 
typography and plate work. Our own retail Ad-Visor 
set a higher pace. Read it carefully. Let’s all put into 
May real selling effort, for the clearance period is 
months away. 

What are you planning to tell your customers in 
your advertising that is really different and appealing? 
How does the quality of your advertising compare with 
the other fellow’s? Are you getting good art work? Is 
your campaign planned from the standpoint of econ- 
omy, and in the best mediums for your business? 
Have you decided whether many small, punchy ads are 
superior to large ads run few and far between? Many 
retail merchants have found that small, attractive, 
live ads, carrying a definite message, are superior to 
larger ads run less frequently. Make advertising pay 
its way in results. 


a as 


Progress of the Country Shoe 
Merchant 


OMPETITION between retail merchants has 

for years been very keen, but the accession of 
style in merchandise has obviated this condition 
considerably. The most visible influence affecting the 
country merchant is chiefly the mail-order house. Why 
fear the mail-order house? But after all there are factors 
which if judiciously applied give the country merchant 
considerable advantage. In the first place the mer- 
chant has this advantage: he can show his customer the 
shoe desired or various styles from which to choose. 
The customer not only sees the real shoe but can ob- 
serve its construction and material. Secondly, the 
customer can be fitted properly; if one size does not fit 
perfectly there is another pair on hand that will. Third, 
the customer received service, and today service is as 
necessary in fitting shoes as shoes themselves. The 
guesswork is eliminated by bringing buyer and seller 
together in person. No delays, no’ unnecessary cor- 
respondence, no disappointment because the particular 
size is out of stock and no wondering whether the shoe 
ordered is just what is desired. People are far more 
critical today about their feet than ever because they 
have learned that fallen arches and other ail:nents are 
not compulsory but due to improper fitting. As a con- 
sequence there is a growing demand for the right kind 
of service that must accompany the sale of every shoe, 
and surely the retail merchant is the logical person to 
render such service. 
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For the Men Who 
Are Working Up 


LADDER CLUB The object of “The Ladder Club” is: to put more 
7 money in your pay envelope. 

















Its Constitution is healthy and strong, its “buy laws” 
Your Slogan? easily understood and lived up to. 


No officers—no dues complicate this club. 





Your Slogan? The Initiation takes in that large Class of retail shoe 
salesmen who want to substitute “guts” for “buts’’—yet 
do not know where to start. 








oe How to join up. First obey the advice of the old wise- 
cracker: “Be always displeased with what you are, if you 
desire to attain what you are not; for when you have pleased 
Your Slogan? yourself, there you stick.”” Then round up a mass meeting 
of the store bunch who are ambitious to climb the ladder 
of success—rung by rung. Put it up to the boss and get him 
to cooperate with you in forming a “Ladder Club” in your 
store. No store is too large or too small to erect a ““Ladder 
Club.” It can be composed of from three members, upward. 











Shoes for Occasions 








wan Oe a Eight hundred live stores are already in line for the 
ladder insignia. Just a little of the old pep on your part, and 
the power of the Boot and Shoe Recorder will see to it 
ceed Ret that ““The Ladder Club” becomes one of the most interest- 

ing, useful and human-interest forces which ever stimu- 
lated the shoe business. 























Send in your buy-laew 
slogans and show how 
Sea as ee You're as good as elected, right now! Read the next 
a page—written to the Boss as well as to you. 
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Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 















































— 



































BOOT AND SHOE RECORDER 


























—->, aa! Does: 
, “—-——_Yf 

















| 





: 








— ws 
<_ 


—" 








And for the Boss 
at the Top 


If everyone who owns a radio set had to do 
his own broadcasting, the radio game would 
be as dead as ping pong. 


Yet almost every live merchant has tried 
his “durndest’’ to get and keep the sales- 
force interest in store meetings and staff 
talks, only to see the thing peter out. You’ve 
got the equipment and incentive, but it’s 
almost humanly impossible for one mer- 
chant to keep broadcasting his enthusiasm 
and to find time to dig up new and interest- 
ing ideas and questions on which the bunch 
may sharpen their wits and earning power. 


So we are inaugurating “The Ladder 
Club” to do this very thing for you in a new 
and better way. 


“The Ladder Club” is a central station in 
the Boot and Shoe Recorder organization, 
broadcasting lively, common-sense and 
timely ideas regarding retail shoe merchan- 
dising. It will feed this raw-thought material 
regularly to every merchant and sales force 
who have the ambition to jack up their firm 
and themselves—and make more money. 


It will be operated in close’cooperation 
with the already famous department of the 
Boot and Shoe Recorder, The Retail Shoe 
Salesman, conducted by Arthur L. Evans. 
It will be the ground plan which any mer- 
chant can take and use for a store club meet- 
ing full of scrap and ginger. 


This announcement is to find out if you, 
Mr. Proprietor, will work with the Boot and 
Shoe Recorder to make ““The Ladder Club” a 
national factor in retail shoe merchandising. 


We are back of this idea with 100% en- 
thusiasm and confidence. If you feel you 
would like to start a “Ladder Club” in your 
store, let us know at once. Your acceptance 
means absolutely no expense to you from be- 
ginning to end. It will mean, however, better 
profits for you, and consequently better re- 
wards for your sales force. When the Club 
begins to operate, the only thing we will re- 
quest of the members is as full a report as 
possible of each meeting. Thus we'll clear 
our members’ problems through our pages 
for the mutual benefit of all Shoedom. 


“Ladder Club” membership is already 
growing. There are plans up our sleeve to 
make it hum—to make it different—to make 
it the Rotary Club of our. industry. Editor 
Arthur D. Anderson sincerely wants to hear 
from every reader of the Boot and Shoe 
Recorder. 
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Application for “‘Ladder Club’? Membership. 





“Ladder Club”’ Editor 
Boot and Shoe Recorder, Boston. 


The Store wants to join 
“The Ladder Club,” with members. 
Send free copies of Arthur L. Evans, 
The Retail Shoe Salesman each month. 

It is understood that membership to “The 
Ladder Club” will cost us nothing except real 
interest, enthusiasm and consistent co8peration. 
























































Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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A Shoe Store Diary in Chart Form 


Shreveport, La., Merchant Can Tell Just Why and Where His Salesmen 
Fell Down or Made Good 


ACK in 1869, when 
Shreveport, La., was 
just a trading post, 
long before it was encircled 
by a forest of oil well derricks 
came a young man named E. 
Phelps. Here he started a 
shoe and hat store under his 
name, that today is recog- 
nized as the leading high 
grade shoe store in the 
vicinity, and one of the best 
in the state. 

To have withstood the 
many vicissitudes of the 
retail shoe business all these 
years is proof that the house 
was built on a solid founda- 
tion. Mr. Phelps’ simple, 
homely creed was this: “He 
who sells trash is always 
explaining.” As true today as 
then. The policy of the house 
during the 55 years of its 
existence has never deviated from that principle. 


Believes in Top Grades Only 


Today, as heretofore, only the best grades of shoes 
are deemed worthy of being merchandised. While Mr. 
Phelps is the oldest retail merchant in the city, he is still 
interested in the business, though he has passed on to 
his son the active management. On his last birthday he 
was 89 years old and a wonderful tribute was paid him 
by the merchants of the town in the shape of a full page 
advertisement in the Sunday paper telling of their 
regard for him. 

So much for the past. The hat business has long been 
given up. Today it is the only shoe store in the city that 
regularly advertises 365 days in the year, using the same 
position daily, the lower left hand corner of the society 
page. Some of the high lights of the establishments are 
as follows: 


Shoes Have Names— Not Numbers 


Every shoe as it omes in is given a name. This name 
is featured in the daily advertising, helping out the 
customers when ordering by mail, also the salesmen on 
the floor. The shoe isn’t simply “Our new style,” it is 
“The new San Toy Model.” Figuring it this way, if it is 
worthy of being in the store, it is worthy of a name. The 
impression on the customer is marked, as it is in the 
nature of being introduced_to a shoe that. the house 


Here's the home of the chart—the new Phelps Store in 
Shreveport, La 


thought enough of to name, 
rather than just a shoe. Ge! 
the point? 

To stop the constant 
bickering of “‘who is up”’ in 
waiting on a customer, Mr. 
Phelps, Jr., evolved this idea 
of having a permanent recor 
showing the daily record of 
each salesman, and at the 
same time, designating the 
turn each man was to have. 
It is in chart form kept right 
on the front counter. The 
pretty part of it is, that 
each salesman keeps his own 
record, under the supervision 
of the floor man so that no 
dispute is possible. Here's 
how the chart works: 

First column—lInstead of 
numbering the salesman, 
they are designated by let- 
ters. F is Brown, T is Town- 
send and so on. Second and third columns—Each man 
as he enters in the morning writes his name and time of 
entrance on the chart. By so doing there is no chance of 
anyone putting down the wrong time of arrival. Hicks 
is the display man; Jones, the stockman; Kirsch the 
floorman. As an incentive to have the men report early, 
the first man to register has the first customer, the 
second, the next customer, etc. Numbers one to twenty- 
five are the turn numbers. The key to the marks is: 

S—Sale Made. 

L—Sale Lost. 

Cross in Circle—Special call customer. 

TO—Turnover, either from or to. 

APP—Sent on approval. 

V—Where floorman checks lost sale. 

Square—Left store for a few minutes, When he 
returns, a mark | is made inside the square. 

L in a circle—Lost sale but customer returned and 
bought. 

At the bottom of the page is written why each sale 
was lost, also the size. These are keyed so reference is 
made and each lost sale checked. The letter designating 
the salesman, and the number, the number of his turn. 
Take thefirst one, Salesman “‘L”’ lost hisfirst sale because 
shoes were defective. “‘A” lost his on account of cus- 
tomer seeing same shoe elsewhere and went back for it. 
“P” lost his as the customer wanted a size 6-C black 
satin, school heel. ““T” lost his second sale on a black 
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satin flat heel 6144 AAA etc. Note in each case the floor- 
man checked the lost sale. 

Take salesman “F”’’, his fifth sale was a turnover 
from ““T”’ (see T’s sixth turn) which he lost. He sold all 
the rest of his customers except No. 14. 


Salesman ‘“‘T’s” Record 


““T”’ lost his second and third, while the sixth he 
turned over to “‘F’’ as noted, selling all the rest. 

“M”’ lost only three sales, having many call cus- 
tomers, which naturally takes time. Studying “A,”’ you 
will see that he waited on more customers than any 
other man, also he lost five. This shows him to be a fast 
salesman who either sells or loses quickly. “‘P’’, on the 
other hand, lost three customers, but he lost them in 
such a manner that every one came back and bought— 
a slow, sure, steady man, that customers like and who 
can be depended upon to turn in the largest book 
regularly. An L does not reflect on the ability of a 
salesman as viewed by Mr. Phelps. The men work like 
the dickens to keep this mark from appearing against 
their record, just the same. 

This method is still in a crude shape, but as it is 
working out, Mr. Phelps is more than satisfied with the 
results. Even if he is away for a few days or even weeks, 
a study of this sheet tells him just how things have been 
going during his absence. 

Read the story too: 144 customers were waited on 
this day of the three turnovers, two were sold, one lost, 
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but only 16 lost sales for the entire day. This is about 
11% lost sales. Many merchants carrying high grade 
style shoes allow 50% for lost sales. Looks like this man 
Phelps has something worth investigating. 





Janke to Make Work Shoes with New 
Fastener 


Milwaukee, Wis.—The Janke Shoe Company of 
Milwaukee, Wisconsin has acquired the complete patent 
rights to the “Zipper” fastener to be used in the manu- 
facture of leather footwear of all kinds. This company 
is about to place on the market a very complete line of 
work shoes that will fasten with the new fastener. The 
application of the fastener does not eliminate the use of 
laces but is applied on one side of the lace stays. 





Educate the Women 


The consumer takes her ideas about shoe styles 
largely from what she sees in her favorite store and 
what she is told when she visits it. If her attention is 
constantly invited to “something new,” heridea of shoe 
buying will be to wear out one novelty after another 
without regard to its suitability to time, place or 
costume. If, however, her attention is drawn to the 
types of shoes necessary for good dressing, she will buy 
along sounder lines to her own greater satisfaction. 
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United We Stand for Better Business 


Disconnected Window and Newspaper Advertising 
Dissipates the Real Strength of Both 


N advertising the window is 
stationary and the newspaper 
mobile, and they are both de- 
signed to do exactly the same 
thing . . . arouse enough interest in 


l 














the passerby or reader to enter the 
store. No actual sale is made by 
either, their work being creative 
of desire. If there is any way of in- 
creasing their power it ought to 
get the earnest consideration of 
merchants. 

Some merchants value_ their 
windows up into the hundreds of 
thousands, placing them on a par 
with their newspaper advertising, 

















others place an S: 











extremely low 
valuation on win- 
dows as compared 
with newspapers. 
The location of a 
store is the deter- 
mining factor in 
the case of the 
window ; the news- 
paper’s value to 
the merchant is 
fixed according to 
readers and is not 
affected by the 
store’s location. 
Individually 
both are valua- 
ble; jointly the 
value of each in- 











































































































FOR POPULAR PRICE STORE 


To demonstrate the old and the new. A broom and 
vacuum cleaner to represent the two ertremes—an old- 
fashioned shoe that used to be worn all day long and a 
day’s complement of shoes as worn today. A centre pole 
in window with arrows pointing each way to broom on 
one side and shoes on other. Call it the “‘Modern Idea 
Window.” 

Old shoe surrounded with bunion plasters and 
salves. The caption over old shoe to read—‘‘It Fell 
Down on the Job.” For the new shoes—“They Keep 
Feet Fresh and Youthful.” 

In the ad captioned “Modern Ideas’’ show the broom 
and one pair of shoes in a cobwebby corner and the 
vacuum cleaner and new shoes for the occasions of the 
day brought out clearly with captions, ‘‘ Housework,” 
“Shopping,” “Visiting,” “Play,” “Dancing.”” The 
idea is carried out in profitable sequence. 








creases, for when 
they work to- 
gether each acts not only as a prop to the other, but 
their influence is more likely to extend to the selling 
counter. The importance of advertising as it affects 
every medium gradually filters down through every 
thread in the selling fabric, sealing it up and making it 
sale proof. 


Where Sales Impetus Is Lost 


With the feeling of desire implanted by a newspaper 
advertisement the reader starts for the store and upon 
reaching the windows the natural thing to do is look for 
further evidence of the importance claimed for the 
article in the newspaper. If the shoes advertised hap- 
pened to be for evening wear that is the direction in 





which the mind of the prospect attracted by the news- 
paper is travelling. The line of thought is a slender 
thread woven by a word picture in which soft lights, 
grace, gaiety, charming companions, etc., form the 
background. The importance of proper footwear to 
grace such a setting up to this point is the controlling 
factor. But without really knowing it the would-be 
customer suffers a disappointment at seeing such an 
important article of apparel as written in the mer- 
chant’s advertising sacrificed for a nondescript showing 
of about everything else in shoedom. Still, runs the 
would-be customer’s subconscious mind, of course, they 
must be inside. And the first thing that greets the eye 
is the same showcase just inside the door with its same 
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old assortment of accessories and a manufacturer’s 
counter sign, beautiful in itself and reassuring in its 
claims but venturing nothing apropos of evening foot- 
wear which in the advertising seemed the only part of 
footdress that everyone at this time was thinking of. 
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from all sides. They are given the very definite thing, 
but at a saving, to do and are helped in every way to do 
it. After the sale selling jogs back into its ordinary 
routine and another “event” is waited for to arouse the 
concerted action of all concerned. It’s the lack of en- 
thusiasm on ordinary days that 
makes the periodical sale with 








7 E=s= in daily doses the necessity 
of price-cutting sales would be 
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/ cut prices necessary. Taken 
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1 cut in half, if not eliminated 














entirely. Anniversary, semi- 
monthly, stock-clearing sales 
ad infinitum are built on too 





























selfish a basis to enjoy the 
greatest popularity. They get to 
be old stories. 














How Sales Are Made 


A well-known hat manufac- 
turer operating in the retail 
field lays down among others 








this rule in sell- 


























FOR HIGH GRADE STORE 


Draperies at the back of window separated in three 
places to show shoe and stocking on leg just disappear- 
ing through curtain. Laid on the floor in front of each 
style description and price of shoe and stocking dis- 
played. The proper lighting will concentrate attention 
on the few models displayed—the display is simple 
enough to change every night or every time the newspaper 
copy is changed. 

The ad will show at the top the three styles in just 
about the same position as shown in the window, and 
full description, with the admonition to watch the win- 
dows every night for new combinations. 


And when the salesman asks, “What can I do for you?” 
the thought of evening slippers has just about’vanished. 
If the customer really needs such a pair of shoes—has 
needed them for some time a commonplace, “What 
have you got for dancing pumps?” takes the place of, 
“So that is your Broadway pattern?” 

One of the biggest reasons for a cut-price sale being 
productive of much interest is the fact that the mer- 
chant holding a sale has cut prices to such an extent that 
he feels everything must be done to justify the cut. It 
is an event and as such is planned for in every detail, 
the shoes to be on sale are gathered for display, the sales 
people are advised as to stock, the window appeal is 
ready, the newspaper and direct advertising are. then 
sent out. Prospective buyers wherever they are cannot 
help but be influenced by the appeals coming to them 








ing, “Feature one 
style, but carry a 
variety. The first 
gives rapid stock 
turn; the second, 
ability to satisfy 
all customers,” 
and upon reading 
it it seems such 
an obvious thing 
that some of its 
“kick”’ is lost. 
The shoe mer- 
chant could fol- 
low this advice, 
first, by taking 
out of the window 
the mixture of 
men’s orthopedic 
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Your Name 


Street Towns 








shoes, children’s 
bedtime slippers and women’s ultra-stylish shoes and 
making one window serve for one of the above three 
subjects. 

Then instead of the woman who happened to be in- 
terested in getting the children some bed slippers hav- 
ing to search for bed slippers in the window, would have 
a whole window devoted to bed slippers from which to 
draw comparisons and get a good idea of what she 
wants before entering the store. This speeds up selling 
inside the store. Moreover it creates business right at 
the window. A good display of slippers puts the thought 
of slippers into the mind of the looker. The singleness of 
purpose of the window focusses the mind of the looker 
on the desirability of such footwear and with other 
thoughts excluded for the moment a buying impulse is 
started. The creative side of the single article window is 








58 


not the least of its accomplishments. One day, one line 
of shoes have the floor, another day still another with 
the spotlight turned on the leading style in the class 
being pushed for the day. 

The same co-operation and enthusiasm developed 
within the store as in the case of a big sale, for the big- 
gest kind of a sale is on shoes at 
their fair market value at the time 
they are most wanted. There’s no 
doubt of the profit in goods so sold. 

There’s no super-merchandising 
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in the selling tactics of that merchant’s store. Each bit 
of selling will be reduced to the simplest and quickest 
way of emphasizing footwear’s relative position in the 
wardrobe. The selfish side of customers’ natures will be 
touched. Each advertisement and window will be a dia- 
gram of how to get the most enjoyment and satisfaction 

















sense or. principles mixed up in the 
idea, either. The facts are that 
people would rather think of an 
automobile or a play at the theatre 
than think of shoes; they do think 
so much of both, say, that they 
haven’t much time to think of 
shoes. The value of an article 
depends upon the amount of time 
spent thinking over its purchase. 
They would rather dismiss the ; 
idea of shoes for occasions by get- €, 

















ting a generally 
worn style and 
using it for most 
of their activities 
than plan a ward- 
robe based on 
form on the one 
hand and far- 
sighted economy 
on the other. They 
would rather pay 
less and get shoes 
oftener without 
stopping to think 
of the difference 

in value between ‘Your Name 
a cheap shoe and STREET TOWN 
a well built one; } 

a difference that Z / 

the nerves of their 

feet will advise 

them of in no uncertain terms once they’ve got them on. 
They would rather spend their time reading down the 
news columns of the paper than to study an advertise- 
ment. They would rather not take their shoes too seri- 
ously, there are so many other things in life to utilize 
their store of seriousness. There are those who have a 
hobby on hats or gloves, or jewelry, etc.; some, too, 
have a leaning toward shoes, of course. 

Wherefore, it must be admitted, although the admis- 
sion is stretched to the breaking point here, that more 
than one pair of shoes haven't a place in the daily life of 
most folk. And when the merchant in his heart of 
hearts or down cellar or up in the attic or any place 
where nobody can possibly divine what is going on in 
his mind determines that this is so, it’s going to show up 
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FOR SMALL TOWN STORE 


Display a kidskin hide in the center of the window 
with ribbons running to three shoes with a description 
of how the leather is selected, where it comes from, how 
thick it is, how it is tanned, etc. Have other hides rolled 
up to show how flexible it is; have another hide stretched 
lo show the “‘give.”” 

The ad to be made in the shape of a hide with a com- 
parison made of the finest fabrics—in feel, in softness, 
in flexibility, in finish, in color, etc., with statement 
that hides from which shoes are made are on display in 
windows. 


out of one’s money. The news of the store will be pre- 
sented in a way that will compete with the other news 
of the day, and it will have the added advantage of 
being more personal than most news for folk are inter- 
ested in themselves mostly. Nothing will be felt to the 
lookers’ or readers’ imagination, or if it is the imagina- 
tion will have been stimulated to a degree where joy of 
possession is felt. The combined forces for selling will be 
used in combination each day to concentrate thought 
on some particular style so that the prospective cus- 
tomer will not find a single obstacle in the way of mak- 
ing a purchase, either in lack of interest, influence or 
information. — 

As in everything else practice brings into being a set 
of rules which are merely sign-posts on the road by 
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which the traveler may check up on direction. They are 
so obvious that they might be overlooked by one who is 
close to his subject. The merchant who starts out with 
the idea that shoes are the most neglected article of 
wear just so that he will not allow himself to take too 
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worth while proving or elaborating on, the explanation 
should be made in the window, if only to display the 
goods advertised saying, ““These prove our newspaper 
statements on style and quality.” 

If a style is shown in the newspaper it should be 
shown in the window; if it is shown 
in the window it should be shown 
in the store (some stores put finer 
shoes in the window than they can 
afford to sell at the prices, but this 
isn’t any worse than putting an 
advertisement in the paper and 
not backing it up with window and 
store display) and if it’s shown in 
the store, salespeople will turn 
their energies to selling it. 

High priced and low priced shoes 
should not be shown in the same 
window. Men’s shoes should not 
be shown with women’s. 

Too many showcards cause con- 
fusion; let the looker’s mind con- 
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centrate on the 





























FOR POPULAR PRICE STORE 


Cut fashion figures out of magazines, mount them on 
cardboard and run ribbons from each one to the type of 
shoe adapted to wear with that particular costume. 

For the advertisement have the figure full length of 
the ad with the shoe superimposed on it and the copy at 
both sides of the figure—the description and price at top 
sides and what a fashion expert says on one of the lower 
sides. 
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most important 
message. 

Enclose store 
windows so that 
peoplecannot look 
through the win- 
dow into the store. 

When display- 
ing dark mer- 
chandise have 
background light 
and vise versa. 

When dis- 
playing men’s, 
women’s and 
children’s shoes in 
one window sep- 
arate with a parti- 
tion of some sort 


SHOES 


SourName 


STREET TOWN. 

















many things for granted, will follow the rules in order to 
leave not a single loophole through which the interest 
in his selling effort may be lost. 


Flashiness Never Indicates Quality 


The high grade store should keep away from flashy 
stunts. The popular-priced store may adopt catchy 
methods of getting the eye and interest. The small store 
near rural districts can do many things in the way of 
contests and other public-spirited stunts that either of 
the other two would not find profitable. 

Every window should contain only one appeal or one 
type of shoe; as in the case of the general store only, 
articles related to one another in use should be dis- 
played. 

If newspaper advertising makes an assertion that is 


so that the appeal 
does.not run into the others, just as in newspaper ad- 
vertising where space and time is limited appeals can- 
not be mixed. 

Light windows so that light rays will be thrown on 
shoes and not into passersby eyes. Use colored lights 
where possible for, just as in written advertising, color 
attracts more attention than cold black and white. 

Use trade papers and magazine art work clippings 
for display posters in windows whenever possible. 

Change windows twice a week at least, to keep show 
goods from spoiling and to keep up a perpetual interest 
in the windows. 

And save money by finishing in the store the sale one 
starts in the newspaper. One can’t expect buyers to en- 
thuse over something that the seller has found it impos- 
sible to. Enthusiasm like charity begins at home. 
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The Trend of Styles in Men’s Footwear 


What’s Good During the Summer 
and Early Fall 





Patterns 


Lasts 


Colors 


Leathers 


Sport Shoes 





GEO. W. GEUTING, 
Philadelphia, Pa. 


Greater variety 
than ever. 
Many sport 
effects. 


All lasts good. 
Tendency 
towards 
Broader 
Brogues. 


Low Broad 
7-8 & 8-8 
60% Rubber 


70% Tan, 30% 
Black. Browns 
and Red variety 
the key. Tend- 
ency lighter 
shades. Many 
new colors. 


All leathers 
even. 

ight weight 
1 prevail. 


Very big sale. 
Nothing too un- 
usual or wild, if 
designed in good 
taste. 





DAVIS-SMITH BOOTERY 


Waco, Texas 


Blucher 
Growing. 
New, not 

freakish 

designs. 


Full and 
Square Types. 


Flat flanged. 
Young men’s 
custom lasts, 
with leather 
heels. 


lst Black, 
2d Light Tan, 
3d Nut Brown. 


Calf. 
lst Smooth, 
2d Norwegian, 


3d aa Grain, 
a 


Kid Kangeroo 


Combination 
Elk and 
White Buck. 





RICHMOND’S BOOTERY 
Bismark, N. D. 


90% Oxfords. 
Plain lace, neat 
stitching. 


Square effects. 
Demi-Brogue 
Custom. 
Semi-plain 
toes. 


75% Tan 
25% Black 


50% Calf 
50% Kid 











W. N. COMER, 


Minneapolis, Minn. 


Plain and 
Saddle effects. 


Same as Spring 


Low Flat 


Black and 
Brown, 
Calf and 

Light Tan. 


Calf, 
Patents. 
Kid for 
conservative 
trade. 


Rubber 
Composition 
Soles. 





Cc. J. MENSCH, 


Pittsburg, Pa.* 


Oxfords 
| 


Square Toe 
type best. 


Black and Tan 


Russia Calf, 
Black Kid, 
Light-weight 
Calf. 


Crepe Rubber 
for July and 
August. 








W. G. SIMMONS CORP. 


Hartford, Conn. 


Oxfords 


Brogue, 
Semi-Brogue, 
Medium. 


Black and 
ue Shade 


‘an. 
Both Black 
and Tan. 


‘Scotch Grain 
Mouse Calf 
for Fall. 


With — 


an 
half wing 
tip. 





PITTS SHOE COMPANY 
Columbus, Ohio 


Oxfords. 


Square and Full 


Flat and 
Rubber. 


Lighter Shades 
of Calf 
and Kid. 


Calf, 
Brown Kid, 
Black Kid. 


Very few. 





JESSE ADLER, 
New York, N. Y. 


70% Oxfords 
30% Shoes 


c Brogues, 
Sustom Square 
Effects. 


90% Rubber, 
8-8 Broad 
Square 


Black. S . 
Medium a 
Light Tans. 


Bright 
Finished Calf. 


Crepe 
for S 
and Golf. 





BAKER BROTHERS, 
Brockton, Mass. 


Oxfords. 


~ Light and 
a Tans. 
Few Blacks. 


Calf, 
Grain, 
and Kid. 


Conservative 
Patterns, 
with 
Crepe 
Soles. 





M. F. MURRAY, 
Wilkes-Barre, Pa. 


No. 4 Shade 
Tan Calf. 
Black, 
Brown. 


Patent, 
Kid. 
White Buck 
and Cloth. 


Tans, Crepe, 
and 





WM. KAUFMAN, 
San Francisco, Cal. 











Trifle lighter 
shades » io 








Light Tan, 
Medium Tan, 
Scotch Grain, 
Black Calf. 
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BOUT AND SHOE RECORDER 


What Leading Merchants Say Will Sell 


Answers to Questionnaires Sent Out 
By N.S. R. A. 
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NAME Patterns Lasts Heels Colors Leathers Sport Shoes 
Elk Trimmed 
H. A. DIEHL SHOE CO., Present 7-8 to 8-8 Calf, in. Tan, 
Oxfords prevailing Flange Tans, Black. Grained Crepe and 
Phoenix, Ariz. styles. Rubber. and Kid. Leather 
Soles. 
ny Calf and 
(; BURT SHOE COMPANY, Light Tan, Scotch 
About the same Same. Same ussia Grain, None 
Austin, Texas as now. and Black. Black and 
Brown Kid. 
Straight Lace Medium ight Tan, Calf 
Pe eiohtakadiaedibie mr oh a al ey eee a Ra OP 
ucher rter an ck. id. repe Soles. 
Huron, S. D. Oxfords. Vamps. 
Moccasin 
D. H. RICH, Fuller Toes, Light Shade Boarded, Types. 
: Bals. 65% Shorter According Tans. Calf. ight Tan, 
Birmingham, Ala. Bluchers 35% Vamps. to Lasts. | 40% Tony Red Grains. S ed Horse, 
40% Black. Some Kids. Crepe Soles. 
White and 
Oxfords, with Modified 7-8” Rubber Sunset These colors | Combinations. 
N. E. JACOBS, Wide Throats. | Square Toes, Top Lifts, and Dundee yee ight colors 
Lighter stitch- | in Calfskin except in in Calf, 75% of business} of Horse and 
New Orleans, La. and Custom Lasts high-grade Best Bet. ance, Elk. 
preforations. in-Staples. |Custom Lasts. Brown and | Tan Trimmings 
Black Kid Rubber Soles. 
Oxfords, 
GEO. E. PEIRCE, —_ , Light Tan, Grains and , 
Bal. Oxfords, |Short Foreparts} No Change. in Oxfords. | Boarded Calf. | No Change. 
Providence, R. I. in Staples Only. ne Staples, High, | Staple High, 
as Usual Medium Brown| Medium Brown 
‘Moccasins 
teen anil Medium and _and Saddle 
J. D. KASE, Bluche Wide Toes. Brown, Calf Patterns, 
ALEXANDER & CO Oxford . French Lasts 7-8 to 9-8 Tony. Red, and Crepe and 
Wheeling, W. Va ™ and Modified ight Tan, Kid. Leather Soles, 
‘ English. lack. 7-8 and 
Spring Heels. 
Sunset and 
Oxfords and Brogue, Tony Brown, Calf, Crepe Soles, 
W. W. WILLSON, Boots after | Semi- i Black. Kid, Russia Calf. 
October 1 New Fren 8-8 Increasing and Few Some Boarded 
Boston, Mass. Strongly and some after Patents Leathers. 
Advocated September 1, 
Narrow Type Grain Leathers. 
R. H. FYFE COMPANY, | Plain Stitching Haig and 60% Light Calfskins, Two-Tone 
me S Modified 6-8 Shades Tan. about Tan 
Detroit, Mich. Perforations English. 40% Black. 30% Grains. | Combinations. 
Indications Square, 
patterns will and Indications, Mostly Calf. Tan Calf 
CHESTER HEROLD, be livened by | Brogue Lasts. Good Sale ighter Brown | _with Smoke 
ings and | Narrower on As Before. on hades in Elk, etc. 
San Jose, Cal. aes 7 Lighter ‘ nee = oie Crepe Soles 
ight-weight eights an es. d promise more 
Shoes, Plain Colors. sa 
W. S. STRYKER, Plain, Medium Toe, ht Tan, Calf, for Black and 
2 to 4 Rows to 8-8 wn, Yo Men. White, 
Omaha, Neb. Stitchi ound. White and id, Smoked Elk, 
Black White Buck. 


Brown Trim. 
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What’s Selling at Retail—And Why? 


Merchants Getting Real Prices for Complex Patterns 
All Over the Country 


HAT merchants all over the country have the 

courage to ask a fair price for very stylish foot- 

wear has been determined by the Recorder to be 
true. This is the one season of the year which it is pos- 
sible to get a real price for real stylish footwear. It is the 
height of the style season. 

By a method all its own, the Recorder has been able 
to-get an intimate knowledge of what merchants are 
selling and what in their opinions are the chances for 
success of these patterns. On the two pages following 
we show a national selection of pretty shoes indicating 
that the merchant is far in the front on his style selec- 
tion. The shoe merchants of this country are getting a 
fine appreciation of footwear style and are serving their 
public with a selection of footwear that cannot be 
exceeded. 

Current Shoes in Merchants’ Stocks 


On these twin pages you see a range of styles all the 
way from a fancy Broadway sandal to a simple open 
side pump. Remember, these are current shoes, shoes 
that merchants have in their stores at the present mo- 
ment and which they are selling at the prices marked 
in the illustrations. 


If we are coming into a fall season of simpler 
styles, it well behooves shoe merchants to 
move at a profit the more complex patterns 
they now possess. 


It takes time for shoes to move. As the darkie down 
South portering in a store said: 

“All these cut-outs got-to-get wings.’’ He tells the 
entire secret of shoe selling for the months of May, 
June, July and August—the biggest and best period of 
fancy shoe selling that the industry has ever known. 


Some Styles Live Long 


If more filled-in shoes are coming for fall, the thing 
to do is to make present stocks move at a profit, and 


any new and complete lines later to be carried must fall 
in line with the very advanced style trend. It is all fool- 
ishness for a merchant to feel that the shoes he buys are 
automatically out. of date in six weeks’ time. Many. of 
the best numbers shown in the stores of this country 
have had a continued sales life of eighteen months and 
have been ordered and re-ordered. 

If Burns in Los Angeles can sell 186,000 pairs of 
sandals and can continue to do a big business on that 
Hollywood pattern, doesn’t it indicate that styles have 
a longer life than generally realized? 


If one store in Buffalo can do a continu- 
ousand re-order business on colonials with 
no one else in town giving them much 
consideration, doesn’t it prove that styles 
move according to the pressure put be- 
hind them. 


One of the clearest definitions of the function of 
style in footwear is that used as the basis of the style 
show to be held at the Hotel Commodore by the Shoe 
Manufacturers’ Board of Trade of New York City, 
Inc., May 19-20-21, under the direction of manu- 
facturers of Brooklyn and Long Island City. Under the 
heading, ““The Essentials of Style” the platform reads: 
“Style is the hardest thing in the world to define and the 
easiest to recognize. 

“Shoe style isn’t pattern nor last, nor color, nor 
material, but a beautiful and harmonious result. The 
attempt to arrive at style by arranging and re-arranging 
details at random is about as hopeful as the attempt to 
produce a symphony by striking piano keys in different 
orders and comkinations. Style is essentially art and 
there is no element of accident in it. 

“‘Women buy new shoe style for the definite purpose 
of making their feet more attractive. When they 
understand that quality, suitability and perfect fit are 
as important as novelty in their shoes, they wil build 
their shoe wardrobes on sounder lines.” 





Black Satin Up Front 


TheO-G Masque, 
a black satin bench 
made slipper with 
artistic gold kid 
piping, has a short 
vamp and rounded 
toe, design by Julius 
Goldberg, O’Con- 
nor & Goldberg, 
Chicago," Ill. 

















Patent Piped with Champagne 


A Gypsy pump 
in a one piece seam- 
less patent leather 
with champagne 
kid piping and 
metal buckle. Fea- 
tured by Hanan 
& Son in their State 
Street store, 
Chicago, Ill. 
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Opera Good in New York 
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A unique opera 
pump with a very 
original outsidecut- 
out. This is in pat- 
ent and satin in a 
strictly hand made 
shoe. Featured by 
Winkelman at 21 
West 42nd Street, 
New York City. 


Suede and Calf Combination 


An Airedale 
suede and Russia 
calf oxford, com- 
bining lace stay 
and one-strap 
buckle on sale in 
the Chisholm 
Boot Shop in 
Cleveland, Ohio. 























Getting a Good Price 
































A cut-out oxford 
of very distinctive 
pattern featured by 
the Stone Shoe 
Company of Cleve- 
land, Ohio. Priced, 
as you see at $14.50 
—and moving. 


In Three Combinations 


A Dixie gore 
pump in Log Cabin 
suede trimmed with 
kid or in Airedale 
and black suede or 
patent and satin. 
Featured by Cas- 
pari & Virmond Co. 
Milwaukee, Wis- 
consin. 
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A Low Heel Model 


The Musette pat- 
tern in black, gray 
and fawn suede. 
In stock about 
eight weeks and in 
heavy demand. 
Made on a com- 
fortable-fitting last, 
with medium-low 
heel. Trimmed with 


kid. Featured by Thayer, McNeil Company, Boston, 


Mass. 
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The Bryn Mawr 
sandal in patent 
leather in a cut- 
out strap effect 
made of black kid 
being classified as 
correct for juniors, 
misses and women 
by Saks & Co., 
Broadway, N. Y. 


Clever Colonial Type 


What Saks Is Selling 
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A slip-on pump 
withColonialbuckle 
in black suede or 
airedale with col- 
lege heel. One of 
the clever numbers 
of Andrew Alex- 
ander at the Sixth 
Avenue 19th Street 
store, New York. 


Short Vamps in Texas 


The Rossales is a 
round short vamp 
with French Louis 
heel in either black 
satin at $12.50 or 
tan. bark satin 
$13.50 featured by 
the French Boot- 
erie, Dallas, Texas. 
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Whites Beginning to Show 


























Easter business 
very good. Excep- 
tionally keen de- 
mand for black foot- 
wear, patent and 
satinleading, 
whites looming up. 
Broadway sandal 
a good number be- 
cause of open work 


effect. Streicher’s Shoe Stores, San Deigo, California. 


Will Sell Same Style This Fall 


Our Easter busi- 
ness quite satisfac- 
tory; ahead of last 
year. Aven tie sell- 
ing well considering 
high quality and 
price. Very smart 
looking with light 
stockings. Patents 
and satins selling 
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best. The H. and §. Pogue Company, Cincinnati. 
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St. Louis Merchants Adopt F orward-Looking 


Code of Ethics 


Will Try to Swing Industry into Line on 


EVER before during its 
| \ entire existence has the 
St. Louis Shoe Retailers’ 
Association made the progress it 
has during the past few years. 
The most advanced step was 
taken at its regular monthly 
meeting held Wednesday night, 
April 23rd, when it adopted a 
code of ethics which in itself will 
be a tremendous influence, for 
better business practices through- 
out the retail shoe trade. 

The report and the standard of 
principles adopted were prepared 
by Max Weiss, of the Vogue 
Boot Shop, who has been work- 
ing on the code for a month. It 
represents the best that has been 
gathered from similar codes of 
other organizations, together 
with a number of original ideas 
injected by Mr. Weiss. Chas. E. 
Williams, former director of the 
N. S. R. A., collaborated with 
Mr. Weiss in the final prepara- 
tion. 

The code itself is developed on 
a broad scale and represents a 
practice of business ethics that 
will stimulate confidence not only 
in the retail trade, but will 
penetrate ultimately to the men 
and women who buy shoes at 
retail. 

When presented at the meeting 
it was adopted without discussion 
and by a unanimous vote. 

The comment in_ general 
throughout the meeting was that 
any retail shoe merchant who 
could not subscribe to the code 
didn’t belong in the organization. 

The standard of practices is to 
be printed in an elaborate man- 
ner and a copy sent to each 
member of the organization. 

It was urged that it be placed 
in the most advantageous posi- 


Brand New Platform 








Here’s the Platform 


. 1—To strive in making our vocalion a 


worthy one and deserving of the 
public’s confidence. 


. 2—To assist our cily, stale, and 


government, by being good clean 
citizens. Vote for the most efficient 
men regardless of party affilia- 
lions and participate in all worthy 
movements. 


. 3—To establish closer relations among 


members of our craft, to the end 

that greater efficiency may be al- 

tained through the interchange of 
* ideas and business methods. 


. 4—To fight together and not each 


other. Not to make nor allow 
our employees to make false or 
disparaging remarks or circu- 
late harmful rumors respecting 
a competitor’s product, price, 
business or personal standing. 


. 5—To be honest and truthful in our 


advertising. To be more original in 
our method of doing same, rather 
than capitalize on the ideas of our 
competitors. 


. 6—To live up to our obligations 


with the manufacturer and 
houses from whom we buy: 


. 7—To quole one price to all customers. 


To make the exchange of our goods 
and service and our ideas for 
margin, legitimate and ethical, 
provided all parties in the ez- 
change are benefited thereby and no 
deception is practiced. 


.8—To pay our employees salaries 


consistent with living conditions 
and services rendered and give 
every opportunity of advancement. 


. 9—To apply the Golden Rule in all our 


transactions. To consider no per- 
sonal gain that which is secured by 
taking unfair advantage of our 
competitor, the public or the firms 
of whom we buy. 








tion in the store and the sales- 
men be instructed to read it 
carefully. 

A vote of thanks was given 
Mr Weiss for his effort. 





New Sandal Pattern 
Originated by Munroe 
Shoe Company 


Auburn, Me., May 1—The 
Munroe Shoe Company, Inc., 
of Auburn, Me., has applied for a 
patent on a new cut-out pattern 
to be known as the Rita sandal. 
The pattern includes the front 
line strap characteristic of the 
sandal type and has, in addition 
to this feature, a cut-out design 
which is believed to be of suffi- 
cient novelty to warrant patent 
office protection. The pattern in- 
volves cut-outs in the quarter as 
well as in the forepart of the shoe, 
so arranged and so spaced as to 
preserve the lines of the shoe; 
and so sized as to make unneces- 
sary the usually expensive proc- 
ess of stitching around the out- 
lines of the cut-outs. 





Bill Provides Labeling of 
Imported Hides 


Washington, April 26—Repre- 
sentative Newton, of Minnesota, 
has introduced a bill to prohibit 
the importation of certain hides 
and furs unless marked so as to 
indicate the country of origin. 
The bill has been referred to the 
House Committee on Ways and 
Means. It provides that raw 
hides shall not be imported 
from the Dominion of Canada 
unless marked, stamped, branded 
or labeled legibly in English 
words in a conspicuous place 
that shall not be covered. 
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E. ‘fective hosiery display in store of C, H. Baker, Portland, Oregon. Stock is stored in the 90-drawer cabinet 


More Money in Turnovers Than in 
Leftovers 
(Continued from page 48) 


bigger? Because they have more brains than the small 
merchant? Not by a jug full. The big difference is 
because they apply their brains to their business better ; 
they think. These two words recall a story of an eastern 
man who migrated to San Francisco and there while 
applying for a position referred to his former employers. 
The Frisco firm received this reply “Jones best man we 
ever had he think.” The telegraph office failed to put a 
period after the word “had” which made it appear that 
Jones was more or less of an egotist but what his 
former employers meant to say was this: “Jones best 
man we ever had. He thinks.” 


One big mistake in the shoe business has been that 
the retail merchant has had the other fellow do too 
much thinking for him when it comes to picking out 
salable merchandise and the retail merchant himself 
has been too lax on thinking out his business from the 
inside. Every store has its own problem and no one 
should be able to solve that problem better than the 
dealer himself, but sometimes other forces creep in and 
the dealer’s calculations are upset. There is only one 


way for the dealer to play safe and there is no exception 
to this rule. Know your own business yourself by means 
of records covering every phase of it. 


Face the Facts 


Don’t be satisfied to know that your sales are ahead 
of a year ago or that your daily profit is bigger than it 
was last year; that is only a small part of what you are 
supposed to know but dig into-every nook and corner 
and uncover all the information and data you can 
whether it is favorable or unfavorable. Don’t be afraid 
to face the truth. If your business is falling off it’s a lot 
better to know it now when you can use means to 
bring it back than to hide the facts and in the end lose 
it entirely. On the other hand if things are prosperous 
let it spur you on to even greater things. 

There is a good deal of talk in the papers every day 
about “Pacificism.”” There is no room in the shoe 
business for a Pacificist. It means fight every day and 
requires a lot of strategy and maneuvering to bring the 
leather soldiers to a victory at the season’s end. The 
opposing forces of weather, style trend and high cost of 
doing business must be met and only by an intimate 
knowledge of your business secured by efficient records 
can victory be hoped for. 
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Chiropody department in the Delancy Street, New York, 
store of the London Shoe Co., where free service is given. 





A Practical Case of Figuring 


Since most of the defeats today are due to too much 
unsalable or slow moving stock let us look for a moment 
into that phase of it. Suppose you have a stock of 
women’s shoes which cost you $10,000. We will call 
$6500.00 of it inactive; what is the inference? Isn’t it 
natural to suppose you are not taking your discount on 
purchases and isn’t it natural to say you are not a 
smart buyer? Now let us dispose of this $6500.00 stock 
and assume that we get $2500.00 for it—would that be 
good business? Let us see. This sum would likely pay 
what we owed on the $10,000 stock. If we can turn the 
$3500.00 stock remaining 4 times we would buy 10,500 
more shoes which would earn $502.50 discount. On top 
of this we would save insurance on $6500.00 which for 
one year would be at least $200.00. That makes $702.50 
which with the $2500.00 is just about 50c on the dollar 
for a stock that should never have been inventoried for 
more than this figure. Besides getting 50c on the dollar 
for thismerchandise you increase your standing with the 
manufacturers and your bank because you are now 
known as a discount account and are entitled to greater 
confidence which interpreted means greater credit so 
that if your business grows you can have the means to 
continue discounting your bills. 

Last week one dealer said he did $35,000.00 business 
on a $3000 stock and we believe what he says. He 
bought fill-in sizes every day and was fortunate enough 
to pick winners in his selection of quantity orders. But 
he has an absolute record of every pair sold and on hand 
and does not guess when he places orders. His size sheet 
would startle many dealers but it is absolutely correct 
as far as his own store is concerned. And that is the 
trick; to know what your store needs regardless of 
whether it harmonizes with what you think it ought to 
be or not. Your size sheet today may look different than 
it did years ago when you were buying staples so guide 
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your self by an absolute record of every sole and quit 
guessing. sce Oia 4 

Read again the ten questions and ‘see if you can 
answer “yes” to each one. If you can’t, then start today 
to prepare yourself with whatever you lack that make: 
you unable to adapt yourself to your business. Don’t 
bemoan the fact that your neighbor is doing so much 
better than you but snap into it and begin today to dc 
business on a systematic basis and not like the old time: 
in Tennessee, who said he did business by guess-or-by- 
God but mostly by guess. 


John C. Roberts Dead 


St. Louis, Mo., April 29—John C. Roberts, vice 
president of the International Shoe Co. and owner o! 
the St Louis Star, a well known newspaper, died her: 
on April 27. He was 70 years of age. Death followed : 
very brief illness and was attributed to a stomach 
hemorrhage. 

Mr. Roberts for years has been a prominent figure in 
the shoe industry. He left the clothing business to enter 
the employ of the Hamilton-Brown Shoe Company as a 
salesman. His advance was stéady and he became sales 
manager. Later he had an active part in the organiza- 
tion of the Roberts, Johnson and Rand Co. which 

















JOHN C. ROBERTS 


Vice-President of the International 
Shoe Company, Si. Louis shoe manu- 


facturers, who died on April 27. 
subsequently served as the nucleus of the International 
Shoe Co. 

He was also a director in the Friedmann-Shelby 
branch of the company. Mr. Roberts was a personal 
friend of the late President Wilson and a leader in 
Missouri and national Democratic politics. He is 
survived by his widow, Mrs. Anna Roberts, and two 
sons, Elzey and John C. Roberts, Jr. 2%: 
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BEAUTY OF 
CEDAR CLIFF SATINS 
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The Big News 
BLACK SATIXNC! 


Satin Hats AND SHOEs 


Paris—Rose Descat, one of 


the leading creators of “‘chic 
chapeaux,”’ has recently decided 
on small black satin hats. To 
accompany these adornments for 
milady’s head, American shoe 
builders are making as rapidly 
as the wheels of their factories 
can turn—black satin shoes. 
Both hat and shoes are oft times 
buckle ornamented. 


Satins SELLING WELL 

Haverhill, Mass., April 3— 
Fabric footwear, with satins in 
the lead, constitute a large part 
of Haverhill’s women’s shoe pro- 
duction at the present time. Black 
is the favorite in satin footwear. 
Cut-outs and strap patterns offer 
opportunities for contrasting ef- 
fects with the light shades of 
hosiery now so extensively 
worn. 


251-255 
NE 


Bracks SELL TRULY 
Cincinnati, April 3—A good 
call for blacks is reported by 
manufacturers here. The retail 
shoe stores also report good 
demand for black patterns, par- 

ticularly suedes al Satins. 


Made of Black Cedar Cliff Satin, with front 
strap and throat of black alligator. Medium 
round toe, turn sole and 17-8 Spanish Louis 
heel. 
Made by 
P. SULLIVAN & COMPANY 
Cincinnati, Ohio 


Portland, Me., April 3—In 
women’s footwear, black satins 
are strong leaders with almost 
every Class of trade, and patents 
and the darker tones in suedes are 
still in high favor. 


YORI 


Brack Linincs AGAIN 
eabody, Mass., April 3— 
Tanners here tell of a new and 
large demand for black sheep 
leather for quarter and sock 
linings of shoes. It is due to the 
popularity of patent and satin 
shoes for women. 


P 


Pipincs or GoLp 

St. Louis, April 4—Among 
the newest models in women’s 
footwear are tailored pumps 
with delicate pipings around the 
collar and throat. In some cases 
the piping appears on the straps. 
When black satin is used in the 
body of the shoe, the piping is of 
gold and offers a nice contrast. 


e CEDAR CLIFF 
SILIC COMPANY 


FOURTH AVE. 
Ww 


CEDARCLI 


PURE DYE 


SHOE'SATINS 
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“Getting More Hosiery Sold Right’ 
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Double Wear Doubie Strength 


DUBBELIFE 


The re-inforced toes and tops are doud/y durable, because they have to give twice 
the usual length of service. 


Dubbelife Hosiery, treated by a special chemical process, wears two to four times 
longer than the regular untreated sheer hose.* 


By getting double wear in each pair of Dubbelife Hosiery, the customer gets 
the greatest value ever offered in the sheerest of silk hose. 
*Tested and certified toby U.S. Testing Co. 


LANSDALE SILK HOSIERY CO. 
Lansdale, Pa. 


A. L. ULLMAN, Sole Selling Agent 
267 Fifth Avenue, New York City 


Chou gh ened jor Wear 


Ramier Anjou Rose Cher Brun Venetian Log Cabin Cinnamon Banana Cocoa Brown 
COLORS; £Ecaille Blonde Gazelle Argent Moresque Fawn Airedale New Peach Rosewood 
Montruiel Rachelle Nigre Desert Grey Piccadilly French Nude Black White 


Gunmetal 
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To Help You Sell 


OLLY W@® 
HOSE 


REG, U.S. PAT. OFF, 





Guaranteed Full Fashioned 





Hollywood Package 


The STOCKING PAR EXCELLENCE 





We put all the quality we could into Hollywood 
Hose, and we have taken equal pains to make 
our dealer helps as attractive and effective as 
possible. The packages, counter cards, window 
displays and strips make an unusually beautiful 
tie-up that will be an ornament to your store 
and boost your hosiery sales. 








Hollywood Hose are genuine full fashioned through- 
out—calf, ankle, heel, foot and toe. Pure tram silk— 
not weighted, not loaded. Tops are truly elastic and 
will conform to any woman's leg. 











YOUR JOBBER CAN SERVE YOU 


wcteaeer HARRINGTON & WARING 


4 x 3 Inches NEW YORK CITY 


Fmt | 
a 





. Guaranteed Ls Exeational 
l * full Vashioned. A, i Nearing guallies 
wi 






| Consumer Folder 






24 x 8 Inches 


Window Strip 
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' IRON CLAD 


F the mothers who come to 

your Hosiery counters asking 
for “something in children’s 
Hosiery” are sold IRON CLAD 
No. 98, or one of the other fa- 
mous IRON CLAD styles, it 
isn’t long before most of them be- 
come your regular Hosiery cus- 
tomers. 


Taking IRON CLAD No. 98 
for example. .. .hundreds of mer- 
chants and buyers tell us it is the 
best black, fine ribbed style on the 
market, because of its continued 
good looks after long and hard 
wear. 


The good looks come from IRON 
CLAD No. 98 being knitted of 
gassed and mercerized yarns, 
while the wear is assured be- 
cause of the double reinforced 
soles and four ply heels and toes. 


IRON CLAD No. 98 comes in the 
following sizes and prices: 


6, 614.... ..$3.50 8, 814... ...$4.00 
3.75 9,914, 10.. 4.25 


98 W. White, sizes priced the same 
as Black. 


98 AB African Brown sizes priced 
the same as Black. 


i a ae you will note the re- 
production of a page advertisement of 
IRON CLAD Hosiery, which ap- 
peared in the April 26th issue of the 
Saturday Evening Post. Such publicity 
is aiding to make regular IRON CLAD 
customers of the mothers who ap- 
proach your Hosiery counters asking 
for “something in Children’s Hosiery.” 
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How “Gude’s’ 








Hosiery Department 
of “Gude -_ 
Los Angeles 





A way to sell more ¢ hosiery— 
and sell it faster! 


EAD what Mr. Gude says: “We are 
featuring McCallum hosiery in both 
our stores. Practically all women know this 
merchandise, and their reaction is that the 
sale is half made immediately. In other 
words, the McCallum label on hosiery paves 
the way for confidence and quick sales.” 
Gude’s, like other successful stores, be- 
lieve in the policy of concentration and spe- 
cialization. They concentrate on McCallum 
hosiery. Everything that a shoe store needs 
in full-fashioned silk stockings is made by 
McCallum. The retail prices of McCallum 
hosiery begin at two dollars. That store 
which concentrates on McCallum, and 
pushes the three- to five-dollar grades, not 
only sells more _— and sells it faster, 


mA Callum 


Silk Ho lery 


cCallum = 
SILK HOSIERY |=" 


“You Just Know She Wears Them” 


—of Los Angeles—satisfy the critical taste of movie stars 


but on each sale the average total is higher. 

That means more pairs, faster turnover, 
and higher average price, and any one of 
those three alone means more profits. Send 
the coupon below for information on how 
you can sell more hosiery and sell it faster. 


A two-cent investment that 

pays big dividends 
The McCallum Ideal Assortment will be 
shipped to a limited number of new dealers. 
Are you a McCallum dealer now? If not, 
mail this coupon and detailsof the McCallum 
Ideal Assortment for Shoe Stores will be 
mailed to you without obligation. Mail this 
coupon today, before the opening in your 
city is closed. 





McCallum Hosiery Company 
Northampton, Massachusetts, U. S. A. 


Without obligation, send me further details 
of your Ideal Assortment for Shoe Stores and 
Shoe Departments. 


City and State 
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REPUTATION 


OMEONE has to spend time and 

money in establishing a reputa- 

tion for any goods before sales 
come easily. 

Steady, big-scale advertising 
throughout the years has blazoned 
the name Corticelli into the minds of 
women everywhere, has developed 
good-will and a ready market for 
Corticelli Silks in every corner of 
the land. 

You don't have to spend your time 
and money educating people. Corti- 
celli has done this for you. Women 


know Corticelli Silk Hosiery is right 
as soon as they see the name and kitten 
trademark. 

And you yourself have confidence 
in it, can recommend and sell it with 
pleasure to your best customers, 
because you know the reliable old 
house of Corticelli stands back of it 
and you. 

All weights, from sheer chiffons 
to heavy; all colors, staple or the new- 
est shades from Paris; plain weaves or 
elaborate Jacquard lace designs. Write 
our office nearest to you for details. 
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“The most shapely legs 
in New York City,” as 
they are acclaimed by 
the hyper-critical New 
York theatre crowds, are 
here shown clad in 
Corticellis. The owner 
appears in a well-known 
Broadway production. 
This same attractive 
photograph is used on 
a counter sign, 8” by 
13” in size, supplied 
with our compliments 
to dealers on request. 


SALES OFFICES 


NEW YORK 
136 Madison Avenue 


CHICAGO 
373 West Adams Street 


ST. LOUIS 
1314 Washington Avenue 
CINCINNATI 
Sixth & Sycamore Streets 


BOSTON 
68 Essex Street 


BALTIMORE 
109 West Redwood Street 


PHILADELPHIA 
1211 Arch Street 


SAN FRANCISCO 
278 Post Street 


MILLS 


Florence, Mass 
New London, Conn. 
Leeds, Mass 
Norwich, Conn. 
Haydenville, Mass 
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A DEPARTMENT OF THE Boot AND SHOE RECORDER 
207 South Street, Boston 


Light Colors and Chiffon Weights Continue 
to Lead in Style Parade 


HERE has been practi- Wites,Plain and with And in all probability they will 


cally no change wort 

talking about in the trend 
of hosiery styles during the last 
month. The nude and near nude 
shades continue dominant from a style viewpoint, 
with chiffon weights persisting in favor. Much is 
still being heard about a return to black, but so far 
it is mostly talk. However, it is worth considering 
whether there is likely to be such a radical swing in 
hosiery styles as a return to black would mean. 

It has often been said that the only permanent 
thing about style is that it changes constantly. 
Furthermore it always shows a tendency to swing 
from one extreme to the opposite one. But these 
swings are seldom if ever sudden. As a rule the 
story of any style is that it is first adopted by the 
more exclusive women and then spreads gradually 
until it is affected by all classes—by which time 
the more exclusive women have dropped it and 
taken up something else. 


Style Changes Usually Gradual 


But this process is a very gradual one, especially 
when a style has certain desirable features apart 
from the fact that it happens to be fashionable. 
Indeed many things that start as a purely style 
proposition remain as a staple proposition. Chiffon 
hosiery is a case in point. A few seasons ago chiffons 
were a novelty and a strictly style innovation. To- 
day they are widely worn both by the most fash- 
ionable women and by their poorer working sisters. 


(olored (locks Will Be 
Good This Summer 


continue to be worn indefinitely 
by all classes of women. 

It is just possible that the same 
may be true of light colors in 
hosiery. These were first taken up by smart women 
several seasons ago. In the meantime they have 
become widely prevalent. But the smart woman 
still clings to them. Because, like sheer hosiery, 
they have certain distinct advantages. In partic- 
ular they have the advantage of making the leg 
look dressy and of going well with practically any 
type or color of costume. 


Is the Swing Toward Black? 

For these reasons it is not altogether unlikely 
that they will retain a permanent place in the 
hosiery business and become as staple as_ black. 
But the very fact that they have become common 
is pretty well bound to cause a reaction against 
them on the part of the fashionables. The reaction 
may be only temporary, but it seems practically 
certain to come. And it will probably take the 
shape of a renewed vogue of black. 


However, there are certain considerations 
that tend to operate against a return of black 
as a style leader. The chief of these is that a 
very sheer effect seems impossible to get in 
black. For this reason, favor is likely to turn 
toward colors, such as gunmetal, which have 
the effect of a very sheer black when worn 
with chiffon styles. 
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Wenotice 
that one pro- 


minent manu- 


facturer is fea- 
turing a very 
dark gray with 
black heel, 
which looks, 
when worn, like 
an extrewely 
sheer black. And 
possibly the new 
style tendency 
will be toward 
just such effects. 


All this is spec- 
ulation how- 
ever, as fashion 
is capricious and nobody can foretell how she will 
turn. It is at least certain that the light colors still 
hold the ascendency and will probably continue to 
be worn to a large extent through next season, even 
if by that time they have lost favor with the smart 
set. At present the rosy nudes and light tan or 
sunburnt shades are the leaders, the paler nudes 
never having become as prominent as _ they 
promised to be earlier. But the latter may become 
more prominent during the summer season for 
wear in lieu of white. They were seen to a con- 
siderableextent with white 
shoes at Palm Beach and 
other Southern resorts dur- 
ing the Winter, and no 
doubt the same style will 
have some currency dur- 
ing the Summer. 


White During the Summer 


However, this will hardly 
affect to any important 
degree the vogue of white 
for warm weather wear. 
The season for white will 
start in now in a few 
weeks, and retail mer- 
chants should be ready 
for it with reasonable 
stocks of whitesilkhosiery, 
both plain and with bright 
colored embroidered 
clocks. If the weather is at 
all favorable this will un- 
doubtedly be a big white 
season. 

Gray shades are among 


Sport hose in a printed pattern for children 
Manufacturer's name on request. 


SECTION 


sumed consider- 
able importance 
during the last 
month or so. 
This may be 
merely a tempo- 
rary develop- 
ment, as gray 
usually gets 
something of a 
run around 
Easter time. But 
just now grays 
are selling quite 
well, and may 
continue to do 
so. There also 
appears to be in- 
creasing favor 
shown toward 
some of the 
novelty colors such as powder blue, pale mauve, 
yellow, orchid and green. There are a number of 
these colors which come in very faint tones in 
sheer hosiery, producing what is described as 
“‘phantom”’ effects, and which Paris reports as 
good for wear with the tailored suit. 
Styles for Sports Wear 

Higher tones of the same colors in medium 
weight plain or ribbed silks are good for sports 
wear. Ribbed effects are decidedly favored for 
sports wear in both silk 
and lisle hosiery. Novelty 
lisles are very prominent 
in sports styles. They are 
shown in a great variety 
of stripe, check and plaid 
effects, both in high colors 
and pastel shades. Such 
colors as powder blue, nile 
green, orchid and yellow 
are used in combination 
either with darker tones 
of the same order or in 
combination with con- 
trasting colors. Black and 
white and gray and white 
are other combinations 

which are well liked. 
Great variety is seen in 
sport patterns, ranging all 
the way from the now fa- 
miliar diamond pattern to 
twistsand curvesof all per- 
suasions. These mostly are 
printed on a light weight, 
all wool stocking, although 
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some are seen in lisle. 


the colors which have as- Full-fashioned ingrain, all silk. Maker's name on request. 
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He Trebled His Hosiery Business in Three 
Years and All He Did Was to Think 


Now Carl H. Mueller of Austin, Texas, Has a Volume Equal to 
One-Tenth of His Shoe Trade 


in Austin, Texas, there is a hosiery depart- 

ment that is a valuable asset to its owner 
and an inspiring example to the interested mer- 
chants who hear about it. It shows the result of 
effort mixed with a knowledge of the demand in 
that particular community and a desire to meet 
that demand. This hosiery department is a part 
of the Carl H. Mueller Shoe Store of Austin. 


[ one of the best-known retail shoe stores 


Hosiery Business Has Been 
Trebled 


One interesting fact, one 
that will hold attention, is 
that the hosiery business 


in the Mueller store has dead. 


Mueller’s Maxims 


Study what the women are wearing and 
get it for them before their enthusiasm is 


women students at the University of Texas 
located in Austin is the source of much patronage. 
Mr. Mueller buys with these students in mind. 
He advertises in a manner to arrest their attention. 
He displays his merchandise in a style that will 
appeal to them. 

Students very quickly follow some popular 
girl or boy. Mr. Mueller finds sometimes that he 
has a veritable run on some new style that has 
become popularized by a 
particular school leader. 
He told of getting a line 
of flapper style shoes, 
with the first pair of 
which he sold a pair of 


hose in the nude shade. 


been trebled, and that in 
the last three years. 

Mr. Mueller went into 
the retail shoe business in 


Suggest hosiery before the shoes have gone 
to the wrapping counter. 


Have hosiery for occasions just as you 
have shoes for occasions, and sell ’em the 


The thirty-six pairs of 
shoes had been sold within 
the first week and a pro- 
portionate number of hose 


Austin a little more than 
five years ago. About three 
years ago he began to give 
a great deal of serious 
consideration to his 
hosiery department. The 
department at that time 
was doing what most mer- 
chants would have called 
good, but Mr. Mueller 
decided that more business 
could be done in that little corner of the store. 
There was no effort too great to be put into the 
management of this department if it could be 
made to double its volume in the next few years. 

Mr. Mueller’s efforts have been repaid beyond 
his expectations for the hosiery department, as has 
been stated, has trebled its business in three years. 


same way. 


price ticket on it. 


accessible. 


you do in shoes. 


Great Increase in Demand for Silk 


One very evident fact that Mr. Mueller rec- 
ognized was that the number of women who wear 
silk hose for all occasions was steadily increasing. 
It had come to be an almost established fact that 
all women everywhere were wearing silk hose. 
These women also were buying more pairs than 
formerly. As a result there was more hosiery 
business to be had. 

The presence of a large group of young men and 


Show hosiery in the window and put a Mr. 
Have your hosiery department readily Mr. 


Figure out where your volume lies and 
stock most heavily on those grades—just as 





went with them. 


Mueller Knows His 
Community 


Mueller _ believes 
that there is a style situa- 
tion or trend in every 
community that the enter- 
prising merchants should 
think about and attempt 
to meet. The location of 
the University has a great deal to do with setting 
fads and creating demands. He knows also that 
the transient trade in his particular community is 
somewhat larger than in many communities and 
estimates the transient as about twenty-five per 
cent and the resident as about seventy-five per 
cent. The twenty-five per cent will buy the novel- 
ties almost exclusively. 


Colored Sheer Hose in Demand 


According to Mr. Mueller, the increase in 
hosiery business generally is due to the present 
styles in hose. What is commonly known as staple 
hose in the heavier and darker colors is not enjoy- 
ing the vogue that the sheer hose of lighter colors 
is enjoying at the present time. Whatever else 
hose may be, it must be of sheer quality. Because 

(Continued on page 87) 
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“Cutie” seven-eighths length children’s stockings with fancy colored tops to which no photograph 
can possibly do justice. Maker’s name on request. 





Silk Hosiery Prices Now Apparently 
on Stable Basis 


PRIL has been on the whole a somewhat 
A mixed month in the silk hosiery market. 
While it seems to have been rather better 
than the corresponding month of last year, it did 
not measure up to general expectations. In other 
words, business, which was expected to be very 
active, was only fairly active. One thing lacking 
was any real Easter rush. Due perhaps to the 
lateness of Easter, women strung out their pur- 
chases of silk hosiery over several weeks prior to 
Easter instead of concentrating them around 
Easter. Futhermore, the weather was unfavorable, 
not only around Easter time but during the whole 
month of April. 

Under all the circumstances business seems to 
have done well. As is usual in the silk hosiery 
market some houses did much better than others, 
and those which seem to have done best during 
April were the ones which had interesting special- 
ties to offer. 


Staples Good at Retail Only 


Staple numbers apparently have sold freely at 
retail, but the market has been oversupplied with 
them, and many manufacturers have been obliged 
to move their stocks at very low prices. In fact it 
may be said that a large movement of goods at 
exceptionally low prices was the characteristic 
feature of the silk hosiery business during April. 

The month has seen a general downward revision 
of list prices on silk hosiery. Practically all full- 
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fashioned lines have now been readjusted to a 
lower level, and seamless lines have naturally 
followed suit. There is a general impression that 
the market is now pretty well stabilized and that 
lower prices will not be seen for some time. But 
price competition is so keen on silk hosiery lines, 
and shading of prices has become so much a part of 
everyday business, that a decided downward 
tendency has been established, which may carry 
prices still lower before the market reaches 
rockbottom. 


Recorder Forecast Accurate 


In its market review a month ago the Recorder 
drew attention to this downward tendency, point- 
ing out how it was being promoted by the con- 
stant efforts to produce hosiery to sell at less than 
standard prices—for example, full-fashioned 8- 
and g-strand numbers to retail at around $1.50, 
and full-fashioned silk and artificial silk numbers 
to retail at around $1 to $1.25. “The continual 
hammering down of price standards by the pro- 
duction of qualities to meet a price,” we said at 
that time, “cannot but have its effect on the 
whole market sooner or later, just as the cut in 
artificial silk a few months ago had its effect both 
on raw silk and on pure silk hosiery.” 

However, present prices seem about as low as it 
is possible for manufacturers to make them, and 
unless something entirely unforeseen develops, the 
market will probably hold firm around its present 
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level for some time to come. The only likely 
source of weakness would be a further decline in 
raw silk, and there does not seem much probability 
of this. The raw silk market is now.down to the 
basis of nearly $6 a pound for double extra cracks, 
which is nearly $2 a pound lower than the average 
price ruling during 1923. This decline has been 
brought about chiefly through curtailment of 
production by broadsilk mills and through light 
buying by importers. Raw silk stocks on this side 
have been considerably reduced, and spot supplies 
are reported to be light. 


Raw Material Market More Active 


Under the circumstances it is probable that the 
Japanese market will see 
somewhat more active buy- 
ing by American importers 
during thenext fewmonths, 
and that prices consequent- 
ly will at least remain firm, 
if they do not go higher. 
The Yokohama market, 
as a matter of fact, was 
decidedly more active to- 
ward the close of April and 
prices tended to stiffen. It 
is said that the reelers in 
Japan have agreed not to 
sell below the present price 
and the fact that the 
market has remained vir- 
tually unchanged for 
several weeks seems to 
indicate either that such 
an agreement is in effect 
or that the market has 
definitely reached bottom. 
In either case a stable raw 
silk market will undoubt- 
edly make for stability in 
silk hosiery prices. 

One of the things which 
may disturb the market further is another cut in 
the price of artificial silk. The production and use 
of artificial silk is increasing so steadily that it 
must now be counted as a factor influencing both 
the market for raw silk and the market for silk 
hosiery. It is becoming a serious competitor of raw 
silk, not only because of its increasing use but 
because of its steady improvement in quality. And 
as time goes on this competition will become more 
and more serious. Manufacturers of artificial silk 
are constantly experimenting to produce finer 
qualities of yarn and to eliminate the defects from 
which the artificial product has suffered. They are 
learning also to produce more economically. 
Hosiery manufacturers, on the other hand, are 
continually experimenting with artificial silk and 


Design printed on light wool. 
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combination yarns in an effort to produce stock- 
ings that will rival the quality of pure silk goods. 


The Future of Artificial Silk 


It is impossible to estimate what the eventual 
effect of all this will be on the market for natural 
silk and hosiery of natural silk. The production of 
natural silk is a very expensive process, because it 
involves a large amount of labor in the rearing of 
the silk worms and the reeling of the silk. Because 
of the large amount of labor involved, the pro- 
duction of silk in recent years has been confined 
more and more to those countries in which labor is 
very cheap—that is to China and Japan. Wage 
standards in these countries are about as low as 
they are ever likely to be. 
In fact the probability is 
that as time goes on these 
wage standards will rise. 

So there is a point below 
which raw silk prices can- 
not possibly be reduced. 
Artificial silk, on the other 
hand, is made by processes 
involving relatively little 
labor, and may be reduced 
much further in cost, ac- 
cording as the processes of 
producing it are improved. 
The quality of artificial silk 
alsois susceptible toalmost 
indefiniteimprovement.So 
in the nature of things it 
must become an increas- 
ingly serious competitor of 
the natural product. 


Price May Go Down 


It is already perhaps a 
more serious competitor 
than most people realize. 
And for this reason, as 
well as because of its 
growing use in hosiery manufacture, it is a subject 
of interest and importance to all hosiery buyers. 
We lay stress on it in this review because there is 
a feeling around the market that there will be 
another cut in the price of artificial silk before 
long. 

We do not know how much foundation there is 
for this feeling, but it is prevalent in the trade and 
it is held to account for the irregularity in the 
prices of artificial silk hosiery during recent 
weeks. 

It will be remembered that the cut in artificial 
silk prices a few months ago had an indirect but 
important effect on the entire silk hosiery market, 
and another cut, if it is made, may have a similar 
effect. 
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Sports wear pattern printed on a light wool stocking. Maker's 
name on request. 


Madison Merchants Just About Ruin the 
Bell-Ringer’s ‘Trade 


T is an old saying that in union there is 
strength. .Merchants are realizing the truth 
of this more and more every day, and are 

getting more and more into the habit of doing 
things co-operatively. This is especially so, of 
course, in the smaller towns and cities, where 
co-operation among merchants is more easily 
brought about; and in many such towns and cities, 
particularly in the South and West, it is becoming 
an increasing practice of the merchants to get 
together on all sorts of things from promoting 
special sales to boosting community enterprises. 

This sort of co-operation is especially valuable 
in combatting certain nuisances from which the 
merchants suffer in common such as, for example, 
the house-to-house hosiery canvasser. In an 
article on this subject many months ago the 
Recorder pointed out that the individual mer- 
chant could do very little by himself to cure this 
nuisance, but that by co-operative action the 
merchants of any town could do a lot. 


How Madison Does It 


The truth of this observation has been proved 
quite recently by the merchants of Madison, Wis., 
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Full-fashioned mercerized lisle stocking with printed effect in 
color. 


who got together to fight the hosiery canvasser 
and seem to have put him practically out of 
business in their town by the simple expedient of 
proper publicity. 

What the merchants of Madison did was merely 
to stage a co-operative advertising campaign. A 
four-page advertisement was run in one of the 
local papers. Twenty-eight merchants contributed 
to the cost of this advertisement, each paying pro 
rata according to the amount of space he took. 
Besides the hosiery advertising of the individual 
contributing merchants the pages carried a strong 
argument against buying from canvassers, as well 
as a full description of how to identify genuine full- fj 
fashioned hosiery. , 


And Here’s What They Said 


The argument directed against buying from 
canvassers said, among other things: “We can sell 
you hosiery of a better quality at less money 
despite the fact that the canvasser will tell you 
that he can sell his goods at a much lower price 
because he sells direct from the factory. He 
neglects to tell you, however, that he receives a 
large commission on every sale; that his branch 






























Recorder | Boot and Shoe Recorder HOSIERY SECTION, 81 


. <i ZZ < 


vasser 
ut of 
nt of 


erely 
mn. A 
f the 
yuted 
g pro 
took. 
idual 
frong 
: well 


- full- § 


from 
n sell 
oney 
you 


price 


res a 
anch 


funy 


Be Careful, Mr. Shoeman 
; of the Hosiery You Sell 


Selling hosiery in a shoe shop is good 
business. It’s an extra profit on a pair of 
shoes. 


And perhaps, if the hosiery you carry is 
very good, it may work the other way 
round—the customer who comes in for 
hosiery may be sold a pair of slippers or 


~ GOTHAM oxfords. 


GOLD STRIPE | 


REG.U.S.PAT. OFF. | But selling hosiery also involves a risk. It 





SILK STOCKINGS must_wear well to make your customers 
THAT WEAR naturally believe your shoes will do 


likewise. 


Good hosiery goes with a good shoe 
— business. 









If you sell shoes that wear, sell “Silk 
Stockings that Wear.” 


GOTHAM SILK HOSIERY CO., INC. 


Manufacturers 
Mills: Philadelphia and New York 


389 Fifth Avenue 
New York 
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The 
Gordon National 
Advertising 


This full page advertisement 
is one of a series of this 
year's advertising campaign 
which will appear in the 
Ladies’ Home Journal. 
Woman's Home Compan- 
ion, Mc-Call’s Magazine, 
Vogue and Harper's Bazar 











ordon 
HOSIERY 
























Each article of bridal attire is selected with in- 
finite care; only the finest and best is worthy of 
this great occasion. How natural it is then for 
Gordon to be seleéted as the bridal hosiery. With 
its fine texture and lustrous beauty, it is a fitting ac- 
companiment to the shimmering satin of the gown. 


But not at this time alone is the value of Gordon 
Hosiery appreciated. For generations Gordon 


Hosiery has been fulfilling the demands for hosiery 
of quality at all times—for all occasions. 


Made according to the most rigid specifications, 
Gordon Hosiery is known for its long wearing 
qualities and never fails to give lasting satisfaction. 


It is often costly to buy “just any silk stocking.” 
To get the best and achieve economy, always ask 
for Gordon by name. 


BROWN DURRELL COMPANY 








New York 









Gordon Hosiery - Forest Mills Underwear 


Boston 
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and district managers also receive a commission, 
and so on down the line..... Many Madison 
women, and those of near-by communities as well, 
have been called on to buy hosiery from “door-to- 
door’ pedlars only to learn later that they have 
been purchasing inferior grades of merchandise for 
which they have paid excessive prices. 

“If a hosiery canvasser should call on you— 
listen to his story of ‘bargain’ hosiery and notice 
his product carefully. Then, before you part with 
your money, call on any of the merchants repre- 
sented in this advertisement, and compare quality 
and prices. We ask you to do this for your own 
protection. We shall leave it to your good judg- 
ment as to which hosiery you wish to buy. Al- 
though the hosiery canvasser will tell you that his 
hosiery is lower in price because it is sold direct 
from the factory to the consumer, this does not 
prove out in most cases. 


Reason Why “‘Copy” Used 


“The reason that your local merchant can give 
you better quality merchandise at the same price 
you are asked to pay to the canvasser is easily 
understood and a simple problem to solve when 
the facts in the case are known. The merchant’s 
cost of doing business is distributed over many 
sales and many articles rather than over a few 
sales on one article, as is the case with the can- 
vasser. 

“The house-to-house canvasser’s first trick to 
impress people is to run a 
nail file up and down the 
stocking or to stretch it 
over the edge of a door to 
show its strength or its 
immunity to tears. Do 
not be fooled by these so- 
called tests. They can be 
done with any stocking of 
fair quality. 


Buying at Home 


“In buying merchandise 
from your local merchants 
you are assured of double 
protection. First, the re- 
liability and standing of 
your local merchant, and, 
second, the satisfaction of 
buying nationally adver- 
tised goods. Another fact 
to remember is that you 
may purchase only one 
pair of hose, or more if you 
like, from your merchant 
dealer, whereas the can- 
vasser insists that you buy 
not less than four pairs.” 
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Golf stockings with fancy cuffs. Maker's name on request. 
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The results of this advertisement are reported to 
have been extremely satisfactory. In the first place 
it stimulated the hosiery sales of all the participat- 
ing stores and in the second place it accomplished 
its main purpose of bringing the subject of the 
hosiery canvasser very emphatically to the atten- 
tion of the women of Madison. The advertisement 
aroused a lot of discussion. It was read by a great 
number of women who learned from it many 
things they never knew before, not only about the 
hosiery convasser but about the difference between 
full-fashioned and seamless hosiery. And it has 
made the way of the hosiery canvasser in Madison 
a very thorny one for the future. 


Follow-Up Campaign Planned 


The merchants of Madison propose to follow 
this up with a campaign of window displays and 
perhaps further advertisements. They have made 
up their minds to drive the canvasser out of their 
territory entirely, and judging by the results so 
far, they are going to succeed. And they are doing 
this without resorting to any unfair tactics. They 
are not libeling the canvasser or trying to set up a 
boycott against him or to secure oppressive meas- 
ures against him. They are simply telling the 
truth about the values he has to offer as compared 
with the values they have to offer. They are telling 
the people why he cannot give the superior values 
he claims to be able to give. And they are inviting 
the people to make their own comparisons and 

decide for themselves. 


An Easy and Inexpensive 
Victory 


Apparently the Madi- 
son merchants have found 
the solution to canvasser 
competition. This solution 
lies in a campaign of 
publicity and education 
conducted co-operatively. 
It is a relatively simple 
and inexpensive way of 
handling the problem, and 
there is no reason why 
merchants in other com- 
munities cannot do the 
same thing in the same 
way. 

It is certainly worth 
trying, for, as the Madison 
experiment has _ proved, 
it is a direct stimulus to 
hosiery business, quite 
apart from its effect on 
canvasser competition, so 
that it really pays its own 
way in immediate profits. 


Issue of May 3, 1924 





HOSIERY SECTION , Boot and Shoe Recorder 

















\ 
nti 


Paris Clox 
The stocking illustrated is Allen A Ars OX 0) 


No. 3773. Exquisite PARIS CLOX > 
in pure dip dyed silks of a weight to J 
ive full measure of “Style that 
ears.’ Retails at the remarkable 


Pe adie Fashioned on Imported 


Machines by Allen A 


Paris Clox from the mills of Allen A are 
made on imported machines. Careful hand 
finishing gives them that exquisite perfec- 
tion of detail that women recognize at 
once and appreciate. 


Feature these Paris Clox not alone for 
their beauty—but also for their service. 


Allen A 


Hosiery Underwear 


For men, women and children For men and boys only 








THE ALLEN A COMPANY, KENOSHA, WISCONSIN 
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HEN the Roberts Booterie of San 

Antonio, Texas, moved into new quarters 

recently the owners re-installed the 
hosiery department with a view to speeding up 
sales in this section, although they had enjoyed a 
good hosiery business in the former location. 

The Booterie occupies the first floor of a high- 
grade women’s ready-to-wear shop, on Alamo 
Plaza. It caters to a high-class trade; and when 
the store was moved, the hosiery stock underwent 
a few minor adjustments in order that it might 
more nearly conform to the class of shoes sold. 


Price Range Narrowed Down 


The number of different priced hose was re- 
duced and lines simplified; salesmen in the shoe 
department were coached more intensively in the 
matter of co-operation with the hosiery section. 


Hosiery sales increased more than 35 per 
cent the first month the company sccmpied 
new quarters, and sales have shown a grad- 
ual increase each week since. Turnover is 
speeding up and a wider margin of profit is 
beginning to be realized. 


“We sell hosiery to between sixty-five and 
seventy per cent of those who buy shoes in the 
shop,” declared Miss L. Weakley, manager of the 
hosiery department. She explained that the pro- 
portion of complete footwear buyers to shoe pur- 
chasers is gradually increasing, too, because of the 
close co-operation of shoe salesmen. Part of the 
salesman’s training is the art of suggestion in the 
matter of hosiery. Salesmen invariably suggest 
hosiery to shoe purchasers, and when a customer 
expresses a desire to see hosiery the salesman 
personally escorts her to Miss Weakley’s depart- 
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Seventy Percent of 


Shoe Customers 


In 


Buy Hosiery 
This Department 


Seventy-two square feet of space— 
- $2000 in sales per month in this 
Fy San Antonio store, 


ment and brings along one of the shoes purchased 
so that the hose may be exactly matched. As the 
shop is all located on a single floor, little time is lost 
by salesmen in carrying out this co-operation. 
Further, Miss Weakley finds that there is a 
decided tendency in San Antonio toward buying 
higher priced hosiery, even to go with the cheaper 
shoes. Roberts Booterie handles nothing that re- 
tails at less than $10, but often with the $10 num- 
bers Miss Weakley sells the popular $3.50 chiffon 
stocking. Even purchasers of shoes in the cheaper 
shops come to the Booterie hosiery department 
and match their $7 or $8 to $3.50 or $4 hosiery. 


According to the record since the store has 
been in new quarters, the hosiery stock will 
be turned about nine times yearly, or three 
times faster than the shoes. Sales run to 
about $2,000 monthly at the present time, 
with a gradual increase each month. 


The hosiery department is situated on the right, 
just inside the shop. The section is only about 12 
feet long and six feet wide, 72 square feet of space, 
but every inch is made to count by Miss Weakley. 
One all-glass showcase stands in front of the de- 
partment. This is eight feet in length, and is 
well lighted. Miss Weakley supervises all the dis- 
plays in the hosiery case, but both shoes and 
hosiery are used in decorating it. Always colors 
that blend well are displayed together. The case 
has hidden roof lights which are used all day, re- 
gardless of weather conditions. 

Miss Weakley does considerable selling by 
telephone, a number of her regular customers call- 
ing up and asking her to select a stocking to match 
a shoe which the customer describes. 
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One Fwenty ive 


NOW 


$9.75 


INSTEAD OF $10.50 


WOMEN’S GUARANTEED jTHREAD SILK STOCKINGS 


4) ~ widespread co-operation of retailers in pushing this extraor- 
dinary stocking has made it necessary to greatly increase the 
number of machines to take care of increased production. With all 
these extra machines in full operation, manufacturing costs have 
been considerably reduced. This difference in cost is exactly the 
saving that we have now decided to pass on to our trade. This means 
the same perfect stocking—the same quality with still greater 


promises of volume at a greater margin of profit. 


Whereas, at $10.50 this was the most unusual and in 
fact the only stocking of its kind on the market, you 
now have the absolutely sensational opportunity of 
buying the same thing at a seventy-five-cent larger 
profit on every dozen. Remember the facts about this 
stocking. 

**One Twenty Five’’ is made of pure dye silk, every 
inch of which is guaranteed against “runs” or irregu- 
larities of any kind. 

By a patented process the knitting is exactly as even 
at the ankle, when the stocking is on, as it is at the 


knee or calf. Tops and feet are of reinforced mercerized 
cotton for added strength. 


This is the stocking with which to do your biggest 
volume. 


Don’t sacrifice profit to meet full-fashioned price com- 
petition. Meet the situation with ‘“*One Twenty Five”’ 
It looks like a full-fashioned stocking, will wear as 
well and, in fact, often preferred because of the great 
difference in price and comparably no difference in 
quality. And you get a good, long mark-up at a low 
selling price. 


No. 568—The best 
mock-seam chif- 
fonstocking made. 
Knitted on a 288 
spring needle ma- 
chine with full- 
fashioned mark- 
ings, silk to welt 
and packed in in- 
dividual bags. 
Dozen, $8.00. 


Popular Colors—these 
leading shades: Autumn, 
Beige, Granite Gray, Fog, 
French Nude, Cinnamon, 
Fawn, Dawn, Peach, Edge- 
mere, Tan, Jack Rabbit, 
Pipe and others. 


No. 564—A full- 
fashioned real 
chiffon (not semi- 
chiffon) with mer- 
cerized foot and 
garter topat $13.00 
a dozen. Compar- 
able with stock- 
ings for which you 
are probably pay- 
$14.50 to $15.00 


RAY-MOND HOSIERY CO. 


— -—- -~-— Ff = lUcreUlCel(C(<iCr MF .CC Pr FF UlCiC<CSHhC<Cr!]|lCr rr elUCrrtlhlCrPF 


_—_—- - os = FF FR 


ao - DPD - 


138 FIFTH AVE., NEW YORK 
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He Trebled His Hosiery Business 


(Continued from page 77) 


there is less durability, more pairs must be bought. 

Hose for occasions also helps to increase Mr. 
Mueller’s business. Sport wear, evening wear and 
class-room hose are necessary for a large number 
of Austin patrons. All shades of nude, dawn and in 
fact all pink-like colors are being bought. 


Women Best Suited for 
Selling Hose 


It has been the experi- 
ence of Mr. Mueller that a 
woman is best suited to 
the selling of hose. He 
regularly employsa 
woman for that work. He 
said, however, that upon 
one occasion when he had 
no woman at the hosiery 
department for a_ short 
period, his hosiery business 
was so well established 
that hosiery was sold by 
the shoe salesman with 
little difficulty. 

Whenever a pair of 
shoes is sold the salesman 
calls attention to the ne- 
cessity for proper hose. He 
mentions the fact that 
appropriate hose can be 
bought right now, even be- 
fore the shoes are wrapped. 

There is employed in 
the Mueller store a 
student who works part 
time. He is familiar with affairs on the campus 
and helps with the student trade. 


Greater Demand in Spring 


In line with this idea of knowing the conditions 
in one’s community and being prepared to meet 


Popular Sport pattern printed on light wool stocking. Maker’s 
name on request. 
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them, Mr. Mueller has found that his trade in 
hosiery, particularly the students’ from out of 
town, is greater in the spring than at other seasons. 
This is due to the fact that the student going away 
to school has been equipped in the fall at his home 
prior to his leaving for school. In the spring, how- 
ever, an entirely new outfit is necessary. 
Perhaps there is no greater factor in building up 
one’s hosiery business, says Mr. Mueller, than to 
show the hose attractively 
in the window. Women 
are almost always in need 
of a new pair of hose. If 
they see hosiery attractive- 
ly priced in the window 
they will stop and look. 
The look and the thought 
of the need and pleasure 
of having a new pair of 
hose will very often lead to 
a sale. 


Popularize Your 
Department 


Help people to get the 
habit of coming to your 
store was also another 
very fundamental thing 
brought out in the conver- 
sation. It’s natural that 
people should go to a 
store where they believe 
they can be most quickly 
pleased, best treated and 
where their patronage is 
most appreciated. 

Mr. Mueller estimated 
that his hosiery depart- 
ment represented one-tenth of his volume of busi- 
ness. Because of the growth of the volume of 
hosiery business, this year the figure may be 
somewhat greater. Mr. Mueller estimated that 
the volume of his hosiery business was done in the 
medium-priced good quality hose. 


No. 1200 SERVICE STOCKING 


A full-fashioned, 42 gauge, dipped dye, pure thread silk stocking with 
lisle top and lisle foot—giving excellent satisfaction as to WEARING 
qualities, in ALL popular Spring and Summer shades. 


$13.00 o-: 


A sample assortment of colors—gladly sent on request. 


‘Stockings that Satisfy”’ 


“STOCKINGS 


METROPOLE HOSIERY MILLS, Inc. 
220 Fifth Avenue, New York 


T H AT 


SATIS F Y ’”’ 
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The Value-Plus Line 


that draws business in volume and . clinches 
the repeats. All wanted colors are in this line 
and you can bank on filling in from stock, 
which means minimum stock carried in the 
store and maximum turn-over. 


Prices Are Reduced. 


Chiffons 


310—A sheer silk hose with 5-inch cotton top—an unbeatable 
$1 seller. Black, gunmetal, beige, nude, sahara, sunset, 
lemon, oriental pearl, airedale, atmosphere, dawn, cinna- 
mon, orchid, sunburn, banana, fr. nude, eveneann 
poudre blue. Per dozen........ POET E PRP eae 





325—Full-fashioned pure silk semi-chiffon, sheer but not a 
chiffon weight. Black, gunmetal, beige, dawn, sunburn, 
banana, oriental pearl, cinnamon, fr. nude, jackrabbit, 
tanbark, airedale, white. Per dozen................... $13.50 

444—Full-fashioned 42-gauge chiffon 8-inch lisle top, silk foot; 
black, light and dark gunmetal, log cabin, blush, fr. nude, 
dawn, beige, pearl, jackrabbit, mode, gold, thrush, poudre 
blue, polo, cinnamon, african, autumn brown, mandalay, 
nude, silver, white, sunburn, banana, tanbark, airedale, 
atmosphere. Per dozen....................-- 


330—Full-fashioned 42-gauge all silk chiffon. Black, gun- 
metal, cinnamon, jackrabbit, cloth of silver, polo, mode, 


atmosphere, silver, african, log cabin, white, beige, 
dawn, gold, fr. nude, sahara, nude, sunburn, banana. 


445—Black and gunmetal only, outsize chiffon, 8-inch lisle 
top. Sizes, 9-101. Per dozen ...........2.....---+-$18.00 


Terms 3-10 or 2-10-30 extra. 


Kra-Nit Service Means -- 


you GET what you WANT 
when you WANT IT 


KRAMER HOSIERY CO. 


133-135 No. Wells St. - - CHICAGO. 
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Nothing 
Better 


CHIFFON 
Carlton 300 


It isn’t cheap. It isn’t expensive. In price it is 
that always commendable, half-way between 
cheapness and extravagance. In quality it is 
without peer. 


Full fashioned, 42 gauge, pure dye thread silk, 
20/21 inch boot, silk heel, plaited silk sole. 
Absolutely (guaranteed to be) free of rings and 


imperfections. 
$15.50 


1/10 or met 30, f. o. b. N. Y. 


FREUND & BRICKMAN 


SOLE, DISTRIBUTORS 


212 FIFTH AVENUE NEW YORK CITY 


CARLTON 300 COLORS 


African Brown Dawn Moonbeam 
Airedale Fawn Moresque 
Amber French Nude Nasturtium 
Atmosphere Gold Otter 

Beige Gun Metal Peach 
Blush Indian Skin Polo 

Black Jack Rabbit Racquet 
Bombay Log Cabin Silver 
Cinnamon Medium Gray White 
Freckles Sunburn Mah Jong Blue 
Killarney Green Dragon Red 
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15 Pairs 
Through 


* A Finger 
Ring 








A Striking Demonstration of 
the Sheerness of ‘‘Miami’’ 
Chiffon Hose 


Back in the days of Queen Elizabeth 

a skilled craftsman once made a pair 

of marvelous stockings for his sover- 

eign. They were of such “fine texture” 

that they could be drawn through a 

finger ring! Compare those famous 

stockings with the Arrowhead style— 
“Miami.”’ 

The photograph shows fifteen pairs of 

Miami Chiffon Stockings drawn 

through an ordinary ring! 

Fifteen times finer than the Queen’s hose! It is 
this gossamer-like texture, flawless and shimmer- 
ing, that has made “Miami” an irresistible attrac- 
tion on thousands of hosiery counters. Like all 
Arrowhead Hosiery, “Miami” clings smoothly to 
the ankle. To beauty of appearance, add long life, 
smart colors. Yet the retail price is only one dollar. 


Arr 


Now you understand why “Miami” 
sells with such lightning rapidity. 


This beautiful stocking is being ad- 
vertised to your customers through 
The Saturday Evening Post, The Ladtes 
Home Journal, The Pictorial Review 
and Good Housekeeping. It pays to 
stock the whole Arrowhead line, in- 
cluding hosiery for men, women and 
children, in pure silk, artificial silk, 
mercerized cotton and worsted. Order 
now for increased profit. 


““Miami’’—extra fine gauge chiffon. 20- 

inch pure silk boot with mercerized top, 
heel and toe. Colors: Black, Cordovan, Cruiser, 
Amber, Peach, Sand and Airedale. Sizes 8% to 
10%. Three pairs to the box, each pair in a separate 
glassine envelope. 


RICHMOND HOSIERY MILLS 


Established 189% 
CHATTANOOGA TENNESSEE 


For all the Family 


NUNN 


Anktle-Clinging Hosiery 
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Your Unsalable Hosiery (| \ == 
Can Be Turned Into AY 









CASH [[ nu Woh] = 
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| Why keep soiled, unsalable hosiery when customers are not calling for, as well as the 
they can be re-dyed into the latest shades? soiled and faded stock, taking up valuable 







Take an inventory of your hosiery stock space. We will re-dye them for you 
today and see how many “dead” numbers into the staple and popular colors now 
you have. Pick out all the colors that your in demand. 






Send Us a Sample Order Today 


THE PEERLESS HOSIERY DYEING CO. 
Hosiery Re-Dyers 
PLEASANTVILLE, N. J. 
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Pure and Artificial 
SILK MIXTURE 
SWISS EMBROID- 
ERED CLOCKS 


Two Tone Shades Clocked 


in Contrasting Colors. 



















Is Yours | 
for the 
Asking! | 


We specialize in 


—= WOOL HOSIERY == 


FOR MEN, WOMEN AND CHILDREN 
STOCK CARRIED IN NEW YORK 


TO RETAIL AT 
$1.00 


Also made in solid shades with clock- 


ings in several different colors. John M Haley & Co., Inc. 


WEILER & PENDLETON IMPORTERS 
535 COURT STREET - - _ READING, PA. 276 Fifth Avenue 
Buy Your Hosiery in the “‘Hosiery Belt’’ New York City 
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on Posaine 


OSAINE is the ideal shoe man’s hosiery. It 

sells and stays sold. As one dealer puts it: 
“The customer always comes back; the stockings 
never do.” 


Progressive shoe stores are finding that a hosiery department 
is a good investment. It requires little capital, takes com- 
paratively small space, and pays a big return. 


We have the experience of a large number of shoe merchants to 
back our statement that Rosaine is the best hosiery for the 
shoe store—the best color service, the best prices, the best 
deliveries. 


Let us send you a trial order. 


The Rosaine Line Consists of Full-fashioned Numbers Only 


5017—Pure  dipped-dyed 1209—The first popular- 1506—42 gauge, pure 
silk hose, 8 in. lisle top, priced chiffon made in dipped-dyed, sheer chiffon, 
POF dOZ. ....cecceeeeeeeeee $15.00 America, per doz........$17.00 ee 


1210—A heavy, pure 1212—Tull-fashioned chif- 550-1-2—New Paris Clox, 
dipped-dyed, all silk hose, fon with 8 in. lisle top and dipped-dyed silk, full-fash- 
=" $24.00 silk foot, per doz........$15.00 ioned, per doz. 


1504—Medium weight 5017—Out size. African, 300—Sheerest chiffon, with 
pure dipped-dyed. silk Black, White, per doz. Vee Top garter protection, 
hose per doz...............$13.00 $16.50 RR $19.50 


ROSENHAIN CO., Inc. 220 Fifth Ave., New York 


e Hosiery 
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In Fifty 
Fashionable (Colors 


Two leading ‘*Onyx’”’ styles 


now in demand everywhere as 


$1.95 sellers. 


No. 255— «Onyx Pointex”’ 
medium-weight silk with lisle top 
and sole. 

No. 355—<« Onyx Pointex’’ 


Sheresilk, with lisle top and lisle 
lined sole. 


; kane our full line of silks of every description, there 
are hundreds of attractive lisle and wool styles for men, 
women and children. 


Particularly worth inspection at the present time are the un- 
usual patterns our men are now showing. 


cA card wil bring a representative 


“ONYX” HOSIERY Incorporated ; 1107 Broadway - NEW YORK 


CHICAGO + PHILADELPHIA + BOSTON + BUFFALO - SAN FRANCISCO + LOS ANGELES 
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‘Encouraging Tone Feature. 
of Chicago Retail Trade 


CHICAGO—Retail shoe merchants en- 
joyed an exceedingly good Easter business. 


Reports from many show the week of , 


April 14th to April 19th as being the six 
largest days on their records. This is 
particularly true of most stores in the 
outlying districts. It would appear that 
the neighborhood store is coming into its 
own, as one merchant aptly puts it. 
Reports from Loop stores do not show an 
increase over last year as proportionately 
arge as those increases boasted of by out- 
lying merchants. The probable reason is 
that it rained about noon on the 19th 
which caused a great many Easter shoppers 
to confine their buying to neighborhood 
stores rather than go to the Loop under 
the disagreeable weather conditions. 

In analyzing this gain reported by 
eighborhood merchants, there are, of 
course, several things to be taken into 
consideration. For instance, one merchant 
reports a 50 per cent gain in Easter busi- 
ness over last year. But ‘a comparison of 
his business for the first four months of 
this year with the first four months of last 
year shows less than a 20 per cent gain, 
which is undoubtedly a normal gain for 
that particular store. The reason for the 
different showings is quite apparent. 
During the first four months of last year 
his business was steadily good; with the 
arrival of the usual period of intensive 
Easter buying a good many of his clientele 
had already been sold. This year his busi- 
ness all came in a lump. After a fairly good 
January and February his volume began 
to fall down in March. And the lull 
continued until the week before Easter. 


Opens New Store 


S. Brandwein, proprietor of the Lincoln 
Shoe Store at 1851 Irving Park Boulevard, 
is opening another store at 3955 Lincoln 
avenue. He will feature men’s and women’s 
shoes all at one price, $4.90. 


From the South 


Reuben M. Stilfel, buyer and manager 
of the shoe department of J. Goldsmith & 
Sons Company, of Memphis, Tenn., was a 
visitor in Chicago and reported a big 
Easter business in Memphis. ‘General 
conditions in the South,” said Mr. Stilfel, 
“are good, and a good cotton crop this 
year will create real prosperity in the 
South.” 


Jacobs in Business 


“Billy” Jacobs, for years in charge of 
“The Leader’ in Waukegan, is opening 

_ his own store at 103 No. Genesee Street, 
Waukegan, Ill., on’ May 10: Mr. Jacobs 








Expect Good Season for 
Whites 


With the passing of the Easter 
season there was rather a quiet 
week. Merchants are turning their 
attention to preparations for sum- 
mer business. Everyone in Chicago 
predicts an extremely big season on 
whites. There have already been 
enough purchases of white shoes to 
indicate that they will be strongly 
in favor. Contradictory to the 
present practice of last minute and 
hand-to-mouth buying most mer- 
chants are stocking, or have already 
stocked up on white merchandise. 











has years of experience and with his pro- 
gressive ideas on styles and knowledge of 
merchandising no doubt will make a 
success. 


Advice on Window Trims 


Some instructive data concerning -ar%} 


ranging window trims in shoe stores was 
recently given by Mr. Berger of the Berger 
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’ Bootery, 28 W. Division Street. Before 


going into the shoe business he was en- 
gaged in the commercial’art business for 
himself, specializing in window sets and 
backgrounds. 

Some of Mr. Berger’s ideals are: 
“Change your window display every week. 
Each week make it absolutely different 
from the week before, both as to color and 
general layout. I think color is one of the 
most important points to reckon with. The 
color of a window display should be 
governed by the season, by the colors that 
are fashionable, and by the color of the 
merchandise that you wish to display. 

‘Because you have no new merchandise 
to put into your windows is no reason for 
not changing the display, Put the same 
merchandise back imto it, if necessary. 
But above all change it around, get some 
new and attractive arrangement into it. 
Make it look different! That is, the main 
thing. Of the thousands of people who pass 
your store today a big percentage of them 
will pass it again within a week. If your 
window does not attract their attention 
this week, maybe it will next week. 

“Use good show cards; have them made 
by experts, if you are not accustomed to 
that kind of work. Make them seasonable, 
attractive to the eye and have the copy on 

hem so written as to appeal to the buying 
stinct. If you" can not afford to buy 


“Peadymade backgrounds, make them your- 


self.” 





Black Materials in Best 
Demand in Cincinnati Stores 


CINCINNATI—The retail business 
among the shoe merchants for the week 
ending April 26 was of fair volume. Buy- 
ing has been somewhat deferred owing to 
cool weather which prevailed a few days. 
However, retail merchants in general 
were anticipating a good day Saturday, 
but their expectations were shattered by 
cool weather and rain. 

Patent leathers and black satins are 
still the very best sellers, as light-colored 
hosiery seems to be popular. Store win- 
dows are displaying various shades of 
light-colored hosiery. Fancy high colors in 
calf and kid are in evidence in all stores. 
Some preference is being shown for gore 
effects. Strap styles still remain in demand. 


Working on Samples 


All the factories which have not sent out 
their salesmen will have them out by 
May 10 with new sample lines which are 
creations by men whose’ style sense is 
keenly developed and who have the 
faculty of discrimination. The Julian 
Kokenge firm sent its men out with an 
attractive line of shoes. Roth Shoe Co. 
reports its men have been out for the past 


week, and that business so far has been 
satisfactory. The factories in general have 
sufficient business for deliveries up to the 
middle of June. 


Stetson Shop Remodeled 


The Stetson Shops, Inc., of Cincinnati, 
located in the Sinton Hotel Building, have 
remodeled their display windows, making 
them an exact duplicate of the new Boston 
store which was opened about a year ago. 
The remodeling has given them increased 
space for displaying their shoes in an 
attractive manner. 





Potter Weekly Meetings 


The Potter Shoe Company’s weekly 
meetings of its employees are attracting 
the attention of retail merchants all over 
the country, and Mr. McLaughlin is 
receiving letters from many merchants 
inquiring about these meetings. At these 
weekly sessions they discuss various 
problems which arise in the retail business. 
Some of the topics which have been dis- 
cussed are: “Returns by Customers’’— 
“Courtesy to Customers,” and other 
interesting retail problems. 
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MAKE THIS SUMMER’S PROFITS | :: 


anothe 


EXCEED LAST SUMMER’S 2 


nonth 
this ki 


There is every prospect of better profits 

in sport shoes this season than last if \f 
you make the most of the opportunities i 
which our service offers. 
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RADIO.“CREPE| :: 


or hele 


CANVAS SPORT SHOES ny 


more 

The 

a fev 

will convince your trade that they are the best : activi 


buy—will create dollars and dollars of NEW es peg ae trict 
business. Link up with the demand for CREPE OS a> a h 
SOLES and supply your customers with the he ¥ 

BEST— RADIO CREPE. If your jobbers i 

cannot supply you wire our nearest office. | S jee aa Th 


wome 


‘““HURDLER” “ROADSTER” OT 34 _— 


LACE-TO TOE BAL depar 


Men’s, 6-12................$1. Men’s, 6-12... .... .. $1. Ca, / i, ; Th 
Boys’, 234-6.......... F Boys’, 234-6....... ; 
Youths’, 11-2...... : : Youths’, 11-2... 5 . Ju A eas ~ eee i os 
Little Men's, 8-104 . Little Men’s, 8-104 J ‘a Y ae i ‘ 

. ; we decid 
medit 
most 


towar 


Construction ‘‘Hurdler’’ and 
**Roadster”’ : : : 

HEAVY WHITE OR BROWN DUCK S foi | Te 
UPPER ' & for o 
BROWN ATHLETIC TRIMMING : ’ : divisi 
*““NON-SCUFF” PEBBLE TOE CAP outst 
GENUINE CREPE SOLE pos to co 
gone 

: --Z out f 

a three 

Color 

CAMBRIDGE RUBBER CO aot 

e the “* 


CAMBRIDGE, MASS. ay 
BOSTON CHICAGO NEW YORK 


186 Lincoln Street 327 W. Monroe Street 127 Duane Street Th 


Dealer influence is secured thru advertising in the toot and Shoe Recorder. 





» 19248 May 3, 1924 








At their weekly meeting on Tuesday, 
April 22, they formed a Potter Good-Will 
Association which will make it unneces- 
sary for the employees to collect from one 
another donations for gifts or for the 
benefit of the sick and deceased among 
t! eir number. In the future each employee 
who so desires will contribute 25 cents a 
n-onth for a fund to take care of needs of 
this kind. 
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Running at Capacity 


Two months ago the Cahill Plant put 
out a smart line in shiny leathers and the 
results are very good. The factory is 
busily engaged getting out orders. 

George Gregory and Charles Puchta 
are now working up a snappy line of airy 
welts, which they expect to present very 
soon. 





After-Easter Business in 


St. Louis 


ST. LOUIS—The business throughout 
the week ending April 26 held up well 
after the Easter rush. The early part of 
ihe week witnessed some dullness. How- 
ever, as the week advanced, business 
assumed an upward trend which continued 
until Saturday. 

Easter Saturday while not overwhelm- 
ing in the volume of business, compared 
favorably with the Easter Saturday of 
1923. Some stores showed slight increases 
or held their own, while others showed very 
slight decreases. Under present conditions 
the activity was looked upon as being 
more than satisfactory. 

The outlying neighborhood stores from 
a few reports gathered showed good 
activity and a store in the crowded dis- 
trict reported its Easter Saturday, was 
the biggest ever. The store has been 
established in this location for 25 years. 


Men’s Trade Is Better 


The down-town stores, handling men’s 
and women’s shoes, reported that the 
men’s business was better than the 
women’s and good increases in this 
department were apparent. 

The style situation in the men’s field is 
toward lighter colored tans and business 
in oxfords for the most part shows a 
decided indication for this shade. The 
medium French toe, with soft tip is the 
most popular pattern at present. 


Colored Suedes Moving Better 


There was a better tone to the demand 
for colored suedes in the women’s style 
division. While black continues to be the 
outstanding color there is some switching 
to colors. Colored kids have not as yet 
gone over as anticipated, but hope is held 
out for them especially during the next 
three or four weeks. Tailored straps and 
Colonials are being discussed and shown in 
the better class stores and the relief from 
the “flossy”’ effects seems to be welcomed 
where they are being sold. 


oe ies . 
Merchants’ Meeting 


The St. Louis Shoe Retailers’ Associa- 
tion held_its monthly meeting on April 23. 
Fred H. Maxted, 


the new president, 


Holds Up Well 


presided. A resolution presented at the 
meeting was adopted supporting the 
Near East Relief program and urging all 
members to contribute shoes that have 
been left by customers as well as obsolete 
styles that are unsalable. The co-opera- 
tion of the membership was pledged in this 
work. 

The principal address of the meeting 
was made by Harry Riehl, manager of the 
St. Louis Better Business bureau. He 
pointed out the value of the truth in 
advertising movement and the service 
rendered by the bureau. In outlining the 
work he stated that 90 per cent of the 
work was educational and constructive. 


Conrad Is Manager 


J. H. Conrad has been appointed 
manager of the shoe department of 
Sensenbrenner’s. He was formerly con- 
nected with Auerbach’s of Salt Lake City, 
Utah. He has had broad experience in the 
retail field and assumed his new duties on 
May 1. 


Lippman Joins Tober-Saifer 
Company 
G. E. Lippman, for the past 20 years 


actively engaged and identified with the 
wholesale shoe industry of St. Louis, has 
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associated himself with Tober-Saifer Shoe 
Company. He will have the title of sales 
manager and also direct the advertising. 

It is the intention of Tober-Saifer to 
extend their selling territory and for this 
reason have reorganized their sales force. 
New salesmen will be added as soon as 
practicable. Tober-Saifer Shoe Company 
is distributor of in-stock novelty shoes. 
Mr. Lippman is favorably known by retail 
shoe merchants throughout the middle 
west and southwest. 


Shark Skin Oxford for Men 


The Edwin Clapp store here is showing 
a striking oxford of white buck trimmed 
with shark skin. It is one of the most 
impressive shoes shown here in a long 
time. 








Swope Holds Sale 


Swope’s semiannual 10 per cent sale 
was held recently and according to Arthur 
Ebbs, vice-president of the company, the 
business was better than anticipated, 
especially coming immediately after the 
Easter business. The figures compared 
favorably with those of the same sale of 
last year. 


Breaks Record 


Roberts, Johnson and Rand Shoe Com- 
pany announced that the week of April 
19th was the largest week’s mail order 
business in the history of the company. 


Back on Washington Boule- 
vard 
Mauldin & Chambers, 


Creel, Inc., 


’ manufacturers of Men’s and Boys’ Dress 


Welts, have opened an office and sample 
room at 1329 Washington Boulevard, St. 
Louis, with Vice-President Wylie Creel in 
charge. 

The company reports a good season, 
factory running at capacity and a satis- 
factory volume of future orders in hand. 





Buying Blacks Freely in 
Des Moines Shoe Stores 


DES MOINES—The Easter business 
in shoe stores and departments developed 
excellently during the two weeks preced- 
ing Easter Sunday. 

Black shoes are selling most freely to 
women and it seems they are gaining. 
Many women wear a fawn or nude shade 
of hosiery with black shoes and this fad 
is especially popular among the ‘‘flappers,”’ 
who are carrying swagger sticks. 


Change in Ownership 


William J. Sandberg recently purchased 
the stock held by M. V. Alexander in the 








firm of Alexander & Sandberg Co. The 
company deals in leather and supplies for 
shoe stores and repair shops. 


Light Tan Oxfords 


Harry Jacobson of the Harry Jacobson 
Shoe Company reports men’s buying is 
mostly on light tan shades in calf oxfords. 


Patent Best Seller 


The strongest models have been patent 
leathers in cut-out pumps. Straps and 
airedale suede models are good. ‘This con- 
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ULTRA 
HOLL 


In Stock 


No. B778 


A Patent Colt 2-Buckle Front-Strap Sandal 
drawn over our No. 145 round toe last. A Welt 
carrying a 7/8 Leather Heel. A triangular 
perforation follows along vamp collar and edge 
of quarters, lending snap to this pattern. Sizes 
2% to 8. Widths AAA to D. 

PRICE $4.60 

Net 30 Days 


No. B782 


A Gray Charmooz One$trap Button Sandal 
made over No. 146 lasteand carrying a 14/8 
covered Spanish Heel. Waistband of Gray Kid 
perforated through with-an attractive design. 
A Welt. Sizes 214 to 7% Widths AAA to C. 
PRICE $5.50 
Net 30 Days 


No. B784 


A Patent Leather One-Strap Button Welt 
Sandal on No. 1260 last and carrying an 8/8 
Walking Heel. The cut-out quarters and 
perforations give the desired style to this 
number. Sizes 244 to 8. Widths AAA to D. 


PRICE $4.15 
Net 30 Days 


No. B783 


A Grey Nubuck One-Button Strap Welt 
Sandal drawn over No. 141 last and carrying a 
12/8 covered wood Cuban Heel. Simple but 


stylish perforation along vamp and quarter 
edges. Sizes 214 to 744. Widths AAA to C. 


PRICE $5.00 
Net 30 Days 


NEW YORK OFFIE 545-647-549 MARBRIDGE BLDG, BWAY AT 3425T 
JACK E JESTER, MOR. 
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dition’ df" affairs. has’ ‘been going on for 
some time,” said E. C. Wiltsey of the 
Wiltsey Shoe Company, “and the sales 
volume has been big in patent leathers. 
Fawn and nude-colored hosiery are very 
popular.” 
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Qpen New Store 


The Miller-Wohl Company, New York 
City, recently opened an apparel and shoe 
store for women at 312 Seventh Street. 
M. R. Herman is manager. 





In Milwaukee Shoe Stores 
Colored Suedes Sell Well 


MILWAUKEE—Although Easter busi- 
ness was very good, making the best week 
so far this year, local merchants are still 
looking forward to a good spring business 
within the next few weeks. Easter business 
seemed very satisfactory, in some cases far 
surpassing that of Easter Saturday of last 
year, but continued warm weather, 
needed as a further stimulus to spring 
business, is hanging back and, until spring 
clothing can be worn generally, footwear 
will not open up as much as desired. 

Women are holding steadily to black, 
preferably patent, and some retail mer- 
chants believe that black patents will con- 
tinue in popularity throughout the sum- 
mer. However, Easter week saw the real 
opening of colored leathers. Airedale suede 
started off particularly well with jack 
rabbit a close second in popularity. In kid 
shoes, ivory and gray are favored. Strap 
effects and Colonials in various patterns 
are popular styles. 

Shoemen reported a nice Easter busi- 
ness for men’s shoes and note that it is 
continuing through April. Calfskin oxfords 
in lighter shades of tan are particularly 
good although black oxfords are not neg- 
lected. Very few kids are being sold and a 
small number of patents for dress pur- 
poses only. Plain toes with soft tips have 
been very good. 


Excellent Hosiery Sales 


Gay shades of hosiery continue in popu- 
larity, a fact which may cause patents to 
be important in summer footwear. How- 
ever, even colored shoes are seldom 
matched, lighter shades of hosiery being 
preferred. Stores are carrying sport hose 
for later spring wear. 


Concerns Store Service 


Charles A. Helmbacher, manager of the 
Walk-Over Shoe store, gave practical sug- 
gestions regarding store service in a talk 
at the monthly banquet of the Walk-Over 
Boosters’ Club. The club is composed of 
employees of the store. They meet each 
month to discuss ways in which service 
may be improved. 


The Saturday Afternoon 
Problem 


The-question of closing retail stores at 
ohe o'clock Saturday afternoons during 





Annual Banquet of Shoe 
Merchants 


About 400 shoe merchants and 
shoe salesmen of Milwaukee made 
merry at the elaborate annual 
banquet of the Milwaukee Shoe 
Retailers’ Association, staged in the 
Fern Room of the Hotel Pfister, 
on the evening of April 24. The 
banquet was the biggest and best 
ever held by the association, ac- 
cording to the unanimous sentiment 
expressed by those who attended it, 
and unlimited credit is being given 
to J. J. Klawitter of the Florsheim 
store, who served as chairman of the 
entertainment committee. 

The program of the evening was 
opened by Max Diamond of the 
Diamond Shoe Company, president 
of the association, who turned the 
affair over to John M. Callahan, the 
toastmaster. Mr. Callahan’s keen 
humor in introducing the speakers 
of the evening and the various en- 
tertainers added greatly to the 
spice of the program. The first 
speaker was Bernhard Lamers of 
Lamers Bros., who spoke on 
“Organization.” James A. Fisk, 
Milwaukee merchandising counsel, 
spoke briefly on the subject of 
“Merchandising.” There were many 
entertainment features. 











July and August is again occupying the 
attention of Milwaukee shoe merchants. 
The retail committee of the Association of 
Commerce has voted in favor-of the plan 
and has put it up to the merchants. Local 
shoe merchants are discussing the propo- 
sition and have expressed considerable 
sentiment in favor of it but, since there is 
difficulty in getting general co-operation, 
there is some doubt as to its adoption. 
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Advocate Black for “| 
Evening 

Caspari & Virmond, 61-63 Wis- 
consin Street, featured “Black shoes 
after 6 P.M.” In a window display 
of black shoes of various types. a 
card has been placed containing this 
suggestion. According to Geo. Vir- 
mond, the display has been very 
successful, having increased business 
in black shoes for evening wear, 
while tan oxfords are selling for 
day time. 











The Booster Trip 


Eighty-five Milwaukee concerns have 
already made reservations for representa- 
tives to make the annual trade trip of the 
Milwaukee Association of Commerce, and 
more than 100 are expected to make the 
trip. The tour starts May 19 and will last 
a week when points in southern Wiscon- 
sin, northern Illinois and eastern Iowa will 
be visited. Among the firms who have al- 
ready made reservations are the Mil- 
waukee Hosiery Company, Phoenix 
Hosiery Company and A. L. Gebhardt 
Company, wholesale leather concern. 


T. C. Richardson Resigns 


After a successful career starting as clerk 
in the store of which he later became presi- 
dent, T. C. Richardson, president of the 
Evansville Mercantile Association, opera- 
tors of the Grange store, has tendered his 
resignation to be effective after the store’s 
golden jubilee celebration in the near 
future. The store is comprised of eight 
departments, including shoes. 


To “Sell Milwaukee” 


Shoe merchants of Milwaukee are in- 
terested in the drive to raise funds for the 
purpose of advertising Milwaukee, and of 
advocating this city for convention meet- 
ings. An attempt is being made to raise 
$150,000 which will finance the convention 
and publicity bureau of the Association of 
Commerce for the next three years and 
permit successful work in bringing con- 
ventions to Milwaukee as a central point 
in the United States. Vincent J. Schoe- 
necker, Jr., head of the Schoenecker Boot 
and Shoe Company, is a member of the 
convention and publicity bureau and an 
active worker in the drive. 





Steady Note to Buying 


in 


Los Angeles Shoe Stores 


LOS ANGELES—A general survey of 
the retail shoe stores indicates that there 
was a healthy tone to the buying in all 








departments before Easter. Both men and 
women bought more generously during 
the final period of the Easter shopping 
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season. Early April was characterized by . 


dullness, but the latter part of the month 
was good. 

Fitzpatrics’ did a fine Easter business 
and had quite a successful sale of white 
and colored slippers. They displayed these 
attractively in their windows in many new 
shades such as lavender, green, canary 
yellow and Chinese blue. H. C. Fitzpatric 
is on a business trip to the East where he 
is visiting the principal Eastern cities. 

Reports from Bullock’s upstairs and 
basement shoe sections are to the effect 
that they are doing a splendid business. 
The children’s shoe section is a very busy 
place. There are many calls for patents, 
with and without straps, low, high and 
medium heels in all sizes. Black satin 
continues to be one of the best sellers. 


Looking into Summer 


Mr. Speicher, proprietor of the Women’s 
Shoe Store on Hill Street, reports business 
is ahead of last year, due to a steady 
growth in the business since the store 
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opened @ little over a’ year ago. He ex- 
pects to do a large volume during Juné 
and July. 


Hollis Scates with 
Hambergers’ 


Hollis B. Scates, who recently took a 
position as buyer and manager of Ham- 
bergers’ shoe section, is in the East. He 
will visit the principal cities. 


Black and White Display 


The College Boot Shop on 7th Street 
recently showed a display in black and 
white. New styles in black and white 
slippers were arranged throughout the win- 
dow together with black and white hosiery. 
It creates a very striking effect. 


Good Business 
F. E. White, buyer for the Bootery, is 
planning to leave for New York on a buy- 
ing trip the 15th of May. This up-to-date 
shop is enjoying a good trade. 





Trend Toward Plainness 
in Some Detroit Stores 


DETROIT—Easter business in Detroit 
shoe stores made a new high record, in 
many cases surpassing the war year 
records, which sét an abnormal standard. 

The popularity of black is evident in 
every store, some reporting 75 per cent of 
the business on blacks, with patent 
leather leading. Black satins show con- 
siderable strength, but black suedes are 
apparently losing ground, light colored 
suedes taking their place to a certain ex- 
tent. 

In a survey of some of the leading stores 
a surprising difference in the demands as 
regards style is shown. This is due to a 
great extent to the class of business done, 
but in part at least to the styles pushed by 
different firms. 

At the I. Miller shoe department at 
Russek’s, M. A. Mittelman, one of the 
owners said: ““We find that plainer shoes 
and more simple patterns are growing in 
popularity. The bulk of the Easter busi- 
ness was done on opera styles, with and 
without buckles. Patent leathers led the 
demand although black satins sold well. 
Suedes in beige and gray show strength. 
Gray, field mouse and brown in kid 
leathers are apparently going to be strong 
within the next few weeks. Whites will be 
a strong number during the summer sea- 
son.”” This firm reports a 50 per cent in- 
crease in business over last Easter. 


Good Colonial Demand 


The demand for Colonials was strong 
with the fashionable trade served by 
Alfred J. Ruby, Inc., Washington Boule- 


vard, and this style comprised about 50 
per cent of the total sales, “Patent 
leather Colonials with buckles are our 
strongest numbers,”’ reported Fred. W. 
Templar, manager. Brown, sand and 
gray suedes are selling well also at this 
store. 

Gore effects were popular at Hanan 
and Sons, although Colonials and straps 
sold well. Patent leather led and black 
satin came next. Brown shades from 
dark to light sold, while gray came in a 
poor fourth in the race. 

Small tongue Colonials and straps sold 
freely at the McBryde Shop. 

At R. H. Fyfe & Co.'s, the college girl 
demanded patent Colonials. In the high 
grade department straps predominated. 


Colors Gaining Strength 


Ross "D. Filion, manager of the high- 
grade department at Fyfe’s finds that the 
sale of colors is fast overtaking blacks. He 
predicts tan Russia as a possible good 
seller in the near future. 

In men’s lines the light tan oxford leads 
every other type and style. Some of the 
stores selling men’s lines have sold out of 
light tans and find it difficult to sell the 
darker shades. 


Another Salesmen’s Course in 
Winter 

The Retailers’ Salesmanship Course has 
proven a success from the point of at- 
tendance, an average of 900 attending 
each of the lectures. A. O. Day, general 
manager of R. H. Fyfe & Co., was the 
shoe retailers’ representative on the com- 
mittee in charge. The interest in the course 
was so great that it has been decided to 
continue it next winter. The lectures are 
held in the Board of Commerce audi- 
torium and the course is under its auspices. 


Consolidate Branches 


The United States Rubber Company 
has consolidated all its Detroit branches. 
Headquarters are now at 6670 East 
Jefferson Avenue. 


New Men’s Store 

A new shoe store for men has been 
opened at 74 Monroe Avenue, under the 
name of the Blair Shoe Company. J. C. 
Blair is proprietor. Medium-priced lines 
ranging from $5 to $7 will be handled, also 
hosiery in all grades. The store has walnut 
shelving and fixtures. The color scheme 
is cream, with lemon-colored cartons. 


Temple with Hanan’s 


H. J. Temple, for the past year with the 
McBryde Boot Shop, is greeting his 
friends at his old home with Hanan & 
Sons. 





Patent Leather Is Leader 
in Louisville Shoe Houses 


LOUISVILLE—Easter business with 
the retail shoe merchants exceeded expec- 
tations. Every phase of the retail shoe 
business was good. The week after Easter 
was also good and indications pointed to a 
continuance of steady buying. The men’s 
business in particular showed a marked 
improvement. 


Patent Models Are Strong 
There has not been much change in 
general style trend. In women’s shoes 
there has been a good call for patent in 


strap effects, with Spanish heels, while 
black satin has been very good. Sandal 
numbers are meeting with favor. A few 
pairs of white shoes are being sold, and 
better business will be done on whites 
within a short time. Suede is not as good 
as had been expected, but there has been 
some business in tan and gray. 


The tendency in men’s shoes appears 
to be toward light tans, several of the 
leading houses selling high-grade mer- 
chandise reporting good sales. 
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RIGHT STYLES 
AT THE RIGHT TIME 


In Stock 


A piece de resistance in summer footwear 
shown by Tober-Saifer 


for wer Le OOS 

Immediate Shipment 4@¢>2—s 4 Style 6927 
Style 6927-“LUCILLE,” Newest Cut Out — — piapeschciaras 
Sandal Pump, exactly as illustrated. De- = $4.85 
veloped in White Kid with 12/8 wood 
covered Box Heel; A, B and C Widths; 

Sizes 3 to 8. This pattern has created quite 
a furor at exclusive resorts. You'll get quick 6928—Same Style in Black Satin, Black Ooze Ovasiew, 
turnovers. Special Price. . . Cut Out Vamp $4.85 


TOBER-SAIFER SHOE CO. 


Manufacturers and Distributors 


NOVELTY FOOTWEAR IN STOCK 
1312 WASHINGTON AVENUE ST. LOUIS 




















3 W's LENOX — -Safe well Profitable 


3 W's Lenox are profitable to dealers as well as to 
wearers. They are made in attractive patterns that 
are always in demand and their excellent wearing 


qualities bring many repeat sales. 


for 


Growing Girls 
Misses 


“WINNER” GRECIAN } Children 
CUT-OUT 
Tu 


re 
7041—Tan Calf, 4 to 8 : 7002—Pat. 
7040—Pat. Leather, 4 to 8 180 oea— Pat 


IN STOCK 


7043— Champagne 4 2. 
epee eene Kid: B8%toll....... 2.50 


3 male Semis £ Weimer Wright & Watkin Co. 


39 South Second Street PHILADELPHIA & 
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Compliment for Byck Bros. 


Byck Brothers have been receiving some 
advertising publicity the past few days 
from the Louisville Gas & Electric Co., 
which has been using a cut of the lighted 
store of Byck Brothers, as an example of 
what can be accomplished through the use 
of proper store lighting fixtures. 


Secures New Lease 
Kaufman-Straus Company secured a 
new lease to run 12 years. The old lease 
had until January 31, 1928, to run. 


Encouraging Reports 
J. C. Fedler, Jr., of the Boston Shoe 
Company, one of the largest houses in 
the South, reported excellent business, 
with an increase of about 20 per cent over 
ten days. 
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Noel Lyons of Byck Brothers reported 
a healthy tone to buying. . 

H. R. Childers, of the Rodes Rapier 
Company, reported that business had been 
good for ten days or two weeks. 

Ben Middendorf of the Florsheim Com- 
pany reported good business in men’s 
shoes, his April business haying been con- 
sistently good. : 

Joe T. Jacobs is pleased. with the recep- 
tion that his new store has met with, busi- 
ness having opened well. 


Business Men Help 


Louisville business men at a recent 
meeting at the Brown Hotel, pledged 
$80,000 additional to the Home Coming 
Fund, to take care of a big June entertain- 
ment, which is expected to bring close to 
100,000 people to the city. 





Colored Suedes 
Are in Favor 


PORTLAND, ORE.—Colored suedes 
and blacks are selling freely here. Retail 
shoe merchants are confident that there 
will be a good run on women’s white foot- 
wear. Black satins promise to be strong 
and no doubt will be given further impetus 
by the vogue for light colored hosiery 


and Blacks 
on West Coast 


Change in Department 


By the removal of some shelving that 
blocked the view from the elevator and 
other second floor departments of the shoe 
department of Lipman, Wolfe & Co. a 
vast improvement has been made. Other 
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are contemplated and will be. 
made as sogm as the present stock, js - 
reduced sufficiently to wafrant. 


Men’s Trade Is Good 


From several sources reports are made 
that much of the men’s buying is on black 
oxford patterns. However, in the main, 
the men’s trade is running more.to light 
tan shades. Crepe rubber sport soles are 
having a good call and merchants expect 
a good season on sport models. The Walk- 
Over store, Knight’s and the College Boot 
Shop all report a satisfactory business. 


Retail N otes 


Leon J. Bodungen, manager of the 
Walk-Over shop, reports April the biggest 
month since the store has been in opera- 
tion. 

J. Lawrence, buyer and manager shoe 
department, Meier & Frank Co., is in the 
East on a buying trip. He expects to 
return about the middle of May. 

Adams Shoe Co. disposed of a large 
number of discontinued lines of women’s 
shoes recently. 

The Goodyear Shoe Co. 24th anniver- 
sary sale in April was reported as very 
successful. 





The man who has his price usually isn’t 
worth it. 





The Oakland, Cal., store of Peters Bros., at 1544-46 Broadway, has brought many: compliments to the firm. It was made highly attractive, 


both within and without, to conform with the idea of H. J. Peters that the Oakland need was for smart shoes, both for men a 


T he slogan of the store is: “Your Newest New York Style in Oakland Today.” H. J. Peters is the manager of this branch. 


for women. 
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We Are Sole Distributors 


for 
The UNITED STATES 


THE OLD DEPENDABLE 
CAKE DRESSING 
FOR WHITE 

(pun SHOES 


IN WHITE, KHAKI AND 
WEB (Green) 


Laing, Harrar & Chamberlin 


41 N. 3rd Street PH ILADELPHIA 
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More Interest in Colored 
Suedes in Boston Stores 


BOSTON—Buying in the retail shoe 
stores was spotty during the week ending 
April 26. The very busy period, which 
characterized the week immediately pre- 
ceding, failed to extend into the week. 
The weather was not favorable, chilly and 
cloudy days tending to retard interest in 
spring patterns. Many merchants reported 
that during the few warm days this spring 
buying, particularly in women’s depart- 
ments, was extremely good. They ex- 
pressed an opinion that real warm weather 
would serve as a stimulus to the trade. 

Colored suedes, including airedale, jack 
rabbit and fawn shades, are selling better 
as a general condition now. The final week 
of the Easter shopping period found a 
good call for these materials, but before 
that time there was a tendency for interest 
to lag. As matters stand now, there is 
strong promise that stores will do a reason- 
ably satisfactory business on colored 
suedes. 


Low- Heeled Numbers are Very Good 


Black materials were good, especially 
patent. Stores handling shoes retailing at 
$5 and thereabouts report a marked trend 
toward low heels in black shoes. The inch 
heel is in much demand. 

Basic style fundamentals remain the 
same. Slender strap patterns have the call. 
Gores, with the goring concealed beneath 
an ornate trimming in front, are being 





Plaris for Massachusetts’ 
Retail Shoe Merchants 
Meeting 


Plans for the big meeting of the 
Massachusetts Retail Shoe Mer- 
chants’ Association, to be held 
May I|4, are progressing very well 
and indications point to the largest 
and most enthusiastic session of the 
year. President W. W. Willson sent 
letters to shoe merchants through- 
out the State, outlining the program. 

The nominating committee’s re- 
port will be submitted at the gather- 
ing and officers will be elected. 

Invitations to Seaton Alexander, 
president of the N. S. R. A., and 
George M. Spangler, manager, were 
extended. Sam Davis, field secretary 
of the same organization, will also 
attend and address the meeting. 
Several New England shoe manu- 
facturers will be present. 

The officers hope to have 100 per- 
sons present. There will be musical 
entertainment and signs indicate 
a very interesting affair. 











shown quite extensively in display win- 
dows and reports say they are going fairly 
well, particularly in blacks. 


Men Slow to Respond 


Some leaders seem to think that there 
would be more impetus behind the men’s 
trade if the weather were more seasonable. 
During the week ending April 19, men 
bought very freely in anticipation of 
Easter, but during the following week 
there was a slowing-up. Tan leathers are 
most popular in men’s materials. 


Addresses Shoe and Leather 
Class 

Charles C. Hoyt, head of Farnsworth, 
Hoyt Company, Boston, gave the pupils 
of the New England Shoe and Leather 
Association’s Shoe and Leather Class a 
most interesting talk on the history and 
development of the shoe goods branch of 
the industry, April 18th. 

Mr. Hoyt, in the course of his remarks, 
went back to the formation of his own 
firm in 1856, when women’s dress shoes 
were largely composed of serges and last- 
ings, in contrast to the wonderful rainbow 
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effects in fine leathers and brocades, satins, 
etc., of the present period. 

The class on Monday, April 21, made 
its annual visit to the Thomas G. Plant 
Company factory in Roxbury, under the 
supervision of Mr. James W. Dyson, the 
instructor. 


Fleetwood’s Anniversary 


James Fleetwood, senior employee of the 
Thayer, McNeil Company, operators of 
two high-grade shoe stores here, was 
fittingly remembered on the 70th anni- 
versary of his birthday recently. His asso- 
ciates at the West Street store reminded 
him in many pleasant ways of his anni- 
versary. He received gifts and cards. 

For 39 years, Mr. Fleetwood has been 
employed at the Thayer, McNeil store. 
He organized the repair department which 
now employs 30 men. Mr. Fleetwood is a 
very skillful shoeman, being very adept at 
repairing the most delicate tasks concern- 
ing adjustment of shoe parts, etc. 


Retail Salesmen Meet May 5 


The next meeting of the Boston Retail 
Shoe Salesmen’s Association, Inc., will be 
held on Monday ‘evening, May 5, at 
Du Pont’s, 40 West Street. Supper will be 
served at 6:15 P.M., and election of 
officers for the coming year will take place. 
Frank Lane, a top notcher in his line, will 
furnish the entertainment. 





Colored Models Popular 
in Buffalo Shoe Stores 


BUFFALO—While business was less 
brisk during the week ending April 26 
than the six days previous, it compared 
more than favorably with the average for 
the month. After what was a _ record 
Easter Week trade, it was to be expected 
that trade would resume more of a steady 
trend, especially in view of the chilly days 
during the forepart of last week. 

While black satins and patents have 
suffered no appreciable decline in popu- 
larity, the demand for colors is showing a 
daily increase. The various shades of 
brown are moving along at a steady clip 
while the colored sandals of the flapper 
type are giving the retail shoe merchant no 
cause for worry. In oxfords the tendency 
seems to be toward the lighter shades of 
tans, and merchants with foresight are 
ordering the lighter hues in anticipation of 
a quick turnover when the warmer 
weather comes to stay. 

Stores which sell men’s shoes report a 
noticeable gain in sales. 


Good Service 
During the past few weeks employees of 
the K. W. Watters Company, in common 


with a large number of other downtow® 
stores, have had their hands full in waitin® 
upon their patrons, especially at certain 
hours of the day, such as luncheon time 
when the shoe store is usually short- 
handed and when office employees take 
advantage of their noon-hour to do some 
shopping. 

To meet this situation Mr. Watters con- 
ceived the idea of handing to customers 
upon whom it is impossible to wait, ‘‘pre- 
ferred service card” apologizing for the 
store’s inability to render the customary 
service and requesting patrons to return 
later in the day, or any other day and 
promising prompt attention by the pres- 
entation of the card. When the cus- 
tomer returns with the card, a special 
effort is made to wait upon her. 


<merson Store Moves 


The Emerson Shoe store, catering ex- 
clusively to men, which has been located 
at 380 Main Street for approximately a 
quarter of a century, has moved to a new 
location in the Bramson building, just off 
Main Street and less than half a block 
from its former site. 
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No. 5870—Same, Patent. Price.. 


tt 
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Big Season in Men’s Sport 
Shoes for Brockton Firms 


BROCKTON—The continued popu- 
larity of men’s sport footwear has brought 
bout an increase in styles carried in stock 
it Brockton factories. In a folder re- 
ently issued by The Dalton Company, 
Inc., three men’s sport shoes are illus- 
trated and described. These are tan ox- 
ord patterns, all carrying the popular 
repe sole. Other in-stock shoes shown in 
he folder include an imported tan calf 
»xford and a patent colt oxford. On the 
over of the folder is featured the Dalton 
Shoe Company’s slogan—‘“The Shoe of 
[oday with the Style of Tomorrow.” 


Graduates Will Wear Brock- 
ton Shoes 


Girls and boys who will graduate from 
he Brockton High School this year have 
been urged by Headmaster M. S. Getchell 
o wear on graduation day only made-in- 
Brockton shoes. On this point the head- 
naster says: “It is fair to assume that a 
majority of boys and girls have planned 
sometime between now and June 13, 
graduation day, to buy a new pair of shoes 
for the great event in their lives. Why not 
Brockton shoes? They would wear them 
with pride for the manufacture of shoes is 
our principal industry.” 

Superintendent of Schools Scully adds to 
this: “I would like to see every boy and 
girlin the Brockton public schools, not only 
wear made-in-Brockton shoes themselves, 
but advocate the wearing of Brockton 
shoes, and spread the doctrine of buying 
in Brockton as well.” 


Plans for Walk-Over Golden 
Anniversary 


President Harold C. Keith of Geo. E. 
Keith Company, who returned recently 
from several months’ stay in California, 
found the buildings of the Walk-Over 
plant decorated in his honor. Pennants 
marking the 50th year of the company’s 
establishment are flying on all buildings 
except the Executive Building. These 
pennants are blue with gold figures, 
1874-1924. 

On the executive building there is a 
blue pennant showing in gold numerals the 
date 1874 and a gold pennant having in 
blue numerals the date 1924. Blue and 
gold is also the color plan of the anniver- 
sary sign on the passageway which con- 
nects the No. 1 and No. 2 factories. At 
the left is the Walk-Over woman and at 
the right the Walk-Over man. The sign 
reads—“‘Quality for Half a Century,” 
with the dates 1874 and 1924 beneath. 

President Keith and his family passed 
an enjoyable winter in Southern California 
afid arrived home in excellent health. The 


golden anniversary program will be pre- 
sented during the week of July 7. 


New Superintendent 


Albert T. Ensor, for seven years in 
charge of lasts and patterns at W. L. 
Douglas Shoe Company factories, has been 
appointed general superintendent. Prior 
to beginning work with the Douglas 
Company, Mr. Ensor was associated with 
Stacy-Adams Company of Brockton. 
Everett C. Glover continues as superin- 
tendent of the Douglas men’s factories and 
Lawrence’ Cox superinténdent of the 
women’s factory. 


Broadcasting In-stock Styles 


A Brockton shoe manufacturing con- 
cern, more than 30 years engaged in pro- 
ducing men’s fine footwear, is the Brockton 
Co-operative Boot & Shoe Co. This con- 
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cern maintains an in-stock department 
where about a dozen styles of dress and 
sport shoes-are carried for immediate de- 
livery. A feature of the service supplied by 
this coneerh in regard to its in-stock line is 
a bookl@f Which carries anié*Se" tb ve 
shoe ‘m t on the front cover. More 
than 1 copies of these booklets are 
being casted from the factory to the 
merchangf, who, in turn, distribute these to 


Ady / bebising ing Club Meets 


meeting of the Old Colony 

g. Club was held’ at the Walk- 

»; Campello, on April 25. 

Presidenf,x Burton L. *Wales’ presided. 

Harold Me Messenger was appointed chair- 

man of tli nominating committee which 

will reportjat the next meeting to. be-held 

in May at Castle Inn, Abington. David 

E. Cox ant Arthur J. Chase are also mem- 
bers of the. nominating committee. 

An entertaining program was pre- 
sented. There were bowling matches be- 
tween four teams. Suitable : prizes were 
awarded. 





Demand Spread Over Many 


Styles 


PHILADELPHIA—While some of the 
shoe factories here are working close to 
capacity, most of them are only moder- 
ately busy. Some of them have quite a few 
orders for patents, but satins are in- 
active. Very few suedes are going through 
and whites have not yet started to move. 
Demand is still spread over such a variety 
of models and the trade is still buying so 
close that manufacturers are unable to 
proceed with any confidence on any one 
group of patterns or materials. Just before 
Easter several manufacturers reported 
having made good sales out of stock, the 
demand for patent leather sandals and 
one-straps exceeding the supply. Very 
few factories are making any two-tones, 
although here and there the opinion pre- 
vails that they will be in active demand 





Good Easter Trade 


According to Bradstreet’s local 
review of business conditions, the 
Easter season brought a large 
volume of retail buying in Phila- 
delphia; but the aggregate did not 
come up to that of a year ago when 
record buying for the season was 
noted. Purchasing in wholesale and 
industrial lines was mostly for quick 
turnover. Fairly good activity is 
reported by wholesalers and job- 
bers in shoes. 











in Philadelphia 


during the coming summer. In children’s 
shoes there is likewise a good demand for 
patent effects with plenty of perforations. 
One manufacturer of children’s shoes 
thinks that red will be fairly active al- 
though he is not expecting any demand for 
bluesand greens. Factories are advertising 
in the newspapers here for help and the 
general situation may be said to have 
improved. 


Hosiery in Fifty Colors 


Onyx hosiery is being advertised here in 
fifty colors, A service weight silk wih 
lisle top and sole and sheersilk, the 
sheerest weight of pure silk, with lisle top 
and lisle lined, are both featured. 


Pushing Whites 


The John Wanamaker store is pushing 
the sale of whites. Satins in plain models 
with full toes, medium vamps, and high 
Spanish heels are presented at $13. White 
kid sandals with instep and ankle straps, 
medium toes, and Spanish heels are 
offered. 


Varied Regal Offerings 


A wide variety of shoes is being featured 
by the Regal stores here. Included in the 
offerings are saddle strap sandals in gray 
suede and patent leather, street oxfords in 
gray buckskin and brown calfskin, tailored 
pumps, in patent, satin, and white kid, 
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cut-out Colonials with goring under the 
buckle in patent leather and satin, and 
three button cut-out oxfords, feather- 
weight welt, in patent and black suede. 


Walk-Over Advertising 


Several striking phrases are being used 
by the Walk-Over stores in advertising 
their men’s shoes in the daily newspapers. 
One of them advertising a shoe at $8 says, 
“Pretty Soft—Both the Toe and the 
Price.”’ This shoe has a soft toe with a tip 
but no box. Another phrase used is “Fits at 
the Heel, Toe, and Pocketbook.” 


About the Retail Shoe Mer- 
chants 
Freed’s, on Diamond Street, a store 
specializing in sample shoes in narrow 
widths, is showing attractive airedale 
suede slippers trimmed with alligator. 
Hallahan’s Germantown store is using 
advertising space in the programs of the 
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movie houses in its vicinity to put across 
aspecialty known asthe Hong Kong Pump. 

Christian's store on Frankford Avenue 
is showing shoes for stout ladies in black 
kid and patent colt. 

“A buckle doubles the style” is the as- 
sertion made by the Hanan store in push- 
ing its extensive line of buckles. 


The Wholesale Trade 


Wholesale shoe merchants quite gen- 
erally report having had two good weeks 
immediately preceding Easter. In men’s 
shoes light browns in plain patterns were 
the leaders. Demand for trousers crease 
oxfords suffered a marked decline though 
plain toes are still popular. Plainer pat- 
terns are selling better than those with 
elaborate perforations or too extensive 
stitching. Two-tones are not expected to 
be very active. 

Strap patterns still dominate the 
situation with fancy patterns and more 
conservative models are contending with 
each other for popular favor. 





White Shoes Show More 
Strength in Lynn Shops 


LYNN—Russia calf shoes got quite a 
start in the Lynn trade as the month of 
May approached. Patents and satins con- 
tinued to sell as leaders. Whites made 
another gain, as might be expected. Some 
big city stores are already showing white 
shoes and hosiery to match. 

Russia calf shoes were wanted by New 
York and Chicago buyers. Some booked 
orders on styles already made of Russia 
calf. Others asked for new models. 
Samples show both dress and sport styles. 
Straps are favorites among the new 
Russia calf shoes. Pipings on Russia calf 
are of white, champagne, tan and even of 
patent leather. Some tan kid shoes also 
are selling. A large demand for Russia calf 
shoes, especially welted oxfords, is ex- 
pected in the fall. 


White Shoes Going Well 


White shoes continue to gain. They are 
of kid, calf and cabretta. New models show 
fancy pipings on them in colors to cor- 
respond to the delicate clocks of hosiery. 
Blue shoes are wanted by some buyers. 
These shoes, too, are piped. Some new and 
handsome green leathers have appeared 
in the Lynn market, and it would not be 
surprising if a bit of business was done on 
them. However, volume business is on 
patent and black satin shoes, and it is ex- 
pected that these materials will run into 
the fall trade. 

Straps continue as most favorite 
models, and the variety of them is more 
than can be conveniently numbered. Gore 
styles keep on selling. Lattice fronts are 


good, and the same is true of side lattices 
on oxfords. 


Calls for Plain Pumps 


Yoke pumps have made a gain. These 
are plain pumps, not as plain as strip 
pumps, to be sure, but nevertheless plain 
of pattern. The quarter is carried in a 
yoke over the throat. Some of these yoke 
pumps have a ribbon of leather along the 
quarter and over the throat in the in-and- 
out or basket-weave pattern. Tongue 
and buckle shoes continue to sell. Variety 
of patterns continues plentiful, although 
plainer patterns are still predicted. Side 
lace and button oxfords will be shown in 
fall lines. 

Inspection of shoes in half a dozen Lynn 
shops showed more high heel shoes than 
for some time. Of course, the production of 
wood heel shoes is at a new high peak. A 
number of the new shoes show the French 
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style with the round toe and short-looking 
vamp. 


Summer Models Are Slashed 


Summer shoes are slashed as much as 
ever, and in some instances more. That is 
for style, and for ventilation which helps to 
keep the feet cool in summer. The idea is 
to make a lot of small slashes, or cut-outs, 
instead of one big one. 


Some Kiely Shoes 


T. J. Kiely & Co. are making a lot of 
white shoes, and also patent leather and 
satin models. New samples of Russia calf 
strap styles have been added to the line. 
Some were sent to Chicago recently. Mr. 
Kiely is of the opinion that two leaders for 
fall will be welt oxfords of Russia calf 
leather and McKay strap style shoes of 
patent and suede leathers and satin. 


Some M., G. & W. Shoes 


Murphy, Gorman & Waterhouse note a 
brisker demand for Russia calf shoes than 
for any time in the past four years. But 
patents, satins and whites continue théir 
leaders. They are making blue shoes, too. 
Piped effects are wanted. Some new 
gypsy patterns have been added to the 
samples. 


Oxfords for Fall 


Charles MacLaughlin of MacLaughlin, 
Conway Company is predicting more ox- 
fords for fall, the light and dainty kind 
with wood heels. Mr. MacLaughlin 
returned recently from a trip among 
western shoe centers. 


New Shoe Designer 


Adelbert Smith, designer of novelty 
styles, has joined the staff of Mac- 
Laughlin, Conway Company, manu- 
facturers of smart style shoes. He comes 
from Brooklyn. 


Showing New Lasts 


Edric R. Taylor, of McNichol, Taylor, 
is traveling through the West, showing new 
models of lasts for the coming fall and 
winter. 





Increase in Orders for 
Rochester Shoe Concerns 


ROCHESTER—F actories continue 
fairly busy, and since Easter there has 
been a very favorable increase in new 
orders, mainly for at-once delivery. 
Styles of the moment going through the 
factories are mainly strap patterns in 
black satin and patent. Since Easter there 
has been a noticeable increase in orders 


for patterns in airedale and gray suede. 

In discussions of possible fall styles there 
is considerable talk that the tailored styles 
in women’s suits will bring back the de- 
mand for welt footwear. As a result of this 
style tendency it is certain that tailored 
types of welt shoes will be shown ex- 
tensively in the new fall lines. 
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Why? 


One Toe Bright—the Other Dull 


When a customer returns a pair of patent leather shoes complain- 
ing that one toe has become dull in contrast to the brightness of 
the other, it is almost always due to the fading of dressing applied 
in the factory to cover a break that occurred in the lasting. 


You will receive a minimum of such complaints if your patent 
leather shoes are made of DONKEY COLT. 


OUR NEWLY PROCESSED 


DONKEY COLT 


SHOWS THE ASTONISHING AVERAGE 
OF ABOUT 98% BREAKAGE IN LASTING 





No patent leather has ever You may have this remark- 
been made, so far as we are able patent leather in your 
aware, which so nearly ap- orders without increasing the 
proaches the ideal. shoe cost. 


TOLMAN, Dow & Co., INC. 


176-180 LINCOLN ST. BOSTON, MASS. 


Rochester, N. Y. ‘é Greater New York 
Mr. Charles L. Kirk Leathers New Castle Leather Co. 
22 Andrews St. 100 Gold St. 


St, Louis, Mo. that Bring Cincinnati, Ohio 


. M. Fitzgerald ‘ ry y . 
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Record Business. 

Wm. Eastwood & Son Company are 
featuring in their newspaper advertising 
the fact that the week before Easter’ 
brought them the largest volume of busi- 
ness ever recorded in Springtime and that 
the week preceding Palm Sunday was 
almost as large. 

They state in the advertisement that 
their children’s department doubled the 
volume of business for the same period in 
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1923, and that on Easter Saturday their 
men’s department had the largest before- 
Easter trade they have ever enjoyed. 


Shoe Display Rack 
Letters of patent have been granted to 
Julius Epstein of the Liberty Shoe Com- 
pany, Elmira, N. Y., for a shoe rack which 
can be hung on the front of a shoe box for 
the display of a single shoe. 





Healthy Note to Trade in 
Haverhill Shoe Factories 


HAVERHILL—Manufacturers who 
are in touch with leading retail shoe mer- 
chants have a considerable amount of 
definite information regarding business 
during Easter week. Letters and personal 
statements made by shoe merchants in 
principal cities are almost without excep- 
tion to the effect that Easter business was 
ahead of last year. One concern represent- 
ing a very large retail establishment 
writes, ““We had the biggest business in 
our history.” 

Another retail house says, “Easter busi- 
ness was good, exceeding even expecta- 
tions.” “Better than last year’; “Easter 
surpasses last. year’; ‘Easter business 30 
per cent ahead of last year’’; “We did a 
big Easter business,” are some of the re- 
plies made by letter or wire to inquiries 
regarding volumes of Easter trade in re- 
tail stores. 

Patent leather, black satin and colored 
suedes and kids are leading materials for 
spring. White kid, in the opinion of most 
retail merchants, will have a big run dur- 
ing the summer season. 

All this is encouraging to Haverhill 
shoe manufacturers. Merchants are back- 
ing up the foregoing statements by send- 
ing in orders for later deliveries. Plainer 
effects in straps and tongue pumps are 
prominent in the orders now being re- 
ceived, with sandal patterns continuing in 
favor for the summer season. 


Improvement in Labor 
Conditions 


News of special interest to buyers of 
Haverhill-made footwear, it is expected, 
will be forthcoming in the near future. It 
will relate particularly to changes in the 
cost of Haverhill shoe production which 
are certain to place local shoe manufac 
turers in a most favorable position con- 
cerning securing present and future 
business. 

Hearings are being held by the Haver- 
hill Shoe Board of Arbitration for a com- 
plete re-adjustment of wages in local fac- 
tories. These hearings cover labor prices 
on both turns and McKays. Welt prices 


will follow. Initiative taken by Witherel! 
& Dobbins Co., manufacturers of women’s 
turn footwear, has resulted in throwing 
open the entire labor situation to re- 
adjustments. This wage reduction move- 
ment, which has been under consideration 
for several months, will, through the hear- 
ings now being held, undoubtedly result in 
important changes regarding production 
costs of Haverhill-made footwear with 
consequent opportunities for. increasing 
interest on the part of buyers and a cor- 
responding larger outgut for Haverhill 
shoe manufacturing plants. 


Entertains Passion Players 


Edward M. Rickard of Rickard Shoe 
Company recently entertained at his 
home in Andover, Mass., members of the 
famous cast of “The Passion Play.” 
Prominent among these was Anton Lang, 
who plays the part of Christus. Friendship 
between Mr. Lang and the Rickard family 
was formed some time since through the 
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iation of Theodore Rickard, a—sédxi, 
nd Miss Edwina Rickard, a daughter, 
who are studying abroad. 


Stories of Would-Be Shoe 
Cutters 

Skilled help is indispensable in all 
branches of Haverhill manufacturing, and 
in no department is skill more necessary 
than in cutting the upper stock. Long 
experience and a high degree of efficiency 
is required in this department of factory 
work, in order that the cutter may not, as 
the saying is, “throw his daily wages 
under the bench.” That Haverhill possesses 
this skilled help is thoroughly understood 
in trade circles. 

There are two stories told by Haverhill 
manufacturers concerning would-be shoe 
cutters which offer a ludicrous contrast to 
the foregoing. A man applied for a posi- 
tion as shoe cutter at a local factory. In 
response to his call the foreman of the 
cutting room descended four flights of 
stairs, and meeting the applicant in- 
quired if he were a competent cutter. He 
replied in the affirmative. The foreman 
asked the applicant to follow him upstairs. 
While on his way the newcomer put this 
question, ““Do you furnish scissors, or will 
I bring my own?’’ A comeback to this 
query was the immediate escorting of the 
applicant to the street by the nearest door. 

Another story is told by a shoe manu- 
facturer who was accosted on the street 
by a man who asked him if he needed an 
upper leather cutter. 

The manufacturer inquired, “Do you . 
know anything about cutting?” “I ought 
to,”’ responded the applicant, “I’ve been 
cutting meat in a Haverhill market for a 
dozen years.”’ The manufacturer passed 
out. 





Good Prospects for White 
Season in Atlanta District 


ATLANTA—Retail trade in thé South- 
east continued very satisfactory during 
April, with an increase of from 12 to 15 
per cent over the April of last year report- 
ed by the larger department stores of the 
district, principally due to the fact that 
cotton prices have held fairly firm after 
reaching a price of nearly 31 cents some 
weeks ago. 

For the retail shoe trade there was an 
increase this season in the volume of pre- 
Easter sales. As to the outlook for the 
white goods season, most of the Atlanta 
merchants seem agreed that 1924 will 
prove satisfactory. 


Death of Oscar E. Kenimer 

Oscar E. Kenimer, well known Atlanta 
business man, a director and stockholder 
in the wholesale.shoe firm of the M. C. 





Kiser Co., of Atlanta, died at his home 
recently. Mr. Kenimer has been identified 
with the shoe business in the South for the 
past 25 years, and was at one time a 
member of the shoe firm of the Kenimer- 
Irwin Shoe Co., of Birmingham, Ala. 





Lucian York Dead 


The death of Lucian York, manager for 
several years of the department store of 
M. Rich & Brothers, of Atlanta, occurred 
recently. Mr. York was well known in 
southern business circles, having managed 
the Rich store for the past 27 years. 


Opens Atlanta Office 


The Red Wing Shoe Co., of Red Wing, 
Minn., announces the recent opening of an 
office in Atlanta to look after thé com- 
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pany’s trade in the southeastern territory, 
a lease having been taken by the company 
in the Rhodes building. 





Strap Models Lead 


The style trend over the whole 
section continues toward the strap 
effects in slippers of novelty type, 
with the staple merchandise more or 
less quiet, but anything that is 
really pretty in the novelty line 
moving in a very satisfactory 
manner. As to colors, black is the 
leader at the time, with satins and ee, 


black suede slippers well in the lead. 
As to other colors, there appears to Stock Dept. 5 
be but little preference, just so the - 
style is novel and pretty. Is At Your Service 
THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 





























Leather Firm Incorporates 
NETTLETON The incorporation of the Allen-Chas- 
tain Leather Co., Inc., with headquarters 
Shoes of Worth at 644 Asylum Avenue, Knoxville, Tenn., 


A. E. NETTLETON CO. the latter part of April is announced. 
Syracuse, N.Y., U.S. A. 
MEN'S FINE SHOES EXCLUSIVELY 








Lincoln Is Sole Owner 


HOWARD & FOSTER CO. East Weymouth, Mass., April 27— . 
George A. Walker, one of the founders of 88-90 Reade St. New York 


, 
Men 8 and Women’s Welts Alden, Walker & Wilde, Inc., has retired AUCTION TRADE SALES 
Address all Communications to the from business and Alfred L. Lincoln is now 
Wastary at the sole owner of the business. Before | SHOES AND RUBBERS 
BROCKTON, MASS. coming into the Alden, Walker & Wilde, Every Wednesday and Friday 
Inc.,.concern, Mr. Lincoln was president 
of Edwin Clapp & Son, Inc. He is very 


HUR LEY well known throughout the trade as a high- 


grade man. 
GriPseM (77 / PA ARCH 


SHOE Sig. Rothschild Returns 


“Ask the Man Whe Wears Them" Sig. Rothschild, vice-president of the 
Barnet Leather Company, Inc., and presi- 
dent of the Barnet Leather Company, Inc., 
of Massachusetts, returned from a Euro- 
pean trip, during which he visited the 
various agencies of the Barnet Company 
and also spent some time in the style 
centers of Continental Europe, observing 
the tendencies for summer and fall. 







































































Styles for Fall 


Open shoes for summer and 
closed shoes for fall; that seems the 
common opinion in Lynn. Summer 
shoes will be slashed or open, as 
present styles show. Fall shoes will 
have closed vamps and sides, and 
the pattern lines of styles will be 


made by piping, or novelty binding 
or French cording. For instance, a Style dfs Quality 
black suede strap pump is piped ‘Swor 


with silver, while a velvet pump is 
i i 3 A. FREEDMAN 
piped with gold 2 & SONS, Inc. 
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SLIPPERS for MEN, WOMEN 
and CHILDREN 
Bedroom and house 
Slippers in a wide 
variety of styles and 

prices. 

SATIN SLIPPERS 
noted fer J. 
FRANK H. PFEIFFER CO., Inc. 





24 Washington Square -:- Worcester, Mass. 


Special in Medium and+ 
IGH GRADE 
dll /tylas made of Do 


imported Satin. Brocadesand Metal Cloth 
$2.10 per pair and up 


D somierst MGUSTIN Co NeW YORK 



























BEST-EVER 








Satin, Felt and Leather 
Soft Sele Slippers 
For the entire family 
No. 7300 Satin in these 
colors American Beauty 
Copen Biue, Old Rose. 
Lavender, B e 
Black, Taupe and Pink. 
Send for Price List 
NEW ENGLAND SLIPPER CO. 
140 Green St., Worcester, Mass 








PARISTYLE FOOTWEAR MFG. CO., INC. 
41-45 Washington Ave. Brooklyn, N. Y. 
HIGH GRADE MULES AND D’ORSA YS 


Made of Satin, Quilted Satin, Embossed 
Leather, Tinsel and Brocade 
Prices from $23.00 per doz. up 













FLEXIBLE McKAYS with the comfort 
urns 
WOMEN’S COMFORT FOOTWEAR 
MEN’S ROMEOS, EVERETS and OPERAS 


Sold only in case lots 
NORTHEASTERN SHOE CO., Inc 
54 Auburn Street, Chelsea, Mass. 
Boston Office, 139 Lincoln Street, Room 212 














For Mon Sr * i Children 
—-reaggy gree rly eee g 
Bliss & Richardson, Shoe Co. 
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Elmer J. Brown Dead 


Weston, Mass., April 29—Elmer J. 
Brown, who was for many years prominent 
in the Boston leather trade, died April 23, 
at the home of his daughter here. He was 
sixty-six years old, and had been in failing 
health for some time. 

Mr. Brown was for more than 20 years 
connected with the Pfister & VogelLeather 
Company of Milwaukee, Wis., and for 
most of that period was manager of their 






























ELMER J. BROWN 


Boston office and store. He was active in 
important trade matters, and his counsel 
sought by many. He was best known by 
his rare and pleasing personality, which 
brought him a host of friends in all his 
dealings. It was a distinct loss to the trade 
when Mr. Brown retired in 1918. 

He was a member of the Country Club 
of Brookline, and is survived by his wife, 
Hattie M. (Perry) Brown, and a daughter, 
Gladys P. Wright, wife of John G. Wright 
of Weston. 





Change Date of Annual Wis- 
consin Convention 


Fond du Lac, Wis., April 28—At a 
meeting of the board of directors of the 
Wisconsin Shoe Retailers’ Association 
held in this city at the Hotel Retlaw and 
presided over by President Richard E. 
Sager of Green Bay, it was decided to hold 
the annual convention of the shoe mer- 
chants in this city on August 12, 13, and 14 
instead of August 5, 6, and 7 as pre- 
viously announced. The new date was de- 
cided upon after the local situation had 
been taken into consideration. 

A.C. Egelhoff of Fond du Lac is general 
chairman of the convention committee of 
the association. He is assisted by Maurice 
Fitzsimmons as vice-general chairman. 
The convention will probably be held at 
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Colcord & Walker. Inc. 


Turn Footwear for Women 
HAVERHILL, MASS. 


Factory 34 DUNCAN ST. 


eat Se 











FASHION FOOTWEAR 


Women’s Fine Turns 
and Novelties 
Our new models for are attracting most 
favorable attention. Hand turn sli and 
pumps in the latest designs and finest leathers. 
TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. 








Phillips Shoe Co., Inc. 
Makers of 
babe s Turn 
Slippers 
276 aver STREET 










SHOE 

















CUTS 


F REE EC 


For Booklet, Catalog or Folder if we do the printing 
Novelties and Staples 
Or you may buy them at $1.25 each. Send for 


NELSON H. GROVER CO. 161 SUMMERST. BOSTON 








Shoe Illustrations 
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CALDERWOOD PREG 











INFORMATION 


for Shoe Merchants 


“WHERE TO BUY” constitutes a 
of aaoemer so that he who 

these pages may read 
learn. 














Gdeal Dab aby, Shoo @ 
Vansers. Ctaicchysll 


Ba 
ets 


SEND FOR CATALOG 





scree 
SHOES & STOCKINGS 
FOR INFANTS ,CHILDREN 
AND YOUNG LADIES 
DR.A.POSNER SHOES, INC. 
140 W. BROADWAY 





Soft Soles and Moccasins 
Ask your Jobber for our 
We DO NOT sell 
the retail trade. 
Newcomb-Anderson Shoe Co. 


ROCHESTER, N. Y. 








“ELAM” 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 


ROCHESTER, N.Y. 
Boston Office, 16 Columbia Street 








AShoe forBoys 
That Wears 


Marston & Tapley Co. 

















In Stock—Soft Soles 


Also new line Elk Moccasin 
First Steps — Sizes 1 to 6. 
SEND FOR SAMPLES. 

“Nu” Baby Shoe Co. - - East Lynn, Mass. 








Where to Buy 
Wanted Styles 


abe, Se Extra Editorial Service to 

free for the 

asking. W Write and tell us what you 
like to know. 
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Moose Hall although some consideration 
is also being given to the idea of holding 
the gathering at the Hotel Retlaw. 

A feature of the 1924 meet of the Wis- 
consin Shoe Retailers’ Association will be 
the absolute lack of exhibits of any kind in 
the convention proper. While shoe manu- 
facturers and salesmen may rent rooms in 
nearby hotels or possibly in the same 
hotel as the convention. should it 
decide upon the Retlaw as a site, no 
official display of footwear will be held. 
This was decided upon at a meeting of the 
executive board and was prompted by re- 
ports of salesman and manufacturer dis- 
satisfaction regarding previous systems of 
displays at Wisconsin conventions. 

To date, tentative plans only regarding 
the convention have been made. It is 
known, however, that several speakers of 
national reputation, including Sam Davis, 
field secretary of the National Shoe Re- 
tailers’ Association and representatives of 
the leading trade journals have been in- 
vited to attend and address the conven- 
tion. A big banquet has been planned for 
the Hotel Retlaw on Wednesday, August 
13. 

Officers of the Wisconsin Shoe Retailers’ 
Association are Richard E. Sager, Green 
Bay, president; William Gleue, Wisconsin 
Rapids, first vice-president; William F. 
Schumacher, Madison, second vice-presi- 
dent; and Harry Lucas, Milwaukee, 
secretary-treasurer. 

The board of directors consists of the 
officers; Past-President Joseph Langen- 
berg of Appleton, and the following shoe 
merchants: Clarence Newell, Waukesha; 
Leopold Imig, Sheboygan; A. C. Egelhoff, 
Found du Lac; Max Lau, Racine; W. F. 
Eugene Meyer, 
Milwaukee; 
and A. T. 


Strauss, La Crosse; 
Watertown; A. B. Caspari, 
Wm. C. Schlaefer, Wausau; 


Jenkins, Milwaukee. 


Wilkinson Shoe Company 
Organized 


Pittsfield, N. H., April 28—The Wil- 
kinson Shoe Company is a new firm start- 
ing business here. Edward W. Wilkinson 
is president and treasurer. He was for 
some years with Lunn & Sweet. Though a 
young man, being only 32 years of age, 
he has had 15 years experience making 
shoes, much of this time in an executive 
capacity. W. L. Brown is another member 
of the firm. His past experience covers 
many years in responsible positions with 
Ault Williamson, Williams, Clark & Co., 
J. J. Grover. 

Both Mr. Brown and Mr. Wilkinson 
have been with H. K. Gardiner Company. 
This firm will make high-grade, wood heel 
style turns. They occupy a three-story 
centrally located factory, equipped with 
the most modern machinery. Their capa- 
city will be 360 pairs daily. 
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EVERY DOZEN 
PAIR INA 
DISPLAY BOX 


Robert E Miller 


Detachable 
Heels 


iY ety 
* Rubber N. ¥. 


New York City, 














T. W. GODSOE, Pres. _ F. E. JONES, Treas. 
W. G. DONALD, Vice-Pres. 


F. E. JONES CoO. 
FANCY COLORS 


MAT KID 


95 SOUTH STREET BOSTON, MASS. 








C Dangett Menufacterert 


in the World of 


Blach Glazed Kid 











The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish. 


CREESE & COOK C 
Tanneries at Danversport 95 South “ss , Mass. 








COATED GEM DUCK 
ADHESIVE BACKING CLOTH 
Babber and Leather 
Dry Foot Welting 
Sheet. Rubber Soling 


B. F. CHAMBERLIN 
184 Summer St 
. BOSTON 





Colored 
Chrome 
Sides 


Beggs & Cobb, Inc., Boston, Mass. 











No matter what policy you may 

pursue in selling to the shoe trade, 

nevertheless, you need the 

Boot and Shoe Recorder 
ALL THE TIME 












































COLONIAL BUCKLES Six 
Different Styles Hamm 
Plain Steel. 


E 


Delivery One 
The H. L. Hymes Co. 


62 W. 15th St. 
New York City 














S| 
he mark of ™ 


# 900d shoc buckles 

sever since 1I9O5 

L.A LTERSON & CO. S@axt 

I 2W 34% St., New York City N.Y 





IN-STOCK 

BLACK BALLET SLIPPERS 

Childs $1.30 
Sizes 7 to 11 
Misses $1.35 
Sizes Ll#to2 
Ladies $1.40 
Sizes 24 to 8 
BLOG SHOE FINDING CO., INC. 

147 Duane St., New York, N.Y. 













BALLET SLIPPERS in Stock 


Endorsed by the Worid’s Prominent Dancers 


Bench Made 
BLACK KID SOFT TOE $2.00 BOX TOE 3.00 
PINK SATIN BOX TOE 3.50 
Sizes 6 child’s to 7 women’s 
L. MILLER & SONS, Inc. 


One Carlton Ave., Brooklyn N.Y. 











Professional Ballet 
Genuine Black Kid 


Pink, Black and White 
Satin. Alsotwo grades 
of soft toes 


Wm. Sumner Smith Co. 
Chicago 








BALLET SLIPPERS in Stock 


Black and Pink Satin, Black Kid omolalty adopted 
as the best made profesional toe and ballet slipper in 
America by International Association Masters of 


07 
large inall,widths. 
ANC WY'S gue 
NEW YORK, 
a. Y. 


Only one exclusive agency in a town 














No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 
Boot and Shoe Recorder 

All the Time 
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Near East Relief Appeals for 
Shoes 


Chicago, Ill.—A favorable response to 
the appeal made by the Near East Relief 
concerning donations of worn shoes is re- 
ported. The entire American shoe indus- 
try has been invited to co-operate for the 
relief of distressed populations by giving HOLLYwoo 
any pattern or size in discarded, partly- HOSE 
worn and unsalable shoes. Shoes should Res. G. S. Pus. C8. 



























be sent to the Near East Relief Ware- Guaranteed fullfashioned 
house, U. S. Army Base, Brooklyn, N. Y. eee See tas we at 
Harrington & Waring 





Many state organizations, including re- 
tail shoe merchant members, have en- 
dorsed the movement. In one of the an- 4 
nouncements issued by the Relief appears 
the following suggestion for the retail mer- 
chants to follow: “Join with your fellow 
merchants in inviting the public to donate LK HOS IERY MILE 


their worn shoes, tied together in pairs, Erie Ave. & Amber St., Philadelphia 






41 Union Sq. W. New York 



































in aid of this most worthy and urgent Ladies’ Full Fashioned Chiffon Hose 
eent “THAT ARE SUPERIOR” 
cause. New York Office, 358 Fifth Ave. 









































Enlarged Salesrooms for J. R. BEATON COMPANY, Ine. 
Standard Kid Co. 331 FOURTH AVE., NEW YORK 
New York, April 28—The Standard ESSENSE HOSIERY ATLANTA 
Kid Company has removed from its old : . ‘AS You SAN 
New York sales headquarters at 21 Spruce BOSTON UKE IT") RANCISCO 
Street to a new and considerably enlarged 























location on the second floor of the new 
Hide and Leather Building at 100 Gold 
Street. W. A. Platz, New York repre- 
sentative of The Standard Kid Com- 
pany, is highly pleased with his new 
quarters, affording as they do every ad- 
vantage desirable to the customer in in- 
specting leather. “The rapidly enlarging 
business of The Standard Kid Company 












in New York has made this move ab- ATLANTIC PRINTING CO. 


solutely necessary,” he states. 





Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 


201 South Street Boston, Mass. 
Telephone, LiBerty 8673 
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a ASK FOR SAMPLES — (arhns 
WM Design 7a Sr pl y ft Them 
| TOLMAN PRINT, INC. |S! 
THE SHOE FOR MEN OFICES ang PLANT: ROCKTON. wah 











ELLIOT SHOB CO. BROCKTON, MASS. 













UNIVERSITY. | 


ELEcTRorve: FouxDRY 


ig ls 
bw) maxers of fine pew. Nits | 
Stee. race thecTag TYPES © 














Demand Dunbar Designs; | Do You Know? 


From Your Manufacturer 
That you can buy or sell it through 
AND BE ASSURED OF STYLE sha “neds th Bae” odes. Teds 


AND FITTING QUALITIES feature in its quick service is a time 
IN YOUR SHOES. saver in meeting immediate needs. 
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re z ie 5 
er Keds ss m oll 


Keds time is here! 


Make salesmen of your windows. 
Here is the colorful, attractive Keds 
window display. It will keep your 
Keds stock moving, and build up 
summer profits for you. Window 
stickers, a metal sign, shoe stands, a 
poster, a large cutout—the Keds mes- 
sage delivered with a smash. 


These sales helps have been sent to 
all Keds dealers. If you have not 
received your supply, write to the 
Branch or wholesale distributor from 
which you order your Keds. 


United States Rubber Company 
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Window Trims for Displaying 
Canvas Footwear 
























































to create interest and stimulate the 
sale of canvas rubber sole footwear 
for summer. Many shoe stores in years 
past have not gone so deeply into the 
canvas footwear subject as to devote an 
entire window to the display of these types. 
However, windows suggestive of the 
occasions where rubber canvas footwear 
should be worn, are the most powerful 
means of drawing attention to the pro- 
prietry of this merchandise. 

Trims indicating an outdoor environ- 
ment are always commanding, particularly 
scenes depicting recreational activities. 
In suggesting window trims for displaying 
canvas shoes, the first item considered was 
individuality—giving the entire window 
space to the showing of whites. In years 
past, some retail shoe stores have shown 
a canvas shoe here and there in the same 
space for shoes for street wear. The 
result was that often the consumer be- 
came confused; also the sharp contrast 
between the utilitarian purpose of the 
two types of shoes tended to retard inter- 
est in both types shown. The trim 





Pre cret window trims are essential 
























4 painting, couple of beach pails, beach sand and canvas shoes are used to 
suggest the vacation window. 


Contrast of Green and White 


The imitation green grass or the green 
floor may be obtained by using a green 
carpet. It contrasts very well with white 
and also makes an ideal setting for the 
placement of the white shoes. 

Tennis balls are used to emphasize the 
theme. Several pairs of shoes, all ideal 
models for playing, invite inspection with 
these surroundings. 

The yachting trim carries a realistic 
note and the toy boats fit nicely into the 
surroundings indicated by the back- 
ground showing the sail boat on the 
waters. 

A typical vacation picture is presented 
with the trim designated “Vacations.” 
The wide-striped beach umbrellas and 
beach chairs suggest comfort. The shoe 
for “this occasion” is specifically a rubber 
canvas footwear model. Anything else 
would be entirely out of place. The beach 
sand and pailscarry out in greater detail the 
thought—canvas footwear for vacations. 


Too Many Shoes Tend to Confuse 
In arranging the trims, regardless of the 





Miniature sail boats are employed in this trim to indicate the yachling 
atmosphere and its relation to rubber canvas shoes. 


surroundings, avoid showing too many 
shoes. The leading canvas footwear styles 
are not so many that they cannot be 
accurately represented in half a dozen 
pairs or so. It makes little difference 
whether you display your shoes in pairs or 
individually. The main point is to secure 
balance. It is correct to show a pair of 
shoes in the center of the display, and only 
single models on the sides. Or pairs may be 
shown in several sections of the window; 
but when this plan is followed the numbers 
of pairs to be displayed depends on the 
room afforded. 

When there is possibility of a bare 
atmosphere developing more shoes can 
be placed at proper places to eliminate 
this danger. 





Campaign On Full-Fashioned 
Hosiery 

New York, April 22—The-Full-Fash- 

ioned Hosiery Guild, which was or- 

ganized last year to further the interests of 

full-fashioned hosiery, has selected J. R. 


Beaton Company, Inc., to present its 
campaign to the retail merchants 





labelled “Tennis” is significant 
of the part that canvas footwear 
plays in the tennis games, indi- 
cates accurately that the store 
operator intends to call attention 
to the fact that the tennis season is 
at hand and that he carries the 
right kind of footwear to wear 
while playing. In carrying out the 
theme, a tennis net as a back- 
ground makes an admirable set- 
ting. 

The white of. the net matches 
the canvas shoes. In hanging the 
net, it may be either draped or 

























TE 
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of this country. 

The Beaton Company, with 
headquarters at New York and 
stocks carried in branches at Chi- 
cago, Boston, Atlanta and San 
Francisco, will distribute informa- 
tion on the advantages of full- 
fashioned hosiery to merchantsand 
\ consumers. For the time being, the 
\ campaign will consist of giving dis- 


tribution to the advertising origin- 














suspended rigidly across the back 
of the window. 





This trim may be carried out with no painting. The lennis net is # 
background. The racquets carry out the idea of “Tennis shoes for the 


oceasvon. 


ated by the guild. 
. “Courtesy will swing open a 
icent door that would not yield to a 
crow-bar.” 
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LEATHERS THAT LEAD IN STYLE 


Shoes that are finer, prettier, smarter and more saleable are 
made of STERLING —the Patent Leathers that reveal and 
enhance the beauty of fine skins, and by their style and quality 
build goodwill for every merchant whose orders specify : 


Sterling Colt Sterling Hid 


Sierling 


BRISTOL PATENT LEATHER COMPANY BOSTON, MASS. 
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More Activity to Calls for Black Calf and Kid 


Strong Demand for Medium Grades of Patent Leather—Materials for 
Sport Shoes Moving Fairly Well 


WIIAT IS BEING If there is any 
BOUGHT special preference 
it tends toward the better selections of 
smoth-finished calf in the light tan 
shades, white kid, patent leather, and a 
fai: demand for the fancy colors of both 
cal’ and kid. 

“here is a better call for black calf 
an’ kid, which was expected as an 
aftermath of the extensive call for 
pa‘ent. On patent leather, the demand 
is sill strongest on the medium grades, 
although there is a fair call for the 
better selections of patent colt and kid, 
als’ patent kip and chrome patent 
sides. The leading tanners of white kid 
report a good sale this season consider- 
ing the general conditions. 








High Lights of the Week 

Believed by some of veterans of 
leather trade that the long«continued 
curtailment of tanning will soon re- 
sult in stimulating the industry. 

Standard tannages are not in 
abundant supply. Close hand-to- 
mouth buying policy has served as a 
caution against over production, 
hence the stable market without in- 
flation. 

Since Easter, opinion more generally 
prevails that leather markets are 
steadily approaching better business. 

Hide and skin values have reached 
the lowest level for some years. 











also veal and kip, although the buying 
on most grades is very close to the 
neéds of users. 


KID Kid tanners report no 
LEATHERS particular change. Some 
of the larger tanneries are running at 
fair capacity on colors and blacks. 
Finished stock is low in comparison 
with the high price of raw stock. The 
top selections of colored kid bring any- 
where from 65 to 80c per foot. The 
medium grades are quoted at 40 to 
60c per foot. The call for black shows 
some improvement, but it has been a 
better season for white kid than was 
anticipated. 

There has been some improvement 
in the call for cabrettas, the top 


Vhe call continues fair for the 
various leathers used for sport footwear, such as heavy grain calf 
and side leather, smoked horse and elk, and some imported calf 
leathers of special tannage suitable for high grade golf and sport 
shoes. 


SUEDE Leading tanners of suede calf report a slightly 
LEATHERS improved call. They expect a better call in fancy 
colors of suede, as well as black, as the spring progresses. The 
call for black, in fact, has been fair right along. Prices show a 
little change from some months ago, the top selegtions of colors 
now being offered at 55 °to 65c per foot as against 70c the top 
figure some months ago. The medium grades are quoteg at ab to 
50c per foot. Suede kip, particularly white, is moving Well, one 
tannage of which is a new product which can be easily cl by 
washing with soap and water. The call for buck leathers is about 
the same as in recent weeks. The best trade on buck has been on 
black, with a better call also for white. The top selections are 
quoted at 40 to 48c per foot, according to weight, medium selec- 
tions being offered at 30 to 40c per foot and lower grades ac- 
cordingly. 


CALF The sale continues to improve for the light aff 
LEATHERS of tan Russia calf. The top selections of colorg on 
full grain are quoted all the way from 44 to 48c per foot. Some 
tanners are quoting top selections at 50c per foot, and some im- 
ported tannages are quoted at 52c per foot downward according 
to tannage and selection. There is a fair call for medium grades 
of calf in black and colors. It has been a better season for black 
upper leathers than for some time. The better selections of blacks 
are bringing from 42 to 46c per foot, which is stronger than the 
market was some months ago. 


SIDE UPPER While individual orders are relatively small for 
LEATHERS this season of the year, the aggregate makes a 
fairly good business. The medium grade leathers and leathers 
suitable for heavy and work shoes are perhaps in the best call. 
Full grain side leathers in colors are strong, with the top selections 
quoted at 28 to 30c per foot. The medium and lower grades are 
quoted from 24c downward according to quality and selection. 
Other grades of side upper which go into women’s novelty shoes 
of medium and lower varieties are in fair sale, with a wide range 
of quotations varying from 16 to 27c according to the type of 
shoes being made. A fair call prevails for elk and horse leathers, 


selections being listed at 36 to 48c, 
the best grades of white cabrettas bringing from 42 to 50c per 
foot. 


PATENT The call for patent continues to be a prominent 
LEATHER feature of the demand for upper. Patent leather 
tanners and japanners are operating at nearly full capacity. There 
is no change in prices from the previous week. The top selections 
of patent kip bring 45c per foot, patent chrome sides 40 to 42c, 
patent colt 55 to 65c and patent kid 65 to 75c. The medium 
grades of these leathers continue popular on account of the price. 
The volume as a whole is especially satisfactory considering the 
dullness in other branches. 


SOLE The sole leather situation shows little change from 
LEATHER week to week, and purchasing is confined mostly to 
actual requirements of shoe manufacturers. While tanners are 
operating at considerably below normal, the total volume is 
larger than might be expected. Some of the very large manu- 
facturers of shoes naturally purchase in sizable quantities. 
Prices are on the lowest level possible consistent with the cost of 


, tanning. Quotations are unchanged from recent weeks. 


Comparative Leather Prices 
Upper Leather (Price per foot, cenis) 
Year Ago Today 
55c @ 60c 
44c @ 50c 
30c @ 38c 
24c @ 28c 
22c @ 26c 
34c @ 44c 
34c @ 42c 
65c @ 80c 
35c @ 55c 
36c @ 42c 
55c @ 65c 
65c @ 75c 


Calf, suede, top grade 

Calf, smooth, colors, top grade 
Calf, medium 30c @ 35c 
Side upper leather, colors 28c @ 30c 
Side upper leather, black............. 26c @ 28c 
Colored buck 35c @ 48c 
White buck 35c @ 46c 
Kid top selection colors 70c @ 85c 
Kid, modjum..:.............2..... M0 @ SSe 
Patent chrome sides 40c @ 45c 
te Oe 
Patent kid 65c @ 80c 


.. SOLE LEATHER 
(Price per pound, cents) 


Union sole, No. 1 
Oak backs, No. 1 


45c @ 48c 


40c @ 44c 
40c @ 47c 
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OFFICIALLY ADOPTED! 


The following list of representative Shoe Manufacturers have incorporated in their 
Sample Lines Shoes made with 


Barbour Stormwelt 


M. N. Arnotp SHoe Co., North Abington, Mass. 
A. J. Bates Co., Webster, Mass. 

Beats-Pratt SuHoe Mre. Co., Watertown, Wisc. 
Betrmann-Duwn.ap Co., Cincinnati, Ohio 


BripcewaTer Workers Co-Op. Assn., Bridgewater, Mass. 


Brockton Co-Operative SHoe Co., Brockton, Mass. 
Bucxincuam & Hecunrt, San Francisco, Calif. 
Capita Crry Corpn., Augusta, Maine 

Car.is_e SHoe Company, Carlisle, Pa. 
Cuurcuitt & ALLEN Co., Brockton, Mass. 

Epwin Ciapp & Son, Inc., E. Weymouth, Mass. 
Ciement & Batt Suoe Mere. Co., Baltimore, Maryland 
Curnton Suoe Mere. Co., Clinton, lowa 

P. Cocan & Son, Stoneham, Mass. 
Cope.anp-Ryper Company, Jefferson, Wisc. 
Crappock-Terry Co., Lynchburg, Va. 

Geo. P. Crarts Co., Manchester, N. H. 

Creet, Maupin & Cuamsers, Inc., Highland, III. 
Harry W. Crooxer Co., Inc., Bridgewater, Mass. 
L. A. Crosset Co., North Abington, Mass. 
Daoust-Latonpe & C1e., Montreal, P. Q., Canada 
Diamonp SHoe Company, Montello, Mass. 

W. L. Dove tas Suoe Co., Brockton, Mass. 
Lupcer Ducuaine, Quebec, P.Q., Canada 
Ducnaine & Perkins, Quebec, P.Q., Canada 
Durresne & Locke, Montreal, P.Q., Canada 

C. A. Eaton Company, Brockton, Mass. 

Ex.uiotr SHoe Company, Brockton, Mass. 
Emerson Suoe Co., Rockland, Mass. 
Enpicott-Jounson Corpn., Endicott, New York 
Excecsior SHor Company, Portsmouth, Ohio 
Fietp Bros. & Gross, Auburn, Maine 

Fietp & F.iint, Brockton, Mass. 

Forsush SHoe Company, North Grafton, Mass. 
Frencu, SHriner & Urner, South Boston, Mass. 
J. E. Frencu Company, Rockland, Mass. 


Gopine SHoe Company, 833 W. Chicago Ave., Chicago, III. 


O. Goutet & Son Lrtp., Quebec, P.Q., Canada 
Great NortTHern SuHoe Co., Manchester, N. H. 
Guarpian SHoe Company, Quebec, P.Q., Canada 
W. B. Hamitron Suoe Co., Lrp., Toronto, Ontario 
Heywoop Boor & SHoe Co., Worcester, Mass. 
Hitt Bros. Co., Hudson, Mass. 

Ho.tanp Suoe Co., Holland, Michigan 

F. M. Hoyt Suoe Co., Manchester, N. H. 
Huckins & Tempe, Milford, Mass. 

Hutskxamp Bros., Co., Keokuk, Iowa 

Hurtey Suoe Co., Rockland, Mass. 
Hutcuinson-Winceu, 590 Atlantic Ave., Boston, Mass. 


InTERSTATE SHOE Co., Manchester, N. H. 
Jounson & Murpuy, Newark, N. J 

Ws. F. Kane, Montello, Mass. 

P. B. Kerrx Suoe Co., Brockton, Mass. 

Joun C. Ketty Co., Brockton, Mass. 

A. S. Kremper Co., Elizabethtown, Pa. 

Lexuicu VALLey Suoe Co., Allentown, Pa. 
LeonarpD, SHaw & Dean, Middleboro, Mass. 
Levie SHoet Company, Chicago, IIl. 
Linscott-TyLer Witson Co., Rochester, N. H. 
A. E. Littte Co., Brockton, Mass. 

Marion Suoe Co., Marion, Indiana 

A. E. Marors Lrp., Quebec, P.Q., Canada 

C. S. Marsnwatt Co., Brockton, Mass. 

Ws. A. Marsu Co., Quebec, P.Q., Canada 
McE.roy-Sioan Suoe Co., St. Louis, Missouri 
Joun McPuerson Co., Lrp., Hamilton, Ontario 
METROPOLITAN SHOE Co., Whitman, Mass. 
Morse & Burt Co., INnc., Brooklyn, N. Y. 
Morse & Rocers, Daune & Hudson St., New York, N. Y. 
My tes Suoe Co. Lrp., Toronto, Ontario 

M. A. Pacxarpb Co., Brockton, Mass. 
Reyno.ps, Drake & GaBeELL, North Easton, Mass. 
Rice & Hutcuins Co., South Braintree, Mass. 
Joun Ritcuie Co., Lrp., Quebec, P.Q., Canada 
Rosinson-Bynon Suoe Co., Auburn, N. Y. 
Ross SHoe’Co., Marlboro, Mass. 
Scuwarz-Ruac_es, Inc., Brockton, Mass. 

C. B. Stater Co., South Braintree, Mass. 
Stater SuHoe Co. Ltp., Montreal, P.Q., Canada 
J. P. Smiru Suoe Co., Chicago, Ill. 
STAHLER-BAvER SuHoeE Co., Allentown, Pa. 
Stracy-Apams Suoe Co., Brockton, Mass. 
Stetson SHoE Co., So. Weymouth, Mass. 

Stone & Tar ow, Inc., Brockton, Mass. 
SroneFieL_p-Evans Suoe Co., Rockford, Illinois 
Ta.sot SHoe Co., Lrp., St. Thomas, Ontario 
Tetrautt SHoe Mre. Co., Ltp., Montreal, P.Q., Canada 
Txuompson Bros. SHoe Co., Brockton, Mass. 

Wa tpen & Perry, Lynn, Mass. 

Watt, Doyte & Daty, Brockton, Mass. 

E. G. & E. Watace Suoe Co., Rochester, N. H. 
Watt, Streeter & Doyte, North Adams, Mass. 
Weser Bros. SHoe Co., North Adams, Mass. 

* E. & W. G. Wesson, Worcester, Mass. 

Vest Env Suoe Factory, Lynchburg, Va. 
Paut C. Wotrer Co., Everett, Mass. 

Wuirman & Kerru Co., Brockton, Mass. 


Inquiries from Retailers for Shoes made with Barbour Stormwelt 
will receive careful attention if directed to any of the above. 


Barbour Welting Company 
BROCKTON, MASS. 


Exclusive Manufacturers of Barbour Stor mzwelt, U.S. Patents 


July 11, 1911, Feb. 10, 


1914, othe, Patents Pending 








country 
of the « 
one rea 
amusin; 
ability, 
every © 
are bei 
eign-mi 
been pl! 
or sam 
keep F 
United 
] 
“i 
ing of 
fewer ¢ 
and int 
United 
that P: 
women 
admits 
tion of 
women 
credite 
of Par 
popula 
Parisia 
style o 
stores : 
can sh 
public 
eviden 
our ho 
in Eure 
at hom 
“Th 
its pov 
and is 
act thi 
that sa 
themse 


BOOT AND SHOE RECORDER 

















i elon M Haney 


itor 








N.S. T. A. Declares Against Foreign-Made Shoes 


America Leads the World in Stylish and Comfortable Footwear—Frank A. Guinivan 
Reports Favorably on Country-Wide Survey 


EMBERS of the National Shoe 
M Travelers’ Association are much 

incensed over the propaganda 
which they say is being spread over the 
country on foreign-made shoes. Said one 
of the officers of this association: ““When 
one realizes the idiocy of the same, it is 
amusing; America leads the world in dur- 
ability, style and comfort in footwear for 
every occasion. While many inducements 
are being made to merchants to buy for- 
eign-made shoes, no argument as yet has 
been produced, either in logical discussion 
or sample, to show that these shoes can 
keep pace with those produced in the 
United States. 


Europe Likes American Shoes 


“If more attention were given to tell- 
ing of the merits of our American shoes 
fewer displays would be seen in windows 
and interiors of those made outside of the 
United States. While the world admits 
that Paris leads in high class creations of 
women’s gowns and hats, the world also 
admits that America leads in the produc- 
tion of women’s high class shoes. American 
women traveling abroad have always been 
credited with being the best shod of all 
of Paris’ big, cosmopolitan, fashionable 
population or visitors. Stylishly appareled 
Parisians and women of other European 
style centers have been eager to patronize 
stores selling American shoes. With Ameri- 
can shoes in demand by a discriminating 
public across seas, it should be positive 
evidence to our American buyers that if 
our home product is pronounced superior 
in Europe it should be pronounced superior 
at home. 

“The National Association is doing all in 
its power to counteract this propaganda 
and is instructing its members to counter- 
act this propaganda on every occasion; so 
that salesmen, being thoroughly convinced 
themselves, should leave no stone un- 


turned to instruct their trade that while 
foreign representatives come to our shores 
and make very alluring propositions, it 
becomes our merchants as good American 
citizens to stand for America and American 
products, first, especially in the case of 


A. L. SLAVENS 


Who now represenis The Selby Shoe Company 

of Portsmouth, Ohio, in the South. This will be 

good news to his many friends in Dizie 3 
which territory he traveled in earlier years 





shoes, when America produces the best 
goods in the world.” 


Frank Guinivan Talks Matrix 


Frank A. Guinivan, “The Woman's 
Matrix Man,” for E. P. Reed & Co., has 
returned to the Rochester factory after a 
short “spin’’ around the country in the 
interests of his line. Mr. Guinivan gave 


frequent stereopticon talks to merchants 
and their salesforces on Matrix construc- 
tion and fitting. ““Frank’”’ is a pleasing 
talker and a convincing one, also,.for he 
is a thorough shoe builder, and has charge 
of patterns and lasts for the E. P. Reed 
folks. 
Business More Stabilized 

Frank writes the Recorder office that he 
found business more stabilized in the sec- 
tions of the country visited and states that 
merchants in general have been much 
pleased with Easter trade. He reports 
stocks as being in better shape than for 
some years past. “Merchants,” said Mr. 
Guinivan, “‘realize that the over frequency 
of buying has brought about an over- 
lapping of styles and lines, which only add 
to the accumulation of odds and ends; the 
elimination of this evil lessens the dead 
stock and increases profits.” 

He also believes that unless merchants 
concentrate on fewer lines, a very dis- 
astrous state of affairs will follow. 


““Extremes’’ Not Good Style 


He predicts that dainty shoes will pre- 
vail for some time to come, although 
“extremes have gone by the board,” and 
that all footwear will run more strongly 
toward plainer patterns, to the exclusion 
of the sandal in any grotesque effects. He 
found that many large and high-grade 
merchants have a leaning toward boots, 
but just how boots are going to be intro- 
duced as style propositions is still a prob- 
lem. 


Slavens with Selby 
A. L. Slavens, known everywhere in 
shoedom through his connection with the 
Boyden Shoe Manufacturing Company as 
a manufacturer of men’s high-grade shoes, 
now represents The Selby Shoe Company 
in the South. “‘Al’’ has a host of friends in 
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The word which best expresses the Values 
in MARSHALL MADE SHOES is 


RUALITY. 


3. MARSHALL COMPANY 
Brockton, Mass. 


Makers of Men’s Fine Footwear 
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SIG. STERN 


\WVith office at Ps 84th St., ree? He repre- 
sents . Minor ¢ Son, Inc. 





Dixie Land, which section he covered for 
many years in his earlier connection with 
the shoe trade. His connection with the 
Selby “Arch Preserver” line was made 
following the sale of his interest in the 
Boyden “outfit.” 


C. A. T. 8. 8. Boosting 
Apparel Fair 

On May 31, members of the Central 
Association of Shoe Travelers and as 
many travelers in Kansas City as may 
care to attend, are to hold a noon-day 
meeting at the grill room of the Muehle- 
bach Hotel, to discuss an Apparel Fair. A 
tentative date in March, 1925, was sug- 
gested for a show. At this time, a millinery 
style show is to be held which it is antici- 
pated, will bring out a good attendance. 

The Central Association is composed 
of a group of earnest and enthusiastic 
workers. Its membership has been rapidly 
growing. The boys have been working on 
the idea of an apparel fair for Kansas City 
for some time. A committee appointed at 
a previous meeting has been instructed to 
bring in suggestions, and this committee, 
consisting of K. L. Barton, Jr., Frank V. 
Wells, and E. U. Harbaugh, worked out 
such an attractive plan that the 50 
travelers present at an April meeting 
were ready to go ahead immediately. 
However, on account of the interest shown 
by other apparel lines, the Fair promises 
to be a co-operative movement, with re- 
tail merchants in other apparel lines 
interested. The name “Apparel Fair’ was 
suggested by F. J. Finley Clayton. 


Woll Adds Kentucky 


Frank A. Woil,..who has covered In- 
diana and parts of Ohio for the Krippen- 
dorf-Dittman Company for the past eight 
years, has recently had Kentucky added 
to his territory. 
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RICHARD M. GARFIELD 


the A. aE. ” Netileton Co. for years, and was 

connected with the old firm of Stron ¢ 

fornia, now the George Sirong Co. of East 
Weymouth 





“Jack”’ Brennan in Detroit 


John B. Brennan, in charge of the Bos- 
ton office of Richards & Brennan Co., 10 
High Street, Boston, left Boston last Sun- 
day evening, April 27, for a two weeks’ 
Western trip. Mr. Brennan planned to be 
in Detroit today and Sunday. One of his 
new numbers is a two eyelet tie in a man’s 
high-grade welt; 7-8 inch, snug fitting heel. 
He showed this number in a black and 
some of the. new light tan shades, with 
and without tip. 


“Mickey” Sullivan with 
Armstrong 


J. L. Sullivan, better known as 
“Mickey,” formerly with the Excelsior 
Shoe Company, now represents the D. 
Armstrong Company in the territory of 
New England and New York City, Wash- 
ington and Baltimore, south to Carolinas. 
Mr. Sullivan called on the New England 
trade during the past week, it being his 
initial trip. His headquarters will be in 
the Marbridge Building, New York, in 
which State he is to make his home. 


McNulty with Buckley Shoe 
Company 


H. P. McNulty, who formerly traveled 
New England and New York territory for 
the Cotter Shoe Company, has now joined 
the salesforce of the Buckley Shoe Com- 
pany and will cover the same territory 
for this house. Mr. McNulty is a very 
energetic worker, is an expert styleman 
and is well and favorably known in his 
territory. He is a member of the Boston 
Shoe Travelers’ Association. 
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MARVIN M. WHEELER 

Who covers Teras, Oklahoma, Louisiana, Ar- 

kansas and M ene” for Dunn § McCarthy, 
ne. 








Wheeler with Dunn & 
McCarthy, Inc. 


Marvin M. Wheeler has resigned his posi- 
tion with the Utz & Dunn Co. of Roches- 
ter, whose line he has carried for four 
years. Mr. Wheeler is now representing 
the Dunn & McCarthy, Inc. of Auburn, 
N. Y. He covers the whole Southwest 
Texas, Oklahoma, Louisiana, Arkansas 
and Mississippi. He covered the Southwest 
for three and a half years in connection 
with his uncle, Charles K. Wheeler, but 
has been in Iowa for the past two seasons. 


Wall, Streeter & Doyle Sael 
Roster 


The following representatives of Wall, 
Streeter & Doyle Co., North Adams, Mass. 
are now showing, in their respective terri- 
tories, new samples of the men’s welt line 
made by that concern. James E. Wall and 
Albert F. Doyle, large city trade; Frank 
A. Huetter, Michigan and Northern Ohio, 
with office in Temple Building, Detroit; 
Elliott La Montagne, New England; 
Edward Streeter, Chicago and vicinity, 
also Southern trade; Joseph F. Fitzgerald, 
New York State and New Jersey; Joseph 
F. E. Jones, Ohio, Western Pennsylvania 
and West bitsna 


Kirkpatrick Coy Covers Ohio, 
Pennsylvania and New York 


Norris Kirkpatrick, who some few weeks 
ago joined the salesforce of his “‘old love’ 
the A. M. Legg Shoe Company covers 
Ohio, New York and Pennsylvania for 
this house. In our story on this subject in 
a recent issue, we gave the Mr. Legg’s ter- 
ritory as Ohio, Michigan and Indiana, but 
this was the territory he formerly covered 
for the Cotter Shoe Company. 
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$6.00 $5.50 


Tenderfoot Soles Now In Stock 


If you have not yet seen this new shoe, which was the talk of the Chicago Show, it will 
pay you to allow us to send samples. 


FOUR REASONS WHY YOU SHOULD BUY THEM 


1—Lightest Weight Crepe Sole on the market. 

2—Sole construction guaranteed. 

3—Most pleasing appearance because of new sole construction and neatly 
rounded edges. 

1—Made from that popular leather—“‘Dundee Calf.” 


Stock No. 500—Ladies’ Moccasin Oxford. AA to D................. 
Stock No. 800—Men’s Plain Toe Blucher Oxford. A to D.................. 
Single pairs 35c extra 
Terms: 5% 10 days, net 30 days 


THE PRESTON B. KEITH SHOE CO. $3 BROCKTON, MASS. 


MANUFACTURERS OF MEN’S AND WOMEN’S FINE SHOES 
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ANNOUNCING HOTSPUR CREPE RUBBER! 


A particularly fine grade of Ceylon Plantation Rubber especially Na Rc ea Al 


6 Dhl prepared for the requirements of the American Shoe Manufacturer | Brown, Red, Orange 
Gray, Yellow, Pur- 


Rts” HERMANN. W E B E R px, Green, Biack, 


REPRESENTING RUBBER INDUSTRIES, Ltd. Snow White, Jazz 


606-610 NEWARK STREET, HOBOKEN, N. J. (mixed). 
IMPORTERS OF FINE RUBBER 


SOSoeeesescecseeocooeceseeeeaoeocgoaggeag 

















RX GREELEY BOUDOIRS—" Pireproot Capacity 1000 
Che Breakers 


quality line of Bou- ATLANTIC CITY 

doir Slippers. These On the Ocean Front 

can be relied on to im- Dancing Concerts 
prove sales and profits. Golf Privileges Cabinet Baths 

In Black or Colored 


Kid. 36 pair lots only. Sample them. 
SPRING RATES 


If Your Jobber Cannot Supply You, Write Us. 
<4 A. W. GREELEY, Haverhill, Mase. Sx JOEL HILLMAN, President 


For the merchant who believes 
that business is as good as he 
makes it I can- recommend my 
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“Jim” Straub Is Dead 


“Jim” Straub, high-grade salesman of 
Allentown, Pa., is dead. For a fifth of a 
century, Mr. Straub was connected with 
he Val Duttenhofer Sons Company, both 
hefore and after the merger, as a branch 
f the United States Shoe Company. On 
‘uesday, April 15, Mr. Straub met with 

serious accident. He was alighting from 


street car and was struck by an auto-’ 


10bile, which resulted in his death on 
‘hursday, 24, at the Allentown Hospital, 
‘here he was taken immediately after 
he accident. 

His many friends in the trade of the 
Ceystone State, West Virginia, Baltimore, 
nd Washington will miss the calls of 
heir good counselor, “Jim’’ Straub. And 
o will the members of the Cincinnati 
Shoe Travelers’ Association, and shoe 
ravelers and shoe trade everywhere with 
vhom he was very popular. 


Lippman with Tober-Saifer 


G. E. Lippman, well and favorably 
known in the shoe trade, and for the past 
20 years actively identified with the whole- 
sale shoe business of St. Louis, has re- 
cently become sales manager and director 
of advertising for the Tober-Saifer Shoe 
Company. The Tober-Saifer Shoe Com- 
pany will extend its selling territory and 
re-organize its salesforce. 





Chicago Association Adding 
Members 


The Chicago Association, under the able 
direction of its president, Milton Rubel, is 
“all set” for a series of big and interesting 
meetings. The initial meeting of the season 
held at the Palmer House on April 12 
brought forth a big attendance. A letter 
from the National Secretary, T. A. De- 
lany, was read, commending the boys on 
their good work and urging them to con- 
tinue building their association. A letter 
from “Dear Daddy Earle” acknowledging 
the floral piece sent by the Chicago 
travelers on the occasion of the memor- 
able ‘““Daddy Earle Night,”’ held at Phila- 
delphia, February 29, was read. 


Casey Has Big Trade on 
Nubuck Novelties 


Edward Francis Casey, owner of the 
Crispin Shoe Company, which makes 
novelty McKays, states that he is sold 
up to July 1 on gray and airedale nubuck, 
with front straps and cut-outs on vamp 
and quarter. This production is being sold 
to Cuban and domestic trade. For fall, 
Mr. Casey is featuring a dainty creation 
he calls the Marion. 

By the way, it is reported that Mr. 
Casey will soon join the ranks of the 
benedicts. 
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Harry Hamburger with Natick Shoe Co. 


ARRY HAMBURGER sells the 
Natick Shoe Company’s line of 
women's “snappy” McKays and welts. 
His office is at 143 Lincoln Street, Boston. 


In our issue of April 12 we stated in error: 


that Harry was with the E. Bottomley & 
Co., but at that time he was actively en- 
gaged in selling the Natick line. Harry 
was interviewed on Friday of last week 
and stated that he had been trying to get 
away from Boston for the past three weeks 
to call upon some of his jobbing trade 
friends, but he had been so busy booking 
orders at his Boston office that it was im- 
possible for him to make a “get-away.” 


Light Colored Suede Good 


While black shoes have been big sellers 
Harry says that light, pastel colors of 
suedes—in champagnes, or light beiges— 
or banana yellows, and blue grays, in 
shades to match hosiery, are going to be 
the big sellers for June and summer 
months. He bases his opinion on the 
general trend of styles in women’s apparel. 
Harry has been in the women’s shoe busi- 
ness for many years and has made a care- 
ful study of the fashion cycle. He regards 
the style element as the life of the shoe 
business and says that he knows his policy 
is right because by following same he has 
seen the business of the Natick factory 
grow in two months’ time from 15 cases 
a day to 40 cases. 

He states that 80 per cent of the 
women’s shoe business is now on the 8-8 
low heels, and by June, he believes that 
the 13-8 and 14-8 heights will be the 
biggest sellers; although a certain per- 
centage of women will always wear the 
8-8 height, due to the tailored vogue. 


Hinds Reports on Shoe Tag 
Hearing 


The National Shoe Travelers’ Associa- 
tion was represented at the hearing on the 
Shoe Tagging Bill, which took place last 
week before the committee on Interstate 
and Foreign Commerce. As Gordon Gold- 
smith of Baltimore, a member of the 
National's legislative committee was cover- 
ing another section of the country at the 
time, the secretary of the Baltimore Asso- 
ciation, W. S. Hinds, appeared for the 
travelers. Mr. Hinds represents Rice & 
Hutchins, Inc. in Baltimore and surround- 
ing territory. 








A. JACOBSON 


In a as of Boston Branch Office of J. Heil- 
brunn Rochester, N.Y. Mr. Jacobson 


can be found at 143 Lincoln St.. Boston 





The shoe manufacturers and salesmen 
had many exhibits of shoes and their con- 
struction, showing materials other than 
the various materials entering into the 
building of a shoe and setting forth the 
quantity used—the weight— and the mul- 
tiplicity of tags which would be required. 
A complete exposition was made—from 
babies’ cacks to hunting boots, canvas 
shoes, sport shoes with and without rubber 
soles. The testimony given by the shoe 
trade was so clearly and fully demon- 
strated that at once the ludicrous features 
of the bill were forcibly impressed upon 
the proponents, who seemed to realize 
that such a movement would be imprac- 
ticable, or at least according to the 
original provisions. The probability is that 
a new bill may be later introduced, defin- 
ing the general meaning of the term 
“Other Than Leather.” 


Frank. Terhune with Strout 
& Stritter 


Strout & Stritter Company is making a 
long line of novelties, welts and McKays, 
in regular and special sizes for women, 
misses and children. 

Frank Terhune, who was with V. K. & 
A. H. Jones & Thomas Co., is now selling 
shoes for Strout & Stritter Co. 
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Traveling men are the most partic- 


Going B ig yy ular in the world. They have a 


right to be, for they are doing a big 


Colored Sand als partYof the world’s work and need 


theYsustenance ‘and the comforts 


IMMEDIATE DELIVERY while doing it. Essex Service is set 


No. 1000—White Elk Goodyear Welt... .$3.75 to th 
No. 1001—Red Elk Goodyear Welt 3.75 os oe ogg demanded by the 
No. 1002—Green Elk Goodyear Welt.... 3.75 minating. 


No. 1007—Red Kid Flexible McKay Cov. 
The Essex Hotel Co. 


No. 1008—Green Kid Flexible J.J. McCarthy, Pree, TA. MoCarthy, Treas. 
Cov. Heel 
No. 328—Patent Goodyear Welt........ 


Lots of 12 Pairs or More 
2% Ten Days—Net 30 


Stern Bros. Shoe Co. 


42 Lincoln Street BOSTON, MASS. 











a tym mmm 








° APPROVE 
Fine Calf Leathers tk. Fg 


As @ sturdy support for the ankles of 
Manufacturers of frowins children and as a fully venti- 


shoe, the Burkley Ventilated Foot 
Velvetta Calf— Developer is coauaied. Well known 


y 
children's shoes 





Tuscan Calf— wentiatiomt: complete by 
PATENTED our order today. 
one Brockton 2133 


Russia Calf— for immediate action. 
BURKLEY 
Strictly Fine Full-grain Calf Leather : SHOE CO. 
HUNT-RANKIN LEATHER CoO. 1156 No. Main Street 
106 Beach St., Boston, Mass., U. S. A. Brockton, Mass. 





=“ 























GROPING IN THE DARK 


Time was when the purchase of advertising space was a “‘blind groping in the dark.” 
Advertisers had no means of checking a publisher’s statement of circulation and often 
these figures were unreliable. 

In six years the Audit Bureau of Circulations has solved this perplexing problem. 
By a systematic analysis of distribution and methods this organization is able to supply 
just the data an advertiser needs. The darkness is dispelled and the bright light of veri- 
fied facts takes its place. Space buyers no longer find it necessary to grope in the dark. 

There are no dark spots in the Boot and Shoe Recorder circulation. Our records 
are audited by the Audit Bureau of Circulations. 

















Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 











For wear with the smart tailored 
Spring suit, the accepted style 
will be lace Goodyear Welt shoes 
with visible eyelets. They insure 
easy lacing and snug trim fit. 


Shoes of proven quality are 
identified by the Diamond Brand 
(Visible) Fast Color Eyelets. 
Their celluloid tops retain their 
original finish indefinitely and 
actually outwear the shoe. 


UNITED FAST COLOR EYELET COMPANY 
Manufacturers of 


DIAMOND BRAND (VISIBLE) FAST COLOR EYELETS 














DIAMOND BRAND 


(VISIBLE) 


FAST COLOR EYELETS 





ALWAYS LOOK NEW 


NEVER WEAR BRASSY 





Manufactured 
under Patents . . 
None but the gen- 
uine Fast Color 
Eyelets have the 
Diamond Brand. 


COLOR 100 


COLOR 200 


COLOR 300 


( 
6osee% 














COLOR 625 


COLOR 700 


COLOR 600 COLOR 1200 


SPECIAL STAINLESS BARRELS 


CORSET 


STYLE 15 


0900 


3 FLAT 


IMITATION Oo Oo STITCH 


o 

ovaL ovaL “© 
0 2g 
0 


COLOR 1300 COLOR 400 














COLOR 1400 COLOR 500 


COLOR 1500 COLOR 600 


} 








) 


COLOR 900 


COLOR 1100 


Supplied with 
regular Nickeled 
Barrels or with 
Special Stainless 
Barrels . . . in 
lengths, sizes, and 
finishes as shown. 


COLOR 1600 


COLOR 1700 


COLOR 2000 





TRADE MARK 
Registered in U. S. Patent Office 


Look for ge the Diamond 











Manufacturers of 


UNITED FAST COLOR EYELET COMPANY 


DIAMOND BRAND (VISIBLE) FAST COLOR EYELETS 
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HERE IT IS!! 


JUST WHAT YOU WANT FOR 
RIGHT NOW BUSINESS 
ONLY $5.85 


In Gallun’s No. 23 
Light Russia Calf 


AT ONCE DELIVERY 












APECK SHOEWITH “PECKS OF QUALITY” 


No. 880__Leather Sole, Gallun’s No. 23 Light Col- 
ored Aztec Calf College Oxford, Blind manent 








ee ERE aa I Brea: 
No. 881__Same, only Gun Metal Calf. Sizes A 
IN Sli, BGI, C S5¥e11, D S11. Coach Last 


No. 841__Crepe ‘Sole, Gallun’s No. 3 Tan Norwe- 
STOCK ian College Oxford. Brass Eyelets, Calf Lined 
Each Last. Sais and Widths, B oi - a 
Ne. pa Gre e Sole, Coffee Elk Cube Oxford. 
+ cl —, izes and Widths, B poids Cc weg D 


F REDERICK s. ‘PECK 
40 Thomas Street 
WORCESTER, MASS. 












We Specialize 
in Pigskin for 
Fine Shoes 





Retail merchants and manufacturers now rec- 
ognize Roser’s Pigskin as a shoe leather in a dis- 
tinct class. 





It is tarined especially for footwear. 

Natural in grain, distinctive in appearance, 
Roser’s Pigskin strikes a style note of profitable 
appeal. 

French, Shriner & Urner made the shoe here 
illustrated for their spring line. It is of Roser’s 
Pigskin. 


HERMAN ROSER & SON, wey 


GLASTONBURY, CONN. 























Ernest W.Worsdell 
Co.,' Ine. 
74 [Geld St., New Yers 





















Hagerstown Shoe & Legging Co. 























IN STOCK 


A FEW OF OUR LEADING SELLERS 









Stitchdowns 


5-8 844-11 1144-2 





RUBBER HEELS ON MISSES’ SIZES 








561—Cherry Tut, Smoke strap.............. $1.15 $1.35 $1.60 
581—Smoke Tut, Cherry strap............. 1.15 1.35 1.60 
571—Patent Tut, Smoke strap.............. 1.15 1.35 1.60 
572—Patent Tut, Red strap................ 12.15 1.35 1.60 



















McK ays 


8%-11 114-2 2-8 


52—Patent strap, foxed gray quarter and 


































strap...... Rents ete Sire tat pee sar $1.60 $1.80. 
152—Patent strap, foxed gray quarter and 

strap, Englisch toe... ....ccccccssces 1.80 $2.10 
57—Nut Brown strap, 2 button wide mahog- 

EH PE ae 1.65 1.90 
157—Nut Brown strap, 2 button wide mahog- 

any strap, English toe.............. 1.90 2.25 
67—Patent strap, 2 button fawn strap, pat- 

ee 1.65 1.90 
167—Patent strap, 2 button. fawn strap, pat- 2 

ent inlay, English toe............... 1.90 (2.25 










Send us your order today 
Prompt shipment 
Complete stock list on request 






Inc. 






Hagerstown, Maryland 





BUSINESS REVERSES 


Dayton, Ark.—Killion & Son, general merchan- 
dise, reported petitioned or petitioner in bank- 
ruptcy. 

Denver, Col.—Factory Sample Store, Samuel Born- 
stein, sole owner (811 14th street) shoes, etc., re- 
ported offering to compromise at 25 per cent cash. 

Bridgeport, Conn.—D. J. & George Carpenette, 
Carpenette Shoe Store (1336 Main street) shoes, 
reported petitioned or petitioner in bankruptcy. 

New Haven, Conn.—Samuel M. Barrack, West 
Haven Boot Shop, (182 Campbell street) shoes, 

reported petitioned or peti in bankruptcy. 

Wilmington, Del.—Ford-Rennie Leather Co. Inc., 
manufacturers of glazed kid, reported receiver 
appointed 

Marianna, Fla.—R. L. Tomiie, general meschan- 


bankru te 
Union Point, Ga.—L. B. Powers, general merchan- 
dise, reported petitioned or petitioner in bank- 
ruptcy. 
Chicago, [ll.—Samuel Feinstein (1348 South Avers 
ovenne leather and findings, reported petitioned 
titioner in bankruptcy. 
he Booterie Inc. (7906 So. Halsted street) 
reported assigned. 
wih Rosenblum, Humboldt Bootery (2749 
North Avenue) ‘shoes, reported petitioned or 
en in bankruptcy and receiver appointed. 
Crawfordsville, Ind.—Warner & Peck Co., shoes, 
etc., reported offering to compromise at 50 per 


cent. 

Mt. Vernon, Ind.—Lowenhaupt's, Inc., shoes, etc., 
reported receiver appointed. 

Hutchinson, Kan.—Shamberg Mercantile Co., Bar- 
ney Sham &, proprietor, general merchandise, 
reported petitioned or petitioner in bankruptcy. 

Benton, Ky.—Robert Lee McDaniels, general mer- 
chandise, reported petitioned or petitioner in 
bankruptcy. 

Hollyridge, La.—William J. Gee, general merchan- 
dise, reported petitioned or petitioner in bank- 


ruptcy. 

Rockford, La.—George W. Kuck, general mer- 
chandise, reported petitioned or petitioner in 
+ ty ee 

Oakdale, .—Mitchel 8. Ashey, general merchan- 
—— ae petitioned or petitioner in bank- 


ramingham, M Mass.—R. H. Long Shoe Co., shoe 
. reported wi! appointed. 
Bedford, Mass. —Joseph A. Poirier, shoes, re- 
petitioned or petitioner i in bankruptcy. 

Worcester, Mass.—Jacob Yanovsky, shoes, re- 

ported petitioned or petitioner in bankruptcy. 
arry I. Cohen, retail and wholesale shoes, re- 
oa petitioned or petitioner in bankruptcy. 

Taunton, Mass.—Thomas B. Gaffney, enn, re- 

ported offering to compromise at 20 per cent. 
sacsensh. Mich.—Manning Peterson Shoe Co., 
Taylor M. Peterson, shoes, reported petitioned 
or petitioner in bankru ptcy. 

Lake Park, Minn. tinea C. Ebeltoft, general 
merchandise, re petitioned or petitioner in 
bankruptcy. 

Mainard, Minn. —Albert M. Sandbro, general mer- 
chandise, reported petitioned or petitioner in 
bankruptc 

Sturgeon yr Minn.—Sturgeon iw te Mercantile 
Co., general merchandise, 

St. Paul, Minn.—Twin City erchandising Co., 
Edward F. Sklenar, Sr., proprietor (517 Ww. 
Seven street) general merchandise, reported 


Itta +o Miss.—Oury & Reeves, general mer- 
chandise, reported petitioned or petitioner in 
pens reptcy. 

Manches H.—R. & F. Shoe & Clothing Co. 
(672 Fim street) shoe furnishings, reported 


assign 
Jersey City, N. J.—Nathan N. Pullman (159 Jack- 
neral merchandise, “pastes peti- 


New 


turers, repor often to ise at 35 
cent cash or asking for m cemgrensiae 90 3 
bilities $1,094,592. 
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Brooklyn, N §Y.—Farbers Famous Shoe Mfg. Co., 
Inc. (169 Livingston street) manufacturers of 
shoes, reported offering to compromise at 25 per 
cent. 

Granet-Schoenberg Trading Co. (217 Bowery, 
Manhattan) army and navy goods, reported 
petitioned or petitioner in bankruptcy and re- 
ceiver appoint 

Jacob Harris, shoes and repairing, (58 Myrtle 
= reported petitioned or petitioner in bank- 


Dun ick, N. Y¥.—Harry Lewis (430 Main street) 
general a, reported petitioned or peti- 
tioner in bankruptc 

New York City— ab Geller (254 St. Anns ave- 
nue) 573 E. 138th street) shoes, reported offering 
to compromise at 40 per cent cash. 

Morris D. Spitzer (130 Second avenue) shoes, 


— titioned or petitioner in bankru sey. 
rving Sankier. ae Shoe Shop — 
avenue) ted meeting 


of esto 
called for oni in 
Step-in Boot Shop, Inc. (149 Clinton street) 
shoes, reported meeting of creditors called. 

Newton, N. C.—Paul Frohman, shoes, reported 
petitioned “ petitioner in bankruptcy. 

Wilson, N. C.—Stallings Strickland Co., Inc., 
shoes, etc., reported offering to compromise at 
40 per cent cash. 

McHenry, N. D.—H. Lohman, general merchan- 
dise, reported petitioned or petitioner in bank- 
mh. 

Tolna D.—Oium & Schindele, general mer- 
chandise, reported assigned. 
erner, N. D.—Werner Mercantile Co., general 
merchandise, reported petiiioned or petitioner in 
bankruptcy. 

Cc —— e, Penn.—Benjamin L. Fernan, shoes, 

ported petitioned or petitioner in bankruptcy. 

Pitteburgh, Penn.—Solomon Bibro Co., shoes, etc., 
reported offering to com ise at 50 cent. 

Persags, Penn.—Croatian Store Co., William Vid 

C 


lave. Mass.—John Pilling Shoe Company, manu- 
facturers of s! , John Pilling, treasurer anc 
president, died. 

Lynn, Mass.—Ross Leather Company, leather 
incorporated, $50,000. 

Ypsilanti, Mich.—Frank Sima (101 No. Washing 
ton street) shoes, etc., reported selling or sold out 

Kansas City, Mo.—Forman & Bloom (552 cote 
street) shoes, etc., reported sold to S. J. O: 

Camden J.—J. L. Graybill Shoe Co. ‘as 

South 7th street) shoe manufacturers, Jacob L 
> ron died. John Killion, vice-president, re 
tired. 


Brooklyn, N. Y.—Butler Shoe Corp. (673 ~ oe 
avenue) shoes, reported sold or closed 
business. 

Charles Martin (246 Utica ae shoes, re 
ported sold or closed out busin 

Glaser & Waldstein (4302 I3th ‘avenue) shoes 
rypersed J ~o sa dissolved and succeeded by 


Hyman. A. Julius (5121 Fifth oon arm) 
and navy goods, rey succeeded E. H. Julius 


Inc. 

Buffalo, N. Y. x 3 Goldstein (4 E. Chippew: 
avenue) (24 W Se ene avenue) shoes, re 
ported sold or closed out business. 

E. J. Zittel Co., Inc., shoes, etc., reported filed 
voluntary dissolution. 

Far Rockaway, N. Y.—William Riemer, Centra! 
Shoe Shop, reported sold or closed out business. 

New York a Feder (163-165 E. Hoiston 
street) shoes. sold or closed out. business 

Greenbaum ros., manufacturers of leather, 
incorporated $100,000. 

F. Henderson & Co., Inc., moved to Fisk 
Building, (250 W. 57th Street, New York City.) 

Garrattsville, N. Y.—Mrs. Elizabeth ete ak 
eral merchandise, reported succeed 8 

sher. 





ets, proprietor, onerel merchandi re- 
ported petitioned or petitioner in bankruptcy. 
a a) —Schlosberg Bros., shoes, etc., re- 
oF pees or petitioner in bankruptcy. 
Lacie, 8. D.—Leola are © ~~ pees Co., 
general merchandise, reported assigned. 
Mellette, S. D.—Snyder & a ee general mer- 
chandise, reported assigned. 
Jefferson, Wis.—A. J. Flesch, shoes, etc., reported 
petitioned or petitioner in bankruptcy. 


BUSINESS CHANGES 


Branch, Ark.—Hopkins & Moon, general merchan- 
— Grint Hoping. dissolved and suc- 


ost oh a Fitzpatrick yy Co., gen- 
eral ae oe Le ise, incorporated $10,000. 
Los Angeles, Cal.—A. Beeler (310 E. Fifth aren) 
eral merchandise, reported succeeded by A 


‘olim. 
Chicago, Ill.—Esrock & Willner (538 W. North 
venue) © ey re succeeded by Eastern 


Erick W. Tandquist (302 E. 43rd street) shoes, 


Jacob Silverstein’ & Co., Inc. (3445 W. Roose- 
velt road) shoes, name changed to to Kid-Land 
Children's Bootery. 

Walkrite Shoe Co. (189 W. Madison street) 
shoe manufacturers, incorporated 10,000. 

—_ “aan E. Soule, Inc., shoes, incor- 

Chelsea, Mass. —Quigley-Noone, Inc., shoes, etc., 
incorporated $100,000 

Boston, Mass.—C. F Sh Sheehan & Co., cut soles and 
lifts, recently commenced business. 
rockton, Mass.—Beauty wae Ty Lift Co., manufac- 
turers of top lifts, incorporated $15,000. 

Lynn, po ny Moccasin Co., manufacturers, 


on & Burks Een, Co Bie fests 
y e Rec., las! 
and shoe ated $60,000. 


Worcester, Mass.—Mechanical Leathers Manu- 
facturing Co., leather goods, incorporated 

7 Mass.—George E. Belcher Co., last 
manufacturers, recen corporated. 


Clarkson, Mich. nh pers Sy ee general merchan- 
dise, recently business. 


Houston, Mi i 6 Thom general 
ous’ inn.—Fenton |pson, 
merchandise, 


dissolved and 
merchandice, conrad part - 


J N. Y.—Herman Steiger (153 Rockaway 
road) shoes, reported will a branch 
store at above address about M ay 1. 

. 8. Brown Mercantile Com- 
dise, recently com- 


2. ie, 1 merchandise, 


> 
Davistown, Penn. —A. L. McChone & Son, general 
aes ise, reported " succeeded by Min 


ree Penn.—Simon Hess, shoes, etc., died. 
—— Penn.—Kuhns-Johnson Company, 
, etc., Daniel A. Kahns died. 

Philodelphie’ Penn.—Burke-—Gibbon Company, 
shoe manufacturers, Ralph W. Gibbon and Clin- 
= oS severed connections with firm on 

ay 
shoes, Sound pe = Gaaead mee 
and suc- 
ceeded by Max » . 


Pennsburg, Penn.— orace M. Buck, eral mer- 
chandise, reported succeeded by No L. 


Dietz. 
Taylor, Penn.—Ecker Bros. shoes, reported par 
nership Senstved and succeeded by Max Beker. 


Dell Ra D.—4J. B. Schreimer, general mer 
~ bn mg. reported succeeded by pay a Bros. 8 & 


Co. 
Westmoreland, Tenn.—H. T. Brackin, general 
merchandise, ND commenced business. 
Leredo, Texas—N. D —. shoes, etc., reported 
succeeded by 
Cc. Otal, reneral ‘merchandize reported suc- 
ceeded by ‘Otal & C 





chandise. peony 
Mount Solon, Va.—Kiracofe & Miller, genera! 
repens dissolved ani! 

. C. Kiracofe. 
Va.— Gaines, shoes, re- 

a a 
er awkins, 

cupereed succeeded by W q 


‘ite ¢ 
Catawba, Wia—Catwaba Co-operative Supply 
merchandise, reported suc 
ceeded A John Bushman 


Fond du Lac, Wis.—Nathan Weksler, general mer 
chandise, succeeded 

Milwaukee, is.—F. M. Smith 
8 incorporated $100,000. 





ever? F 


~ 
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Recorder rates for space less than one eighth page per 


issue: 

Space 1 time Ttimes 13times 26 times 52 times 
ry $5.00 $4.00 $3.50 $3.00 $2.50 
Dek ticwebe 10.00 8.00 7.00 6.00 5.00 
SOMivive ics 15.00 12.00 10. 50 9.00 7.50 
Ce eS 20.00 16.00 14.00 12.00 10.00 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


P'iintnar ac WANTED—Four cents tre word for each 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


Minimum ge accepted, gna 

seven cents each insertion. Mini- 

mum my wn Meng $1.25. Ads Peake dnc = heading will be received 

up to noon on Tuesday of week of publication date. When advertisers 

desire answers to come in care of this office 

allowed £ each advertisement for address. When advertisers desire 

forward arded direct to their address, each word of the address 

must be counted in the advertisement and paid for accordingly. Answers 
to ads must be sent under letter postage. 





insertion. 
L For other “Want” 


twelve words must be 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





V "ANTED—New England salesman to carry our 

high- a ae moccasin footwear made i in infants, 
ch Ids’, ladies’, boys’ and men’s moccasin slippers 
an i sport moccasin shoes; also four numbers of 
dross shoes if desired. We are selling a number of 
god customers in New England at the present time 
an 1 wish a salesman that will 9 results to whom 
we can turn over accounts. A good chance for 
th: right man. Liberal commission paid. When re- 
plying send y= line now carrying, or call 
personally at the factory. Bows Moccasin Co., 
A.on, Mass. 


S \LESMAN with established trade to carry a fine 
~ line of ladies’ high-grade turns inion Duss: Saks New 
England territory. Strictly commission 
Shoe Co., 54 Classon Ave., Brooklyn, N. 


Q HOE SALESMAN—One who has been ‘eovering 
\ the states of Illinois, Indiana and Michigan‘*with 
women’s shoes. We have a fine line of ladies’ welt, 
turn and McKays, on a very al commission 
-- sis and need a first-class representative who is 

quainted with the trade, especially in_ Indiana 
and Michigan. The Duttenhofer-Stevens Co., Cin- 
cinnati, Ohio. 


\ OLUME SALESMAN WANTED—Eastern 
manufacturer of women’s comfort and semi- 
novelty shoes has southern territory open for a 
young, energetic and experienced salesman who is 
acquainted with chain stores, department trade, as 
well as the job’ . Case lot business only. Best of 
references required. Address E-780, care t and 
Shoe Recorder, 207 South St., Boston, Mass. 














ulars, giving references. 





OKLAHOMA, KANSAS, IOWA, LOUISIANA 
MINNESOTA, WISCONSIN 


nt experienced sa’ © cover ane above territor 
caeieel ‘UNION STAMP WORK x 'SHOES in Blucher, Outing a 


NORTH LEBANON SHOE FACTORY 
Lebano' 


on commission. We make 
Moulder. Write for 








SALESMAN wanted for the state of Delaware and 
Maryland, carrying r Philadelphia jobbing line. 
Also line of rubbers and tennis. ‘er man to live 
in territory, with automobile. Trade alseady es- 
tablished. Address E-79}, care Boot andiShoe Re- 
corde, Suite 1420, Widlener Bidg., pene 

‘a 

ALESMEN WANTED—With pon ee trade 

for Michigan and northern Wisconsin. 

Ohio, Indiana and Texas to sell our line of misses’ 
children’s and infants’ Goodyear turn shoes and 
sandals on commission. Can be sold with other 
non-conflicting lines. Address with references. The 
Rehr Shoe Co., Orwigsburg, Pa 


WANTED ‘Salesmen hendine shoe or rubber 
line to handle our sheep skin and bals, 
side line commission in New Yo irginia, West 
Virginia, Pennsylvania, Indiana, Tilinoin, Michigan, 
Wisconsin, lowa, commission. The Brown 
Warner Mfg. Co., Franklin, Ohio. 











WONDERFUL side line opportunity. Manvufac- 
turer of Spring Needle and full fashioned lad- 
ies’ silk hosiery has a few territories open. Address 
E-789, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


ANTED—Experienced salesmen with non- 

conflicting line to feature six snappy men's 
dress styles, instock. Write stating present line 
carried and territory. Address E-752, care ost and 
Shoe Recorder, 207 South Street, Boston, Mass. 





EXPERIENCED 


Shoe Salesmen 
WANTED 


to sell on commission 
our line of 


MEN’S SHOES 


to retail at 7 and 8 dollars 


Territory: 
Gulf States—Middle West 
and Southwest 


For details, communicate with 


Williams Kneeland Co. 
South Braintree, Mass. 








WANTED—Salesmen to sell on com- 
mission 24 styles women’s arch sup- 
port oxfords and pumps carried in 
stock. As sideline agr ble. Territories 
open: Michigan, Eastern New York, 
Wisconsin and Minnesota. The Ed- 
wards Shoe Company, Owego, N. Y. 














BIG VOLUME FOR 
SIDE-LINE MEN 


Twenty samples of the best selling 
proposition in spring heel children’s 
shoes—all im stock. Special features 
and exclusive sales arguments insure 
easy sales. Sideline men with estab- 
lished trade wanted in every state on 
commission basis. State territory cov- 
ered and give full particulars. Address 
E-770, care Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 




























One of the large wholesale distrib 
covering the eastern states requires a 
salesman with an established trade in 
western M h ts and C i- 
cut. The lines carried are conceded to 
be the very best in each grade and real 
service is given the retailer. Replies 
which will be treated in confidence 
should give your age, present line, 
of ship ts for the last twe 
years and business history. Address 
E-782, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


































IDE line salesmen to call on the retail trade 
wanted for every state in the union by a well- 
known manufacturer of high grade felt and novelty 
slippers, all with padded soles for house wear, at 
pular prices. Strictly co: ion. In answers 
plese state territory coverad and lines han 
Address K-638, care Boot ahd Shoe Recorder, 


Duane St., New York. 





ALESMEN WANTED—To carry Manufac- 

turer's line of Children’s Stitchdowns. Exclusive 

or side-line. Wisconsin, lowa, Illinois, Indiana, and 

Michigan. Pride Shoe Company, 1627 Locust 
Street. St. Louis, Missouri 


ALESMEN for © soaken py condensed aod soacials y 

S line branded ladies ry 

gesventes to the Dry Goods, eee ‘and nd Specialty 
hops throughout the country. 

State territory covering and line now ot 

Address E-765, care — and Shoe Recorder, 207 

South Street, Boston, M ass. 


Sana oroke crs 0 voll « popular priced Tj 
jucers 4 
and women's pt com- 
most 


plan, ‘Write today. Wobst, Shoe Company, 
an. ite y- 
waukee, Wis. 











onsen of ee oo ting 
stitchdown men’s slip consist 
= Romeos, Everetts anbtietesera Z 


retailing at “Rise to 3 50 to $3. SO 





sa 





pate r in the larger 
cities throughout the country. Sold in 
case lots only, at 7 7 cent commis- 
sion. E- t and 


Shoe Recorder, 207 South Street, Bos- 
ton, Mass. f 














POSITION WANTED 


GHOE buyer and er: whose ability deserves 
better connection, well acquainted with all shoe 
markets. Can merchandise with quick turnover of 
stock. Highest credentials. Address K-641, care 
Boot and Shoe Recorder, 127 Duane St., New York. 








GHOE MODEL with 4B foot is desirous of obtain- 
ing position, Address E-790, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 










LINE WANTED 


LINE of well known shoes wanted one of the 
leading an a ay stores in New Haven. Send 
full particulars of your lines to Crawford-Plummer, 
Inc., 798-802 Chapel St., New Haven, Conn. 


Stork City and. vi fa 
Ro a and vicinity. 
Good f 


a eg Vt references. care 
el Recorder, 127 Duane St., New 
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BUSINESS OPPORTUNITY FOR SALE WANTED TO PURCHASE 























































































































































































PPORTUNITY to secure wonderful location Bevupoir LASTS—About ow irs in good 
with modern front for shoe business in Water condition for sale cheap if taken at once. We buy and pay hie highest cash price 
bury, ae a. ‘Address F E783, John E. McNamara, Haverhill, Mass. for retail wholesale stocks : of shoes or any Elba, Al 
care Boot Shoe Recorder, Street, other merchandise. Quantity no object. 
R et Shoe Store, Lowell, Mass., 

Bestea, Mass. Fee; Location, yy te Ay oy For ae bo. 4 bets 
mt Well Price low. With or without s H epor' 
stock. Write J. lark, General Delivery, Lowell, BROOKLYN PURCHASING SYNDICATE ao 

WANTED Mess. FRANK WALKER. Proprietor = 
Int tin S Fact Sie store i in Atlantic City, N. J., hand- 610 fem = Oaklan¢ 
hoe g high-grade merchandise, good reason for Phone Stage porte 
nterest in actory qcting. 5a ene of the han logations an soale ctoas New H 
Former facturer, with d poo agg Boot Shoe Recorder, 1420 Meir 
amount of money to invest, is desirous Widener Building, Philadelphia, Pa., Box P26. = or pe 
of getting in touch with a small, going -~ 
business that is ready for develop- Madisor 
ment. Women’s shoes preferred. Loca- FOR SALE— Albany, N. Y., on account MISCELLANEOUS 
tion preferably in Eastern Massa- of ill health. Shoe store, established 12 A es 
chusetts. Will not be interested in years. For last year total 45,000. Rent- repor 
anything but a live, healthy proposi- img very reasonable. Further particu- . . and r 
tion. Send full particulars, if inter- lars, Brown & Sweek Realty Inc., 17 Milbradt Rolling -~ 
cated. Address E-784, care Boot and Steuben St., Albany, N. Y. Step Ladders ties 
Shoe Recorder, 207 South St., Boston, eniandptheumesenn, ( ee 
Mass. styles to suit all kinds 0 petit 
stores an ving. ’ 
will enable van te ge parts 
WANTED TO PURCHASE along with less help, sav: Sa 
BUSINESS OPPORTUNITY SS ee eS bs 
the shelving, - hel, a 
Substantial int t fi le i sliabl u —h ‘ance of your show 
ae Ay Ee THE NEW YORK EXPORT tore Sina subjodes: | pat 
standing. A" good proposition, cither PURCHASING CORPORATION approval and satifactio: | I} ander 
ae tet oo iil be S96 BROADWAY, NEW TORK, ht 
ght man. All inquiries will be Write for our latest cata (also 
held = stricti gay vey Address SELLERS showing 18 styles o __ port 
786, + t and se Recorder, WiLL SUR Os CASH FOR ladders aupwell as othe: New O 
207 South St., Boston, Maas. BUY fet os as, | Am H tenes fet x 
gains s ways on Or spec 
and bargain basemen Milbradt ports 
Boston 
i stree 
LANCASTER, OHIO Manufacturing Co. oon 
Population 25,000; on Hockin Valley and C A H PA I D 2416 No. 10th Street Chelse: 
Pennsylvania Railroads. Will build and ST. LOUIS, MO. aven 
lease new factory, also five new residences, for shoe stores or surplus stocks of shoes or in bs 
to reliable shoe manufacturer and pay for other merchandise. Leases taken over. Detroi 
portion of expenses of moving or setting We will send a representative to investigate Campe 
ae mache Plent me 1 and make offer upon request. nt 
Address E-785, care ¢ and © jo Kalter Cerf. Mercantile Co., Inc. ue 
corder, 207 South St., Boston, Mass. 1B iway, New York C City Metal Shoe Fi 7 Stools . 
*Phome Spring S60 S161 S162 itting ches 
one Floor heal 
irrors Wasec 
Partner wanted with $25,000 to invest CASH PAID Stor 
im a growing shoe factory, making — 
men’s popular-priced dress welts. The for entire shoe stocks or surplus stocks of ban! 
cheapest labor cost in the United States. shoes or other merchandise. Any quantity. Moore 
Opportunity of a lifetime. Address Prompt attention given. — 
E-761, care Boot and Shoe Recorder, KIRSCH-BLACHER COo., Inc. ‘Woe 
207 South St., Boston, Mass. 606 Besedwes. peg B- York, N, Y. or 
hone Spring 1443 Fairvi 
on 
Pert 
HIGHEST CASH PRICES PAID pair 
. [ stocks. We also FP Rethe 
surplus or w sellers. Quantities no object. u 
TO LET Retail or wholesale. Short term leases taken No. 141 shoe 
off your hands. Lat 9 rs hone , Soe ——— 
spondence confidential. \ 

Cree ee MAX GLAUBERG Re = THE CHICAGO _ban 

wholesale eee din = Shoo We “also purchase clothing, hats, tarnish end Prices WIRE CH AIR CO. Silver 

, hats, furnishin assiy 

—— + -t—4 nop ork City. goods, etc. Canal 8 764-5802 Lockp 

621 N. La Selle Strest, Chicago, fl. — 

440 

5. 

' 

FOR RENT MISCELLANEOUS an 

gue MANUFACTURERS: An 2 inpereant con hae 

solidation makes available a fine modern shoe 
faciory with complete equi t ryt the manu- pibki 
facture of 1,200 pairs of h grade shoes daily. por 
This’ factory is of new construction, wonderfully Graft 
—— with ideal shipping facilities, plenty of Gra 
experience, cient help available, non-union and assi 
well satisfied. This factory is for rent, with complete Durar 
facilities for immediate operation. Low rental and 

quality of experienced labor will enable you to McAl 
uce your manufacturing costs considerably. dise 
Write for full details. Address E-787, care ae on rup 
Shoe Recorder, 207 South Street, Boston, M Shaw! 
por 

HOE DEPT. to rent in a Dept. Store in a town ol New 
about 20,000 in Eastern Penna. Give ful cha 
parciculars in first letter. Address E-788, care Boot 25 | 
tnd Shoe Recorder, 207 South Street, Boston, Mass. Winpow DISPLAY FIXTURES Phile 
xO a ASK FOR CATALOG cre: 
a tn es Oe aa bse ns - Morr 
THE OSCAR ONKENCO <: 
11 WT. @ ST. CINCINNATI.O on 





4 Ky. 
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6{. CHANGES IN BUSINESS 3a 





BUSINESS REVERSES 
Elba, Ala.—G. E. Lindsey, genera! merchandise, re- 
petitioned or petitioner in bankruptcy. 
Li y, Ala.—Moses & Son, general "hankruptey 
reported petitioned or petitioner in bankru 
S:-lma, Ala.—Rowell’s alk-Over Boot 
shoes, reported petitioned or petitioner in ban! 


0 vakiand, Cal.—William Rosenthal, shoes, re- 
ported petitioned or petitioner in wy og 
New Haven, Conn.—Meirowitz Boot S A. 3 
Meirowitz, pyr shoes, re 
titioner in ban itcy. 
-— _~ Fla.—J. ichols, shoes, reported 


igned. 
Madison, Fla.—S. S. Padgett, general merchandise, 
titioned of itioner in bankruptcy. 
7a.—Graham-Meyer Shoe Company, 
(Peachtree Street) shoes, 
or petitioner in bankruptcy 


Atlanta, 
Varsity Boot Sho ol oe 
reported petition 
and receiver ap; 

Macon, Ga. Wright < Reeves Dry Goods Com- 
pany, shoes, etc., a offering to compro- 


mise at 25 per cen 
Chicago, IIL. bat Zagel (411 So. Wells Street) 
general merchandise, reported petitioned or 


titioner in bankruptcy. 
- ~ ugh H. Barnes, Faye Shoe Shop, shoes, re- 


assigned. 
Sam Harris (1045 Ashland Avenue) shoes, etc., 
reported assigned. 

Danville, Ill. Chicago Bargain store, Joe War- 
showsky, proprietor, general merchandise, re- 
ported petitioned or petitioner in bankruptcy. 
Anderson, Ind.—Meyers Slipper rng 4 Joseph 
Meyers, proprietor, (428-430 No ain Street) 
(also 1132 eridian Street) wholesale shoes, re- 

ted a 

Bar) ~ henay pl aman & Midleton, shoes, etc. 
reported petitioned or on in bankruptcy. 

Rock ville, ee Cecil oom. < ~— re- 

ted petitioned or petitioner in kruptcy. 

Resom, 9 —Hub Leather Company, 25 South 
street, upper leather, reported offering to com- 

tl cen 

coon, thee — & Covitz (16 Everett 
avenue) shoes, reported petitioned or petitioner 
in bankruptcy. 

Detroit, Mich. —Ignatz Auslander (8571 Joseph 

Campeau avenue) shoes, reported petitioned or 
petitioner in ip penbrepeey. 

Blue Earth, Minn.—John A. Venn, Venn’s Shoe 
Store, shoes, etc., reported assign 

St. Paul, Minn.—Jennie Anderson, general mer- 
chandise, reported petitioned or petitioner in 

— fina. —H. aa! ipteme. By yy 
Store, eral merch: assign 

Indianola’ Miss.—O. Cc. subbleiald, general mer- 
chandise, es petitioned or petitioner in 


bankruptcy as —F. W. Sabin & Co., general 


Moorehead 

Kansas Cae mT Mo. pore ore: Shoe Store, James 
Woodruff’ sole owner, am reported petitioned 
or petitioner in bankruptc 

Fairview, Mont.—Michael R Harris, general mer- 
chandise, reported assign 

Perth Amboy, N. J. —Devid Kosene, shoes and re- 
Long 9 reported offering to compromise at 12 


Rutherford N. J.—Bess Berlow (98 Park avenue) 
oes, reported mestng of creditors cal 

PR mem os N. athan Danker, general 

merchandise, reported petitioned or petitioner in 


bankrup 
Silver er City N. M.—C. W. Bayne, shoes, reported 


Lecheont, N. pis Weslar, Weslar’s Boot 
hoes, re; assi, 

Now turk City Stewart i Inc., (147 W. 

44th street) —, reported petitioned or peti- 
ba 

es - bs Wiskoff, «A (12 E. hae yf re- 
ported off to compromise a per cen 

Poughkeeps a Os Y.—The Hertell Company 

(395 Main street) poe merchandise, reported 

petitioned or petitioner in bankruptcy. 

Dickinson, N. 5 Westby’ 's Inc., shoes, etc., re- 


oe NB 
Grafton, N. —William Greenberg, proprietor of 
‘Grafton Bargain Store, shoes, etc., reported 


igned. 

Okla.—B. V. Carroll, Carroll’s Shoe Store, 
Durant, _ petitioned or —- in bankruptcy. 
McAlester, Dkla. —J. L. Farmer, general merchan- 

dise, reported petitioned or petitioner in bank- 


ruptcy. 

Okla.—Leon Frankel, shoes, etc., re- 
Shawnee, petitioned, or petitioner in bankruptcy. 
New Kensington, Penn.—The Hub, general mer- 

oom. reported i offering to compromise at 


Philadel ja, “Penn.—-M. Power & Sons (362 No. 

Third eiphi. whetesnie leather, reported meeting of 
creditors called for April 28. 

Morris Gross (3615 Germantown Avenue) shoes, 
reported offering to compromise at 30 per cent. 

Plymouth Meeting, ohn R. Young, general 
merchandise, ae he or petitioner in 
bankruptcy. 
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Penn.—C. E. Griest, shoes, reported peti- 
or petitioner in bankruptcy. 

Weensssbea’ R. I.—Social Cut "Price Shoe Store, 
shoes, reported offering to compromise at 15 
per cent. 

8 Texas—Ben L. ———_ Shoe Company, 

ne. re 

Fort Worth, ‘exas—Simon Al der, Al der's 
Shoe Company, reported offering to compromise. 





Mineola, —— E. Berry, Berry Store, 
shoes, e ted assigned. 

Salt Lake City. | tah—Gray | _— a Sameene, shoes, 
etc., re receiver <7 

Richmond, 


Grace street) shoes, re 
tioner in bankruptcy. 

-Rice Lake, Wis.—Lee M. Boyden, general mer- 
chandise, reported petitioned or petitioner in 
bankruptcy. 


BUSINESS CHANGES 


Santa Barbara, Cal. uick & Beisell, shoes, re- 
ported succeeded by Beisell & Holt. 

Stockton, Cal. —ene & & Hickman, shoes, etc. 

rtnership dissolved and succeeded S 
¢. L. Hickman. 

Chicago, Ill.—Frank Consago, Quality Shoe Store, 
(5154 W. Chicago avenue) shoes and repairing, 
rej suensetad by Emil Anderson. 

olf Endless (730 Maxwell street) shoes and 

cloaks, —— sold out shoe stock to Ben- 
jamin ‘Green 

Charles A. Lindahl Serr North Clark street) 
shoes and a = 

Chicago orp. (4321 North Western 
avenue) shoes, reported sold or closed out 
business. 

Burlington, Iowa—Army Goods Department 
Store, Speen Bros., , proprietors, shoes, etc., 

t 


Va.—G. E. Mitey *E Co., (408 E. 
“Siley petitioned or peti- 





recen 

Sidney, "sowa—Beephen'’s Clothing aaeieene, 
shoes, etc., reported selling or sold ou 

Nesheiie, lowa—R. Sharp, general Teeehendien, 
recen 

Cambridge City, Ind.— Mrs. S. B. Caldwell, shoes, 


oa Inc.—B. & L. Shoe Store, shoes, reported 
pre tnership dissolved and succeeded by avid 


owitz. 

Indiana Harbor, a Buchler (2166 
Broadway) dry goods, etc., ted moved to 
313 E. Listh street, Chicago, Th 

Salisbury, Md d.—Joseph Tibbitt, French Style Shop, 
shoes, etc., reported sold or closed out business 
and moved to Delaware. 

Boston, Mass.—International Counter Company, 
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PUBLISHED WEEKLY. IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT 
by the 
BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 
(Incorporated under Massachusetts Laws) 

CAPITAL $150,000 





ADVERTISING RATES—Card of Advertising 
on application. For rates for 
wom For Sales. etc., see Want Page. 


Every precaution is taken by the BOOT AND 
SHOE RECORDER to apvoid reneing ny 
statement tikely to mislead its readers. The 
publishers reserve the ~~ 4 7 reject any 
advertising or reading matter which te not in 
line with this policy. 
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W.R. Hill. M h pone 507. 
ae ae : 189 West 9 Madison St. Tel 


1089. B. C. Bowen, M 
yo ne ye j, Lester Leena idg. 


M. en (B. 101, raha 

NEW YORK. OFFICE. | Ream 10 ham mis. 
127 Duane St. H. Walter Scott. M enager, T 

itehall 7454. 


pene 
P a ogg 3 OFFICE: ~— 1420, Widener 


Buildi lter Scott, M 
gx OFFICE: Chora af Gommerce 


agg ee National Denk Bidg.. Geo. 
CINCINNAT! OFFICE E: 416 Gwrynoe Bldg. H.M. 
ROCHESTIER OFFICE: ‘ee Bldg. 


-_ L. Seward, Western New York A 
tive. T. Ve? eel 
LYNNO OFF ICE: F; 
MILWAUKEE OFrice: pane 'E. Meyer (B. 
—" Manager), 405 405 Broadway. T Telphons 


Broadw 827. 
WASHINGTON OFFICE: William L. Daley, 26 





counter manufacturers, incorporated $50 000. 

Cambridge, Mass.—Zimmerman & 
(424 Massachusetts avenue) shoes oat ym | 
goods, reported partnership dissolved and eac 
to continue alone. 

Haverhill, Mass.—Bay State Counter Company, 
SSnees. manufacturers, reported incorporated 
20,000 








H-W Furniture 
FAVORED FOR 


Footwear “ Parlors” 





ibre Furniture. We originated this 
equipment. Ask us. 
HEYWOOD-WAKEFIELD WAREHOUSES 
BAL MD. 

BOSTON 45, 

BUFFALO, N. Y. 

CHICAGO, ILL. 

KANSAS CITY, MO. 

LOS ‘CAL. 


Shae 


SAN 
ST LOUIS, MO. 


oor cod -Yf “ike ihefie ld" 
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P. Sabazzini, Gerente 
~——— Cusate Scho S. Fitch, 33 Rue'Genera 
CHILE: a: Bentiogn, Las Rosas 1123-112% Otto- 
Fubrimann, Gerente. 
we - 4 Mr. H. Gomes, Corrales 24, Havana, 
my OFFICE: Yokohama. J. F. Wager. 


SPAIN: G Gerente, Leoncio -. Migeel, Librere 
itor, 20 Fuencarral, Mad: ° 














Neatest, strongest, lightest and most 
convenient fitting stool on the macket. 





Finished Golden Oak or 
Mahogany 


Carried in stock. Available for shipment any- 
where by parcel post or express. 
MILBRADT MFG. COMPANY. 
2416 N. 10th Sz., St. Louis, Mo. : 
For Siwwive years manufacturers of | 
Milbradt Rolling Step Ladders 


nm 
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Your Customers Time 


Lecing 


a 


‘THE practical value of shoe lacing hooks is the real reason for their increasing 
use on all laced footwear of high quality. They save time and temper,’ and 
for that reason they make shoes easier to lace and more comfortable to wear. To 
show shoes with lacing hooks, to point out their many advantages to the cus- 
tomer, is to offer an item of selling’service that is greatly appreciated by the 
majority of buyers. 





Dealer Influence is secured thru adver tising in the Boot and Shoe Recorder. 
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THE SEASON’S BEST 


BLACKS 


B4214—Patent Lester Eopatien Turn, 13 
Cuban covered heel. Band C........... $3. 
B4215—As illustrated. Black Ooze Calf. B 
and C $3.90 


Light Russia om 
$3.90 


B4560—Patent yyy Turn, 16/8 full cov- 
ered Spanish heel. A to C $5.00 
B4561—As yo wy Patent Leather, 13/8 
Cuban covered heel. A to C $4.75 
B4562—As illustrated. White Kid, 16/8 full 
covered Spanish heel. A to C $5.00 


B4563— As yY-8 White Kid, 13/8 Con 
covered heel. A $4.7 


B4725—Patent Leather 
Turn, 6/8 leather heel. C 
B4726—As illustrated. Black Vici_Kid. ae. 


B4727—As Uipatected. All Gray ateadeie ~ 
White Buck. C wid $3.25 
B4730—All Witte “a also Red, Giontond 
Blue Kid. C width $3.35 


ROGERS BROS. SHOE CO. 


59 LINCOLN ST. BOSTON MASS. 


PACIFIC COAST BRANCH, 135 BUSH STREET, SAN FRANCISCO 4 


The largest line of 
fastest. selling shoe 
novelties in America. 
As usual, Rogers has 
the “‘live ones”’ first. 
Patterns especially 
adapted to the new 
shades of hosiery. 
Every one a “wrap- 
up” and 


FOR IMMEDIATE 
DELIVERY 


Terms: 
2% 10 days, Net 30 
F. O. B. Boston 


Order without delay 
while our stock is 
complete. 


25c. less in 36 pair 
lots. 


Nole—References required 
on new accounis. 


SELLERS 


WHITES 


y 


pan hm wy spe Imitation ays i : 
covered heel. A 

B4663—As Fein All White Kid. = ~ 
Cc $4.50 


Des —As illustrated. All Black Ooze Catt 
t 


No. B 4654—Blk. Satin, Bik. 
Tit Turn, 13/8 Cuban Heel. A 
rs B 4655—As Iilus., Pat. i ~~ Motat 

rim. 


toC $4.50 
No. B 4659—As Iilus., all White ot A 


= c. 
B 4666—As [ilus. wy Satin, Binck 
Suede Trim, 8/8 Cov. Heel. A to C $4. 


B4740—Patent [mitation Turn. B to C. .83.35 
B4741—As illustrated. Airedale Buck, Field 
Mouse Kid Saddle and Strep. B and C. .$3.60 
B4742—As Paveesed uray Buck, Gray 
Saddle and Strap. B and C $3.60 

B4743—As Brg tuey All White, Blue. Le 
and Green Kid. B and C $3.7: 
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Nothing But The Best — 
Is Good Enough 


THE HELMHOLZ TRADE-MARK ON THE SHOES YOU SELL 
GUARANTEES YOUR CHILDREN’S SHOE BUSINESS. 


THE CERTAINTY OF THE FINEST MATERIALS, THE VERY BEST 
OF SHOE MAKING AND THE MOST ATTRACTIVE OF PATTERNS 
IS BEHIND THE HELMHOLZ NAME. 


HELMHOLZ SHOES ARE BUILT OVER LASTS THAT ARE POSITIVE- 
LY CORRECT FOR GROWING FEET AND SHAPE AND GUIDE FOR 
LATER YEARS. 


NO DEALER COULD BE HALF AS CRITICAL OF THE QUALITY 
AND WEARING ABILITY OF HELMHOLZ SHOES—AS WE ARE 
OURSELVES FOR WE DEMAND THE UTMOST IN EVERY ELE- 
MENT THAT ENTERS INTO THEIR MANUFACTURE. 


JUST AS WE TAKE PRIDE IN MANUFACTURING ONLY THE VERY 
BEST THAT CAN BE MADE OF HIGH GRADE MATERIALS WITH 
MASTER WORKMANSHIP, SO DO WE TAKE PLEASURE IN DOING 
BUSINESS WITH THE BEST, DEALERS. 


THE HELMHOLZ LINE IS FOR THE RETAIL MERCHANT WHO IS 
CONTENT TO SELL ONLY THE BEST. 


A SALESMAN OR CATALOG WILL BE SENT ON REQUEST. 





HELMHOLZ SHOE Mrs. Co. 


HIGH GRADE SHOES 


FOR CHILDREN. 
MILWAUKEE WISCONSIN 























« Theyre Better Stitchdowns + 
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Brain-Rest—And Whites! 


Each year, amid the hurly-burly ofstyle 
problems, there comes the period of san- 
ity and confidence—the Summer time of 
staple white footwear. There is an 
added confidence in ‘‘The Whitest 
White”’ as your Summer leather. 

















LEVOR GRAIN KID 
(Cabrettas) 


Gloversville, New York 
New York, Boston, Chicago, St. Louis, Cincinnati 


a oe 7 1/5 
™ See a4 | 
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—While the Safe Colors Are: 


Number 3— Jack Rabbit 
8 — Beaver 
13 — Oriental Pearl 
23 — Medium Gray 
51— Golden Brown 
63 — Havana Brown 


» 
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ponsnne” cial B-C-D Widths 


Style Sells Men’s Shoes 


28 X 





27 X 
Black Lotus Calf 


Two Spring oxfords which appeal to “‘better dressed” 
men. The Seville is a “dress-up” last that flatters 
the feet. Wingfoot heel. 12 iron edge. Your mail 


Hil order will be given prompt attention. At $7 retail, 
27X and 28X show more than 35% profit. 























B MARION SHOE CO. 
M ON, INDIANA 


IN STOCK 


Mecca Lotus Calf | 
(Medium Brown Shade) 






















































WESTERN QUALITY AND EASTERN S$ 


TYLE 
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Tested Styles 





IN STOCK 


Now selling in The Shops of I. Miller 
in New York, Brooklyn, @hicago and 


accredited agencies throughout the country. 


The Tristrap. Stock No. 46— 
All black satin, turn sole, 13/8 
covered Cuban heel. AAA 
OG ki «<4 ss « oe 


Stock No. 48—All patent leather, 
light welt, imitation turn sole, 
12/8 covered Cuban heel. AA 
ie: sb a.0e 2 Ee 
Stock No. 50—Identical as the 
above in all tan calfskin. . $8.00 
Stock No. 52—Identical as the 
above in all white kidskin. . $8.75 


Stock No. 53—Identical as the 
above in all light grey 
kidskin. $8.75 


Stock No. 54—Identical as 
the above in all champagne 


kidskin. . . $8.75 


The Beadette. No. 60—All 
patent leather, steel beaded elasnc 
front bars, turn sole, 17/8 Spanish 
heel. AAA to C. . $9.00 


The Tabstrap. Stock No. 40— 
Black Satin, piped with silver kid 
thruout, turn sole, 17/8 a 
heel. AAA to C. $8.75 
— No. 41—Identical as the 
above in all - satin with gold 
kid piping. AAA to C. . $8.75 


The Delistrap. Stock No. 58— 
All patent leather, stitched vamp 
and quarter collar, turn sole, 
17/8 Spanish heel. AAA 
to C. $8.00 
Stock No o—Idenical as above 
in all black satin. . 
The Opera. Stock No. 5 hi 
black satin, bead edge, turn sole, 


new modified round toe, 17/8 
Spanish heel. AAA toC. $7.00 


Stock No. 56—Identical as above, 
inall patent leather, turn sole $7.50 


Stock No. 57—Idenncal as above, 
inall white kid, turn sole. $8.00 


Stock No —— as pad 
in all tan calfskin. $7.5 


I. Miller Head. y ome at Brooklyn Style Show 
ay 19th to 21st 
HOTEL COMMODORE (Room 800-2) 
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cs The Delistrap 


I. MILLER & SONS 


One Carlton Ave., Brooklyn, N. Y. 
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The Wea est Link % 


in the proverbial chain has no more deadly parallel than the 


INEFFICIENT LINING 


in an otherwise good shoe 


The Consumer knows this. Experience has taught it. 


The Consumer feels the loss when good shoe-leather is 
wasted because worn-out linings have made it useless. 


The Consumer makes money—and knows it—when superior linings 
save leather. 


CAPITALIZE THE LINING 


Make money for the Consumer and yourself by providing the best. 


AND DON’T FORGET 


that it’s the Consumer who keeps us all in business. 


YOU CAN CAPITALIZE 














BET WIL 


SHOE LINING 


\. H.HOLBROOK 207 SOUTH ST. 
COMPANY BOSTON.MASS. 








We'll send you a booklet that tells why ‘“‘Doubletwill”’ is the best 
lining there is, if you want to know. 
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Making Your Sport Shoe Business Profitable 


with immediate shipments and ‘‘In-Process”’ service 


The sport shoe season is short—it re- 
quires expert judgment in the selection 
of styles and a fast turnover of small 
stocks to make it profitable. 


This summer’s styles are correctly 
interpreted in the four Crawford sport 
shoes illustrated. Each is especially de- 
signed for a particular purpose but 
adaptable to general out-door use. 
They are being advertised in Vanity 
Fair extensively during June, July and 
August. 

National advertising on Crawford 
shoes is appearing every month in seven 

SUFFOLK leading magazines reaching over 3,500,- 
For motoring and g 


suaeel coun: 000 men at each issue. Newspaper ad- 
wear. Tan S Leather (No. re ~— Player’s Sports Oxford for golfing, 


Tan Box); Brass eyelets; English vertising on Crawford shoes is appear- tennis and other sports. Tan Sport 


1 i i ° ° i Leather (No. 102 Tan Box) with 
> PR RN eG ing regularly in over 200 newspapers in overlay apron. English Crepe sole 
with white rubber middle sole. 


es Cae 200 cities and towns. Brogue—Soft Toe Box. $6.25 

If there is no Crawford distributor 
in your town this is an invitation for 
you to try out our “‘In Process” service 
and cash in on the big demand for 
Crawford sport shoes this summer. 

A small stock is all you need—these 
four styles are ready for immediate 
shipment and will be constantly “In- // 
Process”? during the season to supply * 
your repeat size orders quickly. 

Wire or write in your order today— 

a few shoes will convince you. Put them 
in your window and you’ll quickly en- 
hance your position as a style leader. 


BRAELOCH 


BERKLEY 
A formal Sports Oxford for after CThe Shoe Por beach, boating and the see. 
“ ”” wear com shore. A combination of Smoked 
A en mer id es Elk and Cherry Bridle Cordovan. 


ination of Smoked Elk and heavy a c , 
Tan Jersey Calf. Nickel Eyelets. et BK white 


cee wy ye Fo Retailing at Most Styles $8 Toe Box. $5.60. 
A Few at $9 and $10 


CHARLES A EATON SHOE INDUSTRIES 


BROCKTON ; MASS., U. S. A. 
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[LITTLE JOURNEYS TO FROM FAMOUS PLACES 
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The Shaw M emorida |—saint Gaudens great bas-relief commemorating the heroic 
attack by colored troops in Charleston Harbor. “An army is as good as its feet” and the 
great armies of industry march better on their rubber heels, which save fatigue and nerve 
strain. Countless numbers of them are wearing Bull Dog, the finest heel for the finest work, 
or Vim our quality heel made to satisfy exacting manufacturers, or Ever Grip the heel of 
wonderful value for popular priced shoe making. 


BOSTON WOVEN HOSE & RUBBER CO. Cambridge 
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WHITE CANVAS BLACK SATIN 
cut-out one strap ancy one strap 


Faith in the integrity and stability of any concern is 
the basis on which most successful business is done. We 
have striven for many years to deserve the confidence 
reposed in us by the many wholesalers whom we 
have served to the best of our ability. This season, 
as in the past, we offer real values in fabric footwear. 


Sold to Wholesalers Only 


DINGLEY-FPOSS SHOR COMPANY 
fabric Shoe Manutacturers 


ALIBURN, MAINE 


BOSTON OFFICES, 54 LINCOLN STREET 
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The Callous Has Lost Its Sting 








Supports the arch 
across the ball 










as well as the one 
from heel to ball 










Patent Applied for 
The PROVEN ARCH Shang is securely 
fastened into place. Cannot work loose 
or break the sole. 









Patent Applied for 

The PROVEN ARCH Shank — 
strong, spring and perspiration- 
proof—supports the arches with- 
out hampering the muscles. 






Patent Applied For 
The PROVEN ARCH Shank 

and a cushion cemented be- 
tween insole and outsole re- 
move all obstacles to foot com- 
fort. 














You know what a sensitive callous means. Every 
step a torture! And nine times out of ten the vic- 
tim says to himself: “Shoes are at the bottom “of 
or” 


Certified 
DROVE N ARCH 
— too 


reverses this reaction in the mind of the man who has sagging foot arches—and the 
vast majority have. Men who are now saying that their shoes brought on these 
troubles will point to the PROVEN ARCH Shoe as the means of getting rid of them. 
This word-of-mouth advertising will build strong prestige for some dealer in your 


STONEFIELD- EVANS 
SHOE COMPANY 


ROCKFORD, ILLINOIS 


CHICAGO SALES OFFICE KANSAS CITY SALES}OFFICE 
410 Security Bidg.. |J.Wurmser © 444 Sheidley Bidg., R. W. Martin 


LOS ANGELES Sales Office,.325 Consolidated Bidg., A. L. Sendall 
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No. 868—IN STOCK 
Black Kid—Combination No. 2 
Last. White Calf quarter ates, 13 
Sole Rubber Heel. ..§6.25 
No, 867—Same as above in Fe 
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Hug - Tite Ankle 


$4.00 


Soft Toe 
Full Famp 


No. R-307 
“Best at the Price” 





No. R-307—Black Boarded Calf Lace Oxford, Soft Toe, Full Vamp, 14 Wingfoot 
Heel, A-Grade Full Grain Counter, Frat Last, B, C and D, 54% to 11............ $4.00 


No. R-306—Brown Boarded Calf Lace Oxford, same as No. 307................ 


THE “LIVE” LINE 


’ 


The “‘Beals-Pratt’’ Line is most certainly the ‘‘Live’ 
Line. It supplies the retailer with Men’s Quality 
Welts that sell at Popular Prices and that 

build through satisfied and pleased con- 

sumers an ever increasing and profitable 

business. Our IN-STOCK Depart- 

ment is one of the evidences of 

the real service we give. 

Write for In-Stock Catalogue. 


Beals-Pratt Shoe Mfg. Co. 


Milwaukee - - - Wisconsin 


Trade Mark 
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4 Major Advantages 


1 It will remain white while worn. 


+ A ae 
: ® 


in ordering It can‘bg washed with Ivory soap and 
water.” - 


your white pre 


It carp be easily cleaned and restored 
shoes made 3 ' to. its original whiteness without 


changing its natural softness. 








of 4 Its suede finish does not glaze. 


WILO WHITE 


Reg. U.S. A. 


KIP SUEDE 


NOWING that this leather will give your customers the 


best white shoe satisfaction they have ever experienced, 











we urge you to convince yourself -- Get some shoes made of 


WILO WHITE KIP SUEDE and prove our statements. 


C. D. Kepner Leather Co. 


139 South Street, Boston, Mass. 


Sole Selling Agents of W { : © Leathers 


eee v 6 4 
10 Spruce Street, New York — BRANCHES — No. 401 Metropolitan Bhdg. 
308 Leather Trades Bidg., St. Louis, Mo. Milwaukee, Wis. 
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Now Ready---New Patterns and Styles 
in all the Wanted Leathers and 
Fabrics--- 


Orders Filled At Once 


No. 283 
Price $4.50 Price $4.35 


Levor White Kid Audrey Oxford, Cut- 
Black Satin Audrey Oxford, Black Out Quarter, Single Sole, Military 
Suede Cut-Out Quarter, Military Wood Covered Heel. Newport 
Wood Covered Heel. Newport Last. AA to C. 
Last. AA to C. 


No. 583 Price $4.25 


Price $4.26 Levor White Kid Kiki Sandal, Cut- 
Patent Kiki Sandal, Cut-Out on Saddle Out on Saddle and Quarter, Good- 
and Quarter, Goodyear Welt, 8/8 year Welt, 8/8 White Wing- 
Wingfoot Rubber Heel, Bel- foot Rubber Heel, Bel- 
mont Last. AA to D. mont Last. AA to D. 





THOMSON-CROOKER SHOE CO. 


18-26 STATION STREET 
BOSTON 33 $3 $3 ‘MASS. 
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Can you put this shoeon this foot? 


One of your good customers saw this 
shoe in your window. She liked it so well 
that she stepped into your store with her 
mind fully set on this particular last and 
style. You remove her old shoe and find 
this foot. What are you going to do? 

This shoe, like all other shoes, is built 

over a normal foot last—designed to fit 
normal feet. But this customer, like 
thousands of others, has 
abnormal feet — arches 
broken down, callouses 
and enlarged joints. 
Are you going to try 
and shove this abnor- 
mal foot into this nor- 
mal shoe? 


If you do your troubles are legion. 
Your customer will suffer untold tortures. 
The shank will break down and the shoe 
will quickly lose its shape. If you try to 
switch her to a “big, comfortable, loose- 
fitting”’ shoe she will either refuse to buy 
or will be forever dissatisfied. 


This is not an exceptional or unusual 
case. Millions of these 
problems present 
themselves every year. 
Why not solve all this 
difficulty by correcting 
the foot trouble and 
then fitting this stylish, 
normal shoe. 


Dr. Scholl’s Foot-Eazer 


will relieve and correct weak and fallen arches, 
weak ankles, cramped toes, callouses and bun- 
ions by removing the muscular and ligamentous 
strain. Bridges body’s weight from heel to 
ball and restores arch to normal position. Light, 
comfortable and springy. 

Dr. Scholl’s Foot-Eazer can be quickly ad- 


justed to fit any particular foot or condition. 
By using this appliance you are able to fit nor- 
mal last shoes to abnormal feet. It will also 
preserve the shape of the shoe and make it wear 
longer. Dr. Scholl’s Foot-Comfort Appliances 
are an asset to any shoe dealer. They show a 
nice profit and increase the sale of footwear. 


THE SCHOLL MFG. CO. 


Largest Makers of Foot Comfort Appliances and Remedies in the World 


213 W. Schiller Street 
CHICAGO 


“Nineteen Twenty-Four is an Arch Support Year” 


~ ©1924 S. M. Co. 


62 W. 14th Street 
NEW YORK 


112 Adelaide Street, East 
TORONTO 


May 40; 1924: @ May 
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Two of our Exclusive Models of 









No. 109 


** Radiance’”’ 


No. 109—As illustrated, Black Satin with 

Black Ooze Calf Trimmings, 14-8 Junior 

Spanish Heel. 

No. 110—As No. 109, Black Satin with 

— Ooze Calf Trimmings, 16-8 Spanish 
ee 

No. 111—As No. 109, All Patent Colt, 14-8 

Junior Spanish Heel. 

No. 112—As No. 109, Patent Colt with 

light weight Gun Metal Calf Trimmings, 

13-8 Cuban Heel. 

No. 114—As No. 109, All White Kid, 14-8 

Junior Spanish Heel. 













$5,,50 


Sizes: 3 to 8 
Widths: AA to D 
















A special display of exclusive 
styles will be shown at our 
New York show-rooms during 
the week of style show, May 19 


TUNE IN! 













Philadelphia Office: 





32 No. 3rd St. 


Broadcasting STYLE ' 


“Those Better Shoes” 
that are quick turn-overs 
and your money-makers 


Mond Shoe , 


















**Charmion”’ 


No. 108—All Patent Colt as illustrated, 
14-8 Junior Spanish heel. 

No. 107—as No. 108, Patent Colt with 
light welche Gun Metal Calf Trimmings. 
13-8 Cuban Heel. 

No. 106—As No. 108, Black Satin with 
Black Ooze Calf Trimmings, 14-8 Junior 
Spanish Heel. 

No. 105—As No. 106. Black Satin with 
note Ooze Calf Trimmings, 13-8 Cuban 


No. 113—As No. 108, all White Kid, 13-8 
Cuban Heel. 







Kansas a _ 
Ridge B 


Detroit Office: 











Pittsburgh Office: 
314 Blackstone Bldg. 
345 5th Ave. 


::: Wholesalers 
New York 














Manufacturing 
132 Duane St., 


wie and Lafayette 
., Room No. 420 


“@ 








&) 
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Five Great Leaders 


All Gallun Quality Leathers and every one a pronounced 
success so for as dealer acceptance is concerned. 


The retail merchant realizes the value of known quan- 
tities (as well as qualities) and he never hesitates when 
it is a matter of specifying or accepting Gallun leathers. 


Mandarin Dixie 
Calf Calf 


Chrome tanned, glazed and boarded, in Chrome tanned, smooth finish, in colors 
four colors of demonstrated popularity which have met with general style accept- 
ance 








Norwegian Veals 
and Calf 


A pronounced success for over a quarter of 
a century. 


Aztec Calf Viking Calf 


A smooth finished leather that is pliable, Available in black and five colors. A smooth 
strong and pleasing to the eye. Offered in finished leather of superior merit. 
the Fashionable shades. 


“Always Standards of Excellence”’ 





A. F. GALLUN & SONS CO. 
MILWAUKEE, WIS. 


A. F. GALLUN & SONS, INC., H. A. ELY, MGR., 11 EAST STREET, BOSTON 
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SHOES OF WORTH 





An Example of Craftsmanship —— 


“THE new plain toe Oxford recently 
added to our In-Stock Department 
gives definite proof of the ability. of 
Nettleton to build five shoes of both the 
light and heavy styles. 


The Nettleton Agency is a valuable 
franchise for an aggressive retailer for 
Nettleton Shoes are nationally advertised 
and supported by a plan of Dealer 
Co-operation that is most complete. 


Ask Us About It. 
A. E. NETTLETON CO. 


H, W. COOK, President 
SYRACUSE NEW YORK 


Men’s Fine Shoes Exclusively Since 1879 


No. 066. The Buckminster. A 
Light Weight Black Cordovan 
Lace Oxford with a Plain Toe, 
No Box and a 7 iron Sole. 

rao 7-12. A, 7-12. B,C, D, 














The In-Stock Department offers 
34 styles including a Riding 
Boot and an unusual Golf Shoe. 











SHOES OF WORTH 





MEN LIKE TO SAY THEY WEAR THEM 











BOOT AND SHOE RECORDER 





4i questioned, Occasionally ‘critics 
decry their effect on store pres- 
ARS) tige. But these critics fail to” 
realize that they. are criticizing not the use’ 
of sales, but the misuse of sales. 
@ Conducted along the right lines—in a 
manner suited to the store and its selling 
needs sales are a wonderful force for build 
ing business. 


@ Few stores can present a more delicate 


problem as to what may help or injure trade 
than did the store of Phillip T. Hall, Inc., 
clothiers, Washington, D. C. Men of high 
place in the government make up the bulk 
of their trade, all of which is exacting in the 
extreme. 


@ Could a sale influence this type of trade? 
That was the problem of Phillip T. Hall, Inc., 
which Kelly Service answered in a campaign 
just concluded. 

@In the ten days of selling business was 
increased 3! times and new customers made 
from the same exclusive trade that regu- 
larly patronizes the Phillip T. Hall establish- 
ment. On this page is a list of some of the 
famous men who patronized the Phillip T. 
Hall store during its Kelly campaign. 


@ Kelly advertising appeals to the best and 
most substantial trade. Jt will help you both 
in stimulating this trade and winning new, 
good customers 


@ Details free—just give us the size of your 
stock 


at 
AR 





er 
. 





Senator Samuel M. Ralston, Ind. 

Dr. Brigadier General C. E. Sawyer, 
President's Physician 

Congressman W. H. White, Lewis- 
ton, Me. 

Congressman C. Kerns, O. 

Ex-President W. H. Taft, Supreme 
Justice 

A. W. Gregg, Tax Expert, U. S. 
Treasury 

Congressman W. B. Madden, Ill. 

Senator R. M. Lafollette, Wis. 

Congressman Frank Clauge, Minn. 

John T. Adams, Congressman, Pa. 

H. C. Tinsley, Vice Consul, Monte- 
video, Uruguay 

Senor Louis Paddillo Nervo, Mexi- 
can Ambassador 

Hon. B. L. Rossublum, Congress- 
man, N. 

Senator P. H. Dale, Vt. 

Hon. Congressman A. M. Wyatt, 
Greensburg, Pa. 

Ambassador Amlason DeAlm Car, 
Rio de Janeiro, Brazil 

Senator Oscar W. Underwood, Ala. 

Hon. F. W. Mondell, Wy. 

F. Hitchcock, Campaign Mgr. for 
Hiram Johnson 

E. Chambers, V. Pres. Atchison, To- 
peka & Santa Fe Ry 

Lincoln Green, Vice 
Southern Ry 

Senator W E. Borah, Idaho 


President. 








ge 
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Nation-wide Service 


S an evidence of the thoroughness 
with which Remington has gone 
into the Cash Register business — 
Consider Remington’s provisions 
for giving service— 
Eighty branch offices in as many 
cities—scattered from coast to coast— 


Akron, Ohio 
Albany, N. Y. 
Atlanta, Ga. 
Baltimore, Md. 
Binghamton, N. Y. 


In C. da-R at 


REMINGTON CASH REGISTER CO., Inc. 
Factory and General Sales Office, Ilion, N. Y. 


Subsidiary of REMINGTON ARMS COMPANY, Inc. 


26 Broadway, New York, N. Y. 
Register C 


A Remington Cash Register man 
within easy reach of every merchant 
in this country. 

* * * 

The Remington is the new and 
better Cash Register. You ought to 
see it. 

Seattle, Wash. 
Sioux City, Ia. 
Spokane, Wash. 


Springfield, Mass. 


of Canada, Ltd. Springfield, Ohio 





Birmingham, Ala. 


Cash 
557 Yonge Street, Toronto, Ont., Canada. 


St. Louis, Mo. 





Boston, Mass. 


Fargo, N. D. 

Fort Worth, Tex. 
Fresno, Calif. 
Grand Rapids, Mich. 
Harrisburg, Pa. 
Hartford, Conn. 
Houston, Tex. 
Indianapolis, Ind. 
Jacksonville, Fla. 
Jersey City, N. J. 
Kansas City, Mo. 
Lansing, Mich. 
Little Rock, Ark. 


Charlotte, N. C. 
Chicago, III. 
Cincinnati, Ohio 
Cleveland, Ohio 
Columbus, Ohio 
Dallas, Tex. 
Davenport, Ia. 
Denver, Cola. 
Des Moines, Ia. 
Detroit, Mich. 
E. St. Louis, III. 


Los Angeles, Calif. 
Louisville, Ky. 
Madison, Wis. 
Memphis, Tenn. 
Miami, Fla. 
Milwaukee, Wis. 
Minneapolis, Minn. 
Nashville, Tenn. 
Newark, N. J. 

New Orleans, La. 
New York City 
Oakland, Calif. 
Oklahoma City, Okla. 


St. Paul, Minn. 
Syracuse, N. Y. 
Tacoma, Wash. 
Tampa, Fla. 
Toledo, Ohio 
Trenton, N. J. 
Utica, N. Y. 
Washington, D. C. 
Wheeling, W. Va. 
Wichita, Kan. 
Wilkes-Barre, Pa. 
Wilmington, Del. 
Yonkers, N. Y. 
Youngstown, Ohio 


Omaha, Nebr. 
Philadelphia, Pa. 
Pittsburgh, Pa. 
Portland, Me. 
Portland, Ore. 
Providence, R. I. 
Reading, Pa. 
Rochester, N. Y. 
Sacramento, Calif. 
Salt Lake City, Utah 
San Antonio, Tex. 
San Diego, Calif. 
Sar Francisco, Calif. 


There is a Remington Cash Register built to fit your business. Get in touch with the Office nearest to 
you, and you will find our representative there willing and glad to make a complete demonstration. 
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By Reason of the Systematic Work Now Being Done 
Among Labor Unions All Over the Country, Wise 
Retailers Will Order Liberally on Union Stamp Shoes. 


—. UN This Stamp on Boots and Shoes Signifies: 


That the principle of the Collective Bargain is 
operative and no strikes or lockouts are permitted. 
That the manufacturer and employes are settling 
their disputes through mutual adjustment or arbi- 
tration without losses from cessation of work. 





That industry and workmanship are benefited by 
uninterrupted production leading to highest quality. 


That goods will be delivered on time so that 
dealers and wearers may be assured of seasonable 
footwear in season. 











‘ + 5 . . + + 


A system of handling labor problems that has 
been in operation more than twenty-five years and 
has created growing respect between employers and 
employes. 


Manufacturers and workmen producing shoes bearing the above 
Stamp deserve the support of all wage earners and all friends of 
industrial peace. 


Shoe retailers are requested to carry full lines of shoes bearing the 
Stamp. 
List of makers of shoes bearing the Stamp furnished on request. 


BOOT AND SHOE WORKERS’ UNION 


246 Summer Street, Boston, Mass. 
COLLIS LOVELY CHARLES L. BAINE 








; ‘ + ‘ + * : ry ry : ry + *. + ry ‘ ny + + . + ’ . 
. + ; n : : ; ‘ : 


; . n . ‘ ry ’ . 
Sot et - oc ce ce oe 6 
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Prompt Service On These 
Seasonable Shoes By Ordering 
From Our Stock Department 


Style Shoes 
of 
Quality 





B_496-J $5.00 B 01487-0 $4.75 
Net 30 days Net 30 days 
Telegraphic Code Word “Sage” Telegraphic Code Word “‘Polar”’ 


Women’s Black Satin quarter and vamp, black kid Women’s Pigeon grey Delhi Buck quarter and 

trim, one strap Oakmont sandal, MecKa sole, vamp, Rosita three strap sandal, perforated imita- 

Trump last, 134 inch wood covered Cuban =e tion collar, tip and lace stay. Grasmere last, McKay 
AA 4% to8 sole, 1% inch covered Spanish Louis heel 


A4 to7\% 
B3\%tw8 


wri ban. IN STOCK 

















B 587-W $6.00 B 0987-C $4.25 
Net 30 days Net 30 days 
Telegraphic Code Word “‘Mountain” Telegraphic Code Word “Salute” 
Women’s Racquet Brown suede quarter and vamp, Women’s Thrush Brown Delhi buck, two strap 
brown suede collar and straps, Berville cross strap Avon sandal, orated imitation tip with toe 
sandal, Savery last, = sole, 1% inch suede punchings, WwW it sole, Comneeae® lest, 1% inch 
covered Spanish Louis h military heel with rubber top lift. 


IN STOCK 
C5to7% 
MANY OTHER STYLES IN STOCK :-: SEND FOR CATALOGUE 


UTZ & DUNN CO. 


ROCHESTER «NEW YORK 


DENVER OFFICE NEW YORK OFFICE LOS ANGELES OFFICE 
218, Charles Bidg., Denver, Colo. Bush Terminal Sales Building 709 Forrester Building 
TIGER & McNUTT 130-132 West 42nd St., Room 1521 Los Angeles, Cal. 
Representatives S. A. McOMBER, Representative G. C. McATEE, Representative 
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Stmplictty/ 


The Keynote of Style To-Day 


In keeping with. this trend of fashion, we present for 


your approval: : 
“Riviera” “Florence” “Mildred” 
During the Style Show ° ° - 
Gems Maw tp 08 “Victoria” “Blossom” “Viola” 
Our Display 
will be held in Room 544 Six dainty patterns, gracefully molded by 
HOTEL IMPERIAL master craftsmen, to meet the whims of the 


B’way at 32 St., New York 
Our seguler sales stall will be woman who demands shoes of real character. 
in attendance, including: 


Mr. Harry Saxs, Mr. S.1.S 
wT Mx, Jonios Sects SAKS SHOE CoO. 
MANUFACTURERS OF 


Modern FOOTWEAR for Women 


BROOKLYN, N. Y. 


NNN NNN NWN WN V7 N'0\ NWN WWW 7 


54 CLASSON AVENUE 
ESTABLISHED 1885 








7/7070) 











HE six WEBER (union-made) styles In Stock 


now in stock comprise the best present 
sellers from a national viewpoint. IN 6 STYLES — NOW 


These famous shoes priced to retail at $5 to This one at $4.25 
$7.50 are your answer to volume sales and 
STYLE 768—Patent Colt, 


satisfied customers. 
Plain Toe Oxford, Casino 
Last, Velvet Finish Sole, 
P. Heel 


Beyond the six styles we have in stock are many Width C—Sizes 7-9 
others which we cansupply toorder in four weeks. Width B= Stees 7-88 


Weber Bros. Shoe Co. 


NORTH ADAMS, MASS. 


New York Office: 1828 Broadway, Marbridge Bldg. 
H. Harris 
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HIS close grained hand boarded calf not only presents a 

finer appearance in new shoes but gives more lasting satis- 
faction than other good makes of boarded leather because of 
these two major features: 


A special treatment used only at the Rueping tannery pro- 
duces a truly remarkable depth of color on a surface that 
readily takes a permanent high gloss, so that very little care is 
required to preserve the original shade and lustre. Winnebago 
Calf lasts out smooth and has a close, tight, even break. 
No. 14 Spa-Tan—Orange Tan No. 19 Tortoise 
15 Coptic —Light red with slight Shell —Golden Brown 
trace of yellow under 22 Zanzibar—Dark Brown with slight 
color trace of r 
16 Tuscany—Simi to Coptic but 24 Ginger —Real er color 
with red more pre- 33 Titian —Golden Tan 


dominant 40 Apache —Brown with trace of red 


17Spice —Light Yellow Tan under color 
18 Cocoa —Brown 45 Ruby Red—Dark rich red 


Write for swatches of the shades that interest you. 


FRED RUEPING LEATHER CO. 


Fond du Lac - - - Wisconsin 


Branches: Boston Cincinnati Milwaukee St. Louis New York 
Chicago San Francisco Montreal Northampton, England 
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Another Bit of Style 
Where Every Bit Counts 


ROM the feather of her hat to the soles 
of her shoes she demands style and 
smartness. ' 


She demands more of these qualities in her 
shoes than she ever did before. 


Show her a pair of new sport shoes with 
- Armstrong Cork-Crepe Soles—the sole of live 
crépe and coarsely ground cork. 


The rich rubber color, the neat black tip, 
thetrig appearance of these soles, sewed 
securely to the shoe, will appeal to the sport 
girl who demands smartness and comfort in 
her footwear. 

Armstrong Cork-Crepe Soles will not slip. 
They will not “‘grow”’ in use. They are unus- 
ually durable, and retain their neat lines even 
after months of wear. 

ARMSTRONG CORK COMPANY 


Shoe Products Division 
LANCASTER PENNSYLVANIA 


Armstrong 
Cork- Crepe Soles 
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Specialists in Special Measurement Footwear 











BUSINESS BUILDERS 


S3/\tralN EASTERN DEALER, alive to the busi- 
(Aad) ness building qualities of the W. B. Coon 
7) G\Ww} Co. line, sought a healthier climate, and a 
Vise ¢| location where a high class Fitting Service 
—S—— ~would be appreciated. He found both in 
California and was ready for business December 17. 


That his venture is already successful is evi- 
denced by the following: 


February 11 
“The weather here is wonderful, just one nice day after another, 
overcoats are as scarce as snow shoes.”’ 


February 27 
“I am mailing under separate wrapper.a copy of the 
morning paper. You will notice on page eleven an advertisement 
re to SLENDER FOOT ARCH FITTERS, which are in my es- 
timation, the most wonderful business builders in the retail shoe 
business, all that any shoe man could hope for.” 


March 5 

“TI have been doing a considerable amount of advertising on 
SLENDER FOOT ARCH FITTERS and STYLISH STOUT 
OUTSIZES, and feel assured that the opportunity is right here, 
in this city, for the building of a wonderful trade. There is not a 
shoe store here that makes a specialty of fitting shoes properly. I 
am located in the center of the town, and 5 per cent of my gross 
sales covers rent, light and heat, etc.” 


The business built upon Service is founded on a most 


solid foundation 


W. B. COON CO. 


ROCHESTER, N. Y. 











Dealer Influence is secured thru advertising in the Boot and Shoe Itecorder. 





BOOT AND SHOE RECORDER May 10, 1924 








26 
SS 
SooOCCOOOOOOOOOOOOOOO————“—!_—=> 


TAVAVAVAVATAVATAVAVAVAYAVAYAYATAVAYAYA*AVAYAVAVAYAVATAYAYAYAVAVAVATAVAVAVAVAVAVAVAYAVAVAVATAVATATAVATATAVAVAVAVATAVAT 


74 7 
Vy 





















































Los Angeles, 
California, 


Si 
Thsed ane and 
Broadway 


Jhe better to 
Americas dle centers 


Of Kaffor Kid by ; 
| Burrows Shoe Mfg, Co. sel ect 


Rochester, N.Y. 


Tue Styce LEATHER oF AMERICA 


AFFOR KID, because of its distinct process of tannage, gives 
a fine mellowness and softness to calf leather so desirable in 


the present day demands of style. 
































The non-scuffing and wearing qualities of fine calf and the softness 
of kid or kangaroo leather are combined in KAFFOR KID, giving 
a superiority of wear and appearance to footwear made from this 


“Style Leather of America.” 








Burrows Shoes—from Rochester N. Y., 
are known for their fine styling, perfect 
and comfortable fitting and their wearing 
qualities and so KAFFOR KID is chosen 
to assist expert workmanship in main- 
taining a good name. 

“The Story of Leather’ is an interesting 

booklet. Free on Request. 


Tne Ono LEaTAER COMPANY 
GIRARD OAI0 
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This clipping from the Boot 
and Shoe Recorder of April 26th, 
is a report on Easter business 
from Volk Bros. Co., Dallas, 
Texas, prominent retail shoe 
merchants. “Delysia” the Pari- 
sian pump referred to, was orig- 
inated by our organization, 
and is manufactured exclusive- 
ly by us under patent rights. 


—‘‘almost completely sold out”’ 


This, in a few words, reflects the tremendous response 
accorded our ‘‘Delysia’’ pump at Easter time in many 
smart shops throughout the country. Such a gratifying 
reception as this, truly exceeded our expectations. 


The dainty outlines of “Delysia,"” and its decidedly 
Parisian atmosphere, are undoubtedly the qualities 
that make it the first preference of discriminating 
buyers. 


This shoe, in addition to a number of other new cre- 

- ations, which were inspired through late Parisian models 

Elbee styles are always in harmony with just received from abroad, will be shown in New York 

the trend of fashion, which, at this time, from May 19th to 2Ist by our Mr. M. A. Gordon. A 

favors the simpler type of shoe. cordial invitation to view our line is extended out-of- 
town buyers. Call Stagg 5326, 9719 for information. 


ELBEE SHOE MANUFACTURERS CO. 


241 Varet St. - - Brooklyn, N. Y. 


ROR POPO BO BO 2 RP BPR RO RO QDaMetaD 
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Sent for your copy 


A Bri Leather nd 4 


ssoription of 











This book should be in the hands of 
every shoe salesman, manufacturer, 
jobber and repair man. Copies have 
been distributed to every part of the 
country. Don’t you be without it. 
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before it is too late 
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The facts about Leather 


you’ve always wanted 


READ this sweeping, romantic story of leather—from the 
first prehistoric tanner down to our own-time, when leather 
has become one of the world’s greatest industries. The story 
will stir the cockles of your heart and give you such a wealth 
of information about leather that you’ll wonder how you ever 
got along without it! 

Here are proofs of leather’s real worth, the unanswerable 
reasons why there is no substitute for leather for soles and 
heels of shoes, and for the many other things in which we 
use it. Here are the details of modern tanning methods— 
the reasons why the leather of to-day is more healthful, 


more wear-withstanding—tougher, stronger, better than 
ever before. 


The book was produced by the American Sole and Belting 
Leather Tanners to give you the facts and truths about 
leather. It is beautifully printed and profusely illustrated. 
Write your name on the coupon below and a copy will be 
sent you free of charge and obligation. 


AMERICAN SOLE and BELTING LEATHER TANNERS 
Dept. B, 17 Battery Place, New York City 


CLIP THE FREE COUPON HERE 


AMERICAN SOLE and BELTING LEATHER TANNERS 
Dept. B, 17 Battery Place, New York City 
Please send me your booklet, “Nothing Takes the Place of Leather” —FREE. 


Name... 


Address 
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American Interlocking Shoe Store Chairs, juvenile size, in 
Elliott's Jucentle Shoe Shop, 10536 Euclid Ave., Cleveland 


AMERICAN 
INTERLOCKING 
SHOE STORE CHAIRS 


may be had in juvenile size 


These chairs are a prime factor in creating the desired 
“‘atmosphere”’ in a juvenile shoe store or department. 


They have all the sterling features of appearance and 
wear which characterize the regular line of American 
Interlocking Shoe Store Chairs, and conserve floor 
space still more. 

Let our. Service Department help you in planning your 
seating. ; 





Write for our new, enlarged catalog. 


AMERICAN SEATING (OMBANY 


General Offices: CHICAGO, 1016 Lytton Bldg. 


it 
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Room 601, 119 W. 40th St. Room 707, 250 So. Broad St. ee q 
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OODYEAR Wingfoot Heels wear 
longer. They keep their resilience to 
the last step. They have style and they fit. 


There is no substitute for Goodyear Wing- 
foot Heels, because there is no substitute for 
highest quality. 





No wonder more people walk on Goodyear 
Rubber Heels than on any other kind. 





Goodyear Means Good Wear 


WENGFOOT 
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No. 5524—D’Orsay 
Quilted Slippers of 
Skinner’s Satin made on 


our custom last for com- it 
fort and quality —in all ip 
the desirable colors, on 
= 
q — 
it 
= 
A }—- 
‘_ 
No. 435 —Colonia! Tail- 
ored Model, appealing = 
strongly to women who a 
desire both style and <* 


uality—made of 

kinner’s Shoe Satin. 
No. 2141—Custom 
made Lace-Trimmed 
Mule of Skinner’s Shoe 
Satin, individualized for 
Mademoiselle. 


a 





Sa 


‘PNo. 472—Typical in its 
jforiginality and snap in 
Stone creation is this 
Roman Sandal made of 
Skinner’s Shoe Satin. f 
. Designers and 
Makers 


: 


— 


Made Exclustvely o f Skinner's Satin 








Stone styles are authoritative. It 
is this house which first introduced to 
America the Parisian novelties which 
changed the whole trend of women’s 
footwear fashions. Stone was the 
creator, in this country, of the fas- 
cinating boudoir slippers, mules an’ 
D’Orsays, which have since become 
the vogue. 

Shoes by Stone are the last word 
in distinction. They have a grace 


and elegance beyond description. In 
all satin footwear, Stone uses Skinner’s 
Shoe Satin. The unequalled 
quality of this fabric, together with 
the beauty of the Stone exclusive 
designs, make a combination that.is 
irresistible. 

Every shoe merchant will recog- 
nize what prestige and what sure 
profit these shoes will bring him. 
Write for particulars. 


STONE SHOE COMPANY, 71 FIFTH AVE., NEW YORK 
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3ROOKLYN 
Selling the Style 
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«Miami, Florida 


(Photo by Underwood & Underwood) 


To BE just a little different from the common- 
place; a little finer and better in the small details, 
is the distinquishing mark of high grade shoe 
production—and it is these features that are held 
in mind when the Baker shoes are designed for the 
fashion parade, whether at the Commodore or 
where well dressed women meet anywhere. Our 
general display in our sample rooms at the Hotel 
Commodore during the Show, will demonstrate 
these facts. 


Geo. W. Baker Shoe (0. 


343 Classon Avenue Brooklyn, N. Y. 


‘Where Lrooklyn Shoes are Worn 
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Fifth Avenue, New York 


(Photo by Underwood & Underwood) 







y HE most novel pattern in shoes is rarely the 
best style. The restraint that marks the well-bred 







woman, extends to her footwear—a fact that will : 
be made clear to your observation at the Style 
Show. 





Our own display there, as always, is in perfect 
keeping with this motif. Cornell shoes are popular 
because they are correct in design, in pattern and 
in quality. 







A closer inspection than the runway permits, 
which may be obtained at our sample rooms, 831- 
833, will be profitable to style show visitors. 













Cornell Shoe (Company 


61 Navy Street Brooklyn, N. Y. j 


“The Shoe You Admire is Made by Cornell” 


‘Where Brooklyn Shoes are Worn 





BOOT AND SHOE RECORDER 











THE 


SHOE MANUFACTURERS’ BOARD OF TRADE 
OF NEW YORK, inc. 


Cordially invites you to view the 


AUTHENTIC 
FALL SHOE FASHIONS 
Hotel Commodore 
Afternoons and Evenings 
May 19 and 20 
Evening, May 21 


Displayed on 
Livin S Models! 


EXHIBITORS 


J. Albert & Son., Inc. A. Garside & Sons, Inc. 
Algier Shoe Mfg. Co. Andrew Geller, Inc. 
American Shoe Co. Griffin-White Shoe Co. 
Geo. W. Baker Shoe Co. Julius Grossman, Inc. 
Cornell Shoe Co. Horn Shoe: Mfg. Corp. 

J. & T. Cousins Co. F. S. Kauder Shoe Co. 
John Cramer & Sons Kozak & McLoughlin, Inc. 
Degen-Lipp, Inc. Kurz & Lapidus 


J.J. Lattemann Shoe Mfg. 


Co. 
Lax & Abowitz 
I Miller & Sons, Inc. 
Perfect Shoe Mfg. Co. 
Pincus & Tobias, Inc. 


Dr. A. Posner, Shoes, Inc. 


Strassburger-Stiles, Inc. 
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7 } J HEN style leaders, members of the Shoe 
§ Manufacturers’ Board of Trade of New York, 
Inc., plan an annual fall fashion review and — ; 

style exposition, it is with the expectation that = a Be re 





the message that comes therefrom will be of . 
Saal malies : ’ y) lin) /% 
national value to retail shoe merchants of al i ivi / * TO} |e 
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America. This year’s presentation of footwear R, é | i od } | He ni! 
at the Brooklyn Style Show, in design and Fe F |) ae | {ig cs 
§ selection, is the most serious undertaking ever F ay i | ft] tie  ; yj 
attempted by any group of shoe men. \ . i oe 
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eA rrenrion of merchants is to be drawn 
to the types of shoes necessary for good dressing. 
Merchants will be asked to buy along sounder 
lines so that confusion will not continue on the 
subject of footwear. This will be helpful to the 
ultimate consumer because she will feel that her 
footwear selections are within the mode and it is 
will be a more profitable policy for the merchant. sy oporeree —— = 


ae 








\ ——— = 











] HREE days, May 19, 20 and 21, therefore 
hold promise of directing an entire industry into 
amore sane period of style. 


Foorwear to be shown on the runway will 
not be one novelty out-shining another, but true 
types of Style suitable to the time, place and 
costumes shown. 


Cah Aka ve 








Anu ISSION is by invitation—each buyer 
must show credentials as to his store, and 
registration gives him a reserved seat for the 
style reviews. Only recognized buyers of shoes 
will be given entree to the big ball room. 


Ai the feminine world in its fashion, 

passes before the Brooklyn designer who fits 

the mode with appropriate footwear. Plan to 

see the Style Revue, at the Hotel Commodore, 

T; May 19, 20, 21, 1924. 
HE Brooklyn Style Show is the most 


mementous event of the season. Plan to be there. 
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«Meadowbrook Hunt (lub 


Westbury, Ld. 
(Photo by Underwood & Underwood) 


COMPETITIVE effort brings out the best 
always, whether in the horse on the turf, or the 
producer of an article of merchandise. So the 
spirit of competition has spurred us on to produce 
even more beau tifu] models than ever before. 


On the runway and in our sample rooms, 872-874 
at the Commodore during the Show, we will make 
it clear to our visiting friends that DeLipp styles 
are restrained, yet beautiful and profitable shoes 
to buy. 


Degen-Lipp, Inc. 


133 Floyd Street Brooklyn, N. Y. 


Where Brooklyn Shoes are Worn 
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At Fashionable 


‘Bryn Mawr, Penn. 


Photo by Underwood & Underwood) 


(uaracter, as much as more tangible 
materials, enters into the truly representative high 
grade shoe—and character with all it implies of 
craftsmanship, and taste, and selectiveness, will 
be found in the Garside shoes, certain to be 


represented on the fashion runways of the world. 


eA. Garside & Sons, Inc. 


Webster 8 7th Ave. Long Island City, N. Y- 


‘Where Brooklyn Shoes are Worn 
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Pinehurst Country (lub 


Pinehurst, N. C. 
‘Photo by Underwood & Underwood) 


Women of fashion the coming season will be 
interested in the Andrew Geller turn shoes, of 
which style show visitors at the Commodore, ten 
days hence, will have the first review. Quality, 
exclusiveness, and style were never more in 
evidence in the Geller line, we feel, than in the 
new models we will show. The tendency toward 
greater simplicity of pattern calls for a cor- 
responding increase in care of design and work- 
manship; and these are factors of which we are 
glad to draw attention on the runway, and in our 
sample suite at the hotel. 


Andrew Geller, Inc. 


244 Broadway Brooklyn, N. Y. 


Where Brooklyn Shoes are Worn 
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Greenbrier 
White Sulphur Springs, W. Va. 
‘Photo by Underwood & Underwood) 


Tue fine art of discrimination in dress is most 
observable in fashion’s playgrounds; and it is into 
such an environment that experience has demon- 
strated Kozak & McLoughlin shoes naturally fit. 
It is not the bizarre design, but in the simple out- 
line that skill and art in footwear finds its best 
development, and where its lack is most noticeable. 
And it is through these characteristics that the 
Kozak & McLoughlin models shown on the run- 
way, and in our sample rooms at the Hotel 
Commodore during the Style Show, will make 
their most striking appeal. 


Kozak & Me cLoughtlin, Inc. 


14th St. & Governor Pl. Long Island City, N. Y. 


Where Brooklyn Shoes are Worn 
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Piping Rock Horse Show 


Locust Valiey, L. I. 
(Photo by Underwood & Underwood) 


Fssuion decrees individuality and smartness 
in footwear and therefore this decree remains 
undisputed, wherein effect in dress is the undeni- 
able importance. 


Quality always did and will continue to merit a 
deserving view-point, and Lattemann’s shoes have 
long ago established that position. Brooklyn 
construction predominates. 


At the Show this will be in evidence. 


Ft. F. Lattemann Shoe Mfg. Co. 


74 St. Edwards Street Brooklyn, N. Y. 


‘Where Brooklyn Shoes are Worn 
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Westchester -Biltmore Beach 
Rye, N.Y. 
(Photo by Underwood & Underwood) 


WVurre society and well dressed people 
gather, there you will find Lax & Abowitz best 
represented and best displayed—because our styles 
have been held to be always in good taste and in 
harmony with the ensemble of well dressed people. 


The styles we will show on the runway, and in our 
sample rooms 801-803, at the Commodore, will 
demonstrate this completely. 


Lax & Abowitz 


17 Smith Street Brooklyn, N. Y. 


Where Brooklyn Shoes are Worn 
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¢ G y " V4 Mii, 
Palm Beach, Florida if) 


(Photo by, Underwood & Underwood) 


0° POSNER’> 


SCIENTIFIC 


SHOES 


For growing girls, misses and children, are of 
exclusive design, appealing to the most discrimin- 
ating everywhere. Styled to please youthful 
yearnings for something new, yet certain of con- 
tinued favor throughout the season. 

They are fashioned with that skilled craftsman- 
ship and materials typical of the highest Brooklyn 
standards. 

Our variety of styles, ranging from infant’s to 
growing girls’ footwear, and now including little 
gents’, are to be seen in their entirety at our sample 
rooms, 804-806, Hotel Commodore before and 
after the fashion parades. 


pe 


Dr. A. Posner Shoes, Inc. 


Showrooms, 140 West Broadway, New York, N. Y. 


‘Where Brooklyn Shoes are Worn. 
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Palm Beach, Florida cai meee rd Ue 5 OO | 


(Photo by Underwood & Underwood) Wii fs Hp i Y 
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THE indefinable quality of smartness, whether 
it be in the most ornate or that which is severely 
simple, is immediately as evident as it is hard to 
describe. It is either there, or it isn’t—and we are 
convinced that there will be no question of its 
presence in the Strassburger-Stiles’ shoes you will 
find on the runway at the Commodore—in our 
sample rooms at the hotel—or where smart 
people gather at any time. 


Strassburger-Stiles, Inc. 
99 Myrtle Avenue Brooklyn, N. Y. 


Where Brooklyn Shoes are Worn 
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SHOPPING 


was holding forth about yesterday at the tea. She 
said she had walked in the shop on her way up 

® and wore them right to Helen’s and that they 
felt blissfully comfortable.” 


MAGAZINE 
OROTHY glanced up from an engrossing 


fashion book and turned to greet her visitor. 

“Drop your wrap, old dear,”’ she said, “and draw 
up a chair—lI’m far too comfy to move. Besides, 
I’m magazine shopping!” 

“An expensive pastime, usually,’’ remarked the 
newcomer. “Bought anything yet?” 

“No, but I’m strongly moved by a pair of stun- 
ning pumps in the Ped-e-mode advertisement. Do 
you suppose they’ re really as comfortable as they’re 
described? You know I’m pretty difficult to fit.” 


“Why, my dear, those were Ped-e-modes Marie 


“They were smart as could be, too,’’ Dorothy 
mused. “Well, if Marie can get fitted, I surely 
can, because she’s always had to wear clumsy health 
shoes. Could you wait for me to dress and have 
Tom drive us downtown?” 


“I'd love to—I want a pair of those gored 
affairs like Marie’s. I knew your magazine shop- 
ping would cost me money,” she sighed. 


Ped-e-modes are shown exclusively 
in the shops listed below: 


4 Colonial Pump at its 


A graceful pump with 
low cut sides and sup- 
porting straps caught at 
the instep with a lovely 
buckle. In ali smart 
seathers and shades. 


L. Bamberger € Co. Ernst Kern Co. 
Newark, N. J. Detroit, Mich. 


Joseph Horne Co, Seymour Sycle Kerr Dry Goods Co. Thomas Kilpatrick Co. Knight Shoe Co. 
Oklahoma City, Okla. 


Pittsburgh, Pa. 


Higbee Co. 
Cleveland, O. 


Richmond, Va. 
Robert I. Cohen, Inc. 


Galveston, Texas 


City of Paris Dry Goods Co. 


Nicollet Booterie, Inc. 
Minneapolis, Minn. 


Gedemode 


'*'weeon PoRATEoO 


5TO Fifth Avenue. NewYork 


Near46tt Street 


Shoes for Women 


San Francisco, Cal. New York 


Omaha, Neb. 


Phelps Shoe Store 
Shreveport, La. 


Pedemode,Inc. _—_L. Livingston 


Portland, Ore. 


Clement &¥ Co. 
Springfield, Mass, 


best — comfortable for 
walking, it still graces 
the dressy occasion. In a 
wariety of modish 
leathers. 


New York 


Caspari €& Virmond Co. 
Milwaukee, Wis. 


S. C. Lauber 
Toledo, O. 


Davenport Hotel Sport Shop 
Spokane, Wash. 


Jacob Bros. 


New Orleans, La. 


Write for style book—wmno charge 


JULIUS GROSSMAN, INC., BROOKLYN, N. Y. 
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Setting the Style 


BROOKLYN STYLE SHOW EVENTS 


MONDAY—Footwear Fashion Revue at 2.30 and 8.30 P.M. 
Living models, correctly attired in morning, afternoon 
and evening footwear, color, lights and music—a master 
production. 

Style Displays—entire day and evening on eighth floor 
reserved for exhibition. 


TUESDAY—“Shoes for the Occasion” Day— at 2.30 and 8.30 
p.M. Living models, color harmonies, music and special 
features. . 

In the evening—Added attraction of 23 models in a 
production “Complete Shoe Wardrobe,” an around-the- 
clock setting of correct costuming with the emphasis 
on footwear. 

Style Displays—Entire day and evening on eighth floor 
reserved for exhibitors. 


Fe ee Sat 


Co a” aes 9 2 


=z 


=, =.) 
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4 


WEDNESDAY—“Buying Day’’—there will be no afternoon 


performance—a great day for style study. 

Evening— A Deluxe style revue in the grand ball room 
in conjunction with a banquet to the trade, with 
nationally known theatrical talent co-operating. 


All costumes by Oppenheim, Collins & Co. 
Hosiery by the Propper Silk Hosiery Co. 





The 1924 Style Shows 
Committees 


Chairman, L. C. Doremus. 
Vice-Chairman, THEo. CRAMER. 
Publicity, Frank GrossMAn. 
Entertainment, Georce MILLER. 
Banquet, M. E. Tostas. 
Hotel Arrangements, Emit SrrassBurGER. 
Max Horn. 
Admission, J. J. Kozak. 
Justus J. Larremann, 
Style, Joun R. Garsive. 
Ernest C, WHEELER. 
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PROPPER 
BLUE EDGE” 
HOsIERY 
“No > “No Chiffon 


Hose e . Like 
tke A DISTINCTIVE PRODUCT Propper 


Chiffon”— Room 863, HOTEL COMMODORE Blue Edge” 
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The Rita Sandal 


Produced on three 
modern lasts, carry- 
ing 8-8 Low Heel, 
12-8 Military Heel 
and 14-8 Spanish 
Louis Heel. 
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Pe enor . Fel tiadiae, 


Featuring the 


ila Sandal 
COPYRIGHT “PATENT APPLIED FOR 

A veritable inspiration in design, 
the ‘“‘RITA”’ Sandal has received 
instant recognition. With Fashion 
demanding tailored simplicity,the 
dominant appeal of this sandal is 


an unbroken line of beauty from 
heel to toe. 





Our production is so!d only thru 
wholesale channels. Permit us to 
mail you names,of wholesale dis- 
tributors in your locality. 


AUBURN. MAINE 
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WHAT EVERY 
MOTHER KNOWS--- 


That when the kids come home after 
a hard day of play in MOTHER 
HAGER’S Shoes and Low Cuts they go 
to bed happy, ready for another day. 


l vu>Rha. 


Are you keeping your kiddies happy? 
Here are a few of our leading numbers 


ready for you — NOW. : 


REG US PAT OFFICE 


Stitchdowns IN STOCK McKays 


No. 873H No. 62 


5-8 8-1! 114-2 2%-8 
733__Patent Sandal $1.10 $1.20 $1.35 
873H__Patent Sandal, Eng. $2.00 

62__Patent Sally, red inlay 1.75 2.00 


162__Patent Sally, red inlay. 
Eng. toe 2.00 


PROMPT SHIPMENT 


58 8i%-l1!1 II 2 
719__Cherry Moccasin Oxford $1.15 $1.35 $1.60 


8%-l! 11K%2 2%-8 
52__Patent Strap, foxed gray . 
quarter and strap $1.60 $1.80 


152__Patent Strap, foxed gray 
quarter and strap, Eng. toe 1.80 $2.10 


ORDER NOW 


2%-6 6-11 
26__Vox Mahogany Elk Ventilated Oxford $1.75 $2.00 
8%-11 11%-2 2%-8 
67__Patent Strap, 2 button fawn ‘ " 
strap, patent inlay $1.65 $1.90 
167__Patent Strap, 2 button fawn 


strap, patent inlay, - 
toe 1.90 $2.25 —_ 


DO NOT DELAY 


Your stock is low -~ delay means lost business. Complete stock list on request. ———= 


Hagerstown Shoe & Legging Co., Inc. 


HAGERSTOWN, MARYLAND 


| = 














Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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“Here’s a Stitchdown Romeo 


that’s Full 100%, Shoe Value” 


A.SHOEWISE 
says— 





“ OT just a slipper, but a real 

comfort shoe that appeals to a 
lot of my men customers. Strong 
enough to wear anywhere, this sturdy 
looking FISHER Stitchdown Romeo 
in brown Vici is a number that’s 
strong with me. You can’t beat a 
stitchdewn for lightness and flexi- 
bility—that’s why they’re so com- 
fortable—and for strength the stitch- 
down’s got ’em all stopped. It takes 
mighty little talk to sell a man a pair 

of FISHER’S Two Forty-Sixes.”’ 


No. 0246—Men’s Brown Vici 
Kid Stitchdown Romeo. Stock 
sizes 5 to 12, inclusive. .. . .$2.00 


5%—30 Days 
IN STOCK 


No. 0246 





LYNN,MASSACHUSETTS 


Boston Office: 216'Lincoln Street. Chicago Office: 189 W. Madison Street. 


a | 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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oe AdvanceStylesconstant- 

ly offered by Allen, Goller 
are enabling a growing number 
of up-to-date merchants to build 
increased sales and real profits. 




















Allen Gollor Shoe 


Boston Office, 207 Essex St~Factory 60 K Street, South Boston ~ 
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Ballets--In Stock 


Black Kid—Box Toe Black Kid— Ballet 
Black Satin—Box Toe Pink Satin—Ballet 
Pink Satin—Box Toe 


The Box Toe and Ballet Slipper 


with an International Reputation 








Officially adopted by the Dancing Masters’ Association of America 


We are assigning one agency in each city. Perhaps yours is still open 
WRITE!! 


When in town be sure and visit us 


Barney's 


654 Eighth Avenue New York 





53 


































Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Live Proof of How We Save You 15” to 30% 





“THE DEAUVILLE WINNER” 

At only $3.00 Front Strap with Full Pesforation 
PATENT LEATHER Ciba and Spevish Heels: Mode 
TAN CALF White Washable Cakeetic Sires 
WASHABLE WHITE 3-7 C wide only. Ready for ship- 


ment. 


CABRETTA _ ee Ri gl 
6 Pair Case Lots Only. aianee 








“THE BOSTON SLASHER” 
A t only $ 2 . 1 0 No. 9302—Women’s Patent Slash- 
ed front Sandals. McKay Sewed 
with Rubber Heels. Sizes 234-6, 
3-7, 3-8, 4-8. 
ES ee 
No. 2309—Same in Cuban Heels. 
Lined with Light Also made in light tan side leather. 
Tan Sheepskin 36 Pair Case Lots Only. 








“MISS st per 
No. 1932—Misses’ “hilds’ 
At only $1 ° 75 Patent Slashed sandal. McKay 
Sewed with Rubber Heels. Full 
Light Tan Sheep lined. A sure 
Winner. Misses’ Sizes 1134-2. 
Price. , Ss 


No. 1934—Childs’ Sizes 834-11. 
' Price... $1.60 
At only $1 -60 Also made in Light Tan Side 
Leather. 
36 Pair Case Lots Only. 


its « 





OU know these are the live selling styles and the prices speak 


AS 


SAT 


for themselves. Try a case each and you will understand why 


SF 


the big buyers always 
*‘See Rosenberg First for Jobs’”’ 


BS 


ZA\\\ 





S. Rosenberg & Son 


144 Essex Street, Boston, Mass. 





/ EVANS 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Bates Models for Dress 


NE of the strong classifications or groups of styles in Bates 
“Shoes for the Occasion” comprises several oxfords for full 


dress and semi-dress. 


Their distinct purpose is to supply the Bates dealers’ store shelves 
with precisely the right kind of styles to meet their demand for correct 
footwear for formal occasions. And these Bates Shoes do it. 


This merely emphasizes 
further the purpose and 
policy of the Bates Com- 
pany to equip its sales 
agents with salable shoes 
to suit all requirements 


of Men. 


Dress Models 
IN STOCK 


O greater popularity has come to 
any other Bates dress shoe in 
many years than to No. 2511-B, as 
illustrated here. It is formed on our 
“‘Wellington” last and built of finest 
Patent Leather, with a unique and 
effective side-goring to give perfect fit 
and flexibility. It is an ideal model for 
full dress wear. Companion styles in 
our Dress group are No. 3500—a full 
6-eyelet Oxford, all Patent 
Leather with plain toe— 
and No. 3100, which is the 
same shoe but made of 
light, smooth Gun Metal 
Calf. 


| 
SSN 
~ 


Wins 
U 


iL 


Tj 
uy 


Stock No. 2511-B.—Patent 
Leather, with best side-goring. 
Belting leather inner and outer 
soles; all leather heel. B, C and 
D widths ; 


We supply dealers with newspaper electrotypes for all 
in-stock styles. Ask for our Spring Portfolio, showing 
six special groups of Bates ‘‘Shoes for the Occasion.”’ 


A. J. BATES CO. 


WEBSTER - 


wy 


>» Sipe TUES <n Aull W, 


- MASSACHUSETTS 


55 
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SIN Bay 
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——KARELIS| 


EXTRA! 


PLEASE NOTE REDUCTION IN PRICES 


Usual Standard of Quality and 
Workmanship 


These shoes are in stock now. 


No. 413 Goonipe Imp. Brocaded Silver Turn. 
One-strap. 364 last. Genuine Fr. Cord. Leather 


lined. Solid leather grain counter. High grade No. Ww 
soles. 13-8 Spanish fall junior Louis heel. y* Cc. 364 = Cubeue freee Sah Genk. Lends 
2-8. Price “ $4.50 lined. 13-8 Spanish junior _ Louis covered 
No. 406 Same as above. 14 last. 88 heel. heel. High grade sole. B-C. 214-8. Price $4.25. 
"$4.50 At once Del. 
Price 813 All . Chrome. Exactly as - 
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No. 613 Black Satin Turn. Black suede collar. 
364 last. Silk cord. Solid leather grain counter. 
Leather lined. Full junior heeeeen covered heel. 
B-C. 24-8 Price $4.00 





No. 204 White Kid Marion Turn. One-strap. R di Pri Pri 7 
Cut-out front. 25 last. Silk cord. Leather lined. egarding Frices—Frices quot are very 
ae A ee covered Bee 2h , a 2 =>. low for turn shoes of dependable quality. se 806 i. stout | Ca—e. Rw | Lh 
lid leather counter. rice. .$4.2 i ne-stra sich ront t. Sil oO 

No. 814 All Patent Chrome. Exactly as Ne ane ee aa > pe for omen per pair Lanther nal rade sole. 8-8 Celluloid 
OE eee : SOP more in adv prices Is 1s to cover covered heel. Seki ther Counter. a. 
No. 724 All black kid. Exactly as No. an extra cost of handling and shipping. Terms 24-6 8. Price Disks icaa * ttsssnig’ fehss ac 3.85 
i on 85 lo ite actly lil ice 
No. 604. Black Satin, Suede trimmed with “= Ee are 2 pe am. 10 days, 34.35 
Black Suede cut-out front. aaeely as No. 204. ne ays. No. 616 Black Satin, suede trimmed. ine 
Price. . $4.00 like 806. Price $4.00 











Owing to the fact that we wish to make room for new styles, we are making a special reduction on the following 
numbers, which is way below cost. 
Will ship not less than |2-pair lots. Less than 12 pairs price is $3.50. 


No. 524—Gray Buck Marion like No. 204. + 25 No. 503—Airedale Buck Marion like No. 203. 
No. 564—Airdale Buck like No. 204. 3: No. 546—Gray Buck like No. 806. 
No. 573—Gray Buck Marion like No. 203. No. 536—Airedale Buck like No. 806. 


——————————— 
KARELIS SHOE CO. 
HAVERHILL, MASS. 
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Bushee Letiuaiits te ectunel Red abaittsing Oi Gin Bent and Mite Maerde. 
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P-TO-DATE semi-conservative 


shoes as well as 


O-SO-EZE 
and 
O-SO-SNUG 


Footwear 


PROVEN PROFITABLE FOOTWEAR 


TELEPHONE YOU R WHOLESALER 


Laclories Brockton, New Uedford NahuaNXK 


Made in New England 
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This illustrates Snappy Ties, No. 55 in Gray Suede. 
Also made in Black Suede (No. 54). 


Stetson’s ‘“‘Snappy Ties’’ 


IN DEPT. 5 


INCE our recent an- 

nouncement of carry- 
ing these two models of Cr@ 
Snappy Ties in Dept. 5, ; 
our shipments on sizing- 


in ordershave demonstrated the unusual 
demand for these remarkable shoes. 


No other footwear fashion for women 
this spring has outdistanced this com- 
fortable, attractive model. 


Their popularity now seems indefinite. 
So aptly do they serve as a delightful 
variation from conventional oxfords 
and pumps that our own and our deal- 
ers stores are establishing interesting 
sales records with them. 


We again suggest promptness in ordering 
Snappy Ties from Dept. 5. 


THE STETSON SHOE Co. 


INCORPORATED 


South Weymouth 90, Mass. 








100% BUSY 


Wearing Out Shoes! 


Mothers are on the look-out for long 
wearing shoes. Children are playing 
out of doors again and are 100% busy 
wearing out their shoes on stone pave- 
ments, back lots, trees and fences. 
Now is the time to sell these mothers 


eCB0B4, 
SHOES 


which are the most satisfactory children’s 
shoes you can sell. They not only give you a 
good profit,—they also build a reputation for 
your store as the place of good values. Moth- 
ers appreciate the good appearance of Acro- 
bats, their perfect fit and durability. The 
patented Acrobat “Double Welt” construc- 
tion makes them rip-proof and practically 
watertight. They stand more hard wear than 
any other shoe for children, and their “Nature 
lasts” make them comfortable and easy to fit. 


No. 1610 — Mahogany 
Lotus Barefoot Sandal, 
Leather Quarter Lining. 
No. 1600—Chrome Pat- 
ent Barefoot Sandal, 
Full Leather Lined, 
White Fitted. 
In Stock 


3/8 D Buck Chrome Sole 
(No. 1600. 5/8) 


844/11 D Oak Sole 
1144/2 D Oak Sole 


Acrobats are made for babies, boys, girls and 
young women in a large variety of styles and 
sizes. They are all leather, made without 
tacks or nails, and are popular with first-class 
retailers and first-class customers. 


SEND FOR NEW CATALOG 


Our new catalog “24 S” shows in- 
stock styles in children’s summer 
footwear. Many fancy novelties 
represented in same high Acrobat 
quality. 


Shaft- Pierce 
Shoe Company 


232 3rd St., Faribault, Minn. 


Specialists in 
Children’s Good Shoes since 1892 


Dealer Influence is secured thru advertising in the Boot and Shoe Resordar. 
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The “Covered Wagon” 
44 Reel Style 


Patent Leather. . . . . . $4.50 
Black Satin with Suede . . . 4.50 
Genuine F. B. & C. White Kid . 4.65 


14/8 Full Breasted Junior 
Spanish Louis Heel 
A-BC sizes 3 to 7 








3 
HOT 
ous 


Genuine F. B. & C. White Kid . 4.65 
16/8 Full Breasted 


Spanish Louis Heel ORDER NOW— 
A-BC sizes 3 to 7 D ON’T DEL AY ' 


Patent Leather . . . . . . $4.50 
Black Satin with Suede . . . 4.50 $4.50 

















_Duane_Shoe © (ompany, 


& CORPORATION 


143 DUANE STREET, NEW YORK 


DETROIT OFFICE FACTORY CHICAGO OFFICE 
301 Watson St. HAVERHILL, MASS. 3418 So. State St. 


HAVERHILL STOCK DEPT. BALTIMORE OFFICE KANSAS CITY OFFICE 
403 River Street 13 W. Redwood St. 538 Ridge Building 


RUA 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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To be shoemakers to the entire family means 
a thoroughness in this respect that is an advantage 
to the dealer and the consumer. Shoes for every 
member of the family, regardless of age, for men, 
women, boys, girls and infants; shoes for every 
occasion—work, dress or play; shoes of many 
grades, to suit every purse; these are the products 
of Rice & Hutchins. You can stock a full line of 
footwear that will serve every family in your 
community. A few representative in-stock num- 
bers are shown. 


The Family-- 


every member can be sold 
Rice & Hutchins Footwear 
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Style 1687—Young Men’s¥ Educator Style 6418—Women’s Airedale Buck Style 9657B—Big Boys’ Coffee Elk 
Russia Calf Oxford, on Style, Aurora Pump, Soutache Braided Vamp, a Eieonees Outed, & 6-8. .$3.60 
Brass Eyelets, B—D, .. $6.00 12-8 Covered Cuban heel. B-C. .$4. Seyle 9657 —Boys’ same, Sos -5%4.. 3.25 
— 1688 —Same ou “blind eye- Style 6442—Same in all gray buck 4.50 4.50 Style 9657X —Little Men’s same,¥10- 
lets... 6.00 Style 6444—Sa me in white kid 13 3.00 
Style 6445—Same in black satin. ry 5 


IN STOCK 
NOW 


Ready fer Immediate Shipment 
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RICE & HUTCHINS 


INCORPORATED 
13 High Street, Boston, U. S. A. 


Distributing Branches: 


Style M4511—Growing Girls’ Patent Rice & Hutchins Atlanta Co. 
Colt Mignon Educator Play tem Rice & Hutchins Baltimore Co. Style 5369X—Infants’ Nude Buck, 
Rubber heel, Flexible Welt Sole. 244- Rice & Hutchins Chicago Co. Sylvia Educator Pump, turn 

-D. $3.56 Rice & Hutchins Cleveland Co. Spring heel, Russia trim. D. 
4511— Misses’ same 114% —2. ‘C-D 3.25 Rice & Hutchins New York Co. 
4511X—Children’s same, 84-11. D. Rice & Hutchins St. Louis Shoe Co. Style'5369Y—D. 4-8 
Spring heel. 2.85 Atlas, Shoe. Co.,. Boston, . Mass. 
4511 Y —Infants’ same. 5-8. D. D. Spring Jos. I. Meany & Co., Inc., Phila., Pa. 
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Style Needs a Traffic Cop 


By ARTHUR D. ANDERSON 






\ N 7 HAT sort of a situation would we beinifthe other more recent makes, to come into the lead, and 
traffic cop were given an extended holiday and make the grade up to the cash register. 
the rules of the road were “Each for Himself?” . ; 

Well, precisely that situation exists today in the An Unrestricted Highway 
shoe business. It is a game of each for himself—any one 
type of shoe rides its reckless path without considera- 
tion of others. 

We have seen some cut-outs swing into the road that 
leads to the cash register, then come to a blow-out, and 
to be stuck along the side of the road until more sizes 
(like new gas) were bought, and then.dodging around . ure of straightening out. 








All sorts of movements are possible on an unre- 
stricted highway. Most every store is situated on the 
crossroads of public demand. If the merchant has as 
many whims and fancies as his window indicates, is it 
any wonder that the public is confused and in doubt as 
to which direction to go? The traffic needs some. meas- 
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The traffic cop must put up his signals “Stop” and 
“Go” and indicate quite clearly the movement of foot- 
wear at a profit. Just as at this busy corner of Fifth 
Avenue and Forty-Second Street the “Stop” and “Go” 
signals are alternated with great rapidity, so it is like- 
wise true that seasonal trends of style are subject to 


“Stop” and “Go” signals. 
Let's Go—Down Tailored Highway 


Just at present the Recorder would like to act as a 
traffic guide to indicate a “Go” signal on the tailored 
highway. We have every assurance from authorities in 
the fashion world that tailored costumes, sold to the 
exclusives this spring, will be sold to the general 
feminine public in great volume next fall. It is natural 
to expect that the traffic signal of “Go” has set many a 
designer of custumes and footwear to a consideration of 
what women would wear on this tailored highway. It is 
one of the big, broad movements of style that appears 
once in so often indicating a real change from the 
accepted method of dress generally prevailing. 


A Summer “Stop” Signal 


So all this spring the tailored spring, the tailored 
movement has been such that the traffic has gone six or 
seven blocks down the avenue until the summer “Stop” 
signal is given when the light dresses, sports and whites 
were given the “Go”’ signal on the diagonal road. When 
September comes, the signal lights will be switched and 


the tailored vogue will go down the highway and along 
the main street of every city of the country. 


Firm Foundation of Fashion Fact 


Merchants who have read the Recorder with care 
since our January 19th issue can verify these facts, for 
even as far back as that date we pointed out that the 
tailored suit had a firm foundation of fashion fact 
behind it. It calls for simplicity in footwear and a 
reliance upon materials to give distinction. As we 
predicted at that time, the tailored-suit period brings in 
heavier woven materials and indicates slightly heavier 
types of footwear, or at least tailored simplicity in 
footwear. The harmonies of the tailored vogue demand 
simplicity in every component part, and to put at the 
foot of that new style picture a weird and freakish shoe 
would give a very unfavorable impression. It is for that 
reason that we call the entire trade’s attention to that 
which is before it. 


Common-Sense Rules 


Now what we say on the tailored vogue is no hap- 
hazard jumbling of facts, no reliance on that instinctive 
hunch that is usually accused of building up style facts, 
but a real, common-sense survey of the actual and 
practical knowledge of leaders in the apparel trades who 
spend millions of dollars in the preparation of materials 
months in advance of its being cut up into garments. 

There seems to be more definite assurance on the 
part of the garment trades since the Longchamps races 


in Paris at Easter, when it was noted that 50 per cent 
of the costumes worn were tailor-made and a large pro- 
portion of these in materials similar to men’s suitings. 
So much for the general trend of style indicating that in 
May we have some assurance of what will be nationally 
wanted in September, October and November. 


Be Prepared Nezt Fall 


Let us make a broad statement. We cannot as an in- 
dustry progress in any one direction if every one in the 
trade is pulling in opposite directions. If the Recorder, as « 
traffic cop would indicate that in May it is time to pre- 
pare for the run of business along the tailored highway 
of next September, October and November, it indicates 
clearly that merchants should look at their stocks anid 
slowly and gradually prepare themselves by bringing ir 
types of shoes, plainer in effect, more beautiful in line, 
and be in a position of preparedness for a tailored demand 
neat fall. 

Revolutions are a bad thing in business. An arbitrary 
decision that automatically on any one date everything 
in the store shelves is out of fashion and in its place 
something else comes into fashion, would represent 
anarchy. 

Style actually melts from one season into another 
season and from one type of shoe into another. Just ai 
present most stores say that they have a store full of 
shoes with no shoes to sell, excepting those numbers 
that have recently come in as new shipments. All the 
money of the business is tied up in carrying charges. If 
such a condition continues there will soon be no money 
in the trade and business will be done on credit exten- 
sion. There is no question but what something has got 
to be done to correct the credit system and if an or- 
ganized attempt is going to be made to develop more 
simple shoes and tailored effects, it has got to be 
financed on a basis of payment for goods when due or at 
discount date. 


A Matter of Credits 


We have asked J. H. Tregoe, Secretary-treasurer of 
the National Association of Credit Men for a statement 
on this phase of our story and we have it herewith. 

““A young man, desirous of entering the shoe business, 
has saved $1200. With one-third of this sum he rents a 
store room and pays rental in advance. With the re- 
mainder he buys furniture and fixtures. A large manu- 
facturing concern, that the wheels of its industry may 
be kept busy, furnishes this young man goods to the 
extent of $12,000. After struggling under the load, the 
enterprise collapses and he throws his unsold stock back 
upon the selling house. We have here depreciated mer- 
chandise to be sold at any price and to take the place of 
goods in the same line that might be sold at a legiti- 
mate profit. 

“There has been too much overcrowding of retail 
merchants in this manner, which is like stuffing a 
dyspeptic with food. There has been too little adherence 
to sound selling principles in the inviolable laws of 
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credit. A large part of our failures in the past two years 
could be attributed to this cause. 

“T cannot understand the logic of turning out goods 
and overcrowding merchants when in the long run it 
would prove more stabilizing to have production ap- 
proximate consumption. 

“This is something that should be closely considered 
in the counsels of our business enterprises. Would it 
not be better to swallow the overhead even though it 
bite deeply into profits than to have a backwash from 
overproduction and to kill merchants by overcrowding 
beyond their absorptive powers?” 


Overdone on Freaks 


if the shoe industry is to make progress in one direc- 
tion and that need is clearly defined by every merchant 
who believes that we have over-done the freakish shoe 
vogue and that women are going to ask for simple and 
beautiful patterns, it is the opportune time now in May 
to carefully study what shoe designing centers are 
doing to bring about a movement in one direction in 
men’s minds on the subject of smart shoes. 


Already “On the Way” 


One cannot look ahead without first looking back 
and reviewing the three years past. It has taken this 
length of time to bring the public back again to a state 
of normalcy so far as footwear is concerned. During this 
period the demands made upon dealers for style mer- 
chandise was tremendous but after reaching the stage 
where it was overdone, it began to sour and indications 
now point to a return of saner models. For several 
months high-grade stores have been featuring ““Tail- 
leur” merchandise, indicating a return of modish foot- 
wear which translated means, shoes of character for a 
definite purpose. Workmanship is emphasized and the 
public is finally being educated on when a shoe is a shoe 
and not an ornament for the foot and the public is 
eager to fall in line with the idea of being well shod in- 
stead of being a walking advertisement of freakish 
footwear patterns. 


What About “Old Stocks” 


During these three years we have heard a good deal 
about liquidation. The year of 1920 found excessive 
stocks everywhere and the problem of stock reduction 
at once presented itself. On top of this, the idea of style 
merchandise was invented to force the public to buy 
new shoes, resulting in a further handicap in giving the 
dealers a chance to clean house and by selling in the 
regular course of business enough of their old styles to 
give them the cash with which to buy the new. As a 
consequence liquidation has not taken place. Shoe 
stocks are as high or higher today than they were three 
years ago. The difference is that three years ago they 
had oxfords and high shoes on hand and today they 
have straps and fancy patterns. The profits for this 
period have gone back on the shelves and from a stand- 
point of sound value, shoe stocks are worth less today 


BOOT AND SHOE RECORDER 63 


than in 1920. There are of course isolated cases where 
this does not apply but in general this is true. 

That dealers have about exhausted their means to 
buy pattern after pattern is evidenced by the drop in 
production during January and February this -year. 


Let the Store Catch Up 


According to the report of the Department of Com- 
merce these two months showed factories produced 
eight million pairs of shoes less than a year ago for the 
same period. Of this amount two and one half million 
was on men’s shoes and three million in women’s. 
While it creates a hardship for the manufacturer for the 
present it will benefit him later because it will give the 
dealer a chance to catch up and get his stock down to a 
proper level. The law of supply and demand cannot be 
violated forever. You can force business just so far but 
when you go beyond a certain point it is dangerous. 
There has been too much forcing the last three years 
and a let down in production of freaks will alleviate the 
situation and help the dealer who has been working day 
and night to keep out of hot water. 


A Call for the Oxford 


Men on the road report only a moderate advance 
business for fall and that only for plain shoes, oxfords 
in black and of regular and orthopedic design. No one 
will even venture a guess on what will be the big seller 
next season nor are dealers giving it much thought. 
Their problem is not what to buy but how to sell. They 
realize that their present stock is top heavy and it is 
the question of liquidating with them that must be 
answered before they direct their thoughts to fall mer- 
chandise. They must begin today to do the thing they 
intended doing three years ago—reduce their stock to 
an amount that will give them at least a three time 
turnover and unless they are given assistance and plans 
for doing this manufacturers cannot look for big busi- 
ness this year nor next. 


Shoes Without a Customer 


One large merchant of women’s shoes says there are 
one hundred million dollars tied up in excess women’s 
shoes. Think of what this means. How many of these are 
dormant on the shelves of the family shoe store? Imagine 
how much the industry as an industry would be bene- 
fitted if this money was actively employed. One hundred 
million dollars in shoes that never should have been 
made but the idea of “let me get mine and the devil 
take the hindmost”’ has been the cause of it. It has not 
been a question of competition but simply a case of 
grab, regardless of consequences and the retailer has 
had to pay the price. One hundred million dollars will 
pay a lot of bills and keep many dealers from becoming 
disheartened to say nothing of those who have been 
forced to liquidate or otherwise discontinue business 
and by so doing dump hundreds of thousands in good 

(Continued on page 75) 
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Comes Now the Vogue of the Sports Costume 


What's Good for the Gallery and the Players—Plus Shoes 
By MARGUERITE CAROE 


FEW weeks more and the great 
A outdoors with golf, tennis, and 

racing becomes the point of upper- 
most interest. Thus do women’s fancies 
now turn to sports clothes. 

The smart sports costume is more 
often than not a two-piece affair con- 
sisting of skirt and slip-over blouse. The 
skirt may be wrapped around or pleated. 
Dropped low on the hips it eliminates all 
gathering, thus providing a totally flat 
silhouette. 


Be_TLess BLousEs—MonoGRAMMED 


The beltless blouse, often mono- 
grammed, generally boasts a pointed 
neck with or without collar. It some- 
times buttons midway down the front. 
As a fabric it selects flannel or kasha or 
preferably silk crepe for the warmer 
weather. This type of costume was al- 
most uniformly worn at Monte Carlo 
and Palm Beach. For sports, properly 
speaking, a tuck-in blouse may be used 
covered by a woolen coat or slip-on 
sweater. 

Instead of a sweater with a flannel 
skirt Bonwit Teller and smart sports 
shops suggest a man’s fitted waistcoat 
buttoned up the front and buckled in 
the back, of the same fabric and color of 
the skirt. A three-quarter coat completes 
the costume in emerald green, scarlet, or 
yellow. 


One-Piece Dresses FAvorepD 


Second in choice comes the one-piece 
dress of boldly striped tub silk, silk 
crepe, or flannel with long or short 
sleeves, a man’s bosom front, V-neck 
or even closed front, then usually scarfed 
and monogrammed and often even 
bound in color. 

The mannish tailleur usually in white 
flannel finds its place in sports wear also 


Left—Tan Russian calf tailored shoe; from 

FJ. & F. Slater. Above—Airedale suede back with 

scallop trimming and vamp of tan Russian calf; 

from Cammeyer. Right—Patent leather shoe; 
from Hanan. 


Black satin and white crepe de Chine “ensemble 
costume,” typical of the afternoon dress and coat 
silhouette now seen at smart gatherings. Made- 
leine et Madeleine model imported by F. F. Fonas. 


generally accompanied by a brilliant 
scarf. One store shows such a model ac- 
companied by a black flannel vest. Black 
and white, by the way, hold fashion as 
firmly in hand as ever; scarlet, however, 
is predestined to replace black as the 
season progresses, especially for sports. 
White is the outstanding color for sum- 
mer, but mention must be made of 
green and yellow also. 


KniITwEArR Nort So Goop 


Knitwear has undoubtedly fallen from 
its exalted pinnacle, bouclé practically 
alone surviving and then following the 
two-piece vogue. An interesting example 
of this fashion is a slip-over model fin- 
ished with a hand-painted white kid 
collar, cuffs, and pocket. Hand painting 
intrudes all fields this season, even the 
realm of sports. 

Fashion recognizes one hat only for 
sports, the narrow brimmed cloche of 
felt or bangkok in white or bright colors. 
On the other hand, we find two alterna- 
tives in shoes, the white buckskin oxford 
or low-heeled single or double-strapped 
shoe. The long printed scarf is necessary. 


Gay Coors PLENTIFUL 


Country clubs will view a colorful dis- 
play of gay printed crepes and chiffons 
in floral patterns with scarf to match in 
afternoon dresses. With or without 
sleeves these dresses invariably stick to 
the straight line, though adopting 
flounces or some other fulness. 

The lingerie dress of embroidered net 
and lacy ruffles or hand-worked linen or 
voile will undoubtedly rival prints in the 


heat of summer. To complete this type 
of costume we find wide-brimmed hats 
adorned with a spray of flowers or a 
single large bloom or again all a-flutter 
with lace, drooping from the brim t 
overshadow the eyes of the wearer. 
Shoes will be of white or beige kid or 
black patent leather trimmed in colored 
lizard. 


Tue Lure or Roman Stripes 


Roman stripes continue their gay 
and luminous race. Daily we find new 
adherents to their creed, the latest being 
Shetland sweaters and scarfs striped in 
the softest pastel shades, as displayed by 
Altman and Franklin Simon. Worn with 
a soft colored flannel skirt the effect is 
charming. Belts which are rapidly gain- 
ing momentum give full recognition to 
the Roman striped craze in adopting 
brightly striped ribbons for their newest 
medium and using leather and a buckle 
as fastening. Then again bags decide on 
stripes for their center motif bordering 
the silk with colored kid or leather for 
both practical and decorative purposes. 
Other envelopes prefer the striping 
throughout omitting the leather alto- 
gether while on others merely a striped 
band appears on the blacksilk orleather. 
The newest five- to six-foot scarf uses 
Roman striped or plaided chiffon as 
fabric. A charming sports dress selected 
subdued stripes of this character for its 
material. The bodice ran horizontally, 
the skirt, vertically. Ferle Heller in turn 
uses a touch of this ribbon in black 
satin turbans. It is amazing to watch 
the rise of these stripes in all fields of 
dress. Gloves and shoes will undoubtedly 
see them next, for all fashions are falling 
under their spell. 


Back SaTIN AND GoLp Kip 


That one item of dress influences an- 
other is certain. More and more is the 


Left—Patent leather shoe with diagonal white 

kid trimming; from Frank Brothers. Center— 

Cut-out airedale suede shoe with buckle placed 

on instep strap, from. Shoecraft. Right — Gray 

suede shoe with gray kid criss-cross strap coming 
‘rom turn-over cuff; from I. Miller. 
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Above—Patent leather slipper with tailored bow 
on instep strap and binding of black kid. Center 
—Tan kid pump with criss-cross cut-out. Below 
—Black suede cut-out oxford trimmed in patent 
leather. All three shoes from Delman. 


costume idea developing. Due mention 
should be made of the growing impor- 
tance of the combination of black satin 
and gold kid. We first perceived it in 
hats where a band of gold kid, a rosette 
or even quills of the leather filled the 
function of adornment on the black 
satin chapeau. Next in line came the 
black satin or patent leather slipper 
piped in gold, to which combination 
gloves also fell heir here combining black 
kid with gold kid pyramid inserts in the 
cuff. The extremities having been dealt 
with they next partook in the complete 
costume when the black satin coat came 
into being. This coat depends on a re- 
stricted use of gold kid in a tiny border- 
ing scallop and a bird motif for its trim- 
mings. The discreet use of the kid makes 
the coat decidedly smart as already 
proved by a well-gowned woman wear- 
ing the model on Fifth Avenue. A two- 
piece dress of black satin uses gilt braid 
instead of kid to carry out a similar 
color scheme. 


FLANNEL AND CuINnTz Coats 


Summer brings to light new ideas in 
coats. Chintz in the realm of coats has 
adroitly worked its way to the fore. It 
first appeared in the form of a collar, 
cuffs, and pocket on a coat of black rep. 
This was novel enough, but its second 
step is still more striking for it now fabri- 
cates the lining of a tan suede finished 
cloth at Hollander using the chintz as 


BOOT AND SHOE RECORDER 





Line, Color and Ma- 
terial in Shoes 


F Line, color and material are the three 
essentials of shoes. Upon one of the 
three hangs the smartness of a shoe but 
all three should not be attempted at once. 
That is, if the material is elaborate the 
cut should be simple, the color subdued 
and vice versa. Material this season is an 
important item, for never has there been 
such a scope for selection. Smart women 
coming from abroad talk of nothing but 
lizard, antelope and alligator. We feel 
their importance. growing daily, for 
exclusive bootmakers such as Delman, 
Rossiter and Hennings not only stress 
these leathers as trimming but venture 
boldy forth with shoes made entirely of 
them in either strap, tongue or oxford 
models, invariably simple in line. 

Suede, which has almost controlled the 
shoe field, is now on the downward path, 
gradually being replaced by kid for 
dress wear and calf for the tailored attire, 
which leather appears in tan and black. 

Pumps or sandals in siloer or gold 
cloth or kid, or sometimes satin, rule 
shoes by night. Gold or silver cloth and 
kid often mingle their charms. There are 
no large buckles used but many smaller 
ones, a tiny rhinestone buckle often 
appearing. 

For summer, all white dominates 
every country occasion in buckskin for 
sports, in kid for afternoon wear. The 
touch of color indulged in from time to 
time is merely a deviation from the 
general rule. In shoes, as in clothes, the 
tailored, mannish trend demands plainer 
cuts. 




















Above—Moroccan leather envelope with Beauvais 

embroidery motif; from Martin & Marin. Center, 

—red leather envelope strapped in black. Below, 

—Real lizard bag dyed green. Last two bags 
from’ Hickson, Inc. ; 



























Above—Black patent leather pump with rosette of 
same and jet button. Center—Mouse gray sucde 
pump piped in silver kid, featuring tailored 
bow, one loop of which is self colored suede and the 
other siloer kid joined by tiny steel buckle. Below— 
Banana colored buckskin shoe with tailored bow of 
buckskin and brown ribbon on instep strap. Note 
brown stitching. All three shoes from Hennings. 


cuffs and narrow banding round the 
edges. Having thus far succeeded, why 
hesitate? In its third attempt at promi- 
nence a Lanvin coat in a three-quarter 
length is entirely of chintz subtly Beau- 
vais embroidered in gold and silver, 
some of the flowers being entirely cov- 
ered in the metal thread. It is reported 
that this coat will make its name at 
Newport. 

Bands or cut-out motifs of chintz 
similarly stitched now adorn dark silk 
dresses, white bouclé sweaters, scarfs, 
and hats. It is a noteworthy form of 
trimming. 

Besides cretonne, white flannel is a 
favorite medium for the invariably 
straight-line coat which, under no cir- 
cumstances, is permitted to button. It is 
simply held in place. 


Scarrs GALORE 


Scarfs of all fabrics swish merrily on 
in a bewildering array. In spite of their 
representation in every phase of fashion 
life, women adhere more and more 
closely to them, there being a different 
kind of scarf for each occasion. 

To be smart in the street one’s throat 
must be muffled in a gayly printed affair 
which is wound around the throat, both 
ends hanging frontward underneath the 
coat. This is correct with either the 
mannish “tailleut’” or the ensemble 
costume. 
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THE RECORDER CREED 


Getting More Shoes Sold Right; not only 
““more’”’ but “‘right’’; sold for the right pur- 
pese, to the right wearer, in the right fitting, 
for the right price, at the right profit. This is 
the great problem of the retail merchants. 
The chief purpose of the BOOT AND SHOE 
RECORDER is to help solve it; for this is the 
basic problem upon which depends the prog- 
ress of the entire allied industries relating to 
shoes and leather; their production and dis- 
tribution. 





‘““Convict-Made”’ Competition 
HE more we see of the trick played on the shoe 
industry by an enactment of Congress, whereby 

all army and navy shoes will be manufactured by con- 
vict labor at Fort Leavenworth, the more we feel like 
looking for “the nigger in the woodpile.” 

Has it been made “worth while” for somebody to 

put up a factory and to buy equipment? 

Are there not enough competitive factories in this 

country to give the government the lowest possible 
price per pair for every shoe ordered, rather than the 
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highest price per pair which is usual to government 
operated plants? 

We see a situation arising where the convict factory 
will be given opportunity to sell convict-damaged 
army footwear (and the spoilage will be great) to the 
public. There will come out of this somehow a leakage 
of shoes, as there are ways and means of getting almost 
any commodity underhand. 

The trade hasn’t properly expressed its indignation 
at this measure. 

It has not made itself vocal to the president or to 
congress. 

Something can be done to stop this outrage against 
industry. Read what we’ve got to say about it in this 
weeks’ issue and if you know anybody in Washington 
that amounts to anything, or whose influence is of any 
value, write him a scathing letter. 

It is time that responsibility for such measures should 
be given nationai attention. 

The bill in Congress was slipped through when 
everybody was napping. “Shoes, brushes and brooms” 
are a small part of the equipment of soldiers and sailors. 
Convict made army shoes become a real matter of trade 
principle, warranting the unanimous action of the entire 
industry. Let’s stop them kicking shoes around. 


2 a | 
The False Army Store 


N every city and town in the country is to be found 
an army supply store. The inference is that war 
goods are being sold at ridiculously low prices, and the 
public is the gainer by shopping there. We have made 
an investigation of many of these stores and find that 
the greater proportion of their supplies are shoddy and 
second-grade goods purchased from factories, bankrupt 
stocks, shelf-warming plunder and old warehouses. 
These goods have never seen an army or navy inspector 
and are not entitled to be classified as surplus war 
goods. All sorts of brands are put on the Munson last 
shoes and are stamped with emblems as closely resem- 
bling inspection marks as possible. 

Here is a little idea in the experience of M. Abrams, 
proprietor of the Economy Center in Big Rapids, 
Michigan. 

He says: “For a year we were hard pressed by an 
army store until it got so bad that possibly not more 
than ten pairs of men’s shoes a week were being sold 
by us. We held on to our stock and courage until the 
army store got cold feet and quit. Still the men did not 
come back. We finally solved the problem by renting 
the store room where the army store operated, moved 
our men’s and boys’ shoes into it, invested about $2000 
more, thereby increasing our business $2000 in a little 
less than two months, with only an additional expense 
of about 10 per cent.” 

This is one way of meeting the competition of the 
army store. Equally as good is to show up the mer- 
chandise that is sold under false pretenses. Cut a pair in 
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two pieces and explain the difference between good and 
bad values. Tell the public the place to buy shoes is 
not in a rummage corner, but in the professional light of 
good shoe store service and fitting. 

A continuation of army stores six years after the war 
ought to convince most of the public that other goods 
are being “faked” as army supplies, or that the pur- 
chasing departments during the war bought enough 
supplies to outfit the world for generations to come. 
Perhaps more foot powder was bought, than actual 
American gun powder was shot in France. 

But when it comes to shoes in selling sizes and widths, 
the left-over army supplies have been consumed by the 
public Jong since. The Federal Trade Commission 
should seriously consider the proper definition of an 
army supply store that has 90 per cent of its stock in 
current made, shoddy merchandise. 


ee | 
Are Salesmen ‘‘Born”’ or 


‘**Maded”’ 


ODAY is not only the tomorrow of yesterday. It is 

more than that; it is the fulfillment of all the yes- 
terdays. So the retail salesman is not only one step 
ahead today, but as far ahead of yesterday as his years 
of experience permit. Retail selling was always a science 
but we never awakened to its possibilities until recently 
and now, with a little study, are able to see its future 
development into one of the greatest forces in business 
essentials. 

To say that “Salesmen are born, not made”’ is an 
untruth. Some men have a natural talent for selling, 
but it requires cultivation to develop that talent to 
make it produce results. Others must create this talent 
through environment or from choice, but the under- 
lying desire must be strong enough to carry on this 
period of development through the various stages to a 
high degree of efficiency or the effort is in vain. 

It is for these reasons that the Recorder is developing 
the “Ladder Club” as an instrument of “getting more 
shoes sold right.”” There is much work to be done, 
everywhere, to make shoes move towards the public at a 
profit to the merchant and his staff, and to the lasting 
pleasure of the customer, who comes again feeling’ that 
service warrants continuous patronage. 


a aw 


‘‘Hayseed’’ in Farmers’ 
Institutes 


E is no longer the “hayseed”’ of former years but a 
business man, systematic in his work and awake 

to the opportunities life holds for him in other things. 
While the farmer has had a hard time getting ahead the 
last three years he has made some strides because of 
his hardships; he has learned how to look upon his 
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labor from a business standpoint and has adopted 
systems of various kinds to inform him of his progress 
from day to day. He has helped to create Farmers’ 
Institutes where he can receive help in production and 
to realize his possibilities by proper organization. 

Here is an opportunity for the country shoe mer- 
chant. Get in touch with the Farmers’ Institute nearest 
you and solicit their shoe trade on direct store service 
or a mail order basis. Every one of their members shows 
he is progressive or he would not belong to such an 
institution, and where you deal with a progressive 
farmer you can feel comfortably safe he is of the type of 
customer you most desire. These bodies. present a great 
many lectures on various subjects as they pertain to 
agriculture or cattle breeding but they could and should 
have experienced merchants talk to them on how and 
what to buy in the way of clothing and food and if you 
be the fortunate one to talk shoes at one of these gather- 
ings the result would be more than gratifying. - 


ondinanll, 
Concentrate on Shoe Types 


T is obvious from first-hand observations in retail 

shoe stores that there is a great deal of merit in the 
movement now going on that tends to establish shoe 
style designing on a more logical basis. Many shoemen 
want to accomplish something definite in order to 
capitalize style, rather than place every phase of the 
industry in danger of suffering because of the loose and 
inaccurate path that some shoe styles follow. 

Striking examples of the confusion that enters many 
women’s minds when they are planning to buy shoes 
are apparent in the course of a salesman’s day's work. 
Experienced salesmen, who have coped with the prob- 
lems of shoe fitting and selling for years, say many 
women’s minds are in a confused state when they are 
deciding on some type of shoe. 

A definite case happened last week in one of the 
busiest stores in a large Eastern city. It illustrates the 
point. A well dressed woman, one who talked and acted 
in a way which stamped her as above the average in 
intellect, asked for a pattern in patent leather. She 
said it must correspond exactly to one she saw in the 
window that was made in suede. The salesman fitted 
her in the style she preferred. She decided it wasn’t 
just what she wanted, and, although fitted in other 
models in accordance to her desires, failed to make a 
purchase. 

Her actions indicated a confused state of mind, and 
no doubt the fact that she knew she might see some- 
thing she liked better in another window display, in- 
fluenced her to delay her purchase. The mutual prob- 
lems of the manufacturers and retail shoe merchants 
are many and it is evident that a drive to influence the 
consumer buying power to assume a more definite state 
of mind is worth while working for. 


67 










i 
f 
e 
+ 
a 
AS 
ye 
4, 
i 
Hi 
a& 
; 
ot 























BOOT AND SHOE RECORDER 


FRANK GROSSMAN 


Publicity Chairman 
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Brooklyn Launches Movement ‘Toward 
Style Simplification 


\ SINCERE effort is being made by representa- 


tive leaders of shoemaking in the Brooklyn 

market to steady the swing of style and to see if 
merchants can be influenced to fall in line with definite 
types of footwear for fall selling. For several months 
the work has been going on with committee meetings 
weekly and on May 19, 20 and 21, Brooklyn will show 
the shoe world what it thinks is salable and profitable 
for fall. 

In Accord on Slyle 


lt is no easy matter to bring concord among artists in 
footwear because they rarely are in accord on style ideas. 
One man feels that his creation has a paramount selling 
value and does all that he can to “put it over.” If it is 
within the general accepted trend of style, well and 
good, but if it isn’t, he sells it just the same. This is 
going to be changed to the extent of leading all the 
designers into an era of plainer patterns, refined in 
their simplicity and in contrast to the extreme footwear 
patterns now being worn. 


A Fall Fashion Revue 


Therefore it is with particular significance that the 
Brooklyn Style Show makes its presentation before 
the trade on May 19, 20 and 21 at the Hotel Commo- 
dore, New York City. Styles shown will be frankly 
based on. footwear for fall, simpler in line and design 
and yet beautiful in color, selection, Jast and pattern. 
This fall fashion revue is to be intense'y practical. In 
former years, great emphasis was put upon theatrical 
talent which will be diverted this year to the practical 


study of style on the runway and in the sample 
displays. 


Must Be in “Good Taste’ 


A real strict committee will pass on the runway 
patterns to see to it that the shoes are in good taste and 
harmonize with the clothes, the occasion and colors. 
Some 23 attractive young women will display the shoes 
in style revues to be held Monday and Tuesday at 
2.30 and 8.30 p.m. On Wednesday night there will be 
the style revue deluxe-and a banquet in the grand ball 
room. At this final event the theatrical talent will come 
into the picture. 


The committee on whom rests much of the respon- 
sibility is the one which must pass on the styles shown 
on the runway. This. committee is headed by John R. 
Garside and Ernest C. Wheeler and consists of J. 
Abowitz, Wm. Algier, Chas. Haverach, Henry B. 
Lapidus, George Miller and George B. Rosenfield. 


Reserved Seats for Buyers 


Buyers from all over the country have registered 
with the committee and before each performance, 
after proper identification, he receives reserved seats. 
lt is obvious that only recognized buyers of shoes will 
be admitted into the show and that it will be kept 
strictly a buyer’s party. Acceptances to the banquet 
registered with M. E. Tobias indicate that the grand 
ball room will be. filled to capacity at the final style 
revue and banquet on Wednesday, May 21. 
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A Banquet Finale 


Many tables seating ten each have 
been allotted to members of the allied 
trades and shoe manufacturers not 
exhibiting. It looks like Brooklyn’s 
biggest opportunity to show the 
trade that style is simplifying itself 
and becoming better understood as a 
vehicle of prosperity and_ profit, 
rather than a jumble of ideas pro- 
duced by the whim of the designer. 


Brooklyn Style Show Events 


Monday—F ootwear Fashion Revue 
at 2.30 and 8.30 p.m. Living models, 
correctly attired in morning, after- 
noon and evening footwear, color, 
lights and music—a master pro- 
duction. 

Style Displays—entire day and 
evening on eighth floor reserved for 
exhibition. 

Tuesday—‘ ‘Shoes for the Occasion” 
Day—at 2.30 and 8.30 p.m. Living 
models, color harmonies, music and 
special features. 

In the evening—Added attraction 
of 23 models in a production “Com- 
plete Shoe Wardrobe,” an around- 
the-clock setting of correct costuming 
with the emphasis on footwear. 

Style Displays—Entire day and 
evening on eighth floor reserved for 
exhibitors. 

Wednesday— ‘Buying Day” — 
there will be no afternoon perform- 
ance—a great day for style study. 


GEORGE MILLER 


Entertainment Chairman 
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EMIL STRASSBURGER 
Hotel Committee 





J. J. KOZAK 


Admission Committee 


THEO CRAMER 


Assistant General Chairman 
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Evening—A Deluxe style revue in 
the grand ball room in conjunction 
with a banquet to the trade, with 
nationally known theatrical talent 
co-operating. 

All costumes by Oppenheim, Col- 
lins & Co. Hosiery by the Propper 
Silk Hosiery Co. 

The Style Show exhibitors will be 
open for business in the following 
rooms: 


Firm Name Room No. 
J. Albert & Son, Inc. 842-844 
Algier Shoe Mfg. Co., Inc. 873-875 
American Shoe Co. 809-815-811 
Geo. W. Baker Shoe Co. 839-841-843 
J. & T. Cousins Co., Inc. 838-840 
Cornell Shoe Co. 831-833 
John Cramer & Son 848-850 
Degen-Lipp, Inc. 872-874 
A. Garside & Sons, Inc. 834-836 
Andrew Geller, Inc. 816-818-—820—822 
Griffin-White Shoe Co. 817-819 
Julius Grossman, Inc. 852-854-856 
Horn Shoe Mfg. Corp. 808 
F. S. Kauder Shoe Co. 830-832 
Kozak & McLoughlin, Inc. 845-847 
Kurz & Lapidus, Inc. 805-807 
J. J. Lattemann Shoe Mfg. 

Co., Inc. 835-837 
Lax & Abowitz 801-803 
I. Miller & Sons, Inc. 800-802 
Perfect Shoe Mfg. Co., Inc. 810-812 
Pincus & Tobias, Inc. 821-823 
Dr. A. Posner, Shoes, Inc. 804-806 
Strassburger-Stiles, Inc. 825-827-829 
Boot & Shoe Recorder 861 
The Shoe Retailer 859 
The Shoe Style Digest 857 
Fashion Camera 865 
Propper Silk Hosiery Co. 863 


J. J. LATTEMANN 


Admission Chairman 
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Up the Ladder 


of Achievement 


WhatIs This Ladder Club? 


It Is a Voluntary Getting Together of Workers within 
the Shoe Stores of America in Groups 
of Three or More 


Question: What is its purpose? 

Answer: To study store and merchandis- 
ing problems for the benefit of every indi- 
vidual and to “put more money into each 


worker's pocket.” 


Question: Who may become members? 

Answer: Anyone connected with a retail 
store or department, who is eager to im- 
prove himself and the business, and is 


ambitious. 


Question: What is the cost of organizing? 
Answer: It is the only club in the world 
of its kind; has no formal officers, no dues 


and no expense to its members. 


Question: What is required? 

Answer: You are expected to show an 
earnest desire to get more shoes sold right 
and a willingness to co-operate in a national 
movement of better merchandising and bet- 


ter public service. 


Question: What will I get out of it? 

Answer: “The Ladder Club” is a central 
station of retail shoe selling, and it will 
broadcast lively, common-sense and timely 
ideas regarding shoe merchandising. It will 
sharpen wits and increase earning power of 


store and men and women within. 


Question: What must I do NOW? 

Answer: Get the boys and girls of the 
store to say that they want to “get some- 
where” and tear off this coupon. 





Application for “‘Ladder Club”? Membership. 





“Ladder Club”’ Editor 
Boot and Shoe Recorder, Boston. 


The Store wants to join 
“The Ladder Club,” with members. 
Send free copies of Arthur L. Evans’ 
The Retail Shoe Salesman each month. 

It is understood that membership to “The 
Ladder Club”’ will cost us nothing except real 
interest, enthusiasm and consistent codperation. |- 


Signed 
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THE MINIATURE RECORDER 





*‘Getting More Shoes Sold Right” 





Miniature, Yet Big Enough to Keep You Informed on What Is Presented 
in This Issue—and Other News 





Black and White Case 

Boston—A black and white 
sports case has been effectively 
arranged at the Thayer Mc- 
Neil store. This occupies a 
prominent position on “the 
thoroughfare” of the first floor. 
All white buck shoes and white 
buck with black calf wing tip, 
ae — stays, — low 
flat s, made a very i 
——- the black ol 

ite ked hosiery. 


Ww 





Golf Hosiery in Quiet Tones 
Boston, May 8—Adjoini 
the men’s shoe department o 
Jordan Marsh Company is the 
sports’ department, in which 
some attractive golf hosiery is 
carried. The colors in this golf 
hosiery this year harmonize 
with men’s caps and shoes and 
knickers. Therefore, browns 
and white, with sometimes a 
dash ne age and gray colors 
are ri 7” and pleasingly com- 
bined. The plaid designs ef- 
fects are chiefly chosen by 
young men, while older men, 
as a rule, prefer plain patterns; 
sometimes with fancy cuffs. 
Prices range from $1.00 for 
cottons to $16.00 for the 
soft, all wool varieties, full 

fashioned legs and feet. 


Pumps and Colonials 


Boston—A. H. Howe & 
Sons, 170 Tremont Street, re- 
= a big call for their new 
ines of black patent leather 
and gun me pumps with 
cut-outs at instep; also for 
Colonial patterns in medium 
round toes, in dull mat kid 
and brown calf with hammered 
oxidized steel buckles. 


sia calf; black suede trimmed 
with gun metal calf skin, 
black satin corded with alum- 
inum, gore pumps trimmed 
with buckles, velvet trimmed 
with Id, patent trimmed 
with alligator, and so on—trim- 
mings are the thing. 


Low Heels Popular 





New Golf Shoes 

New York, May 8—A spe- 
cial line of golf shoes is “lasted 
in” and “lasted out’”—uppers 
of imported Scotch in, and 
soles of crepe of d or 
of oiled leather. The shoes 
always are as dry as a chip 
inside, regardless of the dew on 
the greens, or the weather. 


In Golden Brown and Gold 


Boston—The Henry H. Tut- 
tle Co. reports a good call on a 
calf pump in a golden brown 
shade. Its throat is delicately 
inlaid with gold kid. The 
price is $24 the pair. 


Light Tan Calf 
. Peabody, Mass. — Tanners 
ere are expecting a run on 
light tan shades of tan calf, 
called a true tan shade by 
some, because it shades neither 
to yellow, nor light tan, nor to 
brown nor y tan. This 
leather is made of light skins, 
chrome tanned. 
Colored Linings 
Peabody, Mass.—A sheep- 
skin firm has sold several 
thousand dozens of champagne 
and gray skins to be used for 
lining pumps. 





Salesmen Must Be Heard 


Lynn, Mass.—A retail mer- 
chant here has asked for an in- 
junction to restrain a loud 
s i radio in the store 
next door, which he alleges 
emits so much jazz that it 
drowns out the voices of his 
salesmen as they talk to their 
customers and so threatens to 
ruin his business. 


Satins for Summer 
Salt Lake City, May 9— 
_— satin co bee by 
are ¢é to 
— —— —_ colored 
uring early summer. 
Black’ patent is still selling 
very freely. 


The White § Season 
Louisville, May 8—White 
shoes promise to be in great 
demand t 


this 2 - 
season commen on May 30, 
old very well 


white t sol 
Gutush ie summer season. 
Patents and Satins 
Rochester, N. Y., May 9— 
Black patents and satins lead 
in the sales in shoe stores. Buy- 
ing is on a steady basis and 
indications point to a good 
summer season. 


Bright Colors 

New York, N. Y., May 7— 
Some attempts to revive the 
trade on bright colors are 

ing made here, but mostl 
on the part of those cuneomnak 
selli cheap and medium- 
pri me dise. Indica- 
tions point to little business on 


bright colors. 


All Whites Favored 

Brooklyn, May 7— Shoe 
manufacturing companies re- 
port genera’ an all-white 
season is ahead. The color note 
in women’s costumes i 
have to be brought about 
through hosiery and costumes. 


Light Colors Stronger 
; Gedens ti, ay 8—Buyi 
in women’s departments of 
shoe stores is not confined to 
any particular style. Black 
materials are still selling very 
pan ee light colored suedes 
are more strength 
now that real warm weather is 
here. Airedale and gray are 
popular shades. 


White Shoes 

Cincinnati, May 9—White 
shoes are being displayed free- 
ly in store windows. Some sales 
are reported, but these for the 
most part come from those 
women who are planning to be 
pre when the weather is 
such that white shoes can be 
worn. About May 30, Memo- 
rial Day, white shoes will 
commence to appear in good 
numbers. 





Run on Sandals 
Milwaukee, May 8—An u 
ward trend to the demand for 
saeteeel aie aiamain 
repo y ut 
the retail shoe district. Sandals 
are extremely popular in a 
diversity of materials. Black 
materials are holding up well 
in spite of the from 

cool to mild weather. 
Three-Price Basis 
Buffalo, N. Y., May 9— 
Stores operated by the k. we 
Watters Co. are on a three- 
price basis. 


Healthy Condition 

Haverhill, Mass., May 7— 
Shoe manufacturers report a 
healthy condition to the shoe 
industry. Due to the splendid 
trade enjoyed during the final 
stages of pre-Easter season, 
manufacturers are now enjoy- 
ing the aftermath—re-ordering. 


Light Colors Good 
Philadelphia, May 8—Much 
impetus is being placed behind 


the efforts of retail shoe mer- 
chants in increasing hosiery 
sales. Signs point to a big 
aT season. A wide variety 
of light colored patterns are 
selling freely. 
For House Wear 
New York, May 9—New 
shoes for house wear that have 
here are — 


shank of the foot. And the 
vamps of some of them are 
slashed and fastened with a 
lace. But one just steps into 
these soos as fe, or she, does 
into a of mules. They 
cling to the foot, like a to 
a bone. There is a Ay 
where in the shoemaking that 


leather, unlined, made with a 
soft toe, = imitation ———— 
vamp, and a crepe sole. They 
are as light as a feather, and as 
comfortable as an old slipper, 
and are intended for men to 
wear as they loaf on the piazza 
* the end of a perfect summer 
ay. 


Children’s Shoes Selling 
Philadelphia, May 8— 
the children’s 





Among shoes 
offe by the Strawbri 

& Clothier store were sandal 
pumps with patent leather 
vamps and y calf quarters. 
Oxfords of gray calfskin 
with a saddle strap lighter gray 
and a coffee colored elkskin 
oxford with Russia calf trim- 
ming are selling well. 


The Blackest Black 
“Midnight black suede,” is 
offered as the blackest black 
yet. “If it was any blacker,” 
says one fellow, “you wouldn't 
see it at all.” 


A Blue Velvet 
Boston, May 9—One of 
the new models in women’s 
patterns is a Chinese blue vel- 
vet Colonial with to and 
cut-out effect. The is 
14/8 Spanish. 
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Things New and Interesting in 


At the left—Foyer of the grand 
ballroom in the Commodore Hotel, 
New York City, where the Brooklyn 
style show will be held, May 19, 20 
= 21. 

Lower left—Showing just how far 
a pattern designer can go if he has to. 
Maker’s name on request. 

Lower right—An Arabian shoe 
maker al work in his shop in Morocco- 
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The World of Boots and Shoes 





At the right—Interesting display 
of Spring footwear arranged in the 
window of J. M. Kaufman ¢§ Co., 
Champaign, Ill. 


Lower left—Man’s sport oxford of 
Sunset calf, trimmed with calf em- 
bossed in imitation of alligator skin. 


Lower right—The Francis Marion 
Hotel in Charleston, S. C., where 
the Southeastern Association meets, 
June 9-11 
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A. H. Simon's first store al the 
left. His present store below. 











He Trained for His Job Like an Athlete 
for a Race— And Won 


INETEEN years ago A. H. And A. H. Simon Started 
Simon left the old Foreman 


lar course of training to be success- 


His Race with a Capital of ful, just as much as an athlete or a 


Shoe Company, then located 
at State and Quincy streets, Chi- 
cago, finishing his fifteenth year of apprenticeship as 
a retail shoe salesman. During this period he had for- 
tified himself for the future by indulging in every 
phase of retail merchandising and had established the 
foundation on which his success of today is built. 

In those days the “‘clerks,”’ as they were called, had 
numerous duties besides the fitting of shoes and they 
had to be done as a matter of business, and Mr. Simon, 
having ambition, did not shirk any of these obli- 
gations. 

“I worked early and late at Foreman’s,” said Mr. 
Simon, “and learned not only how to sell shoes, but 
could trim windows and show cases, as well as write 
convincing advertising. 


Too Much Location—Too Little Knowledge 


“| think every merchant ought to undertake’ a regu- 


Only $272 


man of a profession. One reason 
why more retail merchants do not 
succeed is because they are not trained right. They 
depend too much on location to bring in the business. 

“When I started I had $272 in cash, which I bor- 
rowed on a life insurance policy, and my education 
in shoe retailing. My last dollar of this amount was 
paid for postage on circulars I sent out to my neigh- 
bors, getting the names from the polling list. This was 
at 2952 Cottage Grove Avenue. My stock was small 
and the fixtures 1 made myself. A day or two after 
mailing these cards, I began to get returns, at first the 
children came, bringing in the card. After that the 
parents came in and in a few months | was doing a 
fair business. 

“A near-by hospital employing quite a large number 
of nurses was the means of considerable business, and 
believe me, 1 ‘nursed’ that business. Of course, my 
knowledge of how to make a big display with a small 
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stock and my ability to send out the right kind of 
advertising, which I did once a month, were a big 
help, but I was never idle. My store was always clean, 
my windows changed frequently, and by waiting on 
the customers myself I always tried to sell them the 
next pair while I was fitting them. I was looking into 
the future. 


Business from all Parts of the City 


“After four years I outgrew that store and moved 
to where I am now, at 241 East 31st Street. There was 
only one shoe store in this neighborhood then; today 
there are seven and they are all doing a good business. 
The immediate trade is 80 per cent colored and 20 per 
cent white, but I do not confine my business to this 
section alone. The lady who just came in is from Chi- 
cago Heights; she always buys here, and that man 
behind you is from the north side. They come from 
all over town. We keep writing them once a month, 
so that the name ‘Simon’ to most of them is merely 
another name for ‘shoes.’ Of course, we do give them 
values. Here is a grey kid pump, for instance, which we 
sell for $10 and make our profit, but that same pump 
will sell for $12 almost anywhere; but our store is 
small, and by getting a volume business on our stock 
we can make a few dollars on what we sell. My expense 
is a good deal less than the average store because of 
this stock turn. I have four men besides myself on the 
floor all the time and extras on Saturday. 


Colored Trade Buy Good Shoes 


“The colored trade around us buy good shoes, and 
since the Mayor has closed up most of the pool rooms 
and gambling dens we have only the family trade to 
fall back on. The men and women buy good shoes for 
themselves, but are satisfied to buy 
a cheap shoe for their children. Up 
to ten dollars is the price for them- 
selves, but not over four dollars for 
the kiddies. They are not hard to 
please nor difficult to fit and are ap- 
preciative customers to have. 

“T buy only a few lines. I believe 
in keeping my purchases among a 
few factories and by buying often 
keep my stock fairly clean. 1 use a 
budget system on my buying and 
find it a big help. I have set aside 
certain amounts for each class of 
shoe and each of these amounts is 
separate and. distinct. lt takes more 
work to keep my finances divided, 
but if it didn’t pay, 1 wouldn’t do it. 
When you have only a certain 
amount to spend, you are not going 
to run wild on your buying, and 1 
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merchandise. I am heartily in favor of this practice. 

“1 think that if more retail merchants would knuckle 
down and train themselves on how to operate a shoe 
store, they would be more successful. I don’t care 
what line a man is in, if he isn’t equipped with the 
right training, he can’t succeed. Look at the amount 
of money the baseball magnates pay to train their 
men. The doctor. or lawyer spends years in schools 
and colleges and even a mechanic must serve his ap- 
prenticeship, but in the shoe business we have too 
many who think that all that is necessary is to know 
how to trade dollars. 

“T started as a boy and have been at it ever since, 
but it has been what I learned outside of selling shoes 
that brought success. To know how to advertise, how 
to write a good business letter, to trim windows prop- 
erly, arrange stock most conveniently and to apply 
business methods to the financial end of the business 
are just as important as knowing how to fit shoes. 
You can hire shoe salesmen, but it’s mighty hard to 
find a good retail business man. To do all of these 
things means work and hard work, but it’s the only 
way to succeed.” 


Style Needs a Traffic Cop 
(Continued from page 63) 


shoes along with the bad on the market making it 
harder for the fellow who stays in business. 

If the future is left to the law of supply and demand 
the outlook is bright because it will permit liquidation 
of present stocks, but if retailers must buy contrary to 
their own judgment, losses are inevitable. The people 
use a certain amount of shoes every year and an increase 
in. production must be in proportion to the increase of 
’ population and since our doors have 

practically been closed to immigra- 
tion and will be for some time to 
come, our increase must come from 
within our own borders. 

It is folly to inflate production 
beyond a degree of conservative out- 
let and only when dealers have had 
an opportunity of buying shoes be- 
cause they need them will production 
be on its proper basis. The period of 
liquidation must be looked upon as 
a vital and inevitable factor and 
only after this period has been 
passed through can the future be 
seen with some reasonable degree of 
certainty. 

It is an incident in our national 
economic life and growth which we 
have noted in the past and which we 


The reason more retail merchants don’t ] i 
Sea cael TA: Bleweie te Saomaaes thay shall probably see again at some 


think this method has helped me depend’ too much on location and not time in the future but let us pin our 
enough on accurate kmowledge of how faith in the belief that no wave of 


hold down iad stock and 8 tly sialk to do business al retail. They are dollar 
traders—nol merchants. 
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liquidation can endure forever. 
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Convicts Now the Army’s Shoemakers 


Though the Condition of An Army’s Feet Is of Supreme Importance, We Entrust 
the Making of Its Footwear to Unskilled Labor with A Criminal Record 


FFICERS and enlisted men of the military and 

O naval establishments are naturally concerned 

over the new source of supply for service shoes. 

Very quietly the bill, S. 794, sponsored by Senator 

Overman, of North Carolina, became a law authorizing 

the manufacture of shoes at the Leavenworth peniten- 

tiary, and providing funds for the erection of a plant 

and installation of adequate machinery. Now, the 

army and the navy are obliged to accept the products 
of these convict shops. 


Army officers generally are opposed to the proposi- 
tion because they feel that under enforced servitude 
really skillful workmanship cannot be expected. 


Army Men Against It 


Brigadier-General John B. Bellinger, Acting Quarter- 
master-General, testifying before the House sub-com- 
mittee in charge of the War Department appropria- 
tion bill for 1925, recently said that the branch of the 
Quartermaster-General’s office charged with obtaining 
shoes reported against the manufacture of shoes at the 
Atlanta penitentiary because it considered that the 
manufacture of a good shoe required expert workman- 
ship. If it was desired to use these convicts for manu- 
facturing, it was pointed out by General Bellinger, they 
should be employed on something else that did not re- 
quire the degree of expert workmanship that the army 
shoe required. 

Yet, the Overman bill passed with hardly a dissent- 
ing vote and became a law on February 11, 1924. At 
the time the bill was pending in the Senate, Senator 
Overman stated that at the last session of Congress “‘a 
joint committee was appointed for the purpose of in- 
vestigating the question of providing work for convicts 
in the United States penitentiaries, and that committee 
was instructed to report the result of its investigations 
to Congress.” 


Senator Overman’s Sane (>) Logic 


The North Carolina Senator pointed out that a 
similar bill had been passed several years ago providing 
work for convicts in the Atlanta penitentiary, enabling 
them to manufacture goods for the government only 
without coming in competition with outside American 
labor. The bill provided in particular that the convicts 
should make the necessary raw material for the manu- 
facture of mail bags. The system in Atlanta, according 
to Senator Overman, enables the convicts to earn from 
$100,000 to $150,000 every year. 


The Overman bill, now incorporated in the statutes, 
appropriates a sufficient sum to erect a plant afd hold 


a working fund at the Leavenworth penitentiary, in 


order to enable shoes to be made there for the use of 


the army and the navy. When the machinery is com- 
pletely installed, it is expected that employment will 
be given to over a thousand convicts in the manufacture 
of shoes. The author of the measure claims that his bill 
has been recommended by the heads of the various de- 
partments and by the Joint Committee of the House 
and Senate. Under the terms of this law the Attorney- 
General becomes an official price-fixer, as Section 2 
states: “Articles so manufactured shall be sold at the 
current market prices as determined by the Attorney- 
General, or his authorized agent.” 


Convict Factory to Cost $200,000 


The sum of $200,000 was authorized to be used for 
the erection of a factory or factories and for the pur- 
chase of suitable equipment. The bill also provided for 
a fund to be known as a working capital amounting to 
$250,000. Receipts from the sale of shoes and other by- 
products must be credited to the working capital fund 
and be available for appropriation by Congress. 

Section 9 of the Overman law has a direct bearing 
upon a competition with legitimate American enter- 
prise. It reads as follows: 


“It is hereby made obligatory upon the 
various departments of the government 
to purchase the products of the business 
herein authorized to be carried on in the 
penitentiary at Leavenworth, Kans., until 
the supply therein produced is exhausted 
before purchasing elsewhere.”” 


General Bellinger told the House Committee that 
convicts could not produce a sufficiently good shoe for 
the army. The claim made by Representative Daniel 
Anthony, chairman of the House subcommittee on 
War Department Appropriations, that “some of the 
contractors from whom the army had purchased shoes 
in recent years had placed contracts in various state 
penitentiaries,” was denied by General Bellinger. The 
General pointed out that there is a statute to the effect 
that contractors with whom the army makes con- 
tracts may not employ convict labor. 


Roosevelt Blocked Similar Action 


Another army officer, Major Browne, told the 
House Committee that “there was an Executive order 
issued by President Roosevelt forbidding the placing 
of contracts involving the use of the labor of convicts 

(Continued on page 80) 





May 10, 1924 


, 


ISS 


PPD LDS ODS ot Co ON NES CNES CA OSCAIOS CIOS NOSE 


10, 1924 | May 10, 1924 BOOT AND SHOE RECORDER 


\) 


Colas iiNlovieiosilsovlNoaviNlanl lala sil lo yieioa sles 
» y i (aya yCoya stoyey wikeld Ke 9 LO HOYOS) (os) Kay 


‘ 


ust 


CANE 














y, in a 
se of 

- 
0m- YY) 

i le) 66 ; > Db] 
m 5S Said the Brush to the Broom 
‘ture 
} bill Y Senate bill 794 has become law—brooms, brushes and 
; de- Ge ) shoes for army, navy, marine and Indians will now be 
nuse ¢ made at the United States Penitentiary at Leavenworth 
_ ys “The time has come,” The Small Brush sighed, 
n 2 (¢) “To speak with lusty wails 
the ae) “Of Brooms and Shoes and lasting tacks 
“ Z “They’re making in the jails, 

{) “And where they'll stop this convict stuff 
©) “As long as there are sales.” 
for «) “Yes, I was made at Leavenworth” 
= © The Big Broom made reply. 
for “Those dips and yeggs are clever, Kid, 
to ©) “There’s nothing they won’t try 
by- © “To learn to do, to have a trade 
nd “To live with, by and by.”’ 
. 8 “I guess it won’t be long before 
ing V3 “We'll have the convict flivver, 
ual ip “The convict army uniform, 
a “And convict pills, for liver.” 
“Hot dawg!” the Little Brush exclaimed, 
- “The prospect makes me shiver!” 
K “And well you may,” the Broom replied, 
“If this thing keeps on spreading 
“Our Uncle Sammy’s business men 
“Will have some darn hard sledding. 
“When only crooks can get a job 
at @ “Ts something to be dreading!” 
or “Now won’t the shoemen,” asked the Brush 
el “Stand in their boots—and fight? 
“ “And tell those eggs in Washington 
“Jail labor isn’t right?” 
“ “T doubt it!” growled the Jail-made Broom, 
“ “They haven’t seen the light!’ 
“ —Win Everett. 
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Wonderful Tribute Paid to 
John C. Roberts 


St. Louis, May 5—John C. Roberts, vice-president 
of the International Shoe Company and a national 
figure in Democratic politics, was buried Wednesday, 
April 30th, in Bellefontaine Cemetery in this city. 
Following the services at the home, the body was 
placed in the receiving tomb in the cemetery. Services 
at the tomb were private. Final interment will be 
made upon the arrival of Mrs. Anna Roberts, who is 
traveling in Honolulu with James T. Petus and family. 


Hundreds of messages expressing regret at the death 
of Mr. Roberts showed nation-wide sympathy. Many 
expressions from Washington, D. C., where Mr. Rob- 
erts was known in official circles as a friend and advisor 
of the late President Wilson. 

Jackson Johnson, Chairman of the Board of the 
International Shoe Company, in commenting on the 
death of Mr. Roberts, said: 

“He prided himself on his ability and his proficiency 
in choosing men and fitting them into their proper 
places. My acquaintance with him dates to 1898, the 
year the Roberts, Johnson and Rand Shoe Company 
was formed with a capital of $250,000. Jackson John- 
son was president; John C. Roberts, vice-president; 
Oscar Johnson, treasurer; Edgar Rand, secretary; and 
Eugene Roberts an organizer, but not an officer. In 
1911 the Roberts, Johnson and Rand Shoe Company 
with the Peters Shoe Company formed the Interna- 
tional. About two years later the Friedman-Shelby 
Shoe Company was purchased. In his lifetime Mr. 
Roberts saw St. Louis grow from a mere distributing 
agency for Eastern manufacturers to the shoe center 
that it is today.” 


Admirer of Young Men 


Young men of good habits who were more inter- 
ested in their work and home life than anything else 
appealed particularly to Mr. Roberts. Washington 
Avenue, the wholesale shoe ‘‘belt,’’ bears high tribute 
to his success in helping young men to develop into 
successful shoe merchants. He did not believe any man 
should expect riches or comforts for which he did not 
work with the best efforts of which he was capable. 
When he saw an earnest youth, however, he singled 
him out for particular attention, and if that youth 
stuck to his tasks and improved his knowledge of the 
business, it was not long before John C. Roberts had 
something better for him. He made it possible for his 
numerous young associates to acquire stock in the 
International Shoe Co., and it was one of his chief 
sources of pride to point to men now wealthy who 
received their first assistance from him and who are 
today typical examples of the working out of his 
business philosophy. 

One of the methods by which Mr. Roberts succeeded 
in getting the best results out of his sales forces in the 
shoe business was the issuance of a weekly letter in 
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which he wrote a heart-to-heart talk to his salesmen. 
He stamped his personality indelibly on his letters, 
and was always on the look-out for an epigram or 
anecdote which would give him a constructive point 
to add to an argument for better work and greater 
sales. 





Retail Salesmen Elect Officers 


Boston, May 6—The Boston Retail Shoe Salesmen’s 
Association, Inc. held its last meeting of the season on 
Monday night, May 5. There was a large attendance. 
Frank Lane, professional entertainer, was well received. 
Officers were elected as follows: 

President, F N. Greenwood, Thayer NcNeil Co.;: 
Vice-President, P. F. Girard of H. E. Hagan’s; Secre- 
tary, R. W. Daley of Daley-Williams Co. (re-elected 
and Secretary since inception of association ten years 
ago). Treasurer, H. U. Kirwan of Henry H. Tuttle Co. 


F. N. GREENWOOD 


President of the Boston Retail Shoe 
Salesmen’s Association, Inc. 


Directors: P. E. Thayer of Thayer McNeil Co.; L. W. 
Hollis of the Knickerbocker Shoe Store; H. E. Currier 
of Walk-Over Shoe Store; Henry H. Dahl of Thayer 
McNeil Co.; Robert T. Wright of Jordan, Marsh Com- 
pany’s women’s shoe department; Charles Reynolds of 
the Spencer Shoe Store: E. A. Kuhlen with Walk-Over 
Shoe Store. Percy E. Thayer heads the educational 
committee. 

President F. N. Greenwood was chosen unanimously 
to head the association because of his splendid work for 
increased membership and attendance at meetings. For 
eight years he has been manager and buyer of stores in 
Boston and Portland, and for the past ten years, shoe 
salesman, eight of which have been spent in selling 
women’s shoes at the Thayer McNeil Co. Mr. Green- 
wood is an enthusiast and with the other “‘live wires of 
his cabinet’’ a year of great achievements is predicted 
for the association. 
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The Theory Behind the Occupation Tax 
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Constitution Gives State the Right to Tax Gross Business— 
Even Though No Profit Is Shown 


letter complaining very bitterly about an occupa- 
tion tax that has just been imposed on the unin- 
corporated business people up there, both manufac- 
turers and dealers. He wants me to tell him whether 
the State can impose a tax on a man’s gross business 
regardless of whether it nets a profit, and also whether 
it is constitutional to levy a tax on business men while 
at the same time imposing none on salaries and wages. 
In order to show the sort of occupation tax that my 
correspondent is complaining of, I reproduce a sum- 
mary which the tax authorities have just sent out to 
the business interests of the State:— 


I HAVE from a New Hampshire correspondent a 


Under the law gross income is taxable. No deduc- 
tions are allowed. Do not take out for labor, material 
or other expenses of any sort or kind. 

“Manufacturing’”’ covers many kinds of business 
other than those which are carried on in factories. 
Within the meaning of this law, those carrying on 
building trades, blacksmithing, tailoring, dyeing, 
laundering, printing, serving of meals in restaurants, 
lunch rooms or established boarding houses are consid- 
ered as manufacturers. 

Receipts from certain kinds of business are taxable 
in part only. The following classes of taxpayers may 
be governed accordingly :— 

(a) Barbers, hair dressers and beauty specialists; 
pool and billiard proprietors,who should report income 
from sales of merchandise, such as cigars, tobacco, 
tonics, hair nets, etc., and not from personal service. 

(b) Boarding house, inn and hotel keepers, who 
should report incomes from sale of food and other mer- 
chandise, and not from rental of rooms. 

(c) Florists and nursery men, who should report 
income from sale of flowers, plants, trees, etc., which 
were bought and afterward sold, but which were not 
raised by them. 

(d) Garage men, who should report income derived 
from repair work and sale of merchandise, but not 
from rental or storage of cars. 

(e) Dealers in milk, vegetables, fruit, sea food and 
animals, who should report income derived from the 
sale of produce, animals, sea food, fruit, etc., which 
were brought by them and afterward sold, but which 
were not produced or raised by them. 

(f) Undertakers, who should report income from 
sale of caskets, boxes, clothing and other merchandise, 
and not from personal service. 


The correspondent writes that “‘the tax is based for 
amount on the entire gross receipts, without regard to 
any possible profits and must be paid whether you have 
made a profit or sustained a loss on the business of the 
year. Also, there is no State tax on any amount of 
salary or wages, this class of comparatively small busi- 
ness people being selected to pay the tax because the 
State wants the money to use.” 


The Theory of an Occupation Tax 


I suppose there is no form of tax that arouses the 
“sound and fury” that business or ocupation taxes 
arouse. People: expect to pay real estate taxes, they 
even expect and are willing to pay (some) income taxes. 
But never have they been able to calmly endure being 
taxed for the simple privilege of doing business, and 
particularly do they resent a tax on gross receipts, 
which may merely add to the loss that the business had 
made during the year. To run a business a year at a 
loss is bad enough, but to have to pay a tax on top of 
that is adding insult to injury. Therefore business or 
occupation taxes which tax gross business have always 
and will always arouse a continuous roar of rage, and 
the roar is almost as loud where the business was profit- 
able. 

The questions which arise out of this communication, 
the answering of which ought to be of interest and 
importance to everybody, are three:— 

1.—Can the State constitutionally tax a man’s gross 
business without regard to whether he earns a profit on 
it? 

Most States Have Such a Taz 

It can, and most of the States have done it and are 
constantly doing it. I haven’t looked it up, but from 
my observation I believe that in every case where a law 
has been passed taxing gross business or income it was 
argued that it was unconstitutional, because you 
couldn’t tax a losing business. In no case has this 
argument succeeded, so far as I know. It is well settled 
that a tax on gross business is legal, regardless of the 
question of profit. 

2.—Is it constitutional to impose a tax on some 
classes of business men while imposing none on other 
classes? 

It is, provided the tax is uniform on the classes 
covered by it. It is a fundamental principle of taxation 
that a tax must be “equal and uniform,” but equality 
and uniformity do not “require,”’ as a well-known au- 
thority has it, “the equal taxation of all occupations or 
pursuits, nor prevent the Legislature from taxing some 
kinds of business while leaving others exempt, or from 
classifying the various forms of business, but only that 
the burden of taxation shall be imposed equally upon 
all persons pursuing the same avocation.” 


What Is Uniform Tazation? 


Under this principle, which is settled law in all the 
States, a law taxing hardware dealers, but not grocers, 
would be legal; a law taxing dealers in men’s furnishings, 
but not druggists, would be legal, and so on, but the 
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tax must be uniform and equal upon all the hardware 
dealers, or upon all the men’s furnishing stores. So a 
law taxing unincorporated businesses, but not incor- 
porated, would be legal; in fact, all States have laws 
which are the converse of that, viz.: laws taxing incor- 
porated businesses more than those not incorporated. 

3.—Can a State constitutionally tax business men 
while imposing no tax on salaries and wages? 

It can, on the reasons and authority given in discuss- 
ing Question No. 2. 

The tax bill about which this correspondent com- 
plains evidently intends to tax the business of selling 
goods and not the business of selling service. In other 
words, a man with two departments to his business, 
one selling goods and the other selling service, is taxed 
on the first but not on the second. That is perfectly 
legal. 

(Copyright, February, 1924, by Elton J. Buckley, Esq., 
643 Land Title Building, Philadelphia, Pa.) 





Collis Leather Co. Not Planning 
Liquidation 

_ Boston, May 6—Rumors to the effect that the Collis 
Leather Co. of Aurora, Ontario, Canada, is liquidating 
are emphatically denied by the Day-Gormley Leather 
Co. of this city, sales agents for the Collis company. 
“There is absolutely no foundation for these state- 
ments,”’ says an official of the Day-Gormley Leather 
Co., “as the Collis Leather Co. is running its plant to 
capacity and is in a position to take and deliver orders 
for the next run on this well-known line of leather.” 





Hosiery Measuring Standard Is Adopted 


Washington, May 6—Completion of studies by the 
Bureau of Standards has resulted in the development 
and acceptance of a standard measurement system by 
hosiery manufacturers. 


According to the Bureau, hosiery manufacturers 
have accepted the system, and the method is being 
introduced to the retail merchants and consumers, the 
adoption having been made by the National Associa- 
tion of Hosiery and Underwear Manufacturers aad the 
American Home Economic Association, which is to 
give assistance in familiarizing the public with the new 
standard of measurement. 

The method of measuring the size of circular knit 
hosiery by the standard measurement plan may be 
described as follows: ‘“‘After the hose has been boarded 
and pressed and appears ia a flat and unwrinkied con- 
dition, place a ruler along a line in which the tip of the 
toe and the bottom of the heel gore are connected. The 
measured distance along this line from the tip of toe to 
the intersection with the back of the heel, to the nearest 
half inch, is the hosiery size.” lf the exact measurement 
is 104 inches exactly, it is desirable to call the stocking 
size 10. 


Convicts Now the Army’s Shoemakers 
(Continued from page 76) 
in state penitentiaries, and then there is the general 
statute which similarly forbids the use of the labor 
of convicts in Federal penitentiaries on contracts made 
by officers of the Federal Government.” 

General Bellinger stressed the fact that it would be 
necessary for Congress to authorize the army to pur- 
chase convict-labor articles, for the labor unions brought 
this matter up years ago and objected to it. 

Representative Ben Johnson, of Kentucky, a member 
of the House subcommittee, stated that the shoe fac- 
tory of the Kentucky penitentiary employed only long- 
term men and that they made a real good shoe. 


Shoes Likely to Be Inferior 


General Bellinger declared that he could see no 
reason why, if a man were making shoes for a suffi- 
ciently long time, he should not become just as exper! 
whether he is in a penitentiary or out of one. It was 
the General's contention, however, that there was noth- 
ing to show that penitentiaries could develop men who 
could produce the class of shoe required by the army. 

This innevation at Leavenworth penitentiary has 
provoked widespread discussion in army and navy 
circles. It has a direct bearing upon private manu- 
facturers because the army alone uses between 350,000 
and 400,000 pairs of shoes a year. The annual consump- 
tion of shoes is about two and two-thirds pairs to each 
man, costing about $3.48 per pair, or approximately 
$10 per man per year. It has been estimated that the 
annual cost at present for army shoes is $1,250,000. 
The navy, of course, requires practically as many shoes 
each year. 


Good Shoes Until 1926 


In their estimates for appropriations, the War De- 
partment did not ask for any money for shoes this year 
as they have a sufficient number to last through 1924, 
and through the fiscal year of 1925, as they had more 
than $3,000,000 worth on hand. The War Department 
has decided not to continue the carrying of reserve 
stocks of shoes, but to get the present stock down to a 
basis of one year’s supply. 

Many members of Congress, as well as the general 
public, have been under the impression that the shoes 
offered at so-called “army stores” were first-class ma- 
terial. General Bellinger has corrected this impression 
with the statement that the shoes offered -by these 
civilian stores are of a cheap grade which have been 
manufactured according to,;the type and last used 
in the army. In many instances they are cheap shoes 
bought direct from manufacturers and offered at cut 
rates to the public as army surplus supplies. Practically 
all the shoes sold by the army are surplus, were pur- 
chased during the war for trench work and are not suit- 
able for ordinary wear because they have thick soles 
and hobnails. 
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W ichert’s 
Footwear Kashion Service 


Personal Supervision C. H. Wolfelt 


ONSISTENT success 1n style is possible through 
practical shoe designing, shoe manufacturing 
and shoe merchandising. 


The house of Wichert, Inc., is going on the 
buying cale ndar of every shoe merchant who wants 
to be exclusive in his community. 

Our Footwear Fashion Service is a definite 
director of stvles, profitable to the merchant and 
pleasurable to the feminine customer who appre- 
ciates the smartest and best in footwear. 

When in New York, this month, pay us a visit 
at the Hotel Biltmore, where vou will see perfect 
footwear, practical for profits, produced by super- 
Vision—a vision of beauty in footwear you will 


not see elsewhere. 
1 9 Ine. 


Atlantic and Schenectady Turns and Melts 
Avenues for Smart Feminine 
Brookipn, New Bork Wear 
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Always Original 
Forever Distinctive 


UR complete array of early Fall Models will 
be exhibited at the Imperial Hotel, New York 
on May nineteenth, twentieth, twenty-first, 


SUITE 341-345 


HARRY SMOLEN & CO., Inc. 


Manufacturers of Ladies’ Fine Footwear 
24 to 28 BOERUM STREET, BROOKLYN, NEW YORK 


Vay 10, 1924 
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Instock—Smart Footwear 


For the Season’s Every Occasion 
Stock No. B132 


The New Feather Weight Shoe $ 5 65 


Black Mirror Calf 
Chatham Last 


Also in No. 120 Light Shade Tan Hickory, No. B175 
Sizes for both: A, 7t6 11; B, 6to 11; C & D, 5 to 11 


Stock No. B129 


A SPARKLING STYLE § 5 75 


Black Mirror Calf 
Legion Last 


Also in No. 120 Light Shade Tan Hickory, No. B179 
Sizes for both: A, 7 to 11; B, 6to0 11;C & D, Sto 11 





These recently designed stock styles wili 
prove immediately popular with carefully 
dressed men for day-time wear. 


J. P. SMITH SHOE CO. 


CHICAGO NEW YORK 
671 N. Sangamon St. 148 Duane Street 
Tel.: Monroe 4550 Tel.: Whitehall 7546 


Smith Smart Shoes for Men and Women 
Dr. A. Reed Cushion Shoes for Men 


Proper Shoes 
For street and business wear are ox- 
fords of light shade Tan Hickory or 
Black Mirror Calf on shapely, 
semi-broad lasts. 
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Retail Salesmen 


Wanted 


A Splendid Opportunity 
for the Right Men 
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Does More Than Shine 
It Waterproofs, Too! 


RE-NUSHINE does more than other shoe polishes. 
It shines, of course, And, ‘in addition, it water- 
proofs the shoes—keeps them soft and pliable— 
and makes them wear longer. 


The base or fluid used in this remarkable polish 
is the wonderful RE-NULIFE waterproofing, 
which penetrates every fibre of the leather with- 
out closing the pores or affecting ventilation. 


RE-NUSHINE contains no grease, oil, paraffin, 
turpentine, benzine, benzol, acid or other sub- 
stances injurious to leather. It will not burn or 
explode—leaves no odor—and does not form a 
greasy or waxy film on the shoe. 
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Shoes polished with RE-NUSHINE remain soft 
and pliable when worn in damp or rainy weather 
—and the wearer’s feet are always dry. 
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No wonder RE-NUSHINE is recommended and 
sold by America’s largest shoe retailer. Try RE- 
NUSHINE on your own shoes, and you'll want to 
sell it, too. Write today for sample and prices, 
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WATERPROOFING, INC. 


546 South Meridian Street 
Indianapolis :: Indiana 


| | | 
1 RE-NUSHINE J..C. PENNEY CO., Inc. 


Shines, Dyes and Waterproofs wa M sar Balding Bt Lola 
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Headliners 


for more inten- 
sive selling and 
better profits. 


Have 


the smartness 
and speed that 
will put pep in- 
to your busi- 
ness. 


E. P. REED & CO. 


ROCHESTER, N. Y. 


New York Office 
299 Broadway 
W. D. F. Gibson, Mgr. 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder, 
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No. 50—Men's Tan and Chocolate =< Oxford. Goodyear 
Welt, Machine sewed Vamp. Single Sole. Rubber . 
Widths A to E. In Stock C and D only 


No. 53—Women’s Tan and Chocolate Elk Oxford. Good- 
mm i Welt. Machine sewed Vamp. Single Sole. Rubber 
In Stock A to E $3.50 


No. 534—Women's 15-inch Qecetege wetenes a be 
Hand-sewed Vamp, Goodyear Welt, Unlined. 

In Stook B to E 

No. 533—Same as above, 12-inch. In Stock B to E. .$6.25 


No." 553—Same as” above > Tanf and Chocolate 
California Calf. In Stock A to $6.25 


554—Same as above, ]5-inch. Tan and Gomi 
Celifecnta Calf in Stock A to E.. . 87.00 


as above, 12-inch. Chocolate Elk. In To Stock 
25 


No. 594—Same as above, 15-inch. Chocolate Elk. In Stock 

C andjD_ only $7.00 

>. 584—Men's 16-inch B. Bm Chocolate 
a 


Paris City Veal. pe it, Hand-sewed 
on, an Quarter. Single Sole AWalthe At Me E. in Stock 
Cc 


CHIPPEWA 


aR: AGUN NZ 


IDEWAS 


(L.\o= 


ONE GOOD LINE 
That Meets Every Need 


WITH “The ORIGINAL CHIPPEWAS” hiking 
and hunting boots in your store, there’s no need 
to have any other line of footwear of this class. 


YOU will do a greater volume of business and 
make more profit with “The ORIGINAL CHIP- 
PEWAS” alone, than if you try to feature two or 
three different lines. Try it and be convinced. 

Original Chippewa Shoes are sold Only to legitimate shoe 


retailers. is company never did, nor ever will, sell 
consumers direct. 


» CHIPPEWA SHOE MF6.CO. « 


CHIPPEWA FALLS, 


WISCONSIN 
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A bottle of REPCO 
— with every pair of White Shoes 


SALE of white shoes is not complete unless it includes a 
bottle of Repco Heel and Edge Enamel. Every retailer who 
appreciates the possible profits of his findings case will find he can 
build up a pleasing business by pushing quality goods like Repco. 


This superior liquid enamel is easily applied. It restores the 
smooth, neat appearance to sole edges and heels. 


Repco Heel and Edge Enamel is made also in the colors of ivory, 
light gray, dark gray, champagne and Havana brown. 


Stock Repco, show Repco and you will easily sell Repco. 
For Sale by Shoe Finding jobbers 


United Shoe Machinery Corporation, Boston 
San Francisco Branch, 859 Mission Street 
J. K. Krieg Company, 39 Warren Street, New York City 
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CASH IN ON TODAY’S WONDERFUL 
INTEREST IN OUTDOOR LIFE .. , 


Hunting, fishing, boating, camping, hiking, golfing, tennis and other 
outdoor sports are now followed by hundreds of thousands of ardent 
enthusiasts—every one of whom wants and will buy outing footwear. 


Russell’s Moccasin footwear meets their needs perfectly—in the Russell 
line there’s a type of shoe, boot or moccasin for every outdoor sport. The 
dealer who handles Russell’s nationally advertised boots and moccasins 
is sure of mighty profitable business. 


RUSSELL’S 


“IKE WALTON” **APACHE”’ 


Made to measure from im- Formerly known as the “Scout Special,” 
ported waterproofed veal with choicest of genuine moccasins for camp and 
long-wearing Maple-Pac Soles. outing wear. Shaped to natural lines. Made in @ 
Staunch as a boot, yet flexible chocolate and gray elkskin with rubber or 
as a moccasin. flexible, sturdy Maple-Pac Soles. 


Meet us at cne Travel and Outdoor Life Exposition at Chicago Coliseum, May 12-17. See the materials which are put into Russell 
Moccasin footwear and watch our shoemakers make the famous “Ike Walton.” 


Write for Catalog and Dealer Discounts 


The W.C. RUSSELL MOCCASIN CO. 
~ 927 Capron S$i., Berlin, Wis. 


is 
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HOTEL ALEXANDRIA|k a 


S. L. ROOT, Manager i} 


250 WEST 103rd STREET NEW YORK CITY | 
Between Central Park and Hudson River. 


i 
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“CLIFTON” Sick 


Preferred Because Most Perfect 


i) 


_————— |} 


ee | 


Without question the 
coolest location in 
the city 


Used with our wet process it produces a 
perfect innersole, as it is easily formed 


in and hugs the lip ote | strength 
where strength is most needed 


You'll Always Specify 
“CLIFTON” Gem Duck 
when once tried 


“Clifton” shoe covering cloths, also 
“Clifton” backing and a cloths 
- recommended for satisfactory re- 
suits. 


CLIFTON 


MANUFACTURING CO. 
65 Brookside Ave., Jamaica Plain 
BOSTON, MASS. 

SBSESBE SB BBB SBRBRBRBRRBRB BB aa 


Subway express sta- 
tion at door, elevated 
two blocks away. 


Special attention giv- 
en to ladies traveling 
alone. 


Exceptional Restau- 
| rant at very moderate 
prices 




















SINGLE ROOM WITH PRIVATE BATH 
$3.00 AND UP 
DOUBLE ee Hil WITH — BATH 


Other suites in proportion. Also a few desirable un- 
furnished apartments on yearly lease. 


i I eee Ee ere 
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Right Style—Right Color 


In Popular-Priced Novelties 











The popularity of whites, Greys and Blacks for late Spring 
and Summer gives these three numbers a special appeal to 
careful merchandisers. Made {the Johnson way — reliable 
in every detail. 









— 


» 
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No. 104—Grey Kid Front Strop, 12/8 137—White Kid One Strap Sandal, 132 
covered wood heel, 130 last. last, 


=, 
\ 


[<————) 
==. 6 i 4. 


n the 
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No. 1 5—Patent Leather Apron Oxford, 
7/8 rubber heel, 133 last. 


JOHNSON BROS.SHOE MFG.CO. 


HALLOWELL,MAINE 


A Made In the Pine ‘Tree State 
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‘The Crawford 
Arch Supporting Shank 
keeps the Arch Young 


Misshapen shoes and shoes that break 
in the shank after they are worn are 
detrimental to health and comfort. 


The Crawford Arch Supporting Shank 
keeps the shoe in shape and holds the 
foot in its proper position during the life 
of the shoe. The Crawford Arch Sup- 


porting Shank prolongs that youthful, AO Oe 


springy walk in those who are leaving the shank to the insole, and which is 
flush with the insole, you will find this 


youth behind. trade mark. Look for the trade mark. 
It is your protection. 


A valuable talking point for the retailer 
is the shoe with a Crawford Arch Sup- 
porting Shank. 

Laan RK 
The Crawford Arch Supporting Shank INSOLE 
is built right into the shoe — fitted be- 
tween the inner and outer sole and 
locked to the insole. It cannot abrade 


the skin. Nothing in the Shoe hut the Foot 


1®@ 


ited Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 





BOOT AND SHOE RECORDER 






































ART MUSEUM, CI NCI NNATI 
Crowning one of the hills of beautiful Eden Park 


There is a place in every shoe 
store in the United States 
for a Cincinnati-made line. 
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UPPOSE that one of our sales- 

men should sell to a retailer 
for $2 one of our $8 shoes from 
regular samples, and the factory 
should see fit to accept it, 


WE WOULD DELIVER AN 
$8 SHOE. 


‘We don't know how to make 
cheap stuff. We have never 
learned how to cheat in values. 


It is utterly impossible for this fac- 
tory to substitute inferior ma- 
terials in order to meet a price. 


, We have always bought the 





' - highest grades of leather and — J & K Originality of Design en is Strike = 
: ings, and that grade is the Best indy ee in = ania 
Obtainable. Second grades are un- is at emanate 
known here. 





And that is why J & K Shoes 
‘ have held trade for over 25 years, 
« Our customers know that our 
shoes are dependable in every par- 
ticular—Style, Fit and Quality. 





—— 
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: {Or 
If you want a line that you can ie 
} stand behind—adding your good E — 
name to ours as an assurance to — 
your trade—we will be glad to © s 
talk it over with you. Jona 
= The 
: Salesman? or Samples? Write or a. 
= wire which you prefer. This mark stamped on a Shoe is Our = Shor 
=| eu Voucher of Responsibility to You. ft = or E 
=| a The “‘Foot-Saver™ azine, for shoe is your Assurance of Quality to your = Thu 
= retailers and ov tn will be mailed customer. 2) = 
= free of cost. Write for your, copy toflay. = Tw 
= . one : a a = Trot 
= The greatest line of Airy Welts in America—the Non Inventory Line = lool 
= . - = factu 
= = the 
| The JULIAN & KOKENGE Co. ff | ~ 
= e 0. = 
= F = { Hi 
- The Fountain Head of Shoe Style = brotl 
= = then 
: CINCINNATI OHIO. CE Pre 
= — O10W 
= = clear 
16 TUUHTUUUTATOTOTUOUOEATOTOUNUTTOUOUTVQUCTOVOUUUHTOTOCATTONOTUUUOUOGEGTOATOTTOTOQOOVOTOQOTLGUUGUCGCAUOTUDLUSOODEOTOVAUTOTOOQQUGEUUNQUQOTOUUCUATIOEANOUOTOOTOUET i 
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An Easy Market to Reach 





Stalked by Trouble 


(A Shoe Fable in Slang) 


{ Once u a time there was a Store Keeper who 
lead the Bunch in his Burg. His store was Sure the 
Cat's Eyebrows for Class, It was his Brag that he 
had the Latest Thing in Style long before Others 
even read of it in the Papers, 


{| Scareely a Day that he Did not show the 
Janes a Red Hot New Number right off the Griddle. 
The gals took it to for a While but Soon it got to 
be Tiresome, They would walk down by his Store 
just to Look, They made bets whether he would 
Show Green on Monday and Lavender on Tuesday, 
or Buffalo Hide on Wednesday and Bat Skin on 
Thursday. 


{{ When Inventory Time Rolled around he found 
Trouble Stalking him. And his Bills Due book 
looked like a Crazy Quilt. Nearly every Manu- 
facturer of the Bizarre Period was represented in 
the Collection. And, Grievous to Relate, every 
one of Them Demanded Remittance P. D. Q, 


{| His father owned a Fine Radio business and his 
brother was in the Automobile Game. Between 
them they Saved his Hide, but they made him 
Promise to lay off the Style Stuff. So now he Goes 
Slow and Sure. He buys a Few from a Few and 
cleans up. 


MEARING distance by train ride has become 

a practice. A man now says, “One night to 
Pittsburgh” whereas the distance once was measured 
in miles. 

Cincinnati is within one night's ride of more 
important cities than any other shoe manufacturing 
center. For example, one may enter a Pullman in 
Cincinnati at 10.00 o'clock in the evening and wake 
up the next morning in Chicago, Detroit, Cleveland, 
Pittsburgh, Knoxville, Chattanooga, St. Louis and 
many other cities. New York is distant only one 
sleep and one-half day. Buffalo, Rochester, Philadel- 
phia, Baltimore, Washington, Richmond, Raleigh, 
Atlanta, Birmingham, Memphis, Little Rock, Kansas 
City, St. Joseph, Dubuque, Milwaukee and others 
are in a 450-mile radius. 


Fine Railroad Facilities 


Cincinnati is within a few miles of the population 
center of the United States. 

Great railway systems carry Cincinnati-made 
shoes to the four corners of the nation. Cincinnati's 
own railroad—the Southern—penetrates the heart of 
the Southland. This great system together with the 
L. & N. network of tracks gives quick transit to al] 
points in the South. To the Southeast the C. & O., 
N. & W., and to the East, West and North the Penn., 
B. & O., Big 4, and other lines. 


Considerable Saving in Haulage 


Cincinnati's strategic situation is highly advantage- 
ous to merchants who want direct routings at a 
considerable saving in haulage. (Shoes shipped by 
express from Cincinnati to cities like Louisville or 
Indianapolis arrive within five hours.) 

Should the Ohio river traffic revival be a go, shoes 
may be routed via New Orleans and Panama Canal 
to Pacific Coast cities, at a great saving on freight 
charges. Look at the map. Cincinnati is the Center, 
the Quality Center too, of America. 
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Our Salesmen are now Showing Early 
Fall Creations, that will enhance your 
appreciation for Beautiful Shoes. 


The Style and Quality of Cahill’s Shoes 
will bring and hold New Customers for 
you. | 


The Cahill Shoe Co. 


Manufacturers 


CINCINNATI 


762 
Jewell 


Made to your order in: 
All over Patent Leather 
All over Black Suede Calf 
All over White Kid 
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You sell eight pairs Out of four you pa 
to pay the manufacturer's bill. all Bes what YF gg 


Nel profit 








STANLEY DUTTENHOFER SHOES 
‘salable to the last pair’’ 


Your problem and the problem of every other shoe mer- 
chant; is to sell “that last pair.’ It represents the net profit. 


Stanley Duttenhofer Shoes are “salable to the last pair.” 
They are not shelf-warmers: Such fine workmanship and 
beautiful finish is rarely found in high quality footwear at 
a popular price range. 


No matter how far you look you cannot find a line that 
more quickly satisfies the women who depend upon you to 
select for them.the proper footwear for the occasion. 


Every facility of our brand new factory has been geared 
up to a well-defined high standard of manufacture. We 
know that for you to sell ‘that last pair’ we must put a 
little more value per dollar in every pair. A strict adherence 
to this principle, will mean success for all who sell Stanley 
Duttenhofer Shoes. 


Our factory is now running at full tilt. If you come to 
Cincinnati drop in for a little visit. 


IN STOCK 


We have in stock some very attractive 
numbers in Black Patent, Black Satin, 
Black Kid and White Kid, one and two 
strap patterns, attractively priced. 


is SMILEY DUTTENHORER 
its symbol of success, ge Ania 28 

and a - - 
ee SHOE Co, 
bears a most interesting 


significance | which we 1401 PLUM STREET CINCINNATI, O. 
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What Is Style—Real Style 


W rerio is ‘Good Style?” Is it a new pattern, a new trim, a fancy 
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perforation, a new, strange color or tannage? Is it the last, 
the heel, the tip or the sole that makes “Style?” 


How shall a woman determine when a shoe is correctly styled? 
How shall a merchant guess? 


The woman must accept the word of the dealer and the dealer 
must be guided by the manufacturer's salesman. The dealer must 
have faith in his manufacturer in order to pass it along to his customer. 


When hundreds of manufacturers’ representatives show a thousand 
different so-called “styles” how can a dealer make his selection safely ? 
When hundreds of dealers show those thousands of different styles, is 
it not confusing to the women? 


One window shows a display with a placard declaring that ‘these 
are the very latest." Right across the street an entirely different 
“style” of shoes is announced as the “‘latest."’ Further down the street 
another store displays still more “‘latests."’ After a few hours shopping 
the dear lady begins to feel that there are a lot of prevaricators abroad 
in the land. Can you blame her? 


One mighty good way to restore her faith and gain her confidence 
is to show her a line of shoes made by one of the Cincinnati Group. 
Tell her that these shoes are backed up by Reputation for Integrity, 
Quality and Satisfaction. Tell her that a Reliable Manufacturer 
stands behind you in assuring her of proper style and absolute foot 
satisfaction. 


Beware the Greeks Bearing Gifts 


An old saying, inspired by the episode 
of the ‘Trojan Horse,” has come down 
through the ages: “Beware the Greeks 
bringing Gifts.” 

The ancients recalled, unpleasantly, 
that time the Greeks presented to a 
beseiged city a tremendous horse built 
of wood. Concealed in the horse were 
many Greek warriors who, once inside 
the city walls, rushed out, opened the 
gates, and admitted the beseiging army. 

Doubtless there are merchants who 
have had experience with a Trojan 
Horse in the guise of “Novelty Foot- 
wear. Certain manufacturers, being 
anxious to gain entrance to the mer- 
chant’s store,-have promised wonderous 
things. For example: “Latest Styles,” 
“Two Weeks Delivery,” “Shoes at a 
Price,” “Special Discounts’ and many 


other gaudy, glittering gifts. The re- 
sults show in the inventory. 

There is no such thing as the “‘latest.”” 
Tomorrow brings another one. 

“Two Weeks Delivery” is impossible 
with quality footwear. 

“Shoes At a Price’ means just what 
it says—low prices, low quality and low 
profits. 

“Special Discounts” is a trap. Shoes 
cannot maintain quality at living prices 
and give away too much in discounts. 

Wise merchants will not be deceived 
by trick promises. They will acccept no 
Trojan Horses. 

“Stick to the ship that brought you 
over.” 

Continue to handle Cincinnati made 
shoes and you'll be allright, 





. Us 
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It Takes Time to Make Good Shoes 


L ¥en anyone ever tell you that good shoes can be made in two 








weeks time? Have you ever been in a high-grade shoe factory 
and witnessed the process of making good shoes? 


A shoe has been made in less than twenty minutes time but it was 
a sorry looking thing, resembling something the cat dragged in. When 
in process of manufacture the shoe is wet from start to finish. The 
shoe remains damp, or “green,” until it has had a thorough drying 
out on the last. Most high-grade factories insist upon keeping the 


















shoe on the last for eight days until it is thoroughly set or shaped. 


Quality shoe makers are very much opposed to putting any lot 
through a factory in less than eight days time. Less time than that 
means forced drying or sending out shoes that are misshapen, ‘green’ 


and sloppy. 


The Cincinnati group does not countenance hasty methods or 
sloppy work. The reputation of Cincinnati-made shoes for Quality is 
maintained by painstaking workmanship and ample time in process, 


So, when some “bootlegger”’ tries to kid you into believing that he 
can deliver good shoes in two or three weeks time, just smile and turn 


him down. 


UCCESS in business is founded upon 

Be agent net for — integrity and re- 

ise. The merchant who 

builds on the corner stone of good name and 
maintains high ideals cannot fail. 

A. F. Stewart the “‘Merchant Prince’’ 
established himself on the principle of 
“‘Not how cheap, but how good.”’ 

In every city and town there is one Best 
Store. When you inquire into the reason for 
that store's pre-eminence, you will find that 
it is, mainly, a question of honest goods and 
fair dealing. 


Stick to the Tried and Proven 

Having established such a reputation, can 
the merchant afford to hazard it on unknown, 
untried methods or me ise? 

Look at the big, successful stores that have 
weathered all the financial storms, all the busi- 
ness os 2 < the inflations and defla- 
tions. You'll find them Ss strictly to 
their policy of handling goods from manufac- 
turers of unimpeachable character. They have 
not strayed after strange goods. They have not 
been tempted to experiment with “new 

So-called “latest fashions’ have not 

ed them. True, they keep up with style 

poe but they make sure that the styles. are 
authentic and profitable. 


How to Size Up a Firm 


Can any merchant, no matter what his 
size, afford to accept the statements of an 


What Cincinnati Stands For 








irresponsible salesman from a concern that has 
no s ing? 

Buyers should probe deeply into the past 
record of manufacturers soliciting their busi- 
ness. Here are a few pertinent questions it 
will pay any buyer to ask: 

Who is this salesman? What do | ‘know 
about him or his house? Is he reliable? Is his 
house? Will the name of this manufacturer add 
anything of salability to the goods I offer my 
trade? I afford to risk my name on 
these goods? Can I 
to my trade? 


honestly 


How to Size Up a Line 


And, when looking at “New lines,” ask 
these: 

Do I need this shoe? Will it fit into m 
plan? What do I know about this last? Will 
it fit? Is it suited to my trade? Are the pat- 
terns right? Can I afford to add another new 
number to my already big stock? 

And_ finally, before placing an order, ask 
this all-important question: 

Will the Quality of this merchandise create 
confidence in my store and bring the customer 
back for another pair? 

The Cincinnati Group invites the most 
searching investigation. Inquire about the 
manufacturers represented in this section. ~ 
Their business careers are open books. You will 
find them time tried and quality proven. 





THE QUALITY SHOE 
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footwear is forcibly proven by our steadily increasing sales volume or 
them and especially by the numerous repeat orders we are realizing. 


Every detail of these oxfords evidences the exactitude of their manu- 
facture. The Improved Arch Support feature is thoroughly practical 
the fitting and wearing qualities are excellent and the styles are the 
most desired. 


Such footwear as this makes a better margin of profit possible and 
helps materially to build an enviable reputation for the dealer who 


4166—Women's Black Vici one width sells them. 
qeepination ~_ amma Diode. 
Heel, Rubber Top Lift. Good. Write for samples. We carry a full stock at all times for immediate 
year Welt,2%to 9. AtoD. .. .$3.85 delivery. 








7465— Women's Patent Chrome, two 
width combination last, Custom 
Made, Imitation Tip, 2 8 inch 
Cuban Heel, Rubber T: op Lift. 
Goodyear Welt, 2% to 9, Ato D.$4.00 


Here’s an always stylish pattern in black and brown and a complete 
line of widths and sizes, seven numbers. All are Custom Made, Good- 
year Welts with Rubber Top Lifts. 


4168—Women’s Black Vici, two width combination last, imitation 
tip, 12-8 inch Cuban heel. 3 to9, AtoE. ........ 2... 0 oe cece es 
poner lomy org 1 e y POe RR ec bhiwkh sce ae elle gaan 
4178—Same in Brown Vici, 2 to9, AtoD. . 

ee cand akaiael, Gana Gide D.. 


DR. RAY’S IMPROVED ARCH 4158—Same Pa Black Vici, one width ‘combination last, ; 
10-8 inch Military heel. 3 to 8, Bt oD.. . $3.85 


SUPPORT OXFORDS for MEN 4176—Same, Extra Wide EEE last, 2}4 to 9... Sient heepeRE 


142—Brown Vici Blucher, Good 
Wet Rubber Top i Sekt, 4176XX—Same, Extra Wide EEE, 934 and 10..................... $4.50 


Bto oe ol 
143 Sarvs ins Black Vici. -. oe $4.75 


THE CHARLES MEIS SHOE CoO. 


HEADQUARTERS—806 WALNUT ST., CINCINNATI, OHIO 
CMSC OPERATING ONE OF THE WORLD’S MOST CMSC 
MODERN SHOE FACTORIES AT LEBANON, OHIO 


























THE QUALITY SHOE 
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“ART IN SHOES” 









Our salesmen on the road are already 
receiving compliments on this pretty 
shoe. Just one of many bright new 
styles shown by the Sullivan Travel- 
ers. Our boys are now calling on the 
trade. If you wish to see our line write 
or phone us quickly. 
















The P. Sullivan Company 


Makers of 
PRETTY SHOES FOR WOMEN 


CINCINNATI 
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The Candid Truth About Style 


Style seems to be the dominant factor in the Shoe Industry, and Style, of 


course, will always be a factor. 


But—What is Style in Footwear.—Smart ‘looking patterns put together 
properly, made over good looking, good fitting lasts, in quality leather and high 


class workmanship. 
This we say is Style. 


But good looking shoes cannot be made and put together 
right unless real shoemakers, who understand the art of shoe- 
making take a personal interest and pride in their work, are the 
*producers. It does not require the most renowned artist to draw a 
pretty shoe and it is a fact with modern machinery and equip- 
ment any, inexperienced country help can be taught to put the 
shoe together in a comparatively short time. It takes many, 
many years, however, to educate shoe workers of the type that 
Cincinnati manufacturers employ in their plants to produce 
shoes that the Cincinnati manufacturers demand. 


Si 
A pretty pattern, if it is impractical—if it does not fit—if the 
upper is stitched together so when the shoe is completed looks as 
though made in a Harness Factory, with long, coarse stitches and 
irregular seams, after being worn a few days is all out of shape 
and appears ready to fall off the foot, has no stability, no finish— 
there is nothing left but the shell. 


Cincinnati shoes, as produced by Vollman, Lawrence are 
stylish, exceptionally Good Fitting and have good Quality and 
Finish—then, they can be sold retail in Welts and McKays at 
today’s popular prices, from $6.00 to $8.00. 


Evidence of what so many good merchants see and appre- 
ciate in our shoes is borne out by our production. We are making 
1,600 pairs of McKays and 800 pairs of Welts daily. This pro- 
duction is increasing, although everywhere there are manufac- 
turers with country factories whose labor enables them to sell 
shoes at a less price than ours. These country shoes lack all the 


STATION A 


CINCINNAT, 


refinement recognized in Cincinnati shoes, whose good materia's, 
good upper stitching, well lasted toes and seats, exceptiona’ly 
well burnished edges and elegant bottom finishes give a distinc- 
tion to Cincinnati and Vollman, Lawrence shoes that few manu- 
facturers are equalling and none surpassing. 


Some time ago we advised our good friends and customers it 
was not possible to book business on our regular five to six weeks 
schedule owing to the fact that we were so far oversold, also 
advising we were adding equipment. We are now pleased to 
announce this equipment is all in and running. We can now 
absolutely make five to six weeks delivery. It is also our intention 
to add additional equipment so that we can take care of our large 
volume of business on four to five weeks delivery. 


Such a combination—the Style of our product for which we 
are nationally known, the Quality of our material and workman- 
ship and the delivery we are now in a position to give you, 
are worthy of your careful consideration. 


Inasmuch as our salesmen have not been out for several 
months many of our customers are no doubt in need of mer- 
chandise. Those of you who cannot wait until our salesmen make 
their regular trips, beginning next week, please wire and we will 
arrange that you see the line immediately. 


i 
Walk and Be Healthy. 





On F- [je 
President 
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Help Make Conditions Better 


for yourself and for the industry 











‘ The remedy lies in> 
more attention to staples. 






Staples are the “bread and butter’ of the 
shoe business. Novelties are NOT. It has 

always been fatal to build on a foundation B U fey i a ES fe, 
of sand. Staple shoes constitute a rock 


foundation on which you can build at a very VF @) ed | A N 


small investment—write for details. 







eria's, 
ona ly 
istinc- 
manu- 







ners it 
weeks 
» also 
ed to 
. now 
ntion 
large 


The B. W. 


(Business Woman) 



















wif |In Stock-- SHOE 
mer- ready to ship—net 30 days 
make S—400 S—401 i 
evil Black Kid Oxfo 4 Deen Kid Cohort is a staple, a shoe that makes 
AAA. 5-10 B. #10 Aaa 59 = Si _ permanent business and 
A.” 410 D.319 AA SS B33 HOLDS customers. A_per- 
thy. $4.40 $5.00 fect fitter for every woman— 
* $403 S—404 its popularity and sales grow 
Black Kid Oxford Brown Kid Oxford every day. ° 
(Arch Corrective) (Arch Corrective) 
AAA, 5-10 B, 4-10 
AA, | 5-10 C. 3-10 ge 3 > 2 
», A. 8 ty ty A.” 49 D. 3-9 
$5.20 











ThROTH SHOE”4a 


¥ CINCINNA 


There are no shoes better than Cincinnati-made shoes ; Peas are none so good as ROTH'S 











THE QUALITY SHOE 
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For business-building’s sake... 


investigate this new children’s shoe 


Just think of being able to show 
mothers a shoe with exclusive fea- 
tures for their children, and then 
being able to back it up with a 
convincing sales story—like this: 


“Madam, here is a shoe with 
a real story behind»it—the Arch- 
Developer, a product of the famous 
Scheiffele factories, for many years 
makers of children’s fine shoes. 


“The secret of its success is in the 
super-flexible sole—note that you 
can bend it as easily as a piece of 
rubber. That sole permits proper 
growth of .the foot—free circula- 
tion of the blood. It builds up the 
arch in. the only way the arch 
should be built up—by correct 
exercise. When your child reaches 


THE ARCH-DEVELOPER 


maturity, if she has been wearing 
this shoe, her arches should be 
absolutely normal. There should 
never be any question about her 
needing arch support shoes 
then.”’ 


Wouldn't such a story sell shoes 
for you? Wouldn't such a shoe be a 
profit-maker in your store? 


It's ready for you now—in the 
Scheiffele Arch-Developer. Madez 
in all the smart new leathers and 
patterns and sold to-you at prices 


that enable you to retail them with 
plenty of profit at $4.00, $5.00 and 


$6.00. The details? We're ready to 


furnish you with complete infor- - 


mation. Just write, or wire, and a 
salesman will call. 


Two of the Many Models in this New Shoe 


No. 21—Black Tuscan 


Calf Oxford with room 


toe and all leather heel. 


540—A sw: ee 
Biucher Oxford of 
Calf with roomy on 
and heel. 


The Scheiffele Shoe Company 


Branch of the United States Shoe Company 
CINCINNATI, OHIO 








——. 
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For the Queen Anne Taste and the 
Mary Ann Pocketbook 


Every woman knows a fashionable shoe when she sees one. And 

every woman wants one, 

But often the shoe that appeals to her eye is out of reach of her purse. . 

So we offer Holters Style McKays that’ satisfy the Queen Anne 

taste. Slender lines, fashionable materials and colors, and the 

newest effects in straps and cut-outs—their appearance is all that . 
the eye can ask. : The Lanvin 
And to satisfy the Mary Ann pocketbook we've priced these shoes to 
retail from $6.00 to $8.50. 

Isn't that what you need today ?—a shoe that looks better than its N.B. We make a line of lower-priced Holters 


price? Give them what they want at a price they can pay—and you McK too. T, : 
have quick turnover and steady profits. ‘No. Sg plating Seas parnyecnured in cur Punt 


THE HOLTERS COMPANY, CINCINNATI, Branch of the United States Shoe Company 
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ee 
Two of the Season’s Favorite Turns 


IN STOCK.... 
READY TO SHIP 


A Two-Strap that 





To fill in those broken Spring style lines— 


Sells Its elf these two smart Duttenhofer turns! 


Both light and airy as a May day, with 
chic little touches that make them dis- 
tinctive among the season's fashionable 
models. And note the prices'—You can 
retail these shoes at $10.00 or less and 
turn them over in a jiffy. They're as good 
as money in the bank the moment your 
order is filled. 








The Epinard—Lot 5080—A dainty turn 3 P 
evoastan, $i Sooo ante Shaped over a meas . And that order will go forward the day it 


sags last with 14/6 Spanish heel. Price is received. For these shoes are in stock, 

- made up awaiting your order. Wire or 

Th e Ari stocrat of write your requirements—get these shoes 
the Gores in your store at once. 


The Val Duttenhofer Sons Co. 


Branch of the United States Shoe Co. 
CINCINNATI, OHIO 


The Panama Gore—Lot 5081—A Dutten- 
hofer turn of strik individuality. [t's in 
black satin with ooze trimming; ham- 
mered silver os wanee she ae is 14/8 
Spanish. Price.. .. $5.75 


In regular size runs 
awaiting your order 
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HERE IT IS! 
An Arch Support Shoe ina Turn! 


Impossible, you say? Just what we were told when we started to design it, 
months ago. But today it’s here—tried and proven on women's feet—the 
Red Cross Arch-Tone Shoe in turn soles! 


As you know, arch shoes were first made in’ welts, stodgy, heavy looking 

















Model No. 823—Black Patent Leather 
Pump with Ooze saddle and strap. 
Turn sole with famous Arch-Tone 
feature. Spanish Louis heel. 


Be the First in 


Your Town to 
Show It! 














“The Tonic for Tired Feet 


affairs. Then came welts with a fair amount of 
style. But not until this achievement of Red Cross 
Shoe craftsmen has it been possible to offer an 
arch shoe in turns—and in all the dainty effects 
possible only in turns. 


No need to tell you how fast they'll sell! You know 
yourself how many women—on their feet all day 
—are seeking arch shoes that are stylish—women 
who have normal feet, but want arch support if 
they can find it in a light, dainty shoe. This 
class you will now be able to sell and sell ex- 
clusively. For they will find just the arch support 
they need in these novelty effects in the new Red 
= Arch-Tone Turns—truly a Tonic for Tired 
eet. 


The ones illustrated here are only two of the 
complete line of styles offered in this shoe. In fact, 
every turn in the Red Cross Shoe line can be 
furnished with this support feature — at no 
increase in pricel Write us at once and we'll have the 
Red Cross Shoe salesman in your territory call and 
show you these shoes. 


Remember—there’'s no other turn with an arch 
support feature on the market. Be the first in your 
town to show it—cash in on it strong! 


fl he Krohn-Fechheimer Co. 


Branch of the United States Shoe Co. 
CINCINNATI, OHIO 


Fl 
5 ee 


Trade @, ae”) Mark 
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_for women, of discrimination 


THE VOGUE 
French Toe. A 
Pleasing Creation 


NIN, AAT 


Sime development based upon logical 
and well-defined tendencies is portrayed 
in our new special line. 

In all of our years of manufacturing fine shoes, 
we never have felt more genuine satisfaction 
over the outcome of our effort in preparing 
our samples. 

We feel sure that you not only will be pleased 
with their intrinsic style value but also with 
the beautiful workmanship and quality in 
them. 


The Krippendorf Dittmann Co. 


Cincinnati, Ohio 
STYLE QUALITY SERVICE 


THE ZENDA 

The Tailored Gore 
Novelty in Keep- 
ing with the Trend. 
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lere's one of our 
ry newest and 
1artest summer 
oes that may 
had from stock 


WwW. 


VU aaa llllldddiisibibidddp 


Cut from light 
shade Tan Russia 
Calf orBlackCalf, 
also French Calf. 
Medium weight 
soles. 





1) > 
SVMMAILISIEIDLL AS EIDLEG SE ET Led 


KEEPING YOU “SIZED” 


“Your representative is obliging 
enough to keep my size continually 
in stock, and to keep me advised 
as to the time when he thinks I 
should have another pair.”’ 


Probably the customer who wrote this doesn’t realize that all our 
representative needs do is wire us for the size wanted, to get it in a 
day or two. 


The support we give our customers from our stock service department 
has proved over and over again its great value as a saver of sales, and 
preserver of customer loyalty. 


We maintain a stock department as an aid to our dealers 





FACTORY and SALESROOMS, 63 MELCHER ST.; BOSTON, MASS. 





AMMA aT VLE 


SUPERIORITY BUILT IN. st a2 Gm, NOT RUBBED ON 


MAMMA UHM 
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“fawrence Leathers arefR 


the Gall 1924 \ 























1 Te ae Hae G our practice, the colors given 
opposite are designated by official Textile Color 
Card Association names. 


Not only because colored dress fabrics and colored 
shoe leathers have become so closely related, but 
also to help the shoe trade to concentrate upon a 
few safe and authentic colors which are sponsored 
by the closest students of color as applied to style. 


You are cordially invited to write us for a sample 
book of WEILDA CALF showing the most lux- 
urious of all leathers in these ‘colors for your 
guidance. 


A. C. LAWRENCE LEATHER CO. 
210 South St., Boston, Mass. 


NEW YORK CHICAGO ST. LOUIS 
ROCHESTER CINCINNATI PHILADELPHIA 
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BUNNY 
AIREDALE 


RACQUET 
BRACKEN 
PICCANINNY 
STONE GREY 


cAll above are Official Textile (olor (ard -Association Names 
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Keds time is here! 


Make salesmen of your windows. 
Here is the colorful, attractive Keds 
window display. It will keep your 
Keds stock moving, and build up 
summer profits for you. Window 
stickers, a metal sign, shoe stands, a 
poster, a large cutout—the Keds mes- 
sage delivered with a smash. 


These sales helps have been sent to 
all Keds dealers. If you have not 
received your supply, write to the 
Branch or wholesale distributor from 
which you order your Keds. 


United States Rubber Company 








May 10, 1924 





HROUGH the medium of news- 
paper advertising and display win- 
dows, you can place considerable 
impetus behind the movement to sell 
nore rubber canvas footwear for summer 
wear. By appealing through the columns 
of the daily papers in an interesting way 
ou can reach thousands of consumers 
rho are eligible as prospects to buy can- 
as shoes. 

Regardless of how pow- 
erful your window displays 
ire as @ commanding in- 
‘luence in drawing atten- 
tion to showings of canvas 
hoes, you will surely 
each manyinterested con- 
umers through the news- 
papers, who, otherwise, 
would not learn of your 
mission. 


Canvas Shoes for 
Vacation Days 


In the advertisement on 
this page, the predomi- 
nant note sounded con- 
cerns vacation days for 
children. It is accurately 
suggestive of the neces- 
sity for canvas footwear 
for outdoor wear. Children 
like light footwear for the 
playing season and this 
type of advertisement is 
sure to strike at home. A 
cut at the side, showing a 
couple of boys playing 
baseball, is indicative of 
the uses for rubber sole 
shoes, and also plays the 
part of adding a little il- 
lustrative color. It bal- 
ances well with the typog- 
raphy. A cut, providing, 
of course, that it fits well 
with the subject being 
stressed, fits nicely into an advertisement. 

In preparing reading matter advertis- 
ing canvas shoes, either one or several 
cuts of canvas shoes may be shown. 
Brief descriptive captions should accom- 
pany each cut in order to clearly explain 
qualities, selling points, etc. Some stores 
often devote an advertisement to only 
ene canvas style—one that is ideal for 
athletic wear of the sturdiest kind. There 
has been just as much success, no doubt, 
with ads printed containing several cuts 
of rubber soled shoes for various oc- 
casions. 


ad appeals to the 


You can emphasize the fact that can- 
vas footwear for men and women are 
carried in just as extensive lines as for 
children. The elder folks enjoy a com- 
fortable-fitting shoe for recreation as 








fo Rage made the oP Eintied States Fetben Comps 
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How to Advertise Rubber Canvas Footwear 


much as the boys and girls, and a well- 
worded suggestion may register as heav- 
ily as your ads dealing with children. 


Arouse More Interest 


If you can arouse the interest of your 
clientele in your canvas footwear by ad- 
vertising, you have accomplished the first 
essential toward greater volume of sales. 


Keds 


Are: th 


Ked 


lage stays, heavy soles of live rubber, make 
withe the boys, and naturally 


EVERY BOY WANTS A PAIR OF 


heavy 
ankle patch 


for Boys. wsaateds 5, 6— 





footwear for outdoor wear 


Through your window and newspaper 
advertising, you can reach them in an 
effective way. 

One method used by a number of stores 
selling Keds in various parts of the coun- 
try has met with good success. Shoemen 
offered cash prizes for the best essays on 
the advantages of Keds footwear for sum- 
mer wear. The advertising carried infor- 
mation pertaining to the conditions of the 
contest and did a great deal toward stimu- 
lating interest in this type of footwear. 
You can do a good deal of valuable work 
through the medium of newspaper ad- 
vertising. 

The advertisement reproduced above 
is an excellent example. Two attractive 
cuts make it more inviting and are con- 
sistent with the subject being stressed. 


This Week is the Time Kal- 

Boys Will Start 

Wearing Keds-Vacation Days 

Mean ee Tramps and 
Athletic Sports. 


greatest 
Shoes today for Boys. Extra 
need duck uppers, 
and leather trim 


(xs) 
for Youths, Sizes 11, 12;13,1,2—.._, 
$1.98, $2.45, $2.95 
$1.96, $2.45, $2:95, $8.45 
tor Men. Sizes 6, 7, 879, 10, 11— 
‘$2.45, $2.96, $345, 
5, 
(_xxbs ") eres © Fi 50 and $546 
Visit Our New Keds Display in Dur Keds Basement Dept. 


a= APPELDOORN’S ==: 


stimulate interest in rubber canvas foot 

Company, are advertised above. The there of the 
youth—canvas foot during summer. The ad was used 
by P. B. Angoldura’é Bene Obs oS Kalama, Mich. 





lll 


The desire for the average Boy or girl to © 
own a pair of Keds is probably increased 
when he reads the heavier type at the top 
of the ad: “This week is the time Kala- 
mazoo boys will; start wearing Keds— 
vacation days mean long tramps and 
athletic sports.” 

Other reading matter, subordinate 
to the big thought of the ad, delves 
into the materials used 
in Keds, prices, sizes, etc. 


U. S. Rubber Co. 
in New Milwaukee 
Location 


Offices of the Milwau- 
kee branch of the United 
States Rubber Company 
have been moved from 
the former quarters at 
41 Oneida Street to much 
larger and more adequate 
ones at 241 East Water 
Street, in the heart of the 
wholesale district of Mil- 
waukee. Practically dou- 
ble the former floor space 
is afforded by the new 
~_ location, with greatly im- 
proved sample room fa- 
cilities as one of the many 
features. 

The large main floor is 
devoted to the office and 
sample rooms, which are 
arranged in a most attrac- 
tive manner. The floor 
is entirely covered with 
United States rubber tiles, 
one of the varied prod- 
ucts of the concern. Dif- 
ferent departments have 
their office space sepa- 
rated from the others by 
railings, making  inter- 
department communica- 
tion possible, while at the same time 
providing for a certain desirable amount 
of departmental privacy. 


Distributors for Rajah Soles 

Alfred Hale Rubber Co., manufacturers 
of Rajah soles, just completed arrange- 
ments with Laing, Harrar & Chamberlin, of 
Philadelphia, Pa., to be sole distributors 
in the United States for Rajah soles to the 
leather and findings dealers. 

The arrangement should be a happy one 
for both parties concerned, since the house 
of Laing, Harrar & Chamberlin isone of the 
oldest and most highly regarded of its 
kind in the country, and the prestige 
established for Rajah soles by its origi- 
nators, the Alfred Hale Rubber Co., is well 
understood throughout the trade. 


wearing 


$3.96 
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AMERICAN 
HIDE & LEATHER CO. 








a 





A SPECIALTY LEATHER SHOP 


Our Peabody Tannery is specializing on 
Colored, Stylish Shoe Upper Leather. 











Its principal lines are— 
I. “OOZE” (Suede) CALF, in a great variety 
of standard and new shades. - 
II. COLORED CALF with a KID GRAIN 
FINISH. CALF in a variety of Embossed 
Colored Grains. 


If. BUCK SIDES in the popular colors. 

IV. COLORED GLAZED KID. 
It is through a Specialty Leather Shop, with 
all facilities under one roof, that we are able 


to supply quickly and accurately the demands 
of stylish shoe manufacturers. 





NEW COLORS. FOR FALL 1924 


Airedale, Racquet, Bracken, Piccaninny, 
Stone Grey, Rose Taupe, Bunny, Spa-Tan. 
































COLORED 
CHROME SIDES 











May. 10, 1924 
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NEW YORK BOSTON CHICAGO ST.LOUIS CINCINNATI 
AMERICAN HIDE & LEATHER CO. LTD., Northampton } Eo siang 


CALF AND SIDE UPPER LEATHER T. IES 
Lowell Peabod a Woburn 4 « Chicago 
Sheboygan Ballzton Spa Curwensville 
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BARK AND 
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Strong Call for Lighter Shades of 
Calf and Kid 


Present Season Good for White Leathers—Generous Demand for Black 
Patent Continues—Prices Remain Same 





very wide—anywhere from 65 to 80c. 
and above for the choicest kid in col- 
ors down to 10 to 20c. for very cheap 
leather for slippers and similar goods. 
The medium grades of kid are selling 
from 40 to 60c. per foot, and this calls 
for a large volume of leather. The 
leading tanners report a very fair call 


W IAT IS BEING The strongest 
BC UGHT tendency contin- 
ue. toward the tan and brown shades. 
The strongest call, perhaps, is for 
lig ter shades of tan calf and kid, but 
th old mahogany and Havana brown 
sh des are also popular. 

‘here is also an increasing call for 


High Lights of the Week 


Continuing decline of raw stock 
prices insures leather supply at popu- 
lar prices. 

Tanners buying hides and skins 
close to needs and not producing an 


A TE MN A a | 








ble ck. While the demand is largely on 
pe ent leather, there is also a better 
ca’| for black calf and kid. The patent 
leather demand seems to maintain the 
volume of the past few months, al- 
though the strength of the call is for 
the medium grades of patent sides, 
patent colt and patent kid. 

The season is also a good one for 
white leathers. White kid is going very 


mand. 





over-supply of leather. 

Tan in light shades, also brown 
and mahogany, patent leather, white 
kid and calf, some of the high style 
colors, comprise the best of the call 
for upper leather. 

Leathers suitable for all sorts of 
sport footwear figure well in the de- 


for white kid for high-grade footwear. 
Improvement is noted as the season 
progresses. 

PATENT The demand continues 
LEATHER good for patent. One 
large tanner of side leather has re- 
cently started a new patent leather 
plant to meet the increased demand. 
The call is best for the medium grades, 
although there is more interest being 








strong, particularly in the better 
grades, also white cabretta and white calf. 


SUEDE Tanners report that improvement would be de- 
LEATHERS sirable in the demand for suede. There is a fair 
amount of ooze calf moving on orders placed some time ago. 
New business is slow, however, except for export trade. There is 
a fair call for white ooze and for white kip suede. There is a 
better demand for black suede, but prices remain substantially 
the same, with the top selections in fancy colors bringing 55 
to 65¢. per foot, and the medium grades 40 to 50c. Buck leathers 
are in moderate call, with prices unchanged from recent weeks. 
A fair call has developed for black buck. Prices on white and 
colors range from 40 to 48c. per foot. 


CALF Considering the condition of the shoe trade, a 
LEATHERS fair amount of calf leathers is moving. The 
season is behindhand, but some of the leading tanners report a 
good business on full grain colored calf. Prices on the regular 
run of top selections range from 44 to 48c. per foot. Some of the 
choice leather made from imported skins ranges from 50 to 55c., 
especially the fancy high colors. The light tan shades are popular 
both for men’s and women’s shoes, also the dark brown and 
mahogany shades. There has been a better call for black calf 
this season. Medium grades of calf bring from 30 to 38c., and 
cheaper leather is quoted at from 22 to 28c. per foot. 


SIDE UPPER The aggregate of business measures up well as 
LEATHERS _ the side upper leather field covers many va- 
rieties, at a range of prices running all the way from 16 to 30c. 
a foot, and on the buck leathers, elk and kip anywhere from 
30 to 44c., according to the finish or type of leather desired. 
Some of the makers of heavy shoes are running at good capacity 
and cutting considerable leather. The call is fair for leathers for 
sport shoes, which today cover a wide range. A good quality of 
grain and elk leather, also veal and kip are used for sport shoes, 
as well as heavy grain calf. The sport shoe today, in all its uses, 
calls for large amounts of leather which formerly went into 
other channels. 

KID The call for glazed kid compares well with the 
LEATHERS demand for upper leather of other grades. Kid 
is popular, not only for the high grades of style footwear, but 
also-for-medium and cheaper grades of shoes. The price range is 


shown in the top selections. Patent 
kips in the best weights are selling at 40 to 45c. per foot, patent 
chrome sides from 38 to 43c., and medium grades from 30 to 
35c. Business is reported fair in patent colt, which is quoted at 
55 to 65c., and patent kid brings 65 to 75c. per foot. Some tan- 
ners report a good business on colored patent for children’s 
shoes and for export. 


SOLE There is no special change reported in the sole 
LEATHER leather demand. The price situation is the same 
as for the past few weeks, and sales are based largely on actual 
requirements of buyers. Tanneries are still being operated at 
small capacity, and tanners are not inclined to buy raw hides 
extensively even though hide prices are lower than they have 
been in some years. There is no disposition to accumulate bur- 
densome supplies of leather until there is more active interest 
in buying. 


Comparative Leather Prices 
Upper Leather (Price per foot, cents) 


Year Ago 


SOLE LEATHER 
(Price per pound, cents) 





transaction ou 

check to open the drewer. 
locked up copy is a check sheet 
which no one can dispute bec 

it is handwritten. 


WIZ USES 


Charge Sales 
Cash Sales 

With Cash Drawer 
Invoices 

Bills of Lading 
Express Receipts 
Purchase Orders 
Receiving Records 
Delivery Receipts 
Requisitions 
Shop Orders 
Warehouse Orders 
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At the left is flat 


register. Note how 
venient it is for reference. 


is the 
t Packet load 
Forr ed of two, thre: 
1 more strips inter 
leaved and folde: 
sigzag. 


Simple, Complete, Checkable 
Records with Less Work | 


Many successful shoe dealers have found 
they can simplify systems and make 
their records more effective by using the 
Wiz Flat Packet Register. Any hand- 
written forms which require one or more 
copies can be made on Wiz R . 
You write the entry, turn the crank, tear 
off a set of tickets. This places the next 
set ready for the next entry. All tickets 
are issued or one is retained in the 
register. 
The Wiz load is a single packet of flat 
printed tickets which are delivered to 
the user in continuous form, folded 
tigzag and ready to place in the register. 
at a contrast to the old-fashioned 
ter with three or more rolls to insert! 
Wiz is loaded in half a minute. 
For reference, checking, posting or other 
purposes, one unbroken strip is auto- 
matically refolded zigzag in the refer- 
ence com nt, which may be kept 
locked, It is as easy to refer to as the pages 
of a book, even while still in the R: ter. 
No tickets are voided or lost when the 


American Sales Book Company, 14. Elmira, N. Y. 


West of the Rockies 


Pacific amen yp Co. a gs Co. F.N.B 


cocking strip is removed. It needs no 
binder for g because the refolded 

eo is complete to file away. 
Wiz packet may be printed on dif- 
ferent colors or different qualities of 
in perfect 


iz Register keeps 
them in alignment. 
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Little Change in Latest 
St. Louis Business Report 


ST. LOUIS—The monthly report of 
the Eighth District Federal Reserve Bank 
on general business conditions just issued 
for March and early April announced 
underlying conditions unchanged. The 
report in part follows: ‘““While underlying 
conditions have undergone no change of 
moment during the past thirty days, and 
production and consumption of commod- 
ities continue on a large scale, the general 
business situation is streaked with un- 
evenness and greater hesitation is mani- 
fested among buyers, particularly in the 
matter of forward commitments. 

“Low temperatures, accompanied by 
rain storms, served to disturb the usual 
routine of business in the rural districts, 
and held down the volume of retail trad- 
ing even in the large cities. 

“In all lines there is a growing disposi- 
tion to take only such goods as can be 
disposed of from month to month. While 
there is every evidence of goods being 
needed, the policy is to deal with utmost 
caution and to order often in small lots 
rather than stock up heavily. 

“Price considerations continue to be an 
important factor, but at the moment it is 
less a matter of prices than general hesi- 
tancy and lack of interest. 

“Boots and Shoes—Sales for the 11 
reporting interests in March were 18.3 
per cent less than for the same month in 
1923, but showed somewhat more than the 
usual seasonal increase over the preced- 
ing month this year. The loss, compared 
with a year ago, is chiefly in advance 
orders, sales for prompt delivery continu- 
ing to make good showing. Unfavorable 
weather and the general lateness of the 
season were mentioned as factors inter- 
fering with distribution in much of the 
territory served. 

“Price changes in both finished goods 
and raw materials were of minor impor- 
tance though in the immediate past a 
lower trend was noticed in hides and 
certain grades of leather. Plants produc- 
ing women’s novelties continue on full 
schedule but generally factory operations 
were at about 76 per cent capacity. The 
total number of pairs of shoes manufac- 
tured in this district during March was 
two per cent more than the preceding 
month and for the country as a whole 
March production increased 4.8 per cent 
over February total.” 


Brown Company Makes Big 
April Gain 

Pessimists and business calamity howl- 

ers can find little comfort in the announce- 

ment made this week by Brown Shoe 

Company of a gain in net shipment for 


April of over $500,000 as compared with 
the same month in 1923. 

The large increase is attributed to the 
intense selling policy and the 100 per cent 
leather staple and fancy footwear styles 
in which this company has gained an 
unusual reputation. It was announced 
that the plants manufacturing Brownbilt 
shoes for men and women and Buster 
Brown shoes for boys and girls have been 
unusually busy. One factory has been 
turned over to the manufacturing of the 
“Knicker Sandal,’’ which is meeting with 
popular approval among retail shoe mer- 
chants everywhere. 


Frank Mahler Resigns 


Frank Mahler, sales and advertising 
manager for the Tweedie Footwear Cor- 
poration, recently resigned his position, 
effective May 1. Mahler has been con- 
nected with the company for seven years 
during which time he had the Chicago 
territory for the company. For the past 
three years he has occupied the position of 
sales manager in charge of the St. Louis 
salesroom. He has been prominent in the 
Manufacturers’ Association and just 
recently was elected secretary. He had 
a wide acquaintance throughout the 
retail field as his work carried him over 
many territories. 

He has not announced his plans for the 
future. 

Elimination 

An article entitled ““Elimination,”’ writ- 
ten by W. M. Sloan, treasurer and mer- 
chandise manager of The McElroy-Sloan 
Shoe Co., was recently published in The 
McElroy-Sloan Enthusiast. It follows: 

“There never was a time in the history 
of merchandising when elimination was so 
much needed as it is at present. Of all 
the mercantile crazy quilts that have ever 
been produced, the present fad for style 
changes is making the worst. Where is 
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there a buyer who is smart enough to buy 
two dozen shoes today from Jones and two 
dozen tomorrow from Jiggs, keep up this 
process for a year and not accumulate a 
mess of odds and ends that will not sell for 
twenty-five cents on the dollar? 

“America is jazz crazy on music, but it 
is still more insane on jazz styles of shoes. 

“Don’t be led too far astray by talk. If 
you will look at the feet of men and 
women you will find that about half the 
men and women are wearing staple styles, 
but the other half want a new style every 
Monday morning. 

“‘We introduced the fad for fancy 
sandals and now Joseph’s coat of many 
colors would be a staple compared to the 
cuts and colors in the sandal world. There 
must be a doctrine of elimination taught 
by you to your customers whereby you 
can lead them to buy fifty per cent of 
their stock in staple styles and then a 
concentration with you for the other fifty 
per cent in novelties to be bought from 
one line every sixty days. 

“If it were not for the elimination of 
poisons by Mother Nature from the human 
system, the race would soon be extinct 
and it is the poison of odds and ends that 
will put you and your retail friends out of 
business unless you teach them to elimi- 
nate and to concentrate. 

“No merchant can carry everything 
that every customer thinks it wants. But 
by concentrating on one line he can sell 
seventy-five per cent of the trade and 
reduce his odds and ends insurance risk 
seventy-five per cent. Our only salvation: 
Eliminate and concentrate.” 


New Shoe Department 


Myles, a new store on the northeast 
corner of 7th & St. Charles Streets, 
recently closed a deal with The People’s 
Shoe Store Company, which will take over 
the entire first floor for a shoe and hosiery 
department. The size of the store is 50 by 
35 and the building is three stories high. 
Much of the first floor will be occupied by 
a hosiery department which will also be 
conducted by the company. The second 
and third floors will be for ready-to-wear 
clothing and millinery. 





Buying in Cincinnati Stores 
Covers Wide Style Range 


CINCINNATI—Ideal weather pre- 
vailed at intervals during the week ending 
May 3 and when that condition was true, 
trade in the shoe stores was favorable. 
Periods of cold and disagreeable weather, 
however, came between the intervals of 
warmmness, and as a result there was a 
spotty tone to shoe buying. 

In the women’s trade, demand is spread 
over a variety of patterns and models, but 


patent leather and satins, in fancy straps 
and cut-out effects, predominate. 

Sales in colored suede calf of better 
grades have been improving, and retail 
merchants in general are pleased with the 
business they are doing on this leather. 
Some preference is being shown for 
Colonials. Whites in fancy straps and 
cut-out effects are commencing to sell. 

The men’s business has been of fair 
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GET BEHIND ARNOLD GLOVE-GRIP SHOES 


MORE BUSINESS, MORE PROFITS, 
LESS CAPITAL REQUIRED, RAPID TURNOVER 


oe 


Model S-480. The Malcom last. Men's Heather Brown Elk sport Model S-722. The same shoe in details of manufacture as Model 
shoe. An Arnold Glove Grip sport oxford of special pattern, carrying | S-480, but made on the Brae-Burn = — was fashioned for 
enuine crepe rubber soles correctly attached. women. This sturdy shoe will appeal to your women customers. In 
n Stock. Sizes AA/A 7-11, B 6-11, C, D, E, 5-11 . Stock. Sizes AAA/A 4-9, AA/B 3-9, A/C and B/D 235 to 8.....$6.80 


IN STOCK—DAILY DELIVERIES—SEND FOR CATALOGUE—S 


The shoes shown above typify the most desirable shoes of the sport shoe type. 
Uppers are of Heather Brown Elk, a leather originally tanned for Arnold shoes 
and always recognized as being above the average grade of upper stock for sport 
shoe use. It is fine in finish and feel and lends class and character to two shoes 
which are in all other respects as exclusive in details as they are exceptional 
in merit. Yes! the famous Glove-Grip feature is built in and REAL crepe rub- 
ber soles are attached, properly, too, for service. 


M. N. ARNOLD SHOE COMPANY 
FACTORY -- NORTH ABINGTON, MASS. 


. BOSTON OFFICE NEW YORK OFFICE 
10 High Street 127 Duane Street 
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volume and calls are for light tan and black 
calf oxfords. 


Pogue’s Anniversary 


The H. & S. Pogue Co. recently held 
its 61st anniversary sale, and offered 
women’s shoes at $6.75 and $8.75, and 
men’s at $5.95. 

The concern provided a three-hour free 
parking space in one of the large down- 
own garages for patrons of the store dur- 
ing the sale. 


Gregory Returns 


George Gregory of the Cahill Shoe Com- 
pany recently returned from New York. 
Mr. Gregory brought orders from Phila- 
lelphia, Baltimore and Washington on 
ifter-Easter buying. 


Notes from the Stores 


In the Stetson Shoe Shop, business 
showed a big increase in women’s shoes 
over last year. Tan and black calf ribbon 
ties are selling well. 

Rollman’s featured their newest foot- 
wear in black at special prices of $5.95 to 
$7.00 in satin and patent, some of their 
styles being Colonial, cut-out effects and 
fancy strap patterns. 
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Factory Conditions 


While the factories are not yet 
operating at full capacity, they 
have been developing an increased 
volume of business. Several con- 
cerns, with salesmen on the road, 
report orders for immediate de- 
livery are coming in fairly well. 

Most of the factories are working 
whites, patent leathers and black 
satins, and are also receiving some 
orders for light shades of tan calf in 
fancy oxfords and gore patterns. 











Smith Kassons Economy Basement 
offered patent leather and black satins in 
fancy strap effects at $5.95, while the up- 
stairs department did a very satisfactory 
business on higher-priced shoes. 

Alms and Doepkes are doing a satis- 
factory business in colored sandals for 
misses and children. 

The Daniels Shoe Store ran a special on 
strap slippers in all leathers at $3.95; also 
their Rover for men at $5.95. 

Mabley and Carew Company is selling a 
patent leather and satin in a new cut-out 
effect slipper with a concealed goring at 
the side at $7.50. 





May Business Is on Upward 
Trend in Milwaukee Stores 


MILWAUKEE—Early May trade is 
on the up-grade in Milwaukee. During 
the last week in April business was rather 
slow, bringing down totals for the month. 
Weather conditions, which have been 
cold and often rainy, are held responsible 
for the general slowing down after Easter 
week. Local merchants, however, state 
that April has been the best month so far 
this year and that the volume of business 
will equal and in some cases surpass that 
of April, 1923. 

The vogue for tailored clothes has not 
yet affected footwear in Milwaukee. 
Strap effects, cut-outs and even sandals, 
particularly in patents and black satin, 
with light hosiery are being used with 
tailored suits as well as other spring ap- 
parel. The types of heels vary from low 
to high, no definite type being preferred. 
The feeling that colored footwear will 
be good for the summer season is gaining 
headway among local merchants and a 
few reds and blues are appearing in stock 
along with the tans and grays which have 
already proved popular. 

Business in men’s shoes also dropped 
off during the last week of April and no 
change in style tendencies has been noted. 
Tan, especially in lighter shades, and black 
are both selling in rather plain types of 
oxfords. Tan is taking a prominent place 


in footwear for daytime use, while black 
holds good for evening wear. 

As long as black patents and satins 
lead in the sale of shoes, light shades of 
chiffon hosiery continue to hold the field 
in Milwaukee. Even with the tailored 
suit, these light shades predominate ac- 
cording to local dealers. 


A Veteran’s Views 

After fifty years in the shoe business, 
C. C. Elsner of Racine, Wis., states that 
people of today are more sensible about 
the selection of their shoes than they 
were when he entered business. “There is 
no doubt that the young lady of today 
likes styles as well as the one of a former 











generation, but she will not cause her- 
self physical discomfort to obtain it as 
they did.”” Mr. Elsner adds that of late 
years the small size shoes have been a 
drug on the market, not because women’s 
feet were growing larger, but because 
they get shoes to fit. He finds that the 
small sizes usually reach the bargain 
counters. He states that men are also 
more sensible than formerly, and that 
men with small feet are harder to suit. 


Adds Shoe Section 


Approximately 10,000 persons visited 
the Counard & Neville store in Green 
Bay, Wis.,. during the first ten days of 
their tenth anniversary sale, according to 
figures given out at the store. Several 
departments have been added since the 
store opened in 1914, now including shoes 
as well as clothing and furnishings. 


Suggestions on ‘How to Sell” 


Successful selling depends on the man, 
according to C. L. McMullen, vice- 
president of the Fuller & Johnson Co. of 
Madison, Wis., in an address on ““How to 
Sell,” given before the University Adver- 
tising club and Madison business men. 
“Study and knowledge gain for you con- 
fidence, and knowledge plus intelligent 
application gains for you enthusiasm, 
which equals pleasure,” he stated. His 
suggestions were: Master yourself; keep 
in good spirit; utilize your head more 
than your feet; be honest; deal in noth- 
ing but facts; keep a positive frame of 
mind; talk in a language people under- 
stand; and analyze every proposition. 


Machine for Shoe Display 


A recently invented display machine, 
produced by the Great Lakes Shoe Co. of 
Milwaukee, was recently displayed at 
Stoughton, Wis., where it aroused con- 
siderable comment. The machine per- 
forms a thorough demonstration of the 
shoe, indicating features of construction 
and explaining them in various ways, 
without the touch of a human hand. A 
size 36 shoe was one of the attractions of 
the display. This machine has been used 
to display shoes in a number of other 
cities. 





Grays Selling Very Well 
| in the Cleveland Stores 


CLEVELAND—The usual lull in trade 
that follows Easter existed in Cleveland 
shoe stores during the first week in May. 
Trade, however, kept up fairly well, and 
there was nothing in the situation to alarm 
merchants. 

The weather has been backward, with 
cold and rain combining to keep the season 


a miserable one. The memory of that 
Saturday before Easter when the sales 
fairly overwhelmed merchants still lin- 
gers, and inspires the thought that even 
greater demands are to come. 


Grays Selling Much Better 


Gray shoes are becoming more and more 
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No matter where you see it, the phrase 


NOTHING TAKES THE PLACE OF LEATHER 


brings to your mind, as a shoe man, the tremendous interest aroused in 
leather as a shoe material. 


In many different forms, this thought is being driven home in the minds of a 
hundred million people. Your leather soled and heeled shoes are better mer- 
chandise.because of it, and your customers, who buy them, are better satis- 
fied customers. 


To maintain sole leather in all qualities to meet the exacting demands of the 
shoe industry, is our most important contribution to this widespread move- 
ment. 


The United States Leather Company 


New York Chicago Cincinnati St. Louis Richmond 


The United States Leather Co. of Mass. 


Boston 


SELLING AGENTS 
cADOO & ALLEN A. J. & J. R. COOK 
Philadelphia San Francisco 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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popular. Suedes for dress are selling well, 
and the gray leathers for every-day wear 
are moving at a good rate. The cut-outs 
and straps are in the greatest demand. 
Patent leathers are still probably the 
leaders in the sales, while black satins are 
being sold at a good rate. 


Employment Situation 


The employment situation in Cleveland 
eased off some during April. The one 
hundred factories that report to the 
Chamber of Commerce reduced their 
number of employees 5 per cent during the 
nonth. Wages, however, slightly in- 
creased in those thirty days. 

The iron and steel industry, which is one 
if the most important in this city, re- 
ported a falling off in trade, while the auto- 
mobile factories reduced their working 
forces about 4 per cent. 

Banks reported an increase in deposits 
and post office receipts were above the 
figure set in April last year. 


Good Response to General 
Sale 
One of the largest co-operative move- 
ments on the part of retail shoe merchants 
took place in this city during the week 
ending May 10 when 250 shoe store 
operators, under the leadership of the 
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Cleveland office of the Endicott-Johnson 
Company, put on a gigantic sale of 
“Hi-Kicks,” which is the name given a 
canvas sport shoe that has been put on the 
market by the company. 

The Endicott-Johnson Company used 
considerable space in all the local news- 
papers, while many merchants, sensing an 
unusual opportunity, played up the Hi- 
Kicks in their own advertising. 

From a psychological standpoint the 
sale was planned perfectly, coming as it 
did after the opening of the sports season 
on May 1, in this city. Agood 50 cent base- 
ball was given free with every pair of Hi- 
Kicks sold during the week and that gave 
the sale a great impetus. Window displays 
were used to accentuate the movement. 


Volkmor Stock Going 


John Klingman, formerly receiver for 
the Volkmor Chain Stores, and now con- 
ducting the sale of the stock since the 
stores are in the hands of a trustee for 
creditors, has proven his worth. He is 
going to salvage more for the creditors 
than was at first expected. 

Sales from the stock that was turned 
over to him about six months ago have 
gone several thousands of dollars in excess 
of the appraisement, and he is still selling 
shoes at a fairly good rate. 





Healthier Note 
Business 


MINNEAPOLIS—The early part of 
May was good in the shoe stores here. 
Weather was more conducive to shoe buy- 
ing and women showed much interest in 
spring footwear. The men’s trade appears 
to be lagging, but shoemen predict a little 
period of warm weather will tend to move 
this type of footwear. 

Patent leathers are outselling every- 
thing. They are particularly popular in 
sandal effects, but are wanted in the pumps 
also. Fancy pattern straps also are going 
well. Sales of oxfords among the women 
have fallen off so strongly as to be notable, 
some of the merchants say. 


Sorenson Buys Building 


Announcement has been made of the 
purchase of the Medical block, a five- 
store front, six-story brick store and office 
building at Sixth Street and Nicollet 
Avenue. It is in the heart of the Minne- 
apolis retail district. S. T. Sorenson, 
owner of the Sorenson shoe stores in 
Minneapolis, St. Paul and Duluth, made 
the purchase. The building is directly 
across the street from Donaldson’s, which 
occupies the highest valued site in the 
city. The Sorenson shoe store, now at 522 
Nicollet Avenue, will be moved to 610 


Feature of 
in Minneapolis 
Nicollet Avenue in the newly-acquired 


building. While the store will continue to 
handle the same quality of footwear, now 
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ranging up to $9, the more expensive lasts 
also will be carried. Particular stress will 
be laid upon the hosiery department. The 
store will be moved early in the fall. The 
new location will be equipped with en- 
tirely new fixtures. 


Plans for St. Paul Convention 


Plans for the next convention of the 
Northwestern Retail Shoe Dealers’ Asso- 
ciation, to be held at St. Paul in January, 
1925, are already in the process of prep- 
aration. The meetings will be held in the 
immense St. Paul auditorium. 

Wide interest is being taken in the affair 
by shoe manufacturers even this early, as 
is shown by the fact that 38 unsolicited 
orders for booths have been received— 
this being half as many as were sold for 
the entire show this year. 

The St. Paul Association has decided to 
get back of the affair and will go the limit 
in advertising it throughout the West 
and in aiding with the exhibits and pro- 
gram. An elaborate style show on the 
order of that held during the recent 
national convention at Chicago will be 
held. President Joseph Langley of St. 
Paul will name his committees in a short 
time to go ahead with the preliminary 
work for the convention and show. 


Minneapolis Concern’s Ad- 
vertising Policy 

In reporting the largest April business 
since 1919, J. R. Charles, manager of the 
shoe department of E. E. Atkinson & Co., 
attributed the fact to a definite advertising 
policy which he has been following for 
some time. Mr. Charles uses the roto- 
gravure section of one of the Sunday 
newspapers and also the daily newspapers. 





Black Materials in Favor 
the Salt Lake City District 


SALT LAKE CITY—Until the early 
part of May the weather was unfavorable 
as a stimulating influence to the trade in 
shoe stores. Black materials sold freely 
all through the spring season, particu- 
larly patents and suedes. Black satins 
will enjoy a good season, shoemen say. 

Concealed gorings models, with at- 
tractive ornaments on front, are moving 
fairly well. Most stores report buying is 
satisfactory. Some of the firms report a 
slight increase in the demand for colors, 
but others say they are not gaining. 


New Shoe Store 


Another shoe department will be 
opened within the next few months, mak- 
ing the third new shoe store opened thus 
far this year. The company to make the 
announcement is the Paris on East 


Broadway, a department store. The con- 
cern will carry women’s and children’s 
shoes. _ 

When the Paris has opened its shoe 
department it will make the eighth es- 
tablishment on East Broadway between 
Main and State to carry footwear, three 
of them being department stores and the 
others exclusive shoe shops. Out of this 
number there will not be one exclusive 
men’s shoe store. 


To Add Orthopedic 
Department 


The shoe department of Walker Bros. 
Dry Goods Co. will be enlarged in the 
near future. Ralph Featherstone is man- 
ager and recently announced that the 
department will be enlarged by the addi- 
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tion of an orthopedic section. The new 
department will be ready about July 15. 


Conrad to St. Louis 


Jack Conrad, manager of the Auerbach 
Shoe Department, has resigned to take a 
position in St. Louis. He will have charge 
of one of the Sensenbrenner stores. He 
will be succeeded by Robert L. Lamb of 
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the Gano Downs Co., Denver, Colo. 
Mr. Lamb has been in the shoe business 
for about twenty years. ; 

S. W. Andrews, assistant manager of 
the Walker Bros. shoe department, is 
now with the Hirschman Shoe Co. and 
will be attached to the Ogden branch. 
Mr. Andrews is succeeded by M. L. 
Nelson. 





Shoe Buying in Louisville 
Continues on Steady Basis 


LOUISVILLE—The steady tone to 
buying in shoe stores which was so pro- 
nounced during the latter stages of the 
Easter shopping period extended into the 
weeks immediately following. 


Expect Good White Season 


Shoe store managers are preparing for 
a good season on whites. Shoemen also 
expect a good run on sandals. Last year 
sandals commenced to sell in early May. 


Shoe Club Activities 


The Louisville Shoe Club has taken up 
several interesting subjects, one of the 
most interesting being a proposed Near 
East Relief drive, in which old shoes will 
be secured from customers for use of 
needy people in Europe. 

Another matter considered is in con- 
nection with house-to-house canvassing, 
principally on hosiery, where the solicitor 
takes a deposit of one dollar on two or 
more pairs of hose to be delivered from 
out-of-town concerns. A committee has 
been named which will meet with a com- 


mittee from the Retail Merchants’ Asso- 
ciation, and arrange for an open meeting 
of hosiery men, with the idea of seeing if 
there is anything that can be done to 
block the direct selling of hosiery. 


Retail Notes 


News was recently received from Lex- 
ington, Ky., of the incorporation there of 
the Douglas Jones Shoe Co., capital 
$20,000, W. H. Douglas, G. Trapnall 
Jones and Mary K. Jones. 

G. B. Hays, manager of the Petot Shoe 
Co. Louisville branch, who is also secre- 
tary of the Louisville Shoe Club, returned 
from au emergency trip to his old home at 
Rockford, Ohio, where he was called on 
account of the serious illness of his 
mother. 

Roger Dougherty, operating the M. 
Dougherty store, reported a good trend 
to the women’s and children’s trade. 

Robert Nairin, 104 East Market Street, 
whose store was gutted by fire a few weeks 
ago, plans to continue in the shoe busi- 
ness. 





Appreciable Increases in 
Trade in Columbus Stores 


COLUMBUS, 0.—During the month 
of April retail shoe stores enjoyed an 
appreciable increase in sales over the 
corresponding period a year ago. There is 
a steady tone to buying in both men’s 
and women’s departments. 

It is noticeable along the streets and 
in public places that the trend is toward 
the plainer types of footwear. While busi- 
ness shows-no “‘boom’’ at this time, the 
merchants state that there has been a 
decided increase in their daily sales since 
Easter and it is expected that this con- 
dition will exist from now on during the 
season. 


Buys Elliot Store 


L. Bamberger, proprietor of the Brown- 
ing Shoe Store, recently purchased the 


J. E. Elliot Shoe store at 34 East Main 
Street. Mr. Elliot operated this store for 
more than thirty years and is one of the 
most experienced retail shoemen in Cen- 
tral Ohio. 


New Organizations 


Sam Davis, field agent for the National 
Shoe Retailers’ Association, addressed two 
enthusiastic meetings recently. One ses- 
sion was at Mansfield, O., and the other 
at Marion, O. Both meetings resulted 
very successfully. There will be group 
organizations representing both districts. 
The Marion men elected officers immedi- 
ately after the Davis meeting. They rep- 
resent seven counties in Ohio. The officers 
include: E. T. Smart of Smart and 
Waddell, Marion, president; Carl Watrous, 
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Marion, vice-president; Anthony Vogle, 
Upper Sandusky, treasurer; J. W. Cons, 
Delaware, secretary; H. M. Steger, 
Cardington, D. F. Renkert, Bucyrus and 
Ira C. Shick, Kenton, directors. 


Reports from Salesmen 


From the reports received from the 
salesmen of the several local factories, 
merchants are in a happier frame of mind, 
due to the excellent trend of business 
during the last part of April. 


Good White Business 


The Riley Shoe Company, manufact- 
urers of Riley Arch Relief shoes, reports 
an excellent sale on this particular line of 
footwear, which is carried in stock in all 
widths. The business of this company for 
the first four months of the year was very 
satisfactory. The sale of white goods has 
been very large. 


Favorable Tone Noted 


The McGovern Shoe Company, with a 
main office in this city and factories at 
Logan, and a new one under construction 
at Nelsonville, report an excellent busi- 
ness on growing girls’, misses’ and chil- 
dren’s footwear in all styles and patterns. 





Drive for New Members 


Milwaukee, Wis., May 7—Plans 
for an intensive drive for new mem- 
bers were drawn up and presented 
for consideration at the May meet- 
ing of the Milwaukee Shoe Re- 
tailers’ Association held at the Asso- 
ciation of Commerce on May 1. 
Clarence Baertler is chairman of 
the drive on the north side of the 
city, while Charles Roussy will 
have charge of the campaign on the 
south side of Milwaukee. 


Plans for a picnic came up for 
consideration but were abandoned 
in favor of another enterprise of a 
similar nature which will be an- 
nounced by association officials at 
an early date. Donation of $100 
to the campaign of the Milwaukee 
Association of Commerce to raise 
$150,000 to bring conventions to this 
city was enthusiastically made. 

Robert Kengott of 1343 Green 
Bay Avenue and Joseph Baertler of 
3323 North Avenue, two veterans 
of the shoe merchandising business 
in Milwaukee and old members of 
the association, were made life 
honorary members at the meeting. 
The next meeting on June 5, will 
take up plans for the Wisconsin 
state convention in Fond du Lac in 
the fall. 
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~ ARCH RELIEF SHOES 


“Comfort in Beautiful Footwear” 
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Combination Last 


WHITES — I Stock 


Here is a seasonable, finely tailored, Arch Relief style that will 
swell your profits this spring and summer. 








Our regular Arch Relief dealers are delighted with the wonder- 
ful profit-making possibilities of our year-round in-stock service. 
It will pay you to send your order in today—see how quickly 
you receive the shoes. 


Write for particulars regarding Arch Relief Shoes. 
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The RILEY SHOE MFG. Co. 


COLUMBUS, OHIO 
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Steadiness Characterizes 


Buying in New York Stores 


NEW YORK—wWhile a large number 
of retail shoe merchants here, particularly 
those in the mid-town shopping section, 
report that the retail shoe business is 
improving, others are equally positive 
that it is not showing the increase that it 
should at this ‘time of the year. All in all, 
the retail trade here appears to be spotty. 

On the subject of pre-Easter business 
there is a decided variance of opinion 
among merchants. In general, however, 
the volume of business immediately pre- 
ceding Easter was scarcely up to that of 
a year ago, and for that reason was con- 
sidered unsatisfactory. 


Steady Tone to Buying 

Since Easter, there has been a fair 
business, the chief virtue of which appears 
to be its steadiness. Efforts to stimulate 
volume by price cutting have not been 
successful to any great extent, and it is 
rumored that some widely heralded sales, 
not only in shoes, but other merchandise 
as well, fell flat. This has encouraged the 
retail merchants, who handle shoes ex- 
clusively, and who are not given to sales 
as are the department stores and specialty 
shops. 

The weather has not been sufficiently 
warm to develop any great volume of 
business on white shoes, but the opinion 
persists that a big white season is in the 
making. The retail merchants, however, 
have ordered white shoes cautiously and 
if business develops, admit that quick re- 
orders will be necessary. The general 
opinion among retailers here is that the 
bulk of white business will rest on all- 
white footwear, perhaps embellished with 
small buckles in color, rather than with 
colored trimmings of leather. 

Some attempt is being made here to 
revive the vogue for colored shoes for 
women, but it is confined mainly to the 
medium and lower-priced stores. The 
braided leather thong sandals in green, 
blue and red are being displayed by one 
department store, and another is showing 
a sandal with a colored vamp ang black 
or white quarter. 


Federal Reserve Report 


In both wholesale and retail, shoes 
made a rather sad showing here in March, 
according to reports made to the Federal 
Reserve Bank of New York. Sales in 
chain shoe stores, in direct store-to-store 
comparisons, fell 29.4 per cent below the 
volume in March, 1923, and in depart- 
ment stores, shoe sales dropped 21.7 per 
cent below March of the previous year. 
In the case of both chain and department 
stores, shoe sales showed a larger decline 
than any other commodity on which re- 





ports were made. The average decline in 
all chain stores was 17.2 per cent and in 
department stores, 10 per cent. 

Wholesale sales of shoes in March were 
slightly better than retail sales, but still 
showed a drop of 11 per cent as compared 
with March, 1923. They were, however, 
5 per cent ahead of March, 1922. 


Wholesale Shoe League Dinner 


Shoe wholesalers, in particular, and 
manufacturers and wholesalers in all 
lines were urged to take more interest in 
the prosecution of bankruptcy cases in 
the Federal Courts, at the 12th annual 
dinner of the Wholesale Shoe League of 
New York at the Hotel Astor on April 29. 
The strong advice on the handling of 
bankruptcy cases was given by two men 
who have had much to do with such 
cases, Federal Judge. Knox of New York 
and Federal Judge Garvin of Brooklyn. 
With Benjamin Anderson, Jr., economist 
of the Chase National Bank, they con- 
stituted the speakers of the evening. 

“It is gratifying to know that within 
recent months creditors have shown a 
greater interest than was observable for 
some time to see to it that bankrupts 
committing offences are brought to. jus- 
tice,” said Judge Knox. “It is earnestly to 
be hoped that such activities will continue. 
If every bankrupt who contemplates fraud 
was sure he would be relentlessly pur- 
sued by his victims, he would think twice 
before engaging in unlawful activities. So 
long as creditors, through an indisposition 
to protect themselves, allow bankrupts 
and persons who have something to gain, 
to conduct the proceedings, the result 
will frequently be unsatisfactory.” 

In connection with the proposed 
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changes in bankruptcy procedure which 


: have been advocated from time to time 


by various committees representing the 
mercantile and legal interests, Judge 
Knox indicated that the courts will not 
oppose any reasonable change either in 
the bankruptcy law or under the rules 
relative thereto which has for its purpose 
the elimination of fraud and sharp prac- 
tice in bankruptcy estates; but, Judge 
Knox emphasized, bankruptcy administra- 
tion never will be all that can be desired 
unless creditors themselves determine that 
the administration shall be open and above 
board and, by participation in the pro- 
ceedings, see to it that neither the credi- 
tors nor the bankrupt obtain any unfair 
advantage. The only reason that other 
forms of litigation meet with a fair degree. 
of satisfaction to the public, he said, is 
that there are two contending parties in 
every ordinary lawsuit and that by means 
of the contest, truth usually comes to 
light. 

The desirability of a closer co-operation 
between the public at large and the courts 
was stressed by Judge Garvin, who de- 
clared that it is exceedingly desirable that 
as far as possible judges should be known 
to the people by something more than a 
name, in order that the public may have 
an opportunity of learning from observa- 
tion and contact whether these, their own 
representatives, deserve the confidence 
which, he said, is so necessary for the 
proper maintenance of the dignity and 
power of the courts and for the discharge 
of the responsibility that always accom- 
panies judicial duty. 

Dr. Anderson, in discussing current 
business conditions, asserted that while 
caution is being practiced by all branches 
of business now, it is an indication of 
soundness and an assurance against a 
boom with consequent recessions. He 
dwelt at some length upon European 
conditions and hazarded the opinion that 
improvement in that quarter of the world 
may be expected during the next year. 





Signs Indicate Busy Season 
Ahead in Brooklyn Shops 


BROOKLYN—Although improvement 
in business is reported by individual manu- 
facturers jn. Brooklyn, the upturn in buy- 
ing has’ not been general and, as a general 
rule, the factories are not operating more 
than 50 to 60 per cent of normal. The 
latter figure would be high for the trade 
as a whole, according to one prominent 
manufacturer. 

However, there are indications that 
orders are likely to come in much stronger 
in the next month or two. The impression 
prevails in Brooklyn that retail shoe mer- 
chants, as a whole, are underbought on 


white shoes, and it is thought that if any 
white shoe business of sizable propor- 
tions develops, there will be a strong rush 
demand for whites made on the Brooklyn 
producers in the next month. 


"An All-White Season 


On the subject of whites it seems pretty 
generally agreed in Brooklyn, that the 
lead will fall to all-white footwear, leav- 
ing the color note in women’s costumes to 
hosiery and costumes. 

One of the new trends in Brooklyn 
shoes in the last few weeks has been the 
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In Stock—The Marne 


No. 4996—$5.40 


Medium Brown Calf. Rolled Tip. 
Square Grooved Edge. A to D. 























No. 1996—$5.45 


Black Kaffor Kid. Rolled Tip. 
Square Grooved Edge. A to D. 














No Gapping 
No Slipping 











Nunri-Bish-& Weldon Shoe Company pany yy ag a 


ning Post, creating a consumer 
MILWAUKEE, WISCONSIN demand for Nini-Bih dealers. 


Béston Office-—W.'H. BYRNES, 421 Rice Bldg., 10 High St. 





ally 
Eve- 


mer 





Mv 19, 1924 





strengthening of demand for calf. A con- 
si erable quantity of tan calf shoes, in 
tailored effects in both turns and welts, 
have been ordered from Brooklyn makers 
by retail shoe merchants throughout the 
northern section of the country. Southern 
customers of Brooklyn manufacturers, 
however, do not appear to have gone so 
strongly on tans as the Northerners. 
Some black calf also is being put through 
the factories and even gun metal is 
stronger than it has been for some time 
past. 

Black patent and satin, however, con- 
tinue as the leading materials with most 
manufacturers here, and there is not evi- 
dence of any wane in the popularity of 
these materials. 


Trend Points Toward More Simplicity 


Among the top grade manufacturers 
the style trend is decidedly toward 
simpler lines, with the richness of ma- 
terial and the smartness of the last the 
chief style factors, rather than any deco- 
ration on the shoes. The shoemen are 
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watching the garment trades closely for 
any indication of fall. styles that will 
affect shoes. The tailored suit, probably 
in more feminine lines than was shown 
this spring, is considered good for fall, 
and the shoemen are endeavoring to 
match up footwear to this style. The fact 
that the smartest coats and suits for next 
fall will be made of fabrics with a suede 
or chamois-like finish is considered as 
foreshadowing a good run on suede and 
ooze leathers next fall and winter, with 
a good chance also of strengthening the 
demand for gun-metal. 


Duling Joins Eyre Co. 

Lewis S. Duling, formerly a member 
of the firm of Laird, Schober & Co., re- 
cently joined Fred A. Eyre & Co., manu- 
facturers of women’s turn shoes. Mr. 
Duling is the son of the late William S. 
Duling, one of the founders of Laird, 
Schober & Co. He is well qualified through 
wide experience to be of unlimited value 
in producing the Eyre line of styleful 
shoes. 





Women’s Styles with Low 
Heels Are Selling Freely 


BOSTON—Trade in the retail stores 
during the week ending May 3 lacked the 
steadiness which most merchants looked 
for with the advent of May. Buying gen- 
erally was spotty. Women bought over a 
wide variety of materials and patterns, 
but the basic style fundamentals showed 
no change. Straps sold most freely and 
blacks and colored suedes got a good call. 
Airedale suede showed greater strength 
than grays. 

Reports from many sources stated shoe- 
men felt confident that colored suedes 
would be cleaned out in due time. This 
type of shoe got away to a poor start, 
because of unfavorable weather, but now 
there is a healthy trend to the trade. 

Patent leather is keeping well to the 
front in the women’s buying. This condi- 
tion is true in all grades of stores. Low- 
heeled models are extremely popular. 
Sandals in patent are doing exceedingly 
well. 

White Patterns in Windows 

Some of the stores handling $5 mer- 
chandise are showing a sprinkling of reds 
and greens, but the operators are frank 
to predict only a little trade on these 
bright colors. Whites are appearing in 
display windows. In almost every case, 
the patterns are all white, giving promise 
of a strong all-white season. There is 
little promise to point to colored trims 
on whites having a demand. 


Medium Toes for Men 


Men are buying more generously of tan 
oxfords. Several stores are showing a 


wide range of patterns in black calf. Re- 
ports from the stores selling medium- 
priced men’s shoes say the medium-wide 
toe is having the best call. It comes on 
what some stores call the French last. A 
decided blunt toe stamps the shoe as 
distinct from the other patterns. Wider 
toes are also going well, but are subordi- 
nate as a general thing to the medium- 
toe models. 


Discuss Transportation 
Subjects 


The directors of the New England Shoe 
and Leather Association held a meeting 
on April 30, for the purpose of acting on 
referendum No. 43, of the Chamber of 
Commerce of the U.S. A., on The Report 
of the Special Committee on Transporta- 
tion—a matter that has been engaging 
the earnest attention of scores of trade 
organizations throughout the country dur- 
ing the past few weeks. This referendum 





also had been studied and actéd’on by 
the association’s Traffic Managers’ Coun- 
cil. 

The directors voted to approve recom- 
mendations Numbers 1, 2, 6, 8 and 11, 
and to disapprove Numbers 3, 4, 5, 7, 10, 
12 and 13, no action being taken on Num- 
bers 9 and 14. 

Secretary Thomas F. Anderson reported 
on the more important activities of the 
association since the previous meeting of 
the board, these including the efforts to 
defeat the proposed establishment of a 
shoe factory in the Leavenworth, Kansas, 
Federal Penitentiary and the Reece Shoe 
Tag Bill in Congress, and also the general 
work of the association’s various com- 
mittees and councils. 

President Herman E. Lewis of the 
Boston Show Corporation gave an en- 
couraging report regarding the prospects 
for the 1924 Exposition and Style Revue, 
to be held in Mechanics Building, 
July 14-17. 

Plaut Wins Promotion 

Milton Plaut, for some time assistant 
to A. Silverman at the shoe department 
of the C. F. Hovey Company, was re- 
cently appointed manager and buyer, suc- 
ceeding Mr. Silverman. Mr. Plaut joined 
the Hovey concern some time ago, com- 
ing from I. Miller & Sons, Inc., of Brook- 
lyn, N. Y. He is a young man, but has 
enjoyed wide experience in the retail shoe 
merchandising field. 

Mr. Silverman has joined the I. Miller 
store in Chicago in an executive capacity. 


Wholesale Men Meet May 15 


The Wholesale League, Inc., will hoid 
its May meeting at the Boston City Club 
on May 15. An entertaining and instruc- 
tive program is being arranged by Presi- 


- dent Abraham Bloom and other officers. 


Manning in Europe 

John A. Manning, buyer of the Jordan 
Marsh Company’s shoe departments, 
sailed from New York for Europe on 
May 3, on the S. S. Olympic fora six- 
weeks’ business trip. On the day before 
sailing, the boys in his department pre- 
sented him with a large box of cigarettes 
and amber holder, as a “bon voyage” 
gift. 





Early May Orders in Lynn 


Factories on Upward Path. 


LYNN—Several manufacturers report 
some improvement in sales since the first 
of May. But, generally speaking, Lynn’s 
business is not as good as it might be, nor 
as bad as it is sometimes said to be. 

Many styles are selling “as is” for im- 
mediate delivery from stock departments, 


or for immediate manufacture. Patents 
and satins continue to enjoy the favor of 
fashion. Whites are gaining, and many new 
samples of light tan shade, light weight 
calf shoes are appearing. As for colors, 
there is a conflict of opinion—some be- 
lieving that they have lost their zest, and 
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Most Feeture Arch Styles Retail at Eleven Dollars — made in any regular Florsheim style. 


Florsheim Stock Styles are regular cuality and regular price. 
Less than three pairs of a style from stock 20c per pair extra. Stock goods net. 
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Florsheim Freetrure ArcH —a scientific arch construction to be 

had only in Florsheim Shoes for men. Gives rigid support to the 

arch—is flexible when walking. Regular Florsheim style with extra 

comfort added. Four styles available for immediate shipment from 

our Stock Department. Booklet of “Stock Styles” mailed on request. 
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others reporting believing that their cus- 
tomers have regained their confidence in 
pretty colors and are merchandising them 
with new power and enthusiasm. 


Blacks Hold Up Well 


Patent leather strap pumps and sandals 
continue to sell, apparently with no 
abatement. Some black calf and kid shoes 
are being made. Black suede will evi- 
dently be worn during the summer. At 
least, buyers continue to call for black 
suede shoes. A possibility of black velvet 
shoes appearing for summer, or early fall, 
has some consideration. As for black shoes 
of satin, it continues the familiar story, 
‘Every girl has a pair of black satin slip- 
pers and some have more.” 


More Welts 


A half a dozen Lynn manufacturers 
predict larger sales of welt shoes, and 
that is doubtless enough to show a lean- 
ing toward welts. 


Discuss Tan Materials 


Tan shoes are, perhaps, the most talked- 
about shoes in Lynn. But it cannot be 
said that they are among the best selling 
shoes. New light weights and light shades 





BOOT AND SHOE RECORDER 





The Run on Whites 


White shoes that are selling in 
increasing quantities are of kid, 
cabretta, or white glazed. calf. 
Here and there a few white buck 
shoes, but in the Lynn. trade, at 
least, no white fabric’ shoes. Most 
all of these white shoes are of the 
light and dainty type, with wood 
heels. What a change from the 
white canvas oxfords that used to 
sell at 98 cents a pair! 











of tan leathers are being tried out, and 
samples of them are coming from the fac- 
tories day by day. That there will be 
some sale of tan shoes in summer, and a 
large sale of tan shoes in the fall, is the 
common prediction. 


New Watson Shoes 


New samples are coming from the Wat- 
son Shoe Co. shop for summer and for 
early fall. A line of McKays, which the 
Watson Co. recently started to make, has 
all the style and character of the Watson 
welts. Of course, the McKays can be 
made on a quicker time schedule than 
can the welts. 





Orders for Styleful Shoes 
Call for Range of Patterns 


PHILADELPHIA—Considerable un- 
certainty exists among shoe manufactur- 
ers concerning what will be good and 
what to make because of the diversity of 
demand. In various quarters patents, 
satins in black, suede in black and brown, 
white kid, white canvas, reds, greens and 
blues, and various two-tone shoes are all 
said to be enjoying excellent demand. 
Some manufacturers report a decided 
swinging toward plainer styles, while an 
equal number have no difficulty whatever 
in getting rid of shoes which are as fancy 
and as full of holes as ever. In the midst 
of this perplexing situation manufacturers 
seem to be unable to pick out any one 
material or series of patterns on which 


they can go ahead and make up some stock | 


with any great degree of confidence. 
One manufacturer reports the sale of 
some tan oxfords for next fall. They are 
confined entirely to staple patterns. 
There is very little buying of blacks for 
fall and comparatively none on high shoes. 
This manufacturer reports that 60 per 
cent of his present business is on patents 
and the remaining 40 per cent on every- 
thing else. Prices remain unchanged. 


Wholesale Trade Improves 


Two shoe wholesalers here, one han- 
dling men’s shoes and the other baby’s, 


each reported an increase in sales this 
year over the corresponding period of 
last year. The former reports very little 
demand for creased-vamp shoes and trad- 
ing in plain tips rather quiet. Shoes with 
tips but with soft boxes are very good 
sellers. Light browns and blacks are the 
most active features of the market. Per- 
forations seem to be coming back into 
favor, according to this jobber, who re- 
ports, however, that the tendency is to 
put the perforations on the tip rather than 
on the vamps. He is looking for a good 
demand for two-tone shoes but is rather 
timid about buying whites. In two-tone 
shoes he looks for strong demand for 
smoked horse with light tan tips, saddles, 
facing and backstays. 


English Firm to Open Store 


Manfield and Sons, English shoe- 
makers with a plant at Northampton, 
England, and 85 branches, will shortly 
open a store here on Chestnut Street 
below Tenth for the exclusive sale of 
their British-made shoes for all oc- 
casions. 


Manufacturer Dead 


On April 25, Robert J. Wilson, secre- 
tary and treasurer of the Dr. Reed Cush- 






ion Shoe Co., died at his home on Balti- 
more Avenue. He was eighty years of 
age and is survived by his widow, a 
daughter and two sons. 


Advertising Juvenile Depart- 
ment 

The Hallahan store in Germantown is 
featuring its juvenile department in its 
advertisements in the Germantown local 
papers. “Folks tell us it is much more 
satisfactory to bring the youngsters here 
instead of dragging them downtown for 
their shoes. You save money, too,” 
reads the copy. 


Twin Bar Shoes 
The Kathryn Footwear Shop on Ortho- 
dox Street is making a specialty of twin 
bar slippers in all leathers and colors. 


With Ferris Shoe Company 

W. H. Bornman, formerly sales man- 
ager for Mrs. A. R. King, Inc., is now 
associated with the sales department of 
the Ferris Shoe Company. J. B. Hill, 
associated with Mrs. A. R. King, Inc., 
for four years, has taken over former 
duties of Mr. Bornman. 


Advertising Hosiery 
Various phrases are being used by re- 
tail merchants here to advertise hosiery 





Dates for State Conven- 
tion Chosen 


George M. Garman, secretary of 
the Pennsylvania Retail Shoe Deal- 
ers’ Association, has announced 
that the 1925 convention will be 
held in Atlantic City on February 
4, 5 and 6. The committee in 
charge of arrangements visited 
Trenton, Baltimore and Atlantic 
City before selecting the last-named 
place. All of the features of the con- 
vention will be held in the Hotel 
Traymore, two floors of which 
have been secured for the occasion. 

At this convention the question 
of absorbing into the Pennsylvania 
organization the associations in 
New York and other middle At- 
lantic states will be considered. 
This is in line with the policy of the 
national organization which favors 
a reduction in the number of state 
associations. The question has al- 
ready been discussed by officials of 
the Pennsylvania and New York 
organizations who will co-operate 
with each other in putting the next 
convention across. It is expected 
that plans for the merger will be 
ratified by the associations in Feb- 
ruary. 
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along with their shoes. Some of the shops 
are still using the old familiar “hosiery to 
match.”’ Others, however, are making fre- 
quent use of the phrases: “hosiery to har- 
monize” and “hosiery to contrast.” 


Sports for Women 


Among the sports oxfords for women 
shown by one of the well-known stores 
wre tan Norwegian calf with rubber sole 
ind tan Scotch grain with leather sole. 

Distinguishes Between 
Oxfords 


The store of Hanan and Son here is 
stressing the fact in its advertising that 
“There’s a great difference between 
spring and winter oxfords.” The copy 
goes on to state: “Be correct. With your 
softer, thinner spring suits wear the new 
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Hanan oxfords having light, flexible, 
beveled soles. Heavy oxfords are only ap- 
propriate with your winter clothes.”’ 


Unusual Shoe for Men 


The man who wants something differ- 
ent and distinctive can find it in one of the 
shops here, which is showing an oxford of 
tan or black calf with alligator-grain quar- 
ter. It is made over a French last and 
has a soft toe. 


Patent Slippers with Dots 


The John Wanamaker store is offering 
patent leather slippers with the appear- 
ance of dots given to them by perforations 
which cover the entire surface of the slip- 
pers. These shoes have ankle-straps, 
French toes and two-inch Spanish heels. 





Manufacturers Notice a 
Healthy Retail Condition 


HAVERHILL—Following the Easter 
season and the excellent business carried 
on in retail shoe stores throughout the 
country, shoe manufacturers report that 
collections show marked improvement. 
Many merchants, who had been delaying 
payments for goods shipped many weeks 
ago, are sending remittances in whole or 
in part for these goods. One manufacturer 
in speaking in regard to his receipts from 
his “slow sheet” said: “Out of thirty- 
eight names on our ‘slow sheet,’ we re- 
ceived the week following Easter full 
payment from eleven customers. All but 
four paid something on account. One con- 
cernowing us $2,500 sent $1,000, andothers 
in proportion. In fact, we received more 
money from our customers during that 
week than we had received the previous 
three months. This gives reason for be- 
lieving that the spring trade in shoe 
merchants’ stores has gotten a good 
start. I believe it will be followed by a 
steady business and a continued re- 
ordering of seasonable novelties.” 


MacNeil with McAn 


George MacNeil, who was formerly en- 
gaged in newspaper work, having been 
connected with several publications in 
Essex County, has taken up a new line 
of work. Mr. MacNeil is manager of a 
new shoe store opened recently by Tom 
McAn on Merrimack Street, Haverhill. 


At the Boston Show 


There will be a good representation of 
Haverhill shoe manufacturing concerns at 
the coming New England Style Show, to 
be held in Mechanics. Building, Boston, 
July 14 to 17. Haverhill may be repre- 





sented in the form of a section. At all 
events, the various concerns exhibiting 
will individually and collectively make a 
fine showing for the city. New samples, 
representing the most attractive styles in 
women’s novelty footwear, will be shown 
at booths. Exhibitors as well as other 
local shoe concerns will be represented at 
the various Boston hotels and offices with 
complete lines of samples during the week 
of the show; in fact, during the entire 
month of July. That is a time when visit- 
ing buyers are always in the Boston mar- 
ket in large numbers. The Exposition is 
held when buyers are in a specially recep- 
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tive mood regarding styles for the fall 
season. Haverhill manufacturers will use 
their best efforts to supply buyers with 
novelties which are best adapted to their 
requirements and at prices which will 
meet with approval. 

Several local shoemen have important 
committee assignments in connection 
with the show. 

Herman E. Lewis of H. E. Lewis, Inc., 
is chairman of the show committee. He 
directed the style review last year and 
this year is the executive head of the 
affair. 

Other Haverhill men serving on show 
committees are: Geo. W. Langdon, Jr., 
of Hazen B. Goodrich & Co., on executive 
and publicity committees; Everett Brad- 
ley of Bradley Shoe Company, exhibit 
committee; Joachim D. Richard of Rich- 
ard Shoe Company, style committee. 


New York Representative 


Collins & Staples, Haverhill manu- 
facturers of women’s turn shoes, have 
appointed as their New York representa- 
tive, E. Howard Mosher of Mosher Shoe 
Company. Mr. Mosher will show the 
Collins & Staples line in New York City, 
New Jersey and Southern Connecticut. 


Duane Company Increases 
Production 


Duane Shoe Company of New York 
City, through pressure of business, has 
been required to place additional machin- 
ery in its Haverhill factory, and to re- 
arrange the plant in order to increase its 
capacity to 2,000 pairs per day. Work on 
this re-arrangement is now progressing, 
and the increased production will be avail- 
able for service within the next four weeks. 





Early Inquiries 


into White 


Footwear in Buffalo Stores 


BUFFALO—With a disagreeable mix- 
ture of cold and rainy weather entirely out 
of tune with this season of the year, it was 
not difficult to account for the general 
slowing up in Buffalo’s footwear trade dur- 
ing the week ending May 3. In contrast 
with Easter week and that following, the 
temperature hovered close to the freezing 
point and shopping was done only in cases 
of urgent necessity. 

Merchants are reporting an unusually 
early inquiry for white footwear, mostly 
kids, and as they are not being worn on 
the streets as yet, it is presumed that 
milady is making her selection before the 
range of sizes dirhinishes. If history re- 
peats itself, the real white wear season will 
not be ushered in until the week in which 
Memorial day occurs. , 
Downtown merchants, with an ear to the 


ground, are predicting a big demand for 
tan calf pumps, particularly in the 
lighter shades, and Colonials, preceding 
the white season. These same merchants 
look for a quicker movement in the fancy 
patterns, which so far has been rather 
spotty. So far the trade has been fairly 
steady in the more staple lines, Black 
oxfords, pumps and slippers in various 
strap and cut-out models, particularly, 
have been moving satisfactorily and the 
retail merchant is less at sea as to what he 
must buy than he was this time a year ago. 


Three-Price Policy 
In conformation with its announced 
policy of establishing three prices for foot- 
wear in its women’s department, the K. W. 
Watters Company on May Ist reduced all 
top-grade shoes, some intended for as 
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USKIDE- 


The Ideal 


Toplift 


for the place where 


the most wear comes! 


First Five Years Ago—First Today 


USKIDE, since it was first placed upon the market 
five years ago, has maintained a leadership in its field 
that has never been successfully disputed. 


The quality of USKIDE is right. This has been 
proved on thousands of shoes during the past five 
years, first as a sole, then as a toplift. Today there is 
no question of USKIDE superiority in the minds of 
any who have used it. USKIDE quality simply can- 
not be denied. 


Remember USKIDE is not new—it is not an experi- 


ment. During the past five years many manufacturers 
of high grade shoes and many manufacturers of wood 
heels have been using USKIDE for toplifts. 


And your customers know about USKIDE. Thou- 
sands have experienced its super-wearing and com- 
fortable qualities. 


Insure the good name of your shoe by using a toplift 
that has successfully met every condition of the finest 
shoemaking. Specify USKIDE and you are sure of 
having the Ideal Toplift. 


United States Rubber Company 


1790 Broadway 


New York 


Sole and Heel stocks in following branches: 


Boston 
Chicago 


Cincinnatti 
New Orleans 


New York 
Los Angeles 


St. Louis 
San Francisco 


Portiand, Ore. 
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much as $16 per pair to $10.50. Hence- 
forth this large Buffalo store, in the 
Genesee Building, will carry in stock 
nothing exceeding this price. The highest 
priced line will be known as the Ultra, the 
$8.50 as the Avenue Line and the $6.75 
division as the Co-ed Line. 


Adam Company’s Sale 


In connection with its annual Spring 
Bargain Festival, the J. N. Adam Com- 
pany, department store’s shoe depart- 
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ment offered women’s pumps and oxfords. 
regularly priced at $5.95 to $8.95 for 
$3.48. Patents, suedes, satins, calf and kid 
in popular styles were included. 


Two-Day Sale 


Wm. Hengerer & Co., department 
store, held a two-day sale on May 2 and 3 
of pumps, sandals and slippers in many 
novel effects and in a wide range of shades 
and leathers, suitable for every occasion, 
at $6.65. 





Women’s Buying Spreads ° 
Over Various Types of Styles 


BALTIMORE—With the passing of 
the final stages of the Easter shopping 
period, which was characterized by more 
life than for a long length of time, the 
after-Easter buying in shoe stores de- 
veloped into a fairly steady trade. Gen- 
eral satisfaction was expressed with the 
last part of pre-Easter business. 

Never before have so many varieties of 
leather been in demand as at the present 
time. Black patents and satins, however, 
are leaders. The popularity of the latter 
has been remarkable throughout the 
spring season, and there is every reason 
to believe that it will continue. Turn sole 
shoes are sold in larger quantities; in 
fact, the proportion in sales of turn and 
welt soles is two to one. The popularity 
of the opera pump is increasing. Buckles 
are very good. 

The colored suedes have taken a drop. 
Several stores, probably overstocked, are 
having special sales to dispose of these 
types. 

Whites Commence to Sell 


White shoes are beginning to sell, es- 
pecially in sport oxfords with crepe or 
rubber soles—all-white and white with 
black or tan trimming. 


Holds Dollar Sale 


Abe Breslau, a well-known figure in the 
local shoe game, now buyer for Julius 
Gutman & Co., has returned from a 
Northern buying trip. Mr. Breslau re- 
cently held a dollar sale. 


Merchants’ Meeting 


The Baltimore Shoe Retailers’ Associa- 
tion has been holding weekly luncheons at 
the Hotel Rennert. Reports state the 
association is about to form a shoe club 
for buyers and managers of shoe depart- 
ments. 


Entertained at Dinner 


A delegation of Pennsylvania Shoe Re- 
tailers arrived in Baltimore April 27 and 


were entertained at dinner by the Balti- 
more Shoe Retailers and Shoe and Leather 
Board of Trade. The delegation included 
B. W. Staub and Harry I. Boyd of Lan- 
caster and George M. Garman of Phila- 
delphia. 


Enlarge Shoe Department 

Hutzler Bros., a leading -department 
store for 65 years, is now rebuilding. The 
shoe department, which will be enlarged 
to nearly double its present space, carries 
a large volume of shoes, prices varying 
from $6.00 to $20.00. A new X-Ray ma- 





Some New Models 


Hutzler Brothers are displaying a 
black satin pump, short vamp, 16/8 
spiked Spanish heel, braided ankle 
strap, two novel cut-outs at quar- 
ter. This style may be had in brown 
satin and patent with kid trimming. 

At L. Slesinger & Son, there is a 
new black suede slipper with a me- 
dium box heel, small oval buckle in 
center at instep and small side cut- 
outs. Other interesting shoes here 
are a black suede pump with a me- 
dium Spanish heel and medium 
round toe with cut-out all around; 
a brown suede, alligator trim, one 
buckle strap at instep from which 
emerges a short tongue. This has a 
low leather heel. The same can be 
had in beige suede with tan Russia 
calf trimmed and gray suede with 
gray kid trimming at the same price. 











chine, to facilitate fitting, has been in- 
stalled. 

The workers in the shoe department 
have organized a club. The buyer acts as 
honorary member. A dinner is given once 
a month by the firm to further the inter- 
ests of the department. Ralph Mendel- 
sohn is buyer of the shoe department. 





Warmer Weather Stimulus 
to Business in Lynchburg 


LYNCHBURG—The trade in the shoe 
stores here has continued on a satisfactory 
plane since mid-April. Generally speak- 
ing, buying in shoe stores during April 
has been very good. Warmer weather has 
stimulated both men’s and women’s 
buying and some stores report more in- 
terest is being manifested in colored 
suedes. 

White Worn at College Exercises 

At the May Day exercises at Randolph- 
Macon Women’s College white kid pumps 
were worn. It served to stimulate the 
trade on whites in stores. 

Black materials are going very well. 
Patent is the leader and indications point 
to a good run on satins. 

Men are expressing a desire for light 
tan materials in oxfords. 


Comparative Shoe Prices 


An invoice for a shipment of shoes sold 
to Nix & Howard of Easley, S. C., a firm 
now out of business, by Witt & Watkins 
of 144-146 Main St., Lynchburg, on 
August 26, 1884, has been received by 
Charles B. Easley of the Geo. D. Witt 
Shoe Co., a subsidiary of the Craddock- 
Terry Company, from a customer of the 
concern in Easley, who apparently now 
occupies the store of the old retail con- 
cern. 

The bill shows some interesting facts 
in prices and styles of shoes worn 40 
years ago. The prices ranged from 40 
cents to $1.50 on women’s shoes, and 55 
cents to $2.25 for men’s globe toe con- 
gress models. Most of the orders for men’s 
shoes ranged in price from $1.00 to $2.50. 





In Rochester Shoe Stores 
Patents and Satins Lead 


ROCHESTER—A very decided im- 
provement to the steadiness in the buy- 
ing in shoe stores here has reported dur- 
ing the week ending May 3. This trend 


was apparent for the weeks immediately 
following Easter and indications point to 
a good business for the remainder of the 
spring season. 
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Nothing more surely manifests the excellence of 
materials, workmanship and style in the footwear 
of the well-groomed man than visible eyelets. 


Ask for shoes with visible eyelets ! 


UNITED FAST COLOR EYELET COMPANY 
Manufacturers of 


DIAMOND BRAND (VISIBLE) FAST COLOR EYELETS 


uine celluloid tops that never indefinitely, and actually out- 


Diamond Brand (Visible) They promote easy lacing, 
Fas Color Eyelets have gen- retain their original finish 
lose their color. wear the shoe, a 
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Patents and satins are still the best 
sellers. Merchants, who are stocked heav- 
ily on grays, are cutting them consider- 
ably in price to meet the competition of 
bargain basements which are featuring 
gray footwear at ridiculously low prices. 

In the men’s business, light tan oxfords 
are the best sellers and indications are 
that the lighter shades are in for a long 
run of popularity. 


Opens Third Store 

Sol Rosenbloom, proprietor of Kings 
Shoe Store, 108 State Street, opened his 
third shoe store recently, with the addi- 
tion of an attractive shop in Perry, N. Y. 
Mr. Rosenbloom is featuring popular- 
priced merchandise in his stores. George 
Gray is manager of the new store. 


New State Street Store 


A Tom McAnn Shoe Store will soon be 
opened at 104 State Street, where altera- 
tions are now being made. The front, 
which will be similar to all store fronts of 
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this chain organization, is unique in that 
the display windows are higher from the 
ground than the ordinary shoe store dis- 
play window, and the front has two doors, 
one center entrance for incoming cus- 
tomers and a smaller side door for exit. 


Protest Listing 

Bert Smith, secretary of the Rochester 
Retail Shoe Dealers’ Association, is en- 
deavoring to get the telephone companies 
and directory publishers to change the 
listing of shoe stores from Boots and 
Shoes to Shoe Merchants. He feels that 
boots are no longer an item of big inter- 
est in the shoe business and the present 
listings are confusing. 


Sam Beeson Visitor 


Sam Beeson, sales manager of Johansen 
Brothers Shoe Company of St. Louis, 
visited Rochester last week, making his 
headquarters at the Powers Hotel, where 
Tex Erwin, New York State salesman, 
was showing the Johansen line. 





Patented Feature Provides 
Ventilation for the Feet 


BROCKTON—The Preston B. Keith 
Company has been testing a new patented 
hygienic shoe for the past year and is 
about ready to present it to the trade 
under the trade-mark name, “Vento, the 
shoe that breathes.” The concern has the 
exclusive rights to manufacture it in 
men’s and women’s shoes. 

The patented ventilating feature of 
this shoe is an air channel between the 
tip and vamp, formed by the fold of the 
tip on one side of the tip perforation, and 
a strip of leather running parallel to the 
fold on the opposite side of the perfora- 
tion. There are perforations through the 
vamp into this channel, which are out of 
alignment with the tip perforations, so 
that the dead air is allowed to escape and 
fresh air to be drawn in as the foot flexes 
with each step, and at the same time 
eliminates the possibility of water or dirt 
reaching the foot. 


Looks Like Any Other Shoe 

The “Vento”’ shoe is no different in 
appearance than any other standard 
shoe, and its simple and practical fea- 
tures are adaptable to any style of last 
or pattern so long as a tip is used on the 
shoe. A box is not necessary to make it 
function properly. The Preston B. Keith 
Shoe Company has the enthusiastic en- 
dorsement of every one of the hundreds 
who have tried and tested this shoe,— 
all testifying to relief from perspiration 
and burning. The company claims that 
the “Vento” shoe allows the pores of the 


feet to breathe the fresh air, where here- 
tofore they have been unable to do so. 
Salesmen for the company will show the 
“Vento” shoe in their line for immediate 
fall deliveries. 


To Promote I Foreign Trade 


Brockton shoe manufacturing concerns 
are interested in the eleventh national 
foreign trade convention to be held in 
Boston June 4, 5 and 6. It is the first 
meeting of this sort to be held in New 
England. Representatives from Brockton 
houses will be present. The Brockton 
Chamber of Commerce will co-operate 
with the Boston and Massachusetts 
Chambers of Commerce and other local 
trade organizations throughout New Eng- 
land. Questions regarding the importation 
of raw materials and the export of fin- 
ished products in shoes and other lines 
will be discussed, with special reference 
to New England manufacturing concerns. 


Fifty Years of “Brockton” 


In 1874 the name “Brockton” was be- 
stowed upon the town of North Bridge- 
water. Spring of the present year marks 
the fiftieth anniversary of the adoption of 
the name. A special committee from the 
city government has been appointed to 
make arrangements for suitable recogni- 
tion of the half century of “Brockton.” 
In 1874, North Bridgewater had a popu- 
lation of between 7,000 and 8,000. It 
was just a smart, little New England 
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town. A city charter was adopted in 
1881. Brockton of today has a population 
of 70,000 people, enjoying world-wide 
fame for the product of its shoe factories, 
and in every way an up-to-date, growing 
city, living up to the best traditions of 
New England shoemaking. 


Marriage of Sales Manager 


George B. Hendrick, Sales Manager of 
W. L. Douglas Shoe Co., was married 
April 30th. The bride was Miss Winnifred 
M. Taylor of Brockton. The ceremony 
took place at the home of the bride’s 
parents in this city. 


Added Factory Space 

Poole & Johnston, Inc., making men’s 
welts, with factory in the Campello dis- 
trict of Brockton, has taken additional 
space in the factory building which it 
occupies. An added floor will be utilized 
for a general re-arrangement of the de- 
partments. 

Anniversary Plans 

George E. Keith Co., which this year 
celebrates the fiftieth anniversary of its 
establishment, through its board of di- 
rectors has appointed a general execu- 
tive committee to take entire charge of 
arrangements for the coming celebration. 
With this committee are numerous sub- 
committees, each assuming responsibility 
for its part of the affair. Members of the 
general executive committee are: George 
H. Leach, chairman; Charles E. Moore, 
William T. Card, Kenneth D. Hamilton 
and James P. Keith. 


Move to Rockland 


The Murphy-Osborne Shoe Company, 
for several years located in the near-by 
town of Abington, will move in July to 
Rockland. The reason for the removal is 
that the concern has outgrown its present 
quarters. The new location is the build- 
ing formerly occupied by the Thompson 
Blacking Company in Rockland. The 
company will have a floor space of 12,000 
square feet and a daily capacity of 650 
pairs of boys’ Goodyear welts. The offi- 
cers of the company are: James Murphy, 
president; Carlton Osborne, vice-presi- 
dent; and John Higgins, treasurer. 


May aaah ». < Advertising 


Plans are taking a definite shape for 
the May meeting of the Old Colony 
Advertising Club. The session will be 
held at Castle Inn, Abington, and the 
nomination of officers will be one of the 
features. ; 

Harold M. Messenger, advertising 
manager of the Churchill & Alden Co., is 
chairman of the nominating committee. 
Those who attended the last meeting in- 
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Shoes of Worth 
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MEN’S FINE SHOES EXCLUSIVELY 
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cluded: R. P. Whitman, Whitman & 


Keith Co.; Burton L. Wales of M. N. LASS 


Arnold Shoe Co.; C. G. Swanberg, L. A. 


Crossett, Inc.; F. W. Spollett, Boot and >¢ 


Shoe Recorder; W.. A. Rodgers, C. A. 


\ 
~ 


Eaton Shoe Industries; George M. Rand, Gaya 


Tolman Print, Inc.; James A. O'Neil, 
C. S. Marshall Co.; Harold M. Messen- 
ger, Churchill & Alden Co.; R. E. Mar- 
shall, Conrad Shoe Co.; Wilbur Longdon, 
Tolman-Davidson Press; Leon Knox, 
N. E. Electrotype Co.; L. P. Hayden, 
The Shoe Retailer; Charles Harriman, 
F. O. Clark Engraving Co.; H. S. Gard- 
ner, Hurley Shoe Co.; Andrew Fish, A. J. 
Fish Printing Co.; John J. Feeley, M. A. 
Packard Co.; Walter C. Dennison, Bos- 
ton; David E. Cox, Harvard Engraving 
Co.; Arthur J. Chase and William T. 
Card, Geo. E. Keith Co.; John Calder- 
wood, Calderwood & Preg. 

Special guests were: Grant Stone, 
C. H. Alden Co.; A. J. Sherman, M. N. 
Arnold Shoe Co.; Charles Garniss and 
Henry Brigham, Tolman Print, Inc.; 
David Perkins, Geo. E. Keith Co.; Jack 
Calderwood, Calderwood & Preg; W. H. 
Swett, Churchill & Alden. Co. 


April Shipments Gain 
For the month of April, shoe shipments 
from Brockton totaled 46,815 cases, com- 
pared with 38,596 cases for the correspond- 
ing month of 1923. Total shipments for 
the first four months of the present year 
were 169,469 cases. 





London Employees Form 
Association 


New York, May 7—The London 
Character Association, Inc., an organiza- 
tion including all employees of the Lon- 
don Shoe Company, has been formed. 
Those engaged in work at the warehouse, 
general offices and various stores in New 
York and Chicago are members of the new 
association. 

The organization is the result of the de- 
sire of the company executives to promote 
co-operation and good fellowship among 
the personnel. At intervals there will be 
educational addresses at meetings. They 
will be of an instructive nature, covering 
phases of the shoe industry. 

Officers elected follow: J. Greene, 
president; H. Zolotorfe, vice-president; 
P. S. Davidson, secretary; S. W. Stein- 
berg, treasurer; Philip Rolfe, sergeant-at- 
arms. 





For the Near East Relief 


Springfield, Mass., May 7—As a meas- 
ure to stimulate interest in the movement 
to accumulate a generous amount of 
shoes for the Near East Relief, the Walk- 
Over store recently placed a barrel with 
aplacard on it, appealing for old shoes. 
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Shoe and Leather Class 
Graduates 


Boston, May 5—The 14th annual gradu- 
ation of the Boston Shoe and Leather 
Continuation Class was held on April 25. 
Secretary Thomas F. Anderson, who 
helped to organize the class, presided and 
FLEXIBLE McKAYS with the comfort read extracts from the report of the first 


urns 


Y 








WOMEN’S COMFORT FOOTWEAR graduation, incidentally promising the 
MEN’S ROMEOS, EVERETS and OPERAS | ‘ixteen bright young men in the class 
id only in case lots that the association would continue its 


NORTHEASTERN SHOE CO.., Inc. 





54 Auburn Street, Ch ikon interest in them as long as they remained 
Boston Office, 139 Lincola oom Room 212 | im the business. 
The graduates were as follows: C. E. 
SLIPPERS for MEN, WOMEN Aldrich, Jr., of Thomas & Co.; William 
ea rege tees} H- Bursmith and Milton M. Glickman Colcord & Walker, Ine. 
Stippers in a wide of William Filene’s Sons Co.; Thomas 
cestety of etglecend Rooney of Rice & Hutchins, Inc.; Harold Turn Feotwcar for Women 
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207 Kesex Street 
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SATIN SLIPPERS Rousseau, Walter F. Gips; John H. HAVERHILL, MASS. 
sa wEDANE H.PPEIETER co — Ryan and Edwin G. Turner of Pfister & 
«t+  Wereester, Mass. | Vogel Co.; F. H. Shackelford of Kistler Factory %4 DUNCAN ST. 





Leather Co.; William R. Sundstrom of 























in ‘fen Gece ands the Hamilton, Brown Shoe Co., Boston; 
Fred H. Bush of C. M. Brett Co., Hud- FASHION FOOTWEAR 
son, Mass.; Bernard S. Cogan of P. Cogan Women’s Fine Turns 
& Sons, Stoneham, Mass.; Harry Howe pa 
of the Stetson Shoe Co., South Weymouth, | fevomble ectemtion. “asd turn clipes ema 
Mass.; Nathan W. Edson, Edward J. pumps in the latest ie st en.gn and bce 
Phelps and Bureln Mahn of J. J. Grover’s 2 Washington St., Haverhill, Mass. 
Sons Co., Lynn; and Otto C. Mahrdt of 





Indianapolis, Ind. 





Traffic Council Elects 


Boston, May 5—A _ luncheon-meeting 
of the Traffic Managers’ Council of the 
New England Shoe and Leather Associa- 
tion was held at the Boston City Club 
recently, Chairman Carlton R. Blades of 


pes — Brockton presiding. 


For the entire family The council elected the following offi- 
le American beoeey cers: Carlton R. Blades of the Geo. E. 
Lavender,” B. biwe Keith Co., Brockton, chairman; B. J. 
prt es ; Rounds of the Cushman-Hollis Co., 
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7 NEW ENGLAND SLIPPER CO. Auburn, Me., vice-chairman; F. B. Small 
ie vc onan mn ee of the W. L. Douglas Shoe Co., Brockton; 
C. B. Baldwin of the United Shoe Ma- 
oT Pannen. Foor wean ph nd ig” INC. chinery Corporation, Boston; F. B. Tur- wat 4 a #3 sei xt 
5 HIGH GRADE MULES AND wean ner of the National Leather Co., Boston; SHOE ILLUSTRATIONS 
reeT. Made of Satin, Quilted Satin, Embossed Carl H. Davis of the W. H. McElwain for 
oe OF Lathes, Vines o dea. Co., Manchester, N. H., and C. L. NEWSPAPER ADVERTISING 
Prices pe up h 5 for $5.00 
| Garritt of the United. States Leather $1.25 eac Or W. 
= Co., Boston, directors. Nelson H. GroverCo., 161 Summer St., Boston 
s Hetel : : 




















Gain on Black Suedes 


Peabody, Mass.—‘‘Orders for black 
suedes, which used to call for from 10 to 
30 dozen, now call for 100 dozen or more.” 


This re , from a er here, shows Droduaers 
the poreeriehor-me srs -Laggoot produarrs of it Grade 
M. H. Heyman in Europe | INFORMATION 


Boston, May 6—Mortimer H. Heyman, for Shoe Merchants 
treasurer of the Barnet Leather Co., Inc., “WHERE TO BUY” constitutes a 
. by sailed for Europe, Saturday, May 3rd, — 80 = he — 
Bliss & Richardeon, a Co. on the Leviathan, with Mrs. Heyman, to these pages y 
make an extended tour of the continent. 
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Soft Soles and Moccasins 
Ask Jebber for our 
We DO NOT sell 
the retail trade. 
Newcomb-Anderson Shee Co. 


ROCHESTER, N. Y. 








“ELAM” 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 


ROCHESTER, N.Y. 
Bosten Office, 16 Columbia Street 








AShoe for Boys 
That Wears 


Marston & Tapley Co. 








Where to Buy 
Wanted Styles 


wi? An Sey Editorial Service to 
free for the 
asking. W Write and tell us what you 
like to know. 











Do You Know? 


That you can buy or sell it through 
the ‘“‘Where to Buy”’ columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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New Smith Shoe Co., Now 
Producing 


Milwaukee, Wis., May 7—Production 
has started and shipments are being made 
at the F. M.Smith Shoe Company,a newly 
organized local concern, which takes over 
the factory and equipment of the Bradley- 
Metcalf Shoe Company of this city, re- 
cently dissolved. F. M. Smith, for the 
past eleven years superintendent and 
cost manager of the Bradley-Metcalf 
Company, is the organizer and president 
of the company which bears his name. 
Louis Brezan, also a Bradley-Metcalf 
employee for the past ten years, is the 
other active officer of the new company, 
acting as secretary-treasurer. The passive 
member of the firm is Otto Herrmann of 
Milwaukee, vice-president. 

Capital of the F. M. Smith Shoe Com- 
pany is $100,000. The firm will produce 
only dress shoes for men, the Smith line 
being made to sell at $5 retail. The jobbing 
trade will receive the entire output of the 
factory, according to Mr. Smith. Cutting 
was commenced on April 8 and the first 
shipment of merchandise was made on 
April 25. The fourth and fifth floors of the 
factory building at 125 Detroit Street 
formerly occupied by the Bradley-Metcalf 
Company are being used by the new 
concern. 





The 72nd Anniversary 


Houston, Tex., May 8—Buckley’s Shoe 
Store, one of the oldest in the South, ob- 
served its 72nd anniversary recently. The 
proprietors of the store today are descend- 
ants of the founders of the business. 

John Buckley, one of the proprietors, 
in commenting on the reason of the 
marked success enjoyed by the house, 
said the concern believed in selling good 
shoes, just kept at it, striving always to 
have each customer leave the store satis- 
fied, and the years have come and gone. 
Times have changed, but Buckley’s has 
tried to keep step, he said. 





Plan for Establishing Good- 
Will 


Minier, Ill, May 9—Hine’s Foot 
Comfort Shop follows a unique plan for 
building up good-will. When a baby is 
born the company sends a message of 
congratulations through the medium of a 
form printed card. The card states a pair 
of shoes for the baby will be presented if 
the card is returned to the store. 





Pacific Coast Agents 


Boston, May 7—Barnet Leather Co., 
Inc., announces that N. W. and A. L. 
Friedman have been appointed agents 
for “Little Falls Leathers’’ in the Pacific 
Coast territory. 


May 10, 1927, 




















* Rubber Heels New York City, N. ¥. 











T. W. GODSOE, Pres FE. JON Treas. 
WG DONALD. Vy, Vice-Pres = 


F. E. JONES co. 
FANCY COLORS 


MAT KID 


95 SOUTH STREET BOSTON, MASS. 
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Blach Glazed Kid 

Surpass LEATHER @. 











The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish. 


CREESE & COOK 
Tanneries at Danverspert 95 eR tan, thn. 








COATED GEM DUCK 
ADHESIVE BACKING CLOTH 
. Rubber and Leather 
Dry Foot Welting 
Sheet. Rubber Soling 
B. F. CHAMBERLIN 
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6ood Saele buckles 
ever since 1905 


BL. ALTERSON & CO. ane 
New York City 








102 W 54'> St 











COLONIAL BUCKLES Siz 
Different 






. F. 0. B. New ea City. 
Delivery One Week. 
The H. L. Hymes Co. 
62 W. 15th St. 
New York City 





























BALLET SLIPPERS in Stock 
Blac! Pink Satin, Blagk y adopted 
=e. made profeasional toe and baile Dallet slipper in 
‘America by Inter Masters of 

Dancing. Sizes 

from 6 small to 7 

large in allwidths. 
654 EIGHTH AVE., 


Bamews Fz 


Only one exclusive agency in a town 
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Chicago, Iil., 

















IN-STOCK 

BLACK BALLET SLIPPERS 
Childs $1.30 
— Ttell 

35 
Base llito 2 
Ladies $1.40 
Sizes 23 to 8 
BLOG SHOE FINDING CO., INC. 

147 Duane St., New York, N.Y. 

























BALLET SLIPPERS in Stock 


Endorsed by the Beach 3 Mele Dancers 
ne 
BLACK KID sort TOE$2.00 BOX TOE 3.00 
PINK SATIN BOX TOE 3.50 
Sizes 6 child’s to 7 women’s 


I. MILLER & SONS, Inc. 


One Carlton Ave., Brooklyn N.Y. 


















Professional Ballet 


Genuine Black | Kid] 


Pink, Black and White 
Alse twe grades 


of soft tees 


Wm. Sumner Smith Co. 























Chicago 

















No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 
Beot and Shoe Recorder 


Afi the Time 





























New Shoe Stores 


S. Brandwein, 3955 Lincoln Avenue, 
men’s and women’s shoes. 
William Jacobs, 103 No. Genesse Street, 


Waukegan, Il. 


Royal S. Cohen, Frederick, Maryland. 
“Puss in Boots’? Shop, Main Street, 


Oklahoma City, Okla. Al. F. Noren, pro- 
prietor. 


The Speidel Shoe Company, shoes, etc., 


incorporated $50,000. 


W. J. Crawford, Inc., 103 North Center 


Street, Bloomington, I]l., shoes, etc. 


F. H. Myers, Chambers, Nebraska. 
McPherson & Davidson, Fifth Avenue 


and Fulton Street, Troy, N. Y. 


B. Helfgott, Windsor, Ontario. 
Godine’s Shoe Shop, Montreal, Quebec. 


Max H. Godine, proprietor. 


Walk-Over Shoe Store, Cleveland, Ohio. 
Walk-Rite Shoe Store, 167 Third Street, 


Milwaukee, Wis. J. and Morris Sadowsky, 
proprietors. 


H. .C. Krempien Shoe Store, W. Wis- 


consin Avenue, Neenah, Wis. 





B. Mandel Is Dead 


Coney Island, N. Y.—B. Mandel of 
3615 Mermaid Avenue, founder of the 
Eureka Shoe Mfg. Company, Inc., and 
one of the best-known shoemen in the 
New York Metropolitan District, is dead. 
Mr. Mandel was formerly head salesman 
of the Concord Shoe Company of New 
York. In 1915, he started in business for 
himself. In 1918, he had a nervous break- 
down from which he never recovered. He 
is survived by his widow, three sons, and 
a daughter. Burial was at Springfield, L. I. 





Paper Reaches European 
Readers 

Los Angeles, May 7—The Shopping 
News, a paper published twice a week by 
25 down-town retail merchants, is attract- 
ing much attention. A recent letter from 
the house of Durosa, Ltd., of London, Eng- 
land, was received. It requested to be 
placed on the mailing list, saying it would 
be of value to them to know what styles 
are being offered in shoes at Los Angeles. 





Fowler Resigns 


Baltimore, Md.—Charles Fowler, well 
known as buyer for the Newark Shoe 
Stores, with headquarters here, owing to 
ill heath has resigned. Succeeding him is 
Arthur Porter, who was formerly asso- 
ciated with Field & Flint Co. of Brockton, 
Mass. 





In Wholesale District 


Chicago, Ill, May 9—F. T. Dustin, 
45 So. Wells Street, recently opened a new 
factory distributing house in the wholesale 
shoe district. The concern specializes in 
shoes for men and boys. 













OLLYWOO 
HOSE 
Reg. U. S. Pat. Of. 
Guar d fullf: 5.2. a 
Let Your Jobber Carry Your Steck 
Harrington & Waring 


41 Union Sq. W. New York 











J. R. BEATON COMPANY, Ine. 


331 FOURTH AVE., NEW YORK 


























BOSTON = Tv” SAN 


Hosiery M! 


Erte Ave. & Amber St., Philadelphia 


Ladies’ F Fa ed ion Heese 
“THAT A SUPERIOR” 
New York Office, 358 Fifth Ave. 








| FUDNIVERSHT “AL 
Le FOUND 


ce ) ranens of rine ower. \ 
__ Seta ace 


CAMBRIDGE. MASS 











ATLANTIC PRINTING CO. 


Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 


201 South Street Boston, Mass. 
Telephone, LiBerty 8673 








ABELS? Ly 
AS ( 


AMPLES 


| TOLMAN PRINT, INC 











Do You Know? 


That you can buy or sell it through 
the ‘Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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The national artistry of footwear-—- ope 
concentrated for 4 days at Boston! it; al 


factu 


Boston 
will answer 
the 
Style 
question! 


encou 


Boston—the leader in styles, mater- a 
ials and prices. Boston—with its 
thousands of buying angles, should 


Boston be familiar to every retail merchant. 


will show 
“Shoes for 


the 


Occasion” 


“The Boston Show”’ gives you this 
valuable opportunity—with the 
addition of a royal good time at 
a period when you need a little struct 


° “hous 
vacation. remes 
stock 
minut’ 
on a 


We invite you—cordially—to the ° 
Boston Show! Note the dates—and 
BeESEEBEHHEAS keep them open. 


New England Shoe and Leather Exposition and Style Show 





Dealer Influence is secured thru advertising in the Boot ana Shoe Recoraer. 
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THE SHOE TRAV 


N.S. T. A. Aiding Near East Relief Movement 





ELE 





President McWhirter Issues Strong Appeal to Travelers for Co-operation with Allied 
Shoe Trades—‘‘Demand for High-Grade Workmanship,”’ 


UFORD McWHIRTER, President 
B of the National Shoe Travelers’ As- 

sociation, has sent out a letter of 
appeal to all members of the National 
Shoe Travelers’ Association to co-op- 
erate with the various branches of 
the allied shoe trades in the Near 
East Relief cause. President McWhir- 
ter based his appeal upon the reso- 
lution of the National Boot and Shoe 
Manufacturers’ Association of the United 
States, Inc., heartily indorsing the work 
of the Near East Relief, Inc., and recom- 
mending that manufacturers and dis- 
tributors generally absorb the importance 
of this great work and vigorously endorse 
it; also the recommendation that manu- 
facturers and retail merchants generally 
encourage the collection of worn and un- 
salable shoes in all communities through- 
out the country. 

By so doing, the N. S. T. A., in com- 
pany with the National Boot and Shoe 
Manufacturers’ Association, feel that the 
retail shoe merchant will not only serve 
a great humanitarian cause, but ma- 
terially help the consumption problem of 
the allied industries. 


Brighten Up Stores 

Furthermore, President McWhirter in- 
structs the members of the N. S. T. A. 
“household” to ask retail merchants to 
remember that with unsalable and old 
stock out of the way, and new, up-to-the- 
minute, styles in stock, their stores take 
on a more presentable appearance; also 
that women customers, especially, pur- 
chase footwear in exactly the same way 
as they would a hat or garment—unless 
it is this season’s style, they do not 
want it. 

Tell the Public : 

Men’s, women’s, and children’s shoes 

are wanted—by the Near East Relief— 





Says George Harris 


partly worn shoes, discarded shoes, un- 
salable shoes, in any pattern and any 
size. Retail shoe merchants are urged to 
appeal to their customers and fellow citi- 
zens to clear out their shoe wardrobes and 
leave such shoes as they do not want at 
their stores. Travelers are urging mer- 
chants to invite co-operation of this kind 
through window and store announce- 
ments and general advertising. 


Where to Ship 


All shoes should be tied together in 
pairs. Combined local shipments should be 
made by freight, charges prepaid, when- 
ever convenient, to the Near East Relief 
Warehouse, United States Army Base, 








FRANK B. KING 


Who travels for Carlisle Shoe Co. and William 

Goldstein Co., Inc., in larger cities from Piits- 

burgh to Denver. Headquarters at 815 Ballimore 
Building, 22 Quincy St., Chicago 


Brooklyn, N. Y., via Long Island Rail- 
road, for Bay Ridge Delivery. Western 
shipping points—Near East Relief, 517 
Wright & Callender Building, Los Angeles, 
Calif.; or 313 Burke Building, Seattle, 
Wash. For instructions on carload ship- 
ments, merchants may write W. L. 
Amerman, Near East Relief, 151 Fifth 
Avenue, New York City. 


Frank King Sells Carlisle’s, 
Also Wm. Goldstein’s Shoes 


Frank B. King, Chairman of the Style 
Committee of the N. S. T. A. and orig- 
inator of that famous shoe trade slogan 
—‘Shoes for the Occasion,’’-—now rep- 
resents the Carlisle Shoe Co. and Wm. 
Goldstein Co., Inc., high-grade bench 
turns, in the larger cities from Pittsburgh 
to Denver. Mr. King is authority on 
women’s stylish shoes. He does not be- 
lieve in a multiplicity of styles, but 
preaches the policy of selling the right 
shoe to harmonize with the costume, so 
as to make a pleasing, correct “tout 
ensemble.” 


“‘Tex’’ Erwin with Johansen 


“Tex” Erwin, formerly Big League ball 
player, with the Brooklyn Nationals, has 
joined the selling force of Johansen Bros. 
Shoe Co. He will travel the state of New 
York and make his headquarters at 
Rochester, N. Y. Sam Beeson, genial sales 
manager of the company, leaves today, 
May 10, and will spend some time with 
Irwin in the territory. Sam says the bases 
are loaded and depends on Irwin to hit in 
the pinches. 

“TI do not think much of a man who is 
not wiser today than he was yesterday.” 

Abraham Lincoln. 
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SUEDE, SATIN and PATENT STRAPS 
IN STOCK 
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At Popular Prices = 
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No. 5912—Black Suede One Strap, Black No. 5930—Black Satin One Strap, Black 
Kid Collar and Strap, Flexible McKay, Suede Collar and Strap, Flexible McKay, Ph 
unior Louis Cove Heel. Wide “4 gag Cuban Heel. Widths B, C, D. 
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A. H. Berry Shoe Company 


186 Lincoln Street, Boston Portland, Maine 
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Women’s Oxfords for Fall 


Gearge W. Harris of the Val Dutten- 
hofer branch of the United States Shoe 
Company of Cincinnati is now covering 
southern Wisconsin and all of Illinois, 
including Chicago. He reports excellent 
immediate business and favorable ad- 
vance fall business. 

There is a strong trend toward women’s 
oxfords in black fot fall all over my 
territory, and the trade demand high- 
grade workmanship,” writes Mr. Harris. 
“Shoes must be perfect in every detail 
to satisfy the consumer who is looking 
tocay for correctness of detail and service 
then has been the case for several years 
past. 

Cut-out patterns are dying out be- 
cause they have simmered down to where 
there is hardly any difference between 
them and it looks to me like the last 
season for this style of shoe for everyday 
wear. They will continue only for formal 
occasions.” 


Woodward with Tweedie 


C. S. Woodward has recently joined the 
sales staff of the Tweedie Footwear Cor- 
poration, with territory in Missouri, 
Arkansas and Kansas. He is now on his 
second trip for this house. His head- 
quarters are at Little Rock. 


“Joe” Jones Reports Favor- 
ably from Pittsburgh 


“Joe” F. Jones, who travels Western 
Pennsylvania, West Virginia, and Ohio 
for Wall, Streeter & Doyle, Co., writes to 
the Recorder from the Hotel Henry, Pitts- 
burgh, Pa., on Easter Sunday, April 20, 
that the retail shoe merchants on whom 
he had been calling were buying their 
staple bread and butter fall shoes without 
any hesitation. He reports that the trade 
in and around Pittsburgh had a good 
Easter business and are in a much better 
frame of mind than they were a couple of 
weeks prior to Easter. “Joe’’ writes that 
he will be busy in his territory until about 
the middle of July, at which time he will 
“jump” to Boston in order to attend the 
National Shoe and Leather Exposition and 
Style Show. 


Phillips with Bliss & Perry 


Edward J. Phillips, who for the past 
nine years has traveled the South for 
Wise & Cooper Co., has recently made 
arrangements to carry the line of Bliss & 
Perry Co.,. through Virginia, North and 
South Carolina, Mississippi and Ten- 
aessee, Louisiana, Florida, and Alabama. 
Mr. Phillips is well established in this par- 
ticular section and will be welcomed by his 
old friends. He left Boston for his territory 
last week, with orders for fall as his 
objective. 

“Ed” is one of the strong believers in 
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GEORGE W. HARRIS 


Who 3 i in and all of 
Illinois, including Chicago, for the Val Dutten- 
hofer Branch of the United States Shoe Co. 


> 
Southern 








less frequent trips. He feels that merchants 
can buy more intelligently and with better 
profit to, themselves by placing orders 
further in advance than has been their 
habit during the past few seasons. 


Walter Baker Regains Health 


Walter Baker, who covers southern ter- 
ritory, for the Walk-Over Shoe Company, 
has recovered from an attack of influenza 
contracted after the Atlanta Zone meet- 
ing. Horace Baker, his brother, also had 
the same malady, and it is not difficult to 
imagine that it was an uncomfortable 
week for both of them. 


Bill Keefe with Lape & Adler 


William J. Keefe, who for many years 
represented the Menihan Company, has 
joined the sales organization of Lape & 
Adler of Columbus, and will represent 
them in New York State and Pennsyl- 
vania. “Bill” is enthusiastic about his new 
line and expects to “‘put across” a big 
volume of business. 


W. C. Hartford on Western 
Trip 
W. C. Hartford, who sells the little 
folks’ line of the Norridgewock Shoe Co., 
left his Boston headquarters at 139 Lin- 
coln street, on Monday night of this 
week for a two-weeks’ Western trip. 


“Al” Cerf Returns to Boston 


“Al” A. Cerf, who sells the lines of the 
Novelty Slipper Co. and the Becker Shoe 
Co., with Boston office at 139 Lincoln 
Street, has returned to the Hub from a 
two-weeks’ Southern and Western trip. 
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Phil Sullivan on Trip 


Phil Sullivan of Williams-Kneeland 
Co. left last week on his last-lap-of-the- 
season’s trip. “Phil” started in at Albany 
and is covering the larger cities in the 
Eastern and Middle Western states. Mr. 
Sullivan confines himself exclusively to 
calls on the larger and volume buyers. 


Fred Legler to Concentrate 
in Illinois, Wisconsin and 
Iowa 


Fred Legler, who has been covering his 
father’s territory during the latter's ill- 
ness,—which is in Kansas, Nebraska and 
South Dakota,—will in the future devote 
his whole time to his own territory— 
Illinois, Wisconsin and Iowa. 


“Al” Noren with Boyd- 
Welsh 


“*Al’”’ F. Noren has joined the ranks of 
the Boyd-Welsh Shoe Company’s sales- 
force and is covering part of Missouri, all 
of Oklahoma and part of Texas. For a 
number of years, Mr. Noren was buyer 
and manager for the R. & G. Bootery of 
Fargo, N. D. 


Kurtzman Sells Brauer Line 


J. W. Kurtzman has recently joined the 
sales force of Brauer Bros. Shoe Company 
and will cover the better shoe stores in the 
big cities and towns from Denver, West. 
Mr. Kurtzman has been covering the 
coast for a number of years, with head- 
quarters in Los Angeles. 


John Reedy Stresses 
Concentration 


John F. Reedy, who covers the Pacific 
Coast for 1. Miller & Sons, Inc., recently 
returned to San Francisco headquarters 
from a trip through the Northwest. He 
stated as a result of his findings that mer- 
chants had the business situation well in 
hand and were ‘‘cutting their cloth accord- 
ing to the required trade measure.” He 
advised a continuation of study of their 
purchasing power of the merchant’s com- 
munity and their specialization on either 
high class, medium, or cheap merchandise, 
as the case might be. 


Taft Booking Good Business 


Charles Taft who represents P. W. 
Minor & Son in the New England States 
reports a good business on sandals which 
are stocked by P. W. Minor. He states 
that business is ‘looking up” and that he 
expects increasingly better business dur- 
ing the remainder of the year. 


The finest edge is made with a blunt 
whetstone. 
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AMARA PT 


“TRIS” 


As the “Iris” discloses its beauty of 
texture, color and shape to the 
admiring eye in the garden, so will 
this exquisite model shown in white 
kid create admiration in your show- 
case or window—and in addition 
will set you apart as one with a true 
conception of style. 


“Iris” is typical of this firm's ability 
to originate smart custom-made 
shoes to sell at a popular price. 


Buyers, visiting New York during 
May, will find it worth while to view 
our line. Call at our showrooms and 
factory. For further information 
telephone Greenpoint 7113. 





of Brooklyn, N. Y. 





























cA GooD LUCK COIN 


WITH Every PAIR. 


With Excelsior Medal 
Shoes for Boys 
Carried in Stock 


There are hundreds of boys in your community who don’t pay 
particular attention to their footwear. But this Spring they're 
going to be made shoe conscious! The parents, too, will do some 
thinking about their boys’ shoes. And when they buy they'll be 
directed to Excelsior Medal Shoes and you. Here’s the reason. 





This two-tone sport oxford 
is making a big hit with all 
the boys because it’s just 
the kind of style their big 
brothers are now wearing. 
It comes in tan with dar 
chocolate trimmings. Ca:- 
ried in stock for immediate 
delivery. Boys’ sizes only. 
The number is S-391. 






This trim trouser crease 
oxford has set the pace in 
spring footwear and is going 
to be “the thing” this 
Spring and Summer. Car- 
ried in stock in tan or black 
—all sizes and widths, The 
number is 


a series of telling sales arguments on 
Excelsior Medal Shoes for boys (soon 
to appear in the above 7 op 
you'll be able to come in on direct re- 
sults. Several new styles will be thor- 
oughly merchandised—through ads 
designed to reach the boys as well as 
their parents. And since each ad will 
carry the number of the shoes featured, 
together with the injunction to “ask 
your dealer’—this means more busi- 


Take 
Advantage 


In order that you get the most from 
this national publicity, we planned a 
complete series of dealer helps as well as 
a localized sales plan, which you can 
use effectively. They're explained and 
fully illustrated in our business builders 
booklet. Write for it today—also for a 
copy of our new booklet entitled 7ips 
on Tent Life shown herewith which you 
will want to distribute to your. boy 
friends and customers 


The Excelsior Shoe Company 


Portsmouth, Ohio 
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“Harry’’ Ripley Off for South 


Harry H. Ripley,* President of the 
Southern Shoe avelers’ Association, 
who represents L.{B. Evans Sons’ Co., 
after finishing up his’ New England trade, 
left last week to cover the South. Just 
before leaving “The Hub,” Harry made 
the remark, “If business in the South is 
as good as it has been in the East during 
the past few months, we shall have to 
build an addition to the Evans factory.” 

“Harry” left Boston with his usual op- 
timistic smile and a snappy line of mer- 
chandise in his grip. ‘‘Good goods, backed 
up by a good personality,” is doubtless 
the formula by which Mr. Ripley has 
ever enjoyed and still continues to enjoy 
such a fine business and repeat customers. 
Harry has covered the South for many 
years—he has a wide circle of acquaint- 
ances among the merchants of that sec- 
tion. On this trip, he is specializing on the 
“high spots.” 


Rogers oo Favorably on 
orthwest 


Charles Rogers, who represents A. M. 
Creighton in the Northwest, reports that 
business is particularly good in that sec- 
tion of the country. “‘Charlie” states that 
while he realizes that the farmer is not 
getting his share of profit for his prod- 
ucts, which still continues to have a 
detrimental effect on some of the smaller 
towns, that nevertheless the opening of 
the European markets will bring about 
increased exportation and a general im- 
provement in all lines of business. 

While a native son of New England, 
“Charlie” now makes his home in Minne- 
apolis. 


Wood Hume Pensioned by 
Selby 


One of the interesting changes in the 
Louisville section is in connection with 
the retiring of Wood Hume, who for 
thirty-eight years traveled for the Selby 
Shoe Co.:Mr. Hume covered the Louis- 
ville district for years. He has been pen- 
sioned by the company in recognition of 
his long and faithful service. “Al” Slavens, 
formerly with the Boyden Shoe Co., who 
recently sold his interests in that com- 
pany, has succeeded Mr. Hume in the 
Louisville district. 


John Kelly, Inc., Salesmen’s 
“Line-Up” 


William Moylan, formerly with the 
Menihan Company, has joined the sales 
organization of John Kelly, Inc., and will 
succeed Mark Cassidy, who died recently, 
covering the state of Pennsylvania and 
part of New York. S. L. Lederman, another 
newcomer on the Kelly sales force, will 
represent them in the southeastern terri- 
tory. 
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HARRY H. RIPLEY 
Who is now covering the South for L. B. Evans 
Sons’ Co. Mr. Ripley is President of the South- 
ern Shoe Travelers’ Association. 





The other territories will be covered by 
the following men: Joseph B. Byrne, 
Michigan, Ohio and part of New York 
State; C. H. Darrach, Indiana and Iili- 
nois; C. E. Hurst, Nebraska, Colorado, 
Wyoming, Idaho, Montana and the 
Dakotas; E. H. Hunter, Michigan and 
Wisconsin; D. B. Ihrig, Kansas, Missouri 
and Oklahoma; R. F. Schneider, Eastern 
New York State, New England and New 
Jersey; Earl Standish, Pacific Coast; 


Lewis Hodge, Southwest; C. M. Zann- 


heiser, Wisconsin, Minnesota and Iowa. 
Kennedy with Krippendorf- 
Dittmann 


E. L. Kennedy, who has been asso- 
ciated with the N. B. Holden Store of 
Chicago for the past twenty years, and 
who has acted as Vice-President and Gen- 
eral Manager for the past twelve years, 
has resigned his position and will repre- 
sent the Krippendorf-Dittmann Co. in 
Kansas, Nebraska and South Dakota 
during the illness of George A. Legler. 

The K-D accounts in this territory are 
to be congratulated in having a man of 
Mr. Kennedy’s calibre and experience to 
solicit them. 


Gordon and Stevens with 
Brauer Bros. 


Joe Gordon is now traveling for Brauer 
Bros. Shoe Co., St. Louis, in Michigan 
and Indiana. 

George Stevens is covering Nebraska 
and Kansas for Brauer Bros. Shoe Co. 


Lloyd McGinnis Visits Boston 


Lloyd McGinnis, who represents Nahm 
Bros. of Philadelphia in the large cities 
of the country from Pittsburgh to the 
Coast, called upon some of his old friends 
in Boston and vicinity last week and in- 
cidentally dropped into the National 
Secretary’s office. 
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Ralph H. Mears Is Dead 


Ralph H. Mears is dead. And in his 
death the shoe-selling profession has lost 
one of its most illustrious sons. For a half 
century, Mr. Mears was identified with 
the industry; and almost all of that time 
as a salesman covering the larger trade of 
the country. At the time of his death, he 
represented the Cincinnati Shoe Com- 
pany, the Norway Shoe Company, and 
had just taken on the line of Fern & Poor 
Co. His Boston office was at 139 Lincoln 
Street, in the old United States Hotel 
Building; here he made his headquarters 
between trips. 


Beloved by Trade 


It is a fact that no shoeman of note ever 
visited Boston that he did not run in to 
shake hands with Mr. Mears. The writer 
remembers that last summer the late 
John C. Roberts, Vice-President of the 
International Shoe Co., called at 139 
Lincoln Street, to chat with his dear 
friend of a lifetime, Ralph H. Mears. 

Mr. Mears passed away Friday, May 2, 
at the Symmes Hospital, Arlington, 
following an operation for acute appen- 
dicitis. His death was a great shock to his 
many friends, as he had been in good 
health until within a few days of his 
illness. 

Born March 10, 1857 


Ralph H. Mears was born in Newton, 
March 10, 1857. Besides his wife, Esta 
Bailey Mears, he is survived by a sister, 
Mrs. Charles E. Dale of Lexington, Mass. 
Funeral services took place from his late 
residence, 135 Pleasant Street, Arlington, 
Mass., on Monday, May 5. Burial took 
place at Monroe Cemetery, Lexington. 


Business Houses Closed During Funeral 


Mr. Mears was a member of the Boston 
Shoe Associates, of which association, he 
was a former President; the Boston Shoe 
Travelers’ and the National Shoe Travel- 
ers’ Association. A large number of shoe- 
men, including “‘old neighbors” of Mr. 
Mears at 139 Lincoln Street, were present 
at the funeral. The services were impres- 
sive and the profusion of beautiful flowers 
with which the room containing the remains 
was literally lined and carpeted, testified to 
the high esteem in which the deceased 
was held. As a further mark of respect, all 
of the business houses on Lincoln Street 
and surrounding territory closed during 
the time of the funeral. 


A_ Well-Deserved Tribute 


Ralph H. Mears was known and loved 
by everybody in “shoedom.” A man of 
fine personality, whole souled and chari- 
table—alway: thinking of “the other 
fellow,”’ ever encouraging his brother with 
a friendly word and smile, oft with finan- 
cial assistance—a fine entertainer and a 
gentleman in the fullest sense of the term. 
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White Nile Cloth Oxfords 


In Stock—A White Nile Cloth Dr. Darling 
Arch Support Comfort Oxford suitable for 


business women and nurses. 


Style patterns embodying Dr. Darling arch 

_ features are included in the Sherwood line, 

In Steck Re, enabling you to give your customers who 

Style B-616 require arch support the advantage of comfort 
Dr. Darling Arch Support Surgeon Oxford, in light stylish footwear. 


Nurses’ Special. White Nile Cloth. 8-Iron 
Edge, Ivory Welting. 13-8 White Ivory Cuban 


Ach Supmative Sank Ne iia SHERWOOD SHOE CO 
ch Ou . . t. e 
AA $16.9 A 9 B 4-9 c 349 D349 Originators of Quality Mc Kays 

Price $3.50 ROCHESTER, N. Y. 
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With the return of opera pumps 
and plainer shoes, the demand 
for buckles and ornaments will 
be greater than ever. 


We have prepared an exquisite line of Beaded, Metal, 


Rhinestone, and Cut Steel Shoe Ornaments that will be 
shown to the trade by our representatives. 


Our complete line will be displayed at the 
Commodore Hotel, Brooklyn Style Show, 
May 19-22, by Mr. Herman A. Brick. 


Write for samples and prices 


FRENCH BEADING & NOVELTY CO. 


Manufacturers of Shoe Ornaments 


Office and Factory 
226 S. FOURTH STREET 
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One Toe Bright—the Other Dull 


When a customer returns a pair of patent leather shoes complain- 
ing that one toe has become dull in contrast to the brightness of 
the other, it is almost always due to the fading of dressing applied 
in the factory to cover a break that occurred in the lasting. 





You will receive a minimum of such complaints if your patent 
leather shoes are made of DONKEY COLT. 


OUR NEWLY PROCESSED 


DONKEY COLT 


SHOWS THE REMARKABLE AVERAGE OF 98 PER CENT 
PERFECTION IN LASTING WITHOUT BREAKAGE. 


No patent leather has ever You may have this remark- 
been made, so far as we are able patent leather in your 
aware, which so nearly ap- orders without increasing the 
proaches the ideal. shoe cost. 


TOLMAN, Dow & Co., INC. 


176-180 LINCOLN ST. BOSTON, MASS. 


Rochester, N. Y. Greater New York 


Mr. Charles L. Kirk ‘*Leathers New Castle Leather Co. 
22 Andrews St. 100 Gold St. 


St. Louis, Mo. that Bring Cincinnati, Ohio 


Neen Locest St. Re-orders” mene. Teh St. 


General Representatives for Continental Europe, New Castle Leather Co. 
Headquarters, Paris, France 
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Sure Profits in New Corrective Shoe, 


with Well Advertised Name 





The principle em- 
bodied in Dr. A 
Reed’s new  cor- 
rective shoe is the 
result of Dr. Reed’s 
32 year’s active 
practice as Chiropo- 
dist and Foot 
Specialist. 

During most of that 
time shoes bearing 
his name have been 
on sale throughout 
the country. 


A new corrective principle with broarder application 
than any heretofore put on the market has been 
patented by Dr. A. Reed, inventor of Dr. A. Reed’s 
Cushion Shoe, Improved Cushion Shoe, etc. 

United States rights will be leased, covering the 
exclusive use of— 


Two patents on new corrective shoe. 
Name, photograph, and autograph of 
Dr. A. Reed, inventor. 


This is an exceptional opportunity for an estab- 
lished manufacturer to add a staple line, free of 
style changes, and meeting constantly increasing 
demand. 


Further information about the shoe, and leasing 





Dr. Reed’s new 
shoe opens wonder- 
ful possibilities for 
the sale of correc- 
tive shoes, because 
it can be adapted, 
at the point of sale 
to the user, to a 
wider variety of 
foot ailments than 
any shoe previously 
put on the market. 
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proposition will be furnished. 
Write, or wire 


Dr. A. Reed Foot Appliance Co. 


Yakima, Washington 


OL NO) NO) NO) NO) NO) NO) NO) NY): 


E. Yakima Avenue 
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YOU WILL PROFIT 


By selling Cinderella Suede Sticks 

which are made in over fifty shades, 

ground of solid colors. They will 

thoroughly clean and recolor nappy 

leathers. This package is easy to 
use with its suede brush and handy buffer. 


Wire Suede Brush and Felt Buffer can be bought 
separately for only $2.00 per dozen. 


YOU WILL WANT 


Cinderella White Kid Cleaner, the fastest moving 
high quality package on the market. Makes friends 
and keeps them too, because 

it thoroughly cleans and re- 

glazes yellow and worn white 

kid footwear. 


Why not use these Cinderella 
GOOD WILL BUILDERS to 
increase your customers’ sat- 
isfaction? 

Produced by 
EVERETT & BARRON CO. 


Providence, R. I. 


Makers of highest quality 
footwear finishes 


SUEDE-NAP BRUSHES 





The extraordinary popularity of suede footwear contin- 
ues. So does the demand for SUEDE-NAP .BRUSHES. 


Our sales on them are growing steadily as the trade and 
the public become better acquainted with their points 
of superiority. 
Better make sure that you are stocked up on SUEDE- 
NAPS before the spring rush. 

“Pick Out the Dirt, Pick Up the Nap” 


$2.00 Per Dozen 


E. T. GILBERT MFG. CO. 


228-36 South Avenue Rochester, N. Y. 
If Your Jobber Cannot Supply You, Write Us 
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During the 
W eek of 


May 19th 
SEYMOUR TROY 
SHOES 
Will be on 
Special Display 
in 
New York 


at the 


Hotei McALpin 
Broadway & 
34th Street 
Showing 
| Advance Models 
| that Truly RefleG 

the Spirit of 


Troy 


to Develop the 
Very Best in 


Turn Shoes 








ae 


eA Series of Footwear Triumphs 

Presented by 

eAn Organization Proud of 
Its Product 

eAnd the Success Won 
Through 
Loyal Adherence to Ideals 
of 
Highest Quality 


See Our 


(oronado (lub Royal 
Picardy eDoon “Fewel 


Len ore 


SEYMOUR TROY & Co., INC: 


FRONT STREET BROOKLYN, N. Y. 


Telephone (umberland 1470 
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It Colors :: :: 


Leather Men who know 
the difficulty of cleaning 
and coloring Suede 
leathers at one opera- 
tion, declare the ‘‘Staso” 
Suede Stick a Wonder- 
Worker. 

















Carried In Stock In All Standard Colors Par 
ing 36 sticks of 12 diferent owes. | 
The Stase Suede Stick is made from a new formula. It i The Stase Suede Stick is made in all shades, and sample color | 
fine les of 2 gritty substance that workdewnintothenap cards will be sent on request. 


partic 
of the leather, clean: Svat at the same time carrying 
the color down to the of the leather, Bante noms m | ert ee Sal dele hee 


the surface. quire about one week. 


Tho Stone Suede Stich & isa very small, neat package, very or- The Stase Suede Stick is packed 12 sticks in attractive counter 
ef ey yw particularwoman display carton. 


will tabe pride in using ond chowing to her Iolende. $21.00 per gross, F. O. B. Haverhill, Mass., $1.75 per des. 
Send for Sample Dozen Today 


W. E. ELLIS CO, manuracrurers) HAVERHILL, MASS. 




















HERE IT IS!! iy 7 » Fine Calf Leathers 
Wty 


JUST WHAT YOU WANT FOR 
RIGHT NOW BUSINESS 


ONLY $5.85 Velvetta Calf— 
In Gallun’s No. 23 Tuscan Calf— 


Light Russia Calf Russia Calf— 
AT ONCE DELIVERY 


Manufacturers of 











Strictly Fine Pull-grain Calf Leather 
HUNT-RANKIN LEATHER CO. 
106 Beach St., Boston, Mass., U. S. A. 











"as ‘GREELEY BOUDOIRS—* 


APECK SHOEWITH “PECKS OF QUALITY” Tle public responds to the 


No. 880__Leather Sole, Gallun’s No. 23 Light Col- quality appeal. My Boudoirs 


ered Aoue “ Calf College Oxford . Blind Eyelets, at are up to every de- 
IN Noo Shi. Same,” only” Gua’ Metal” Calf Sines’ A mand. of the public 


Price B G@Il, c 5%11 . D 5-11. Coach Lost in quality respects. 
No. 841__Crepe Sole, Gailun’s No. 3 Tan ‘ane IN It is easy to build up 


STOCK Slee } ey Wikthe B S11 C S11, STOCK sales with Greeley 


Sole, Coffee Elk” Cube one Boudoirs. Sample 
ee ew) ae In Bleck or Colored them. Full rubber heels 


e Kid. 36 
FREDERICK S. PECK ee er 


If Your Jobber Cannot Supply You, Write Us. 
WORtEEREE, baaae. 3x A: W. GREELEY, Haverhill, Mass. 5x 
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A Shoe Sold with Miller 
Shoe Trees Is Sold Right 


‘Tailor shoes at home. Keep them ironed 
out and pressed up on Miller Shoe Trees.”’ 





This thought put into the consciousness of your 
customer will create profits for you. 


Miller Shoe Trees can be relied on to keep shoes 
looking their best and save the merchants from 
complaints due to ignorance and neglect. 


If you take this step to protect the shoes that go 
out of your store, the customer will appreciate the 
added value. 


Selling protection and at the same time taking a 
profit is good business. 


SHOE TREE DIVISION 


O. A. Miller Treeing Machine Co. 


Brockton, Mass. 
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Whtremore's 


SHOE POLISHES ARE SUPERIOR 


THE RIGHT POLISH AT THE RIGHT TIME 
m AT THE RIGHT PRICE. THREE SPECIALTIES 
FOR RIGHT NOW RETAILING. 











a A eens ali Black, Brown, Neutral 
Renews the original WK for all kid and all 
beauty of nappy leather smooth leather foot- 
in an instant. Handy wear. The Neutral will 


Colin i? ey The most Satisfactory Polish for Patent Leather. Saves be found most satis- 


; Wi factory for f |- 
hate Browa. end the leather and keeps it black and brilliant. pee } ng,» Mon 


all lar colors. A ALSO . 
fast seller. basen Top Notch White Cleaner, Albo, Shuclean, Cleanall. - all year-round 


If Unable to Obtain Them Through Jobbers, Notify Us 
WHITTEMORE BROS. {( superior Shoe Polish Since 1882) CAMBRIDGE, MASS. 
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IN STOCK FOR IMMEDIATE DELIVERY 


Stock No. 565 


Johnnie Walker Last 
Imported Tan Oxford 
Single Sole 


Wingfoot Heel 


$5.50 
A to D wide 
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ose ioe’, Lhe Dalton Company, Inc. ost war brigeg Basing 
TMONAMINNNOMNNNOMNNNNN Makers of Fine Shoes OUNNOMNOUC IP 
BROCKTON, MASS. 


CHICAGO : 1618 Bldg., 209 S. State St. 
eB sLocuUn F. BARSTOW 
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appeal. 





“LRIS” 


low & high heel, obtain- 
able in all leading 
colors: 

Tan calf 

Patent leather 

Black satin 

White kid 
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Shakespeare - truly said: 


It is with the motif of restrained good taste in the mind of the 
great writer, that Benjamin Rothman shoe styles are created. A 
Rothman model may be offered to the most discriminating shopper, 
and the most carefully groomed woman with the assurance it will 












“Costly thy apparel 


But not expressed in fancy— 
As thy purse can buy, 3 


Rich not gaudy. 























Mr. Rothman and Mr. N. Wiener 
will greet you at the Commodore 















BENJAMIN ROTHMAN Inc. 
Desugner$ and Bualders of 


WOMENS HIGH GRADE FOOTWEAR 
43-TO-47 -WEST - 16%- STREET-NEW: YORK 
























While in New York it will pay you 
to view our line for 


Mutual Advantage 


Call Glenmore 4900 


and we’ll connect you with our NEW YORK 
SHOWROOM where our 


Mr. Leo Gordon and Mr. Jos. Noumoff 


will be at your service. 








MUTUAL SHOE CO. 
235 Powell St. - Brooklyn, N. Y. 








_ Capacity 1000 





Fireproof 


Che Breakers 


ATLANTIC CITY 


On the Ocean Front 













Concerts 
Cabinet Baths 


Dancing 
Golf Privileges 


SPRING RATES 
JOEL HILLMAN, President 























APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of 
: children and as a fully venti- 


fi shoe, the Ventilated Foot 
45 cereal Well known 
surgeons recommend its use. 
Make your stock of 
children’s shoes 


VENTILATION) 
OaTENTIO 
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In white kid, embroidered on side and beaded 
goring front strap. 


3) RONT beaded goring shoes are in 
<b ., opinion one of the best patterns 
ck the season will show, and will be 
most in demand. The style illustrated above 
gives an excellent example of our meaning. 








Our plans for the coming season contemplate 
increasing activity in lines similar to this and 
include the showing of many patterns in 
masterpieces of women’s turn shoes. 


. 





Macney Save Company 


The Wed Trirns Toward QD these Brookin HesterIams 











Office and Factory 482-500 Driggs Avenue, Brooklyn, N. Y. 


» 
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The New Daniel Green Catalog Is Oult— 
Have You Received Your Copy? 


Every shoe merchant should 
have a copy of this new Dan- 
tel Green catalog handy at 
all times. To make it easy to 
keep it always available, the 
new edition has a cord to 
hang on a convenient hook. 


NCE again a new Daniel Green Catalog is off 

the press with new styles that make it a more 

attractive line than ever. In the felt line all the big 

selling staples are retained and a number of novelties 

added. But the greatest advances are in the new 
satin and leather slippers that have been added. 


Quiet color harmonies and startling contrasts that 
keep pace with the newer trends in negligees. 


And remember this—Daniel Green Comfy Slippers, 
whether staple felts, or the more sprightly satins and 
boudoir slippers, know no season, but are already 

year-round sellers. 


Window displays of satin and leather boudoirs make 
an attractive spring or summer feature with real 
selling value, it is so full of color. 


Vacation season, rapidly approaching, always gives a 
selling impetus to Daniel Green Comfy Slippers. 
Every vacationist is a prospect. That is why so 
many far-sighted dealers order their Daniel Green 
Comfys for June Ist, or earlier. 


If your copy of the new catalog has not reached you, 
let us know. 


Daniel Green Felt Shoe Co. 


General Offices 
DOLGEVILLE, NEW YORK 


SALES OFFICES 


116 East 13th Street 10 High Street 169 West Madison Street 
New York City Boston. Mass. Chicago, Ill. 


Daniel Green 


Daniel Green} 
/Comfy/ 


Chita 
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No. 930 


No. 930—Patent Leather ‘“Elaine’’ 
Sandal wow covered heel, , Chameagas 


lined. . 


No. 931—As above with Deced covered 
Cuban heel ; . $3.50 


No, 932—As above with 13% " covered 
Spanish heel. .... . $3.50 





No. 933—As No. 932 with front center 
strap. $3.50 


No. 936—Levor’s all white cab 
exactly as No. 932, white lined. .. 


No. 937—Levor’s all white cab. ex- 
actly as No. 930, white lined. .. .$3.60 


Sizes 214 to 7 





Paris 
— 


Yi 


No. 801 


Gay 
<8 


x 


pa 


No. 801—Patent Leather “Gloria’’ 
Sandal, 8/8 covered heel, Champagne 
$3.60 


< 


No. 806—Genuine White Kid, exactly 
as above, white lined. $3.85 


No. 820—Sunset Tan Calf, exactly as 
above, Champagne lined $4.00 


> whe; 
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IN STOCK 


No. 915 


No, 915—Black satin with black ooze 
calf trimmings, 1344/8 covered Spanish 
hee $3. 
No. 922—As No. 915 with 13/8 covered 
Cuban heel $3.00 
No. 923—As No. 922 only all patent 
$3.00 


No. 924—As No. 915 only in all green 
kid, white lined $3. 50 
No. 925—As No. 915 only in all blue 
kid, white lined $3.50 
No. 926—As No. 915 only in all red 
kid, white lined $3.50 


No. 935—Levor’s all 


white cab. 
exactly as No. 915 $3.50 


C & _D Widths 


No. 805 


No. 805—Genuine White Kid One 
Strap with cut-out throat, 15/8,covered 
Spanish heel $3.85 
No. 920—As above in Airedale Nubuck 
with Airedale Vici Kid throat, with 
cut-out, 14/8 covered Spanish heel. 

$3.25 


No. 809 


No. 809—All Patent Leather, “‘Dan- 
sant” Sandal, 8/8 Covered Heel. . $3.60 


No. 810—As above with 13/8 Covered 
heel $3.60 


No. 821—As No. 809 in Tan Calf. $3.75 
No. 825—As No. 810 in Tan Calf. $3.75 


Many More Exclusive Novelties In Stock—Samples Gladly Submitted 


B. FRIEDMAN 


109 READE STREET 


& -* 
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ESTABLISHED 1880 
NEW YORK CITY 
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A ‘Platform Maker’ Within the Trade 





Louis A. Coolidge Emphasizes Good Business Principles for the Greatest 


Mr. Louis A. Coolidge of our 
trade is a candidate for the Re- 
publican nomination for United 
States Senator from Massachu- 
setts. He is one of the influential 
leaders of his party and a domi- 
nant figure in the civic and 
political life of New England. 

When a member of the trade 
enunciates a platform, each 
plank of which is frank and 
brief, and emphatic on prin- 
ciples which the great majority 
of business men favor, it indi- 
cates a breadth of vision worthy 
of national attention. In fact, 
it was so good that it was 
picked up by the Republican 
National Committee and circu- 
lated throughout the country. 
Here it is: 


Stick to Fundamentals 


“We favor home rule. We are against 
the constantly increasing encroachment 
of the Federal Government upon the 
reserved rights of the States and of the 
individual citizen. We are opposed to the 
clamor for constitutional amendments 
and for legislation which tends to cen- 
tralize power in Washington and to 
create innumerable bureaus with con- 
stantly accumulating expense, with a 
rapidly increasing army of Federal em- 
ployees. 

“We are against undertaking to re- 
strict individual activity and smother 
individual initiative through legislation, 
either in the State or in the Nation. 

“We favor maintaining the funda- 
mental principles of the Federal Consti- 
tution. We are opposed to the creation of 
additional bureaus in Washington. We 
favor abolishing all existing bureaus which 
can be abolished without interfering with 
eflective administration. 

“We are opposed to the limitation of 
the jurisdiction of the Supreme Court 
of the United States. We believe the 
Supreme Court should not be interfered 
with in its recognized constitutional 
function of determining whether or not 


Business in the World—the Government of the United States 


acts of Congress are consistent with the 
Federal Constitution. 

“We favor placing greater emphasis 
on the dignity of State and local com- 
munities. 

Not to Meddle with Europe 

“We want the American people to 
mind their own business. We do not 
want them to meddle with the political 
affairs of European nations. 





HON. LOUIS A. COOLIDGE 


“We favor every effective means which 
can be employed to insure the peace of 
the world, but we are opposed to entangle- 
ments with foreign Governments which 
would tend to undermine our own strength 
as a Nation. 

“We favor raising revenue wherever 
possible through the customs rather than 
through internal revenue and income 
taxes. 

“We stand for honesty and economy 
of Government. We favor lower taxes, as 


easily collected as may be possible and 
as lightly borne. 

“We are against Government confis- 
cation of private property and private 
rights. 

“We stand for observing scrupulously 
the distinction between the executive, the 





judicial and the legislative branches of 
the Government. The Legislature should 
not encroach upon the Executive, the 
Executive should not encroach upon the 
jurisdiction of the Legislature. 


Against Government Ownership 

“We favor military training for citizen- 
ship through the civilian military training 
camps. 

“‘We favor an Army strong enough for 
National defense. 

“We favor a Navy strong enough to 
protect our commerce and our coast. 

“We favor the development of air 
craft, both for commercial and for mili- 
tary purposes. 

“We favor a great merchant marine, 
privately owned and controlled. 

“We are against Government owner- 
ship, except of manifestly necessary Gov- 
ernment activities. We are opposed to 
unnecessary Government regulation of 
business or transportation. 

“We stand for the observance of all 
laws and the observance of every article 
in the Constitution of the United States. 
We favor the modification or repeal of 
laws which experience has demonstrated 
cannot be enforced. We are opposed to 
the enactment of additional restrictive 
inquisitorial laws. 

“We are opposed to interference by the 
Federal Government in the police powers 
of the States. 


No Discrimination of Race 


“‘We oppose discrimination on account 
of race, color or religion. 

“We stand for individual freedom and 
individual initiative so far as that is pos- 
sible without diminishing our capacity 
for national defence and national ad- 
vancement. 

“‘We are opposed to Government Social- 
ism in every form or guise. 

“We are opposed to anything which 
threatens to undermine our representative 
republican form of Government, the per- 
petuity of an indissoluble Union of in- 
destructible States. 

“We favor the immigration of those 
whose presence here will help improve 
our citizenship. We oppose the immigra- 
tion of all whose coming may degrade 
it.”” 
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BUSINESS REVERSES 


Norwalk, Conn.—Max Berger, shoes, etc., reported 
petitioned or petitioner in bankruptcy and offer- 
ing to compromise at 25 per cent. 

Chicago, Iil.—Anthony T. Monchen (7034 No. 
Clark street) shoes, reported assigned. 

ock Island, [ll.—Priester & Hickey Shoe Co., Inc., 
petitioned or petitioner in 


Worthville, Ky.—Robert L. Bowman, general 
merchandise, reported petitioned or petitioner in 
bankruptcy. 

Mansfield, .—Alma James Colvin, general mer- 
chandise, reported petitioned or petitioner in 
bankruptcy. 

Shreveport, La.—M. Diebner, New York store, 
(703 Texas street) shoes reported offering to 

compromise at 25 per cent. 

Brookfield, Mass.—Bay Path Shoe Co., manufac- 
turers of shoes, reported offering to compromise 
at 15 per cent. 

Chicopee Falls, Mass.—A. Feinberg, shoes, etc, 
reported petitioned or petitioner in bankruptcy 
and w amy a at 10 per cent. 

Amsterdam, N. Y.—™M. J. Allen and Brother (183 
E. Main street) shoes, etc., reported petitioned 
or petitioner in bankru % 

Brookls n, N. Y— Alfred 1 e Prosto, (1632 Nos- 
trand avenue) shoes and repairing, reported 
meeting of creditors called. 

Chariés Pacelli (7315 13th street) shoes, 
reported petitioned or petitioner in bankruptcy. 

Floral Park, N. Y.—Samuel Cohen (169 Jericho 
Turnpike) shoes, reported petitioned or petitioner 
in bankruptcy. 

Mt. Vernon, N. Y.—Abraham Rosenblatt, Good- 
wear Shoe Shop, (59 So. Fourth street) shoes, 
reported meeting of creditors called. 

New York City—J. Lapinsky & Co. Inc. (86 Reade 
street) jobbers of shoes, reported offering to 
compromise at 40 cent. 

Salvatore Mele (622 E. 180th street) shoes and 
repairing meeting of creditors called. 

Lillington, N. C.—Parker Bros., department store, 
spares petitioned or petitioner in bankruptcy 

Kief, N. —— eanee (J. +m cman 

eral merchan: qo , 

T , Okla.—Charles A. Brodsky, The Hub Store, 
shoes, etc., reported petitioned or petitioner in 
bankruptcy. 

Philadelphia, Penn.—Barnet Dorson, Dorson’s 
Shoe Store, (2929 Kensington avenue) shoes, 

ted meeting of creditors called. 
muel Feldman (743 So. Fourth street) 
shoes, reported petitioned or petitioner in bank- 


ruptcy. 

Pittsburgh, Penn.— Abraham M. Bibrow, shoes, 
repor ‘ering to compromise at 40 cent. 

Petersburg, Va.—J. M. Buchanan, J. O. James 
Shoe Co.) shoes, reported assigned. 

St. Louis, Mo.—Marx-Albrecht Shoe Co. (1329 
Washington street) shoe manufacturers, reported 
petitioned or petitioner in bankruptcy. 

Williamsburg, a.—The Graham Co., general 
merchandise, reported petitioned or petitioner in 
=< ee 

Beckley, W. Va.—The Globe Store, S. Goldberg, 

jetor, shoes, etc., reported meeting of 
jitors called. 

Albany, N. Y.— S. W. Winton, general merchan- 
dise petitioned or petitioner in bank- 


ruptcy. 
Bakersfield, Cal.—Joe Chain, shoes, etc., reported 


assi , 

Los Angeles, Cal.—George Broido (1414 E. First 
avenue) shoes, etc., reported assi 4 
atten & ee ie shoes, reported offer- 

to compromise at cent. 

Long Beach, Cal.—G. H. ne (45 E. Broad- 

ed assigned. 
Col.—Harry N. Harbison, general 
ise, reported petitioned or petitioner in 
tey. 

Jacksonville, Fla.—John L. Edwards, Edwards’ 
Boot 8 , shoes, reported petitioned or peti- 
tioner in ener 

Bloomington, Ill.—W. B. Sudduth, general mer- 
chandise, reported petitioned or petitioner in 
bankruptcy. 

Cijecas, Tll.—Selistrom Bootery (5211 North 

street) E. C. Sellstrom, proprietor, re- 


wood, Miss.—Brown's Bootery, W. W. 
Brown, , shoes, reported petitioned or 
petitioner in bankruptcy. 


New York City—Henry Rothenberg Mercantile 
House (271 Canal street) wholesale and retail 
shoes, reported petitioned or petitioner in bank- 
ruptcy. 

Johnstown, Penn.—H. Boris, shoes, etc., reported 

titioned or petitioner in paneer. 

Pa ton, Penn.—Lewis L. Wolensky, general 
merchandise, reported petitioned or petitioner in 
bankruptcy. 

Philadelphia. Penn.—Barnet Dorson (2929 Kens- 
ington avenue) shoes, reported offering to com- 
promise at 30 per cent cash. 


BUSINESS CHANGES 
er Ala.—John W. Thorp, general merchandise, 


La Grange, Ark.—McDonald Bros., general mer- 
chandise, William McDonald died. 

Los_ Angeles, Cal—Gust Ollikola (4221 South 
Main street) shoes, reported succeeded by 
Nathan Lenson. 

Denver, Col.—R. & J. Hendrix (1525 Champa 
street) shoes, reported selling or sold out. 

Cairo, Ill.—Huette Wood Shoe Co., shoes, reported 
succeeded by Harry M. Stout. 

Chicago, [ll—Lawrence H. Glazer (7745 So. 
Halsted street) shoes, etc., repor sold or 
closed out business. : 

S. Sondin (3308 W. Madison street) Sarah 
Sondin, proprietor, shoes, reported sold or closed 
out business. 

John Steinbrecher (1311 No. Clark street) 

ae ied : 


shoes and repairing, reported su: by Stein- 

Danville, II A. Witques, cies nied 
an ville, .——A. » etc., 
Senet out business and moved to Hoopes- 
ton. . 

East Moline, Ill.—O. Dumolien (1101 5th avenue) 
shoes, etc., recently commenced business. 

New Athens, Ill.— it & Slieper, general 
merchandise, reported partnership dissolved 
and led by 

clothing 


succeed: E. H. Shieper. 

Libby, Mont.—Nygard & Richards, shoes, ing, 

ete., succeeded by Richards Blough Co. 

Monroe, Mont.—Farmers’ Store ee merchan- 
di succeed R. W. Stillinger. 

Brooklyn, N. Y.—Klein & Wachtell, Keenwear 

Shoe Co. (1828 Myrtle avenue), shoes, reported 

selling or sold out. 

Clarksdale, Miss.—N. J. Sparks, general mer- 
chandise, N. J. Sparks died. 

Blauvelt, N. Y.—Lediger Hose.. general merchandise 
reported succeeded by Klee Bros. 

Brooklyn, N. Y.—Louis Plitkin & Co. Inc. (255-261 
Classon avenue) manufacturers shoes, etc., 
increased capital to $125,000. 

Harold Thompson (3039 Fulton street) shoes, 
sold or out business. 

Columbus, O.—H. K. R. Co. (1119 Main street) 
shoes, etc., in ted $5000. 

Glouster, OE le S. Price, shoes, etc., reported 
succeeded by Ha Richards. 

Bellwood, Penn.—A. B. Foutz and Bro., shoes, etc., 
reported succeeded by Charles Murray. 

Northfield, Vt.—Ernest L. Cross, general merchan- 
dise, Ernest L. Cross died. 

Appleton, Wis.— Dame & Goodlands, Novelty 

hoe Shop, shoes, incorporated $18,000. 

Lodi, Cal.—Tout Herbert & Co., Herbert W. 
Tout, sole owner, general merchandise re- 
ported will close out business. : 

Los Angeles, Cal.—Joe Guzette (419 Bouchet 
street) shoes, ed succeeded by Vic Calliva. 

Mrs. Max Pa an (1915 W. 48th street) shoes 
reported succeeded by J. Gooze. 

Chicago, Ill. — Mar (8353 Cottage Grove 
avenue) shoes, etc., reported incorporated 


10,000. 

Garwin, lowa—E. J. Miller, ¢ I handi 
cocuntly commenced business. 

Lake Park, lowa—F. M. Schroeder, shoes, reported 
sold or closed out i and moved to Spirit 
Lake, Iowa. 

Shenandoah, Ilowa—C. E. Wyckoff, shoes, etc., 

succeeded ckoff. 





Wellington, Kan.—Tolles Clothing Co., shoes, 
clothing etc., reported closing out entire line of 


Jamestown, Ky.—J. A. & R. Bernard, general 
merchandise, recently commenced business. 
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Haverhill, Mass.—Hannahsons Shoe Co., shoe 
manufacturers, in ated $10,000. 


Lyan, Mass.—Josph I. Melanson & Bro., shoe 
ppnatocturen,» 


ass. 
New Bedford, Mass.—George, the Shoeman, Mrs. 
Elizabeth Wagner, shoes, reported succeeded by 
R. C. Demers. 
Salem, Mass.—J. W. Aulson & Son tanning machin- 
Bok John W. Aulson died. 


moving to North Adams, 


apids, Mich.—Raub Bros., general merchan- 
ise, reported succeeded by E. L. Smith. 
New York City—Nathan Swartz (665 Ninth avenue) 
shoes, re sold or closed out business. 
Durham, N. C.—The Main Street Army & Navy 
Store (E. | Main street) shoes, etc. recently 





Emaus, Penn.—William H. Bauder, general mer- 
chandise, reported selling or sold out. 

Olyphant, Penn.—Louis Cohen (125 Lackawanna 
avenue) shoes, etc., reported succeeded by Star 


Stores, Inc. 

White Bluffs, Tenn.—C. H. Williams, shoes, etc., 
reported selling or sold out. 

Abbott, W. Va.—Jason Williams, general mer- 
chandise, reported succeeded by G. L. Kincaid. 





Business Good in Hartford 
Conn. 

Hartford, Conn., May 8—During the 
week ending May 3, retail shoe stores 
enjoyed a good, steady trade. Generally 
speaking there has been no lull here in 
shoe stores since Easter. Buying was very 
good during the final part of the pre- 
Easter shopping time and has continued 
very steadily up to the present time. 


Store Is Repainted 


Springfield, Mass., May 9—The G. R. 
Kinney Co. recently completed altera- 
tions to the front of its store at 230 
Washington street. The interior has also 
been repainted. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


Grrsoes WANTED—Four cents word for each insertion. 
inimum amount seventy-five cents. For other “Want” 
a t accepted, $1.25. Ade under this hea weed 
7 times 13 times 26 times 52 times mum amoun' 
$4.00 $3.50 $3.00 $2.50 Ta pe 
8.00 6.00 eiqwes De cia odvertinemens Ber slteete. 
16.00 14.00 12.00 


Recorder rates for space less than one-eighth page per 


must be counted in the ~ 1.42 8. SS 
to ads must be sent under letter postage. 


SS) es ea | OS 





Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 











SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





} VANTED—Live-wire salesmen of the go-getter 
type toc about Othy aamnaneet novelty slip- 
pers made by old and established house. Seven per 
‘ont commission basis payable weekly or monthly. 
(.oods are in stock for immediate delivery. All states 
now open. For particulars write E-779, care Boot 
id Shoe Recorder, 207 South St., Boston, Mass. 


‘ W ANTED—High-grade salesmen to carry our 

line of Auburn made welts in novelty and 

s\aple numbers. Best of references required. Won- 

erful opportunity for the right parties. Address 

i} -792, care Boot and d Shoe ecorder, 207 South 
St., Boston, Mars. 


W E will have a number of good territories open 
July first. Our line consists of high-grade 

work shoes and outdoor sport shoes. Onl T_ of 

proven sales ability will be considered. pene 

Shoe Manufacturing Company, Chipews 

Wis. 


SALESMAN WANTED—Arch support manu- 
facturer has for in central 
West. Only experienced men considered. Address 
-793, care moet and Shoe Recorder, 207 South 

. Boston, Mass. 


SALESMAN WANTED—To sell high-grade line 
of turns, welts, McKays, and stitchdowns for 

infants’, children, misses’, and young ladies’ in 

Wisconsin and upper Michigan. Must have experi- 

cneg in this territory and drive car. SINBAC, 211 
. Monroe St., Chicago, Ill. 




















We want 


giving references. 





OKLAHOMA, KANSAS, IOWA, LOUISIANA 
MINNESOTA, WISCONSIN 


experienced salesmen to cover the above territory on commission. We make 
unlined UNION STAMP WORK SHOES in Blucher, Outing and Moulder. Write for partic- 


NORTH LEBANON SHOE FACTORY 
Lebanon. 





GALESMAN to carry a fine line of ladies’ 4 
grade turns for the West Coast. Strictly com- 
mission basis. Address Saks Shoe Co., 54 Classon 
Ave., Brooklyn, N. Y. 


IDE line salesmen to call on the retail trade 
wanted for every state in the union a well 


known manufacturer of high grade felt and novelty 
slippers, all with padded soles for house heme at 





ALESMEN WANTED—With established trade 
for Michigan and northern Wisconsin. Also 
Ohio, Indiana and Texas to sell our line of misses’ 
children’s and infants’ Goodyear turn shoes and 
sandals on commission. Can be sold with other 
non-conflicting lines. Address with references. The 
Rehr Shoe Co., Orwigsburg, Pa 


GALESMEN for a real col enepey condensed specialty 
line branded ladi hosiery. Sold with a 
— - to the Dry ¢ Goods, Shoes and Specialt 

hops throughout the coun Easily cunsted. 
State terri covering and line now "heniliien, 
Address E-765, care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 








WANTED—Experienced salesman to show, as a 
side line or otherwise, some thirty samples of 
popular-priced women’s arch support shoes to 
retail at $5.00 and $6.00, also novelty shoes. 
Quick selling. All shoes in stock. Eight per cent 
commission paid weekly. References necessary. 
Westcott Whitmore Co., Syracuse, N. Y. 


Salesmen for Ohio 
and Michigan 


ressive New York wholesaler, dis- 
tributing women’s, misses’, and chil- 
dren’s novelty shoes exclusively, has 
openings in sales force for above terri- 
tories. If you are a high-grade sales- 
man, a real producer, living in the 
territory. and have enough confidence 
in yourself to work on a straight com- 
mission basis, write in con ce, giv- 
i com) e details, references, etc. 
ye -645, care Boot and Shoe Re- 
corder, 127 Duane St., New York, N. Y. 











Salesman for 
Brooklyn 


Wanted by progressive wholesaler of 

*s, mi *, and children’s nov- 
elty shoes, an experienced salesman 
well acquainted with the trade in 
Brooklyn—must be real producer. 
Commission basis. Write in confidence, 
giving complete details, references, 
etc. Address K-644, care Boot and Shoe 
Recorder, 127 Duane St., New York, 
N. Y¥. 

















SIDELINE ets dite caine 

sistent producers to sell popular priced at 
children’s stitchdowns and wena cKay com- 
post eee, Daly 3S cungeen one mages & Oe ou 
bers carried on the floor. Attractive commission 


Experienced salesmen with established 
trade for— 
WISCONSIN 
NORTHERN MICHIGAN 
— 


10W 
OKLAHOMA 
CENTRAL SOUTH 

and other desirable territories. Well- 
known line of high-grade boys’ shoes 
which can be handled with non-con- 
flicting line. Straight liberal commis- 
sion basis only. Give full details with 
application. 


NEENAH SHOE COMPANY, 
N. h, Wi 4 





One of the large wholesale distributors 
covering the eastern states requires a 
salesman with an established trade in 
western Massachusetts and Connecti- 
cut. The lines carried are conceded to 
be the very best in each grade and real 
service is given the retailer. Replies 
which will be treated in confidence 
should give your age, present line, 
amount of shipments for the last two 
years and business history. Address 
E-782, care Boot and Shoe Recorder , 
207 South St., Boston, Mass. 


prices. Strictly commission. In answer: ring 


please State territory covered and lines hand 
Address K-638, care Boot and Shoe Recorder, 127 
Duane St., New York. 





MONTHLY CHECK 


For salesmen selling the department 
store and jobbing trade. Add our three 

orld Beater Values to your income. 
Milwaukee misses’ and_ children’s 
stitchdowns. Makers of the Famous 
Black Cat Shoes. The Shoe with Nine 
Lives. The Phenix Shoe Mfg. Co., 27 
Erie St., Milwaukee, Wis. 








Several salesmen to sell in case lots our 
line of flexible McKay, men’s house 
-_ » Operas, and Everetts, retailing 

2.50 to $3.50. Desirable for men 
Coun im the larger centers. Liberal 
commission. Give all information in 
first letter. Address Prouty-Daniels Co., 
Everett, Mass. 








Exceptional opportunity for exception- 
al salesmen to sell the Ogden line of 
men’s medium-priced Milwaukee dress 
shoes in several territories on the most 
exceptional compensation plan ever 
offered. Inquiries invited. Ogden Shoe 
Co., Milwaukee, Wis. 








WANTED—Salesmen to sell on com- 
mission 24 styles women’s arch sup- 
port oxfords and p ps carried in 
stock. As sideline agreeable. Territories 
open: Michigan, Eastern New York, 
Wisconsin and Minnesota. The Ed- 
wards Shoe Company, Owego, N. Y. 














12 STYLES MEN’S SOLID LEATHER 
a WELTS TO RETAIL AT $5.00. 
lasts brand new, the latest and best 


right Five » style, and 

y salesmen 

ly. Serketly six per cent 

commission . Choice territories 
=. Coble Shoe Company, Nashville, 
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SALESMEN WANTED 


LINE WANTED 


TO LET 








Salesmen Wanted 


In the West and South to sell the Tru- 
Flex line of fast-moving flexible welts 
in smart patterns and attractive leath- 
ers; sizes, 2-5; 5-8; 814-11. Short, com- 
plete line. Extraordinary selling argu- 
ments. Splendid commission arrange- 
mpent for high-grade salesmen. Write, 
giving all facts. Correspondence confi- 
dential. TRUITT BROTHERS, INC., 
BINGHAMTON, N. Y. 











eXPentencep SALESMAN OPEN—Sales- 

with wide tance among large re- 
tail,  denertnent, chain-store and j g trade is 
looking for a strong, snappy line women's shoes. 


PART of store to let for sample room in whole- 
sale shoe district. Address K-643, care tt and 
Shoe Recorder, 127 Duane St., New York, N. Y 





ie and sells on a 
ished. A 
Recorder, 207 South St.; 





ANTED—Snappy line of ladies’ medium- 
McKay or welt shoes, or both, for — 
En, ; can get the orders if line ie right. Am 
religble™ and a worker. Box 132, Natick 


EXPERIENCED SALESMAN—®Open for lines 
in eastern terri I have covered New Eng- 
land states, New York state, and New Jersey for 
one firm for 15 years. Understand women’s 
game and have following among better-class mer- 
chants. elty shi like to secure oe my of women’ = 
semi- _— shoes or orthopedics 

son. references furnished. ‘Address E794 E-794, 
care , = and Shoe Recorder, 207 South St., 
Boston, Mass. 








POSITION WANTED 


IVE-WIRE, A-1 retail shoe salesman man 
years of e ience seeks new position. Will 

furnish best of references. Address E-805, care 

eet and Shoe Recorder, 207 South St., Boston, 
ass. 


SA LESMAN, 20 years’ retail, 3 years’ road experi- 
ence. Clothing, shoes, and furnishings. Will con- 
sider — or traveling, middle West. Past 6 years, 
mana and buyer of department. Address E-795, 
care t and Shoe Recorder, 207 South St., 
Boston, Mass. 


HOROUGHLY experienced retail shoe man 
"and graduate Practipedist, desires ition in 
high-grade store. References. Address E-796, care 
Boot and Shoe Recorder, 189 W. Madison St., 
Chicago, Ill. 


SAL r STIMULATOR—Any shoe firm wanting 
a sales manager, sales stimulator or clerical 
executive can secure a party who has been super- 
intendent of factory, salesman and executive for 
last fifteen years with the largest shoe firms in the 
country. Expert on styles and patterns. Address 
| tg 2 care Boot and Shoe Recorder, 207 South 
, Boston, Mass. 


SHOE buyer and —— whose abili:y deserves 

















inted with all shoe 
pd Can merchandise with quick turnover of 
stock. Highest credentials. Address K-641, care 
Boot and Shoe Recorder, 127 Duane St., New York. 








STOCK DEPT. MANAGER 
OPEN FOR POSITION 


I have had long and successful 
experience in managing stock 
department and directing sales 
policy of two large shoe manu- 
facturing plants. Change in 
merchandising policy of my 
present connection makes it ad- 
visable for me to consider a 
change. Best of references fur- 
nished. Address E-798, care 
Boot and Shoe Recorder, 207 
South St., Boston, Mass. 














MANAGER WANTED 


ANAGER WANTED—For high-grade shoe 

store; must be accus' to handling trade 
in small cities. Address E-799, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





AGENCY WANTED 





FOR SALE 
best lo- 


R gy store Oklahoma city, 
ak make 


t party. Address E-800 Boot 
and 8 Shoe wit righ, parey 207 South St., Boston, Mass 





pa oe shoe store, established 15 years 

location for sale. Good reasons for sell- 

3 . further care, Boot and” communicate with 

Box K-642. ~d | Recorder, 127 
Duane St., New 3 York, 


HOE STORE FOR SALE—In heart of man: 
facturing district of New England city of 
110,000 population within 12 miles of Boston 
Established 22 years. Stock inventories from 
$12,000 to $14,000. Purchasers must be able to 
invest ang AR ge Lease arr to suit 
owner owns building. Owner has 
other interests which takes entire time. Address 
E-801, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 








LEGGINGS!! 


An English Manufacturer 


Is desirous of securing the 
services of an experienced 
AMERICAN AGENT to in- 
troduce their line to the 
trade, on a commission 
basis. 


This firm manufacturesleg- 
gings for many of the high- 
est-class ENGLISH houses. 
In writing, kindly state ex- 
perience, territory covered 
and give references. Ad- 
dress E-802, care Boot and 
Shoe Recorder, 207 South 
St., Boston, Mass. 








R SALE—Shoe store in suburb of Newark 
ae 12 years. Up-to-date stock and 
fixtures, 5-year lease. Terms convenient. Right 
move for a aatie. Address E-803, care Boot and 
Recorder, 207 South St., Boston, Mass. 


Bouvoik LASTS—About 7000 pairs in good 
condition for sale cheap i en at once. 
John E. McNamara, Haverhill, Mass. 








SHOE STORE 


In fast-growing town South California. 
Population 10,000. Two hours fromLos 
Angeles. One of best locations in town. 
Good lease, clean stock. Stock and fix- 
tures will inventory about $12,500. 
Address P. O. Box 91, Ontario, Calif. 








FOR SALE— Albany, N. Y., on account 
of ill health. Shoe store, established 12 
years. For last year total 45,000. Rent- 
ing very reasonable. Further particu- 
lars, Brown & Sweek Realty Inc., 17 
Steuben St., Albany, N. Y. 




















BUSINESS OPPORTUNITY 


WANTED TO PURCHASE 











BUSINESS OPPORTUNITY 
Substantial interest for sale in reliable 


to the right man. All inquiries will be 
held _strictl a Address 
E-786, care t and Shoe Recorder, 
207 South St., Boston, Mass. 


THE NEW YORK EXPORT 
PURCHASING CORPORATION 
596 BROADWAY, NEW YORK, N.Y. 
Phone—Canal 6874 


WILL | SLOW 2. eRe FOR 
BUY | ENTine STOCKS? | CASH 














Partner wanted with $25,000 to invest 
im a growing shoe factory, making 
men’s popular-priced dress welts. The 
cheapest labor cost in the United States. 
Opportunity of a lifetime. Address 
E-761, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 








CASH PAID 


for shoe stores or surplus stocks of shoes or 

for other merchandise. Leases taken over. 

We will send a representative to investigate 

and make offer upon request. 

Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York City 
Phone Spring 5160-5161-5162 














LINE WANTED 


FOR RENT 





GALAN desires line of ladies’ or children’s 
shoes for New York City and northern New 
pee hen Well acquainted with the trade. Can ew 
wastes and ability. Address K-643 
— Recorder, 127 Duane St., 


ue Best’ and 
| a York, N. 


HOE department for rent P, largest Tocation 
Sitore in Connecticut ity of 60,000. Loca 


ona coporeeniy 100 olla ~ Ke Reliable 
will be considered. Address K. , care 
Boot and "Shoe Recorder, 127 Duane St.,’ New 


CASH PAID 


or lus stocks of 
— or — merchandise. Any quantity. 
Prompt attention given. 

KIRSCH-BLACHER CO., Inc. 


Broadway, New York, N, Y. 
Phone Spring cua 
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WANTED TO PURCHASE 


MISCELLANEOUS 








HIGHEST CASH PRICES PAID 
shoe stocks. We also bu 








BROOELYN 1 PURCHASING SYNDICATE 
NK WALKER, Proprietor 
te prendeas. Brooklyn 
hone Stagg 1757 











MISCELLANEOUS 








New and Used Chairs 
Always on Hand 


Prices from $2.00 each up 


Crown Motion Pictures Supplies 
138 W. 46th Street 
New YorkCity - - + N.Y. 

















Winpow DispLay FIXTURES 
ASK FOR CATALOG 


si- im Ol-1e-0°n 0). 1.45, 000) 


Ltt WT. 4™ ST. CINCINNATI,O 

















WHERE TO BUY 
Wanted Styles 


An Extra Editorial Service 
to “Recorder” readers, free 
for the asking, with authen- 
tic information on current 
problems. 








“MANCHESTER” 


(Trade Mark Reg. U. S. Pat. Off.) 


CURVED JAW NIPPER 


Just the Tool for That Nail 


The only nipper 
made which is just 
the right shape to cut 
out tacks on the inside 
of shoes. 


**Manchester”’ 
Trade Mark Reg. U. S. 
Pat. Off. 


nippers are made of 
high-grade tool steel, 
nickel plated, with a 
curved jaw that en- 
ables you to cut the 
— close to the in- 


ws sure and specify 
uine 


“MANCHESTER” 
curved jaw when or- 


“Write us direct if your 
dealer cannot supply 
you. 


Price, $4.00 


Frank W. Whitcher Co. 


Patentees and Manufacturers 


h ranch 
Boston, Mass. ewe Leke ot 








“VARNUM”’ 


(Trade Mark) 


SIZE STICKS 


Are Used in All UP-TO-DATE 
RETAIL SHOE STORES 


How Is Your Supply ? 


THREE STYLES 
No. 1, 2, 3 
English, French, American 
Standard Measures 


Price No. 3 
MOST POPULAR 


$1.50 Each 


“Varnum” Size Sticks 

are made of Extra 

Quality Maple Wood, 

with Nickel Plated 
Trimmings. Makes an attrac 
tive fixture for the store, also a 
long wearing and useful one as 
well. 


Write Us Direct te Your Dealer 
Cannot ly Ye 


Frank W. Whitcher Co. 
Manufacturers 


BOSTON, MASS. 
BRANCH, CHICAGO, ILL. 
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PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT 


by the 
BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 





ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates for 
Wants, For Sales. ‘ete. eee Want Page. 


ecaution is taken by the BOOT AND 
‘CORDER to avo 
statement tikely to mislead its 
lishers reserve the right to reject any 
advertising or 4 matter which is not in 
line with this policy. 





OFFICES IN 
BOSTON OFFICE: 207 South S: 
aS ton By 224 Moraine St. Geo, 


W.R. Hi ‘Telephone £01 
CHICAGO Orrick CE: 189 est Madison St. a 
Main B. C. Bowen, M 
IS oe OFFICE, “Leather Trades . A 
en (B. C. Bowen, Man ). 

NEW YORE OFFICE: Room 101, mie. 
127 Duane St. H. Walter Scott, Manager, T 
peso Whitehall 7454. 

P "tag ig a? Se 1420, Widener 


H, ~M 
— LL OFFICE: C Chamber Commerce 
ig ill National Bank Bidg. Geo. 


‘en 
cer | OFFI CE: Secon ond National Bank 
wen. anager 
ROC OFFICE: 636 Powers Bldg. Ko- 
siter L. Seward, Vetere, bl York Repre- 
sentative. Telephone Stone 1 
LYNN OFFICE: Fred A. a. 
MILWAUKEE OFFICE: Leonard E. M 5 
C. Bowen, Manager), 405 Broadway. Telephone 
Broadway 1827. 
WASHINGTON OFFICE: William L. Daley, 26 
Jackson Place N. W. 
— OFFICE: 2 Rue des Italiens. L. Hubbard, 
LONDON ort OFFICE: P. ¥. Curtiss, Manage. 
a 
AUSTRALIAN OFFICE, wet ‘Ui oy St. 
INTINENTAL OFFICE: William Seleman 
bg Ly ig Adtereae OFrice: , —- m, 
ARGENTINA, B Aires, Ler iy 2721. 
. Sabazzini, ‘a 
BRAZIL. Gerenie, John S. Fitch, 33 Rue Genera 
CHILE: tiago, Las Rosas 1123-1127. Otto- 
Fubrimann, Gerente. 
CUBA: Mr. 'H. Gomes, Corrales 2A, Havena, 
<a OFFICE: Yokohama. J. F. Wager, 


SPAIN: G Gerente, Leoncio de Miguel, Librere 
Editor, 20 Fuencarral, Madrid. 
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Is Worth Saving 


‘THe practical value of shoe lacing hooks is the real reason for their increasing 
use on all laced footwear of high quality. They save time and temper, and 
for that reason they make shoes easier to,lace and more comfortable to wear. To 
show shoes with lacing ‘hooks, to point out‘their many advantages to the cus- 
tomer, is to offer an item’ of selling service that is greatly appreciated by the 


majority of buyers. ih 











BOOT AND SHOE RECORDER 











BLACKS 


THE SEASON’S BEST 


B4214—Patent Leather Imitation Turn, oe 
Cuban covered heel. B and Cc. $3.90 


peer Mlustrated. Light Russia 


B4560— Patent lw yry Turn, 16/8 full cov- 
ered Spanish heel. A to C $5.00 
B4561—As Mppwated. Patent Leather, 13/8 
Cuban covered heel. A te C $4.75 
B4562—As ~+ yy Whe Kid, Learn 
covered Spanish heel. A $5.00 

B4563—As vYrUs a Kid, 13/8 Gin 
covered heel. A to C $4.7 


B4740—Patent Imitation Turn. B to C. .$3.35 
B4741—As illustrated. Airedale Buck, Field 
Mouse Kid Saddle and Strap. B and C. .$3.60 
B4742—As illustrated Gray Buck, Gna] mee 
Saddle and Strap. B and C 

B4743—As oe nT All White, Sion 5 Red 
and B and C $3.7 


The largest line of 
fastest selling shoe 
novelties in America. 
As usual, Rogers has 
the “‘live ones” first. 
Patterns especially 
adapted to the new 
shades of hosiery. 
Every one a: “‘wrap- 
up” and 


FOR IMMEDIATE 
DELIVERY 


Terms: 
2% 10 days, Net 30 
F. 0. B. Boston 


Order without delay 
while our stock is 
complete. 


25 cents extra per pair for 
these shoes, when shipped 
from¥our San Francisco 
branch. 


25c. less in 36 pair 
lots. 
Note—References required 


on new accounts, in order to 
avoid delay in shipment. 


WHITES 


SELLERS 


B4662— Patent “1. 0 Imitation Turn, 8/8 
covered heel. A to C $4.50 
Renee illustrated. All White Kid. A to 

$4.50 


No. B 4654—Blk. Satin, Blk. Ooze 
Imit. Turn, 13/8 Cuban Heel. A to C.. Aa 
. B4655—As Iilus., Pat. Lea., Gun Metal 


to C 
No. B 4666—As Iilus. er Satin, Black 
Suede Trim, 8/8 Cov. Heel. A to C $4.50 


B4725—Patent Leather 
Turn, 6/8 leather heel. C 
B4726—As illustrated. Blac’ Vici Kid.C ia 


B4727—As illustrated. All Gray! Airedale. 
C width $3.25 





ROGERS BROS. SHOE CO. 


59 LINCOLN ST. BOSTON MASS. 


PACIFIC COAST BRANCH, 135 BUSH STREET, SAN FRANCISCO 
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BROOKLYN STYLE SHOW 


OUR COMPLETE NEW LINE WILL BE ON DISPLAY AT 


ROOM 331 McALPIN HOTEL 


ALSO AT OUR _ NEW YORK OFFICE 


ROOM:433 MARBRIDGE BLDG.., 47 W. 34th STREET 


2 
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Qe 
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PNAS SPE 


Tailored footwear to meet 
the from $7.50 to $10.00 
retail requirements. High 
grade turned shoes that will 
permit you to meet this 
popular demand profitably, 
and yet sustain the high 
standard of your store. 


S 7 
a LAY 


Address all correspondence to the factory 


Ez P= Shoe Cone 


iimek N. t. 


New York 
Marbridge Bldg., Room 433 Chicago Bide _— 810 


SALESMEN 

New York—Frank Harris Southern Seaton Exeest int Harry White 
District —Frank Perker Eastern States—Frank La 

Mi States—Chas. Reedholm 


PUTAS: 
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Women go far-afield to pick out 
pretty footwear. The store selling 
the Creighton Line can satisfy 
every style desire of the feminine 
heart. 
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MOU do not want shoes—you 
want profit-makers. 


For you, the Creighton Line is a 
line of Profits. Because the experiments 
and uncertain numbers are eliminated— 
only profitable numbers are offered. A na- 
tional sales-range and long experience 
give us the knowledge to do this. 


Then you can always have plenty of sizes 
in The Creighton Line on a minimum in- 
vestment, through the reserve power of 
the Creighton In-Stock Service. It is 
tested insurance against both under-buy- 
ing and over-stocking. It stabilizes profits 
for those fortunate enough to handle the 
Creighton Line. 


A. M. CREIGHTON 


Lynn :: :: Massachusetts 


























Style No. 315 
Patent Leather 
“ADRIENNE” 


Flexible Sewed—14/8 Covered Heel 
Widths A to D 


PRICE, $5.00 


No. 321 
Patent Leather 


“AERIO” 


Flexible Sewed—13/8 Covered Heel 
Widths A to D 


PRICE, $4.50 
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922X sTANWORTH 923X_ 
CHERRY VELVO BROWN VELVO 
$3.25 $3.35 
IN STOCK 


C-D Widths 
Oak Bend Outsoles Whip Last Wingfoot Heels 


Your mail order 
will be given 
j prompt attention 


MARION SHOE CO. 
MARION, INDIANA 
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Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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& S cherers ™« 


PILOWIEI2Z CIILY IKIID 
Heauly Brown 


GHOE fashion experts tell us this 

Scherer origination is just the 
new brown shade they have been 
hoping for. 


Only your own hands and eyes can 
give you a just appreciation of 


BEAUTY BROWN. 


Ithas allthat warmth of color, deli- 
cacy of texture and richness of tone 
that critical shoe men expect from 


Scherer’s Kid. 


Oscar Scherer & Bro., Inc. 


Originators of and leaders in Fancy Color Kid 


29 Spruce St., New York 
Factory at Newark, N. F. 
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Shoes by I, Miller 

Sons, 1° Carlton Aw 
Brooklyn, N. Y. Made 
VODE KID color i 
Apricot, quarter lini 
of same. 
































Shoes by I. Miller | 
Sons, 1 Carlton Am 
Brooklyn, N. Y. Made 
VODE KID color 
Oriental Pearl, quar 
lining of same. 
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¥ Vode Kid 


ode Colors Afford Comfortable 








l 


Mille r 


a * * 

x «f Security in their Correctness. 

) color 11 : : é 

arter init’ Have you confidence in the colored kid that goes into your 
shoes ? 

ome Do you feel certain that it is going to give your customers 
not only wear satisfaction, but also style satisfaction? 
Will the leather definitely help to give the customer an urge 
to buy? 
These are questions that ‘Vode Kid always answers assuringly. 

“\ode Kid (Colors Now Selling Most Freely —Are— 
Coler 17 AIREDALE Color 70 JACK RABBIT Color 51 FAWN 
Coler 170 ORIENTAL PEARL Color 50 WHITE Color 112 APRICOT 
Of the More (olor ful Shades, These Are the Most 
Favored— 

Color 46 RED Color 140 LIGHT BLUE 
Color 546 LACQUER Color 340 CLOISONNE BLUE 

—— Color 6 YU CHI GREEN 

a ra A decided finishing touch to the shoe—quarter linings 

wion 4 

“'Y. Made of GRAY, WHITE, and FAWN shades of “Vode Kia. 

) color Ij 

arl, quaris 


ne. 


The Standard Kid Co. 


209 South Street, Boston, Mass. 


Branch Offices Agencies 
1 d Chicago Cincinnati 
New Sok ONY. Los Angeles St. Louis 
70 North ath Serect Montreal Rochester 
Philadelphia, Pa. and . eges > ete 
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“Without 
Quality 


Thee Cannol |) 
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The Shoe Style Situation 
7 akes a Happy Turn 


HE trend of costume 

. fashion ‘toward tailored 

and plainer effects has 

brought relief from the color 

confusion which has confront- 
ed the retailer of shoes. 


Black, Brown and Gray are 
the garment colors for Fall on 
which the authorities in dress 
have centralized. 


May 17, 1924 


To harmonize with these, 
shoes in black and a few 
variations of brown kid may 
be confidently ordered—as 
well as of gray—a color that 
is always a safe choice. 


If you ask for QUAKER 
CITY KID in your orders ‘or 
Fall, we are sure you will 
find that in quality and co.or 
“it speaks for itself.” 


et 


Progress 45 «Made in Black 


And the Following Standard (olors 


Color 17 HAVANA BROWN 
Color 19 MEDIUM BROWN 
Color 22 QUAKER BROWN 
Color 25 GRAY 

Color 26 CHAMPAGNE 


~ v _ PANES 
Wess ees VAS Ee 
Se < : )i= 

—)——~T ASTI 
nner AAT 


QUAKER CITY MOROCCO CO. 


519 Huntingdon Street, Philadelphia 
95 South Street, Boston 
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Lrophy Bros. | 
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Experience 


EXPERIENCE is a quality which means more to a merchant when 
he selects his manufacturer than does any other. 

Our experience dates from 1891—and in this period we have gathered 
and applied a sum of essential knowledge which results in an 
entirely worthwhile product. 


HANI 


For instance, the perfect fit of this gored model is a reflection of this 
experience. 


The sum total of this experience is our line of QUALITY Shoes— 
Popularly PRICED. 


Have you seen them? | 


BROPHY BROS. SHOE CO. 


SOUTH BOSTON, MASS. 


BOSTON SALESROOM NEW YORK SALESROOM 
89 BEDFORD ST. - 755 MARBRIDGE BLDG. 
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White Kid White Kid White Kid White Kid 
$14.75 $11.75 $12.75 $12.75 
~e 
4 . 
White Kid HE shoe illustrations shown here- White Kid 
$12.75 with are taken from a recent ad- $14.75 








vertisement of a world-known New 
York store, announcing its summer 
opening of Women’s White Shoes. 








It provides live proof of our state- 














Whise Bactetin ments on the page opposite. White Kid 
$12.75 $11.75 
Note the number of 
White Kid Styles Shown 
Note also that (with one pos- 
sible exception) all the really 
White Buckskin stylefu l shoes are made of White Canvas 
yee white kid. , $9.75 
<a) Further comment is unnecessary. 
ety. = 
White Calfskin White Canvas White Canvas White Canvas 
$11.75 $7.50 $8.75 $7.50 











kee 
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Lifting White Shoes 


Out of the Commonplace 


I / 






















EFORE F. B. & C. WHITE GLAZED KID came, there 

was no white leather that lent itself so perfectly and nat- 
urally to the creation of beautiful styles in airy, light sum- 
mer shoes. 


BEFORE F. B. & C. WHITE GLAZED KID came, white 
shoes were of the plainer, more ordinary variety, which women 
accepted, but by no means enthused about. 


SINCE F. B. & C. WHITE GLAZED KID CAME, there has 
been, as all shoemen know, an increasing sale of WHITE 


GLAZED KID shoes each successive year. 


The enthusiasm for and confidence in white kid shoes for the 
present summer is largely due to the beauty and practicality 


which F. B. & C. WHITE GLAZED KID brought the women 


of America. 


|) 


As usual, knowing shoemen are unmistakably showing their 
preference for the original F. B. & C. WHITE GLAZED KID, 


which remains the criterion—beyond imitation. 


There is no substitute for 
‘The Glaze that Stays’’ 


' Amalgamated Leather Companies 


INCORPORATED 
22-24 North 5th Street Philadelphia, Pa. 
> Factories: Wilmington, Del. 


6 eee oe oe ee 
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TaITTLE JOURNEYS TO AND FROM FAMOUS PLACES 











The State House 





























The S tate House—the ground was originally John Hancock’s pasture. The cor- 
nerstone was laid in 1795 by Paul Revere. The noble Colonial front and golden dome 
completely justify Boston’s pride in this historic building. We aim to make equally justifiable 
our pride in our well-known brands of rubber heels. Bull Dog the superfine grade, Vim to 
suit the exacting demands of makers of fine shoes, Ever Grip a tough long-lived heel for pop- 

ular priced makers. 

| BOSTON WOVEN HOSE & RUBBER CO. Cambridge, Mass. | 
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Now Ready---New Patterns and Styles 
in all the Wanted Leathers and 
Fabrics--- 


Orders Filled At Once 


Price $4.35 


Levor White Kid Audrey Oxford, Cut- 
Black Satin Audrey Oxford, Black Out Quarter, Single Sole, Military 
Suede Cut-Out Quarter, Military Wood Covered Heel. Newport 
Wood Covered Heel. Newport Last. AA to C. 
Last. AA to C. Send 








—— > <a © - — © - — > a fe 


; 
i 


for 
Catalog 





No. 583 Price $4.25 


Price $4.25 Levor White Kid Kiki Sandal, Cut- 
Patent Kiki Sandal, Cut-Out on Saddle Out on Saddle and Quarter, Good- 
and Quarter, Goodyear Welt, 8/8 year Welt, 8/8 White Wing: 
Wingfoot Rubber Heel, Bel- foot Rubber Heel, Bel- 
mont Last. AA to D. mont Last. AA to D. 





THOMSON-CROOKER SHOE CO. 


18-26 STATION STREET 
BOSTON 


.—— —- i - i - > Ke © en © ne 


eee 
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Your sales force is not 
limited to your sales people! 


IGHT merchandise in your windows and on 
your shelves is your fundamental sales force. 


And the fundamental shoe sales force is right 
leathers. 


TONY CALF Leathers have long been pro- 
viding the best foundation of this kind, adding 
customer after customer through the encourage- 
ment that every pair of TONY Shoes creates 
for buying another pair. 


TONY CALF LEATHERS 


Reg. U. S. Pat. Of. 


RED TAN BROWN BLACK 











CREESE & COOK COMPANY 


7. GES TANNERIES 
95 SOUTH ST., BOSTON 1 TSS SSN DANVERSPORT, MASS. 


P. A. HENRY & CO. \\c SAMUEL WOLFENSTEIN 
706 Broadway, Cincinnati, O. LOSS 39 SPRUCE STREET 
Leather Trades Bldg., St. Louis, Mo. iden oo NEW YORK CITY 
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SMITH SHOES SATISFY 


Some New Numbers 
Which Will 


Pep Up Your Sales 


No. 609 
Goodyear Welt 


3.85 


No. 609—Patent Sandal with Floating 
Saddle Strap. Light Goodyear Welt. 13/8 


~~ ye Styles are always de- 

pendable. They are good for 
a longer stylelife than many —igffoeriee Ba CSTD rane 
gaudy offerings. They follow the 3 tg 2: Bbw vel node 
safe and sane middle path. You 
can depend ‘upon them. 


| 


Each one of these new ones has 
a strong appeal for Summer sell- 
ing. Stock them with assurance. 
The last one is sure to appeal 
strongly to your large ankle 
trade. Just the touch of style 
that they want. 


No. 602 
Goodyear Welt 
$3.85 


No. 602—Patent Sandal. Light Goodyear 
Welt. 9/8 ““Wingfoot”’ heel. B—C—D, $3.85 
No. 606—Same as above in Patent Leath- 
er, 13/8 Cuban “‘Wingfoot” heel. B—C-D, 
$3.85 





Terms: 
5% — 10 days 
on single pairs No. 120 
add 10 cents Goodyear Welt 
$4.10 











No. 120—Patent Fat Ankle Novelty Strap. 
Goodyear Welt. 12/8 “Wingfoot” heel, 
3144-9, EE width only $4.10 
No. 121—Same style and sizes as above in 
Black Kid -00 
No. 118—Black Kid Fat Ankle Double 
Cross Strap, same last and sizes as above, 


All numbers shown are 


carried 


IN STOCK 


No. 119—Patent Fat Ankle Double Cross 
Strap, same last and sizes as above. .$3.75 


SMITH SHOE CO. 


90 Wareham Street, Corner Albany, BOSTON, MASS. 


f 
| 
| 


> 





Ad . 
nnouncing 


“The Greatest and Most 
Extraordinary Innovation 


in the _ Industry. 


No More Needless 
Lacing 


HE world’s famous Hook- 





No. 560 Mens 6” Chocolate Elk Blu. 
No. 570 “ 6” Tan Chrome Retan Blu. 


All Shoes and Hi-cuts are Goodyear Welt with Single 
Heavy Oak Soles, Full Vamp, Grain Stock Gussetts, 2” 
Rubber Heels, solid leather construction throughout. 








less Fastener takes care 
of that. But in addition to 
sewing this device securely 
in the uppers, Mr. Janke 
after months of experiment- 
ing has created a product 
of the highest quality com- 
bining comfort and durabil- 
ity. This dominating idea 
never left his mind. He 
has consistently employed 
the best materials and the 
highest grade of workman- 
ship to attain his ideal of a 
shoe—QUALITY SUPREME. 


| SOME CHOICE TERRITORY JAN K a ie 0 E 
| stiet OPEN FOR LIVE 








| RETAIL MERCHANTS 








MILWAUKEE 





TIMESAVER 


SOLID LEATHER SHOES 


Offin On Quick as a “Flash 


Will StimulateYour 4 > 
Shoe Business : 


THE gigantic possibilities of Time- 
savers as a merchandising prod- 
uct of real merit will quickly come to 
you. The U. S. Census shows that 
there are over 16,000,000 busy men 
in this country who are awaiting 
just this type of ashoe. There is no 
need of creating a demand. This 
vast army of men will hear the extra- 
ordinary message which Mz. Janke 
is broadcasting from his factory. 


To gather this waiting business then is 
strictly up to you. If you believe like the 
creator Timesavers in meritorious quali- 
ty throughout—comfort—and convenience, 
you are the farseeing shoe merchant to 
ng =o hea gh ye ern No. 1610 oon 16” Chocolate Water-. 


No feo” Te" ER 
. ‘oO. La ” 
most extraordin ary No. 1630 ” 16”TanChro. Retan Patent Pending 
innovation in the his- Alll Shoes and Hi-cuts are Goodyear 
-: elt le Hea es, 
tory of shoemaking. Full’ Vamp, Crain Stock Gussetts, 
¥%," Rubber Heels, solid leather 


construction throughout 


M rG> ¢ . O | SOME CHOICE TERRITORY] 
oe a 7 


STILL OPEN FOR LIVE 
WIS. U.S.A RETAIL MERCHANTS 


ta 


Lickibbahhee lt 
my depebe rer eriyyyeeiyeey eo 
wii J 
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R REPCO DY! 


% black, all kinds of f 
ther shoes. 


DIRECTIONS Se: 
» before using. Clean the's al b 
~ Apply the dye freely and os ib 
hand or machine brush. 








vy * : ue 
_ IMPORTANT ie: “ny 
he can to stand open any ‘longer t 
takes 


“v Spratt poration 
% See 


i. UNITED 





Sale by Shoe Findings Jobbers 


United Shoe Machinery Corporation, Boston 
San Francisco Branch, 859 Mission Street 
J. K. Krieg Company, 39 Warren Street, New York City 
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SN 


Weddings, Graduations and Sport Wear |< 


Suitable Styles for We 





NYY 
We 
Foe 
Wie 
VA 


Fe 
NYY 
WA 
=~ “4 


B 1447-M $4.25 
Net 30 Days B 449-A 96.35 


Net 30 Days 

Women’s White Calf Quarter,.vamp and center ’ 
poe 2 white calf ball strap, one-strap Skipper Women’s All White Kid Double instep Strap, one- 

al, McKay sole, Sheik one-inch white strap Dulcy sandal, McKay sole, Savery last, 1% - 
ivory military with rubber top lift. inch covered Cuban heel. NN 
A—414 to 8 N STOCK AA—5 to8 NV)? 
B-4 w8 I Ss C A—4\ to 8 SW 
C—3\% to 8 B—4 tw8 














NYY 
Ww 
wt A 
NZ 
NYY 
Spt 


C—3\% to 8 


$4.50 
$3.50 
Net 30 Days 





patiny 4 8 wai, —_ om essa _ Oxford, - Whee Waele Cheth'O 
gray elk trim, welt sole, Cumnock last, white ivory omen’s ite Wy oth One-strap Oakmont 
sole, 13-inch ivory heel with rubber top lift. IN STOCK Sandal, black kid trim, McKay sole, Berkeley last, 
a3 ee A—S ; 8 
— to to 
A—4\4 to 8 B—4\% to 7% 
io 8 . C—4 two7 


— 
C—3\% to 8 
Send for New Stock Catalog 


UTZ & DUNN CO. 


ROCHESTER -- NEW YORK 


DENVER OFFICE NEW YORK OFFICE LOS ANGELES OFFICE 
218 Charles Bidg., Denver. Colo. Bush Terminal Sales Building 709 Forrester Building 
TIGER & McNUTT 130-132 West 42nd St., Room 1521 Los Angeles, Cal. 
S. A. McOMBER, Representative G. C. McATEE, Representative 
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ESE EYEE EEE 


SPVCGIY 


WY WAIWAN 



































BOOT AND SHOE RECORDER May 17, 1924 


reat. 
ww 


~~ 









































Illustrating how the upper edge of the 
tip is folded under to make one side of an 
air channel directly below the staggered 
aera in the tip and the vamp. 

howing also the narrow piece of skived 
leather forming the other side of the 
channel. A simple, invisible, waterproof 
air inlet to the entire toe. 











The perforations in the tip and vamp are 
10:0: 0:0:0:0:0:0:0:0:0: 0! of ordinary size and appearance and out of 
pte O10 O10: OO wierg. a / 4 : 

alignment, so that when tip is stitched it 
is perfectly waterproof. These ventilating 
holes will not clog with polish and they 
give full exit to the air inside. 








At Every Step It Breathes 


THE PRESTON B. KEITH SHOE COMPANY 
BROCKTON $s Campello Station 3% MASS. 


- 
oe 
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Advancement 


in shoemakineoS 
— THAT BREATHE/ 


mel) ESE men are convincing themselves, by the 

’ that ‘Vento Shoes”’ will take in 

air od expel it through the patented vent holes 

Al in the toe. What they do by blowing is done 

more thoroughly and evenly by the natural flexing of the 
vamp by the foot in walking. 


At every step, the dead air goes out of a ‘’Vento Shoe’’ 
and the fresh air is drawn in. It has cooled and refreshed 
hundreds of pairs of feet which have suffered by over-heat- 
ing. It will do it in every case—no matter how skeptical 
your customer may be. We know this—because we were 
more skeptical than you or any of your customers could be. 
A year of hard and conclusive tests were needed to con- 
vince us. 


Its appearance is no different in any detail from the usual 
high-grade shoe for men and women. 


To every merchant who is interested in this—the great- 
est advancement in modern shoe-making, we have a special 
arrangement to convince him we have understated rather 
than overstated the case. 


‘The 
REFRESHING 


Lr] 


IT BREATHES 


TRADE MARK 


ry | THE PRESTON B. KEITH SHOE COMPANY 
- | BROCKTON Campello Station 





The Vento SHok 1scomp ete- 
ly covered by basic patents. 
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In Stock 


No. B778 No. B784 


A Patent ‘LEATHER ONE - STRAP 


A PaTENT CoLtT 2-BUCKLE 
Front Strap Sandal drawn over our 
No. 145 round toe last. A Welt carry- 
ing a 7/8 Leather Heel. A triangular 
perforation follows along vamp collar 
and edge of quarters, lending snap to 
this pattern. 


Button Welt Sandal on No. 1260 
last and carrying an 8/8 Walking 
Heel. The cut-out quarters and per- 
forations give the desired style to this 
number. 

Sizes,24%to8 Widths, AAA to D 


Sizes,24%to8 Widths, AAA to D 
Price, $4.60 
NET THIRTY DAYS 


No. B782 


Price, $4.15 
NET THIRTY DAYS 


No. B783 


A Gray CHarRMooz ONE - STRAP A Gray Nusvuckx One - Burron 
Button Sandal made over No. 146 Strap Welt Sandal drawn over No. 


last and carrying a 14/8 covered 141 last and ing a 12/8 covered 
Spanish Heel. Waistband of Gray wood Cuban Heel. Simple but stylish 


id perforated through with an perforation along vamp and quarter 


attractive design. A Welt. edges. 
Sizes, 244 to74% Widths, AAA to C Sizes, 24% to 7% Widths, AAA to C 
Price, $5.00 


Price, $5.50 
NET THIRTY DAYS NET THIRTY Days 


NEW YORK OFFICE 545-547-549 MARBRIDGE BLDG, BWAY AT 34ST 
JACK C JESTER, PIOR. 
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THE SHOE 
WITH THIS FOUNDATION 
ISA WINNER 


MAKES SHOES f2e22020) 
we} WEAR LONGER Be" 








KEEPS SHOES I suare| SAVES STOCKINGS | Bek nj 


- Ane 


08" aie’ 
SERA, 
TS l come 
H 
; 
H 








MAKE SURE YOUR SHOES HAVE A 
REAL LINING—SPECIFY 


“Reddinesw 
ITS GUARANTEED TO GIVE SATISFACTORY 
SERVICE TO THE WEARER 





A SINGLE SHOE MANUFACTURER LINED HALF A 
MILLION PAIRS WITH RED-LINE-IN LAST YEAR 


FARNSWORTH, HOYT CO.,BOSTON 


MAKERS 
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. 
Clas WDeasis 


Mr. Elmer J. Bliss 


President 


REGAL SHOE COMPANY 
WHITMAN, MASS. 


“*JUDGE IT BY ITS USERS’’ 
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Open Li ott bed 


To ELMER J. BLISS 


Mr. E. J. Bliss, 
Regal Shoe Co., 
Whitman, Mass. 


My dear Mr. Bliss: 


There are few things more satisfying to us than the realization that New 
Castle HAVANA BROWN Kid enjoys the good opinion of a shoe manu- 
facturer whose product has achieved such widespread public confidence 
as Regal shoes. 


We believe the high standard of your leather requirements has had a great . 
deal to do with your conspicuous success, so we are doubly pleased when we 
reflect on the length of time New Castle HAVANA BROWN Kid has 


served you. 


We realize that you judge it strictly on its merits, and that is something 
we always welcome. 


Sincerely yours, 


NEW CASTLE LEATHER CO., INC. 


(baer 


President 


NEW CASDLE KID 














BOOT AND SHOE RECORDER May 17, 192% § Ma: 


A BUSINESS 
BUILDING MODEL 


ee. 8 


“BAR HARBOR” 


MADE OF SUNSET TAN CALF WITH CORK WELT 
MEASURES UP TO EVERY REQUIREMENT 


Our Salesmen are now out with the Complete Line for Fall, 1924 


OUR IN-STOCK CATA- BOSTON OFFICE 
183 ESSEX STREET 


wt eaesee E1oward & Foster Co. i... | 


WRITE FOR IT. 
MARBRIDGE BUILDING 


ADDRESS ALL COM- B k M — 
MUNICATIONS TO THE roc ton, ass. CHICAGO OFFICE € 
FACTORY. SECURITY BUILDING 
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SEE 


HE Goodyear Wingfoot name is widely 

known. Wingfoot is recognized instantly as 
the name of that longer-wearing heel, and there- 
fore it helps make sales. 


Along with its wearing quality, the Goodyear 
W ingfoot Heel has better style and better fit. 


There is no substitute for Goodyear W ingfoot 
Heels. More people walk on Goodyear Rubber 
Heels than on any other kind. 


Goodyear Means Good Wear 
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HIS advertisement appeared in the J 

sixteen different State farm papers § 
and in the Country Gentleman the sec- 
ond last week in April. 


Hundreds wil indies 


of shoe purchasers in your community 
are becoming interested in CQMFLEX Shoes 


UR big National farm paper campaign on COMFLEX Shoes is going 

over tremendously big. National and State farm publications, such as 
the Country Gentleman, Southern Agriculturist, Pennsylvania Farmer, 
Indiana Farmers Guide, and a dozen others, are broadcasting the COM- 
FLEX story each month into millions of homes. 


Month after month the big message goes forth to these same millions and 
month after month more COMFLEX Shoes are being sold. Hundreds and 
hundreds of people right in your trade radius—in your own community are 
every month reading the big story of COMFLEX Shoes—The Shoes that 
“‘Need No Breaking In.” 


The COMFLEX National advertising campaign is a most dominant force— 
reaching millions and millions of people. It is already the greatest selling 
asset for thousands of merchants. 


Weyenberg Shoe 


North-Pac. Branch So. Pacific Distributor 
Weyenberg Shoe Mfg. Co. Gunnerson Shoe Co. 
Portland, Ore. Los Angeles, Cal 


2 


Be POW S GReT “TENDS Shee wus PUMA ca 
tt deen er teat tT eae 
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HIS powerful full page advertisement 
appeared in the sixteen different State 
farm papers, and also in the Country 
Gentleman during the first week in April. 


Quicker Turnover | 
Better Profits 


ERE is your opportunity—here is your campaign. Here is your big 
chance to cash in on the good-will and interest that is being created in 
the Public’s mind as each COMFLEX advertisement appears. 


We are prepared to go the limit for you to help you sell more shoes. Put 
your enthusiasm in back of this National campaign—co-operate in your own 
store and community. Display COMFLEX Shoes in your window, advertise 
them in your newspaper. Let the people in your community know that you 
are the COMFLEX dealer and that you can supply them. Write us about 
our complete merchandising plan! 

Do not miss this opportunity— it is one that means much to every dealer— 
it will do much for you in smaller stocks, less money tied up, quicker turn- 
over and better profits. 


Mfg. Company 


South West Branch New England Distributor 


Weyenberg Shoe Co. Dunham Bros. Co. 
’ Dallas, Texas Brattleboro, Vt. 
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This advertisement appears in The Saturday 
Evening Post, issue of May 17th; in the 
May issue of Harper’s Bazar; the May 15th 
issue of Vogue and the June Vanity Fair. 





‘The FOOT 
ARISTOCRATIC 





Robert H. Foerderer foresee the 
footwear fashions of today? 


still manufactured exclusively 





Look for Fashion's fines 
ings in ici kid. 


ROBERT H. FOERDERER, Inc. 


PHILADELPHIA 
Selling Agenes: LUCIUS BEEBE & SONS, Boston 
Selling sgencen = all pares of the world 


VICI kid 





ice essen 


May 17, 1924 


RIN UTE GOT 
~ fe . 


VICI kid is manufac- 
tured solely by Robert 
H. Foerderer, Inc. 





THERE 168 ONLY ONE VICI KID --- THERE NEVER HAS BEEN ANY OTHER 


VICI 


Reg. U. S. Pat. Off. 
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High shoes 
and low shoes pull well 
in double harness 


HE “high-shoes-for-shapely-ankles” 
movement is making its influence 


felt in the retail market. 


It has given the retail salesman a logical argu- 
ment to encourage wearing high shoes for a part 
of each day—i. e. to keep the ankle from becom- 
ing enlarged from the too-constant wearing of 
low shoes. And it is an argument that appeals 
on the instant to the vanity of the customer. 


Pro erly handled, this idea can be made to 
result in extra sales because the high shoe is a 
team-mate, not a competitor, of the prevailing 
styles in footwear. 


High shoes of VICI kid are smart as well as prac- 
tical. To be sure of VICI kid quality, however, 
remember that this rich leather is manufactured 
exclusively by Robert H. Foerderer, Inc. 


ROBERT H. FOERDERER, INC. 


PHILADELPHIA 
Selling agencies in all parts of the world 


3 
Robert H. Foerderer, Inc., 
is the sole manufacturer of 
the one and only VICI kid. 
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“LIND” 


eAnd Sold Through Wholesalers 
eAnd Volume Buyers 












Style 1005 


The “Lind Line” of Quality Felt 
Footwear is easily obtained 
and easily soldat a real profit. 






















LIND SHOE’AND SLIPPER CO. 


Manufacturers of 


FELT SHOES AND SLIPPERS — 
















Worcester, Mass. 





Main Office and Factory 
106-108 Gold Street 
WORCESTER 


Boston Office 
207 Essex St., Room 204 
J. M. P. Kingman 





Style 104 

















GHOES of long established reputation 
for you to retail at the demanded 
price range of $5.00 to $7.50. 


You can stand behind WEBER (union 
made) SHOES and they will stand behind 


you. 


Others, in addition to the six styles in 
stock, made to your order in four weeks. 


Weber Bros. Shoe Co. 


NORTH ADAMS, MASS. 


New York Office: 1328 Broadway, Marbridge Bldg. 
H. Harris, Rep. 





In Stock 


IN 6 STYLES — NOW 





This one at $4.25 


‘STYLE 823 


P & V Lotus Veal 
Color 104 


No. 91—Lace Oxford 
Drake Last 
Heavy Single Sole 
le te eee 
ee! 












Width C— Sizes 6-11 
“ D—“ 5§-10 






Price $4.25 
Terms: Net 30 Days 





















May 








1924 
May 17, 1924 











J 
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OVERSHOE 
Its Just a snap 


CCL 3) 
No buckles to tear clothing. 
No straps to fuss with. 
They fit anyone - - - - - - 


ow 





The Simplest -- The Smartest 
The most practical Overshoe 


HE Puttee Overshoe has one firm, invisible 

snap. This not only saves time and the tearing 
of clothing but gives absolute simplicity and neatness 
of appearance. 
Overshoes are not worn for decoration, the less con- 
spicuous, the better the style. The Puttee has an 
invisible snap that can be adjusted to fit snugly any 
size or shape of foot and ankle. The straw-colored 
lining will not mar the light-colored stockings that 
are in style. Long wear is guaranteed by the use of 
carefully selected gum and durable fabrics. 
The sale of this practical and satisfactory overshoe 
cannot fail to secure you the business of that larger 
class of women who are most particular about the 
trimness and appearance of their footwear. 


ORDER NOW 


TYER RUBBER CO. 


ANDOVER, MASS. 


to put them on’ 


ieee ee Sale ae, ee 
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READ what a large and 
well-known store has done 
with one Armstrong last! 





wide ai Le baal =z =. (a ~ FF ace 
Pane oc % sy ok hei 


ee ee 





The Eastwood half-page advertisement 
reproduced on the opposite page will 
give you an idea of the way a successful 
store merchandises shoes. 























It shows the remarkable results obtained 
by selecting a perfect-fitting last and 
concentrating upon that last, in as few 
patterns and materials as will meet the 
needs of a good proportion of the store’s No. 104 Last 
customers. Notice that Eastwood concentrates on two patterns and ite 
four materials—and uses 3636 pairs in ten months. Mt 
Imagine how much smaller stock is required to take care of this large mn 
volume of business than where many lasts and a great variety of styles nit 
are involved! Imagine the rapid turnover! And remember that this 
is the most profitable way to conduct a shoe business. a 
Wm. Eastwood & Son Company are buying five other Armstrong 
lasts, holding to the minimum in patterns and leathers. 

You will be interested to know that one retailer of the Eastwood lh 
standard, in each city and town in the United States, may secure the ne a: 
exclusive agency for Armstrong Shoes and the full support and co- itt, 
operation of the Armstrong organization. Write us a letter about : 
the agency in your community. ih 


D. ARMSTRONG & CO, In. 3} 
: Rochester, N. Y. _— 
America’s Best Fitting Women’s Shoes ; 
Black Kid Oxford on 104 Last In Stock 
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RIGINALITY, good taste and 
craftsmanship have distin- 
guished the “‘ Just Wright” shoe for two 

generations. 


These qualities are recognized by well 
dressed men of today in buying “‘ Just 
Wright”’ shoes for business and recrea- 
tion. Priced $10.00 and $11.00. 


E. T. WRIGHT & CO., INC. 
Department, S-207 Rockland, Mass. 


Millions of men are be- Makers alsoof men’s Arch Preserver Shoes 
ing inted with 

Just right Shoes 

through our national 

advertising. The adver- 

tisement shown here ite Jor P 

appears in the Saturday \CORRECT DRESS FOLDER’ 

Evening Post of May 17. 





CHEVY CHASE 


ASTYLE FOR EVERY Coo A BKC 


rp 


Make it your leadin 


To select and purchase Just Wright sucetie yor : 
' line means to open the way to a larger 
styleful, substantial footwear for men. 


We suggest a sampling order from our Ir -S1 
as a means of proving this. Catalogue n 


T Bro Bl 
Detar ate 8 


E. T. WRIGHT & COMPANY I 
Makers Also of Men's ‘Arch a 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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You can‘increase sales with this 


Children’s New Style 


OTHERS can’t resist 

these beautiful  chil- 
dren’s hose. The tops are 
worked in bright artificial 
silks in attractive patterns. 
They will brighten your coun- 
ter like a ray of Spring sun- 
shine. This is one of the very 
newest of the Arrowhead num- 
bers. A real seller that is prov- 
ing a sensation. Like all Ar- 
rowhead Hosiery it is made 
to stand hard wear. 
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Mothers already know that 
“Arrowhead” stands for qual- 
ity hosiery. They have seen 
the attractive advertising in 
| The Ladies’ Home Journal, 
| The Saturday Evening Post, 
The Pictorial Review and 
Good Housekeeping. 





You will only have to show 
them this beautiful line of 
children’s hose. Don’t delay 
in getting your share of the 
profits this attractive and rea- 
sonably priced hose is making 
for every dealer who shows it. 
Orders will be filled promptly. 
Richmond Hosiery Mills, Inc. 
{Established 1896 
Chattanooga :: Tennessee 








Style 437, with fancy colored tops. Colors, 
Black, White, Cordovan, Gray, Elkskin. 
Retail price 50c per pair on all sizes. 


. | For All the Family 


Ankle-Clinging Hosiery 


p™ 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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A Rare Beauty and Ele- 





gance in Shoe after Shoe 





— of CUIR de NEIGE are confirming 


our own belief. 


They make no secret of their satisfaction in what 
they say is the most perfect white glazed kid they 


have ever seen. 


Aside from their compliments on the beauty and 
pure whiteness of the leather, we like best to hear 


that it is “running” so uniformly in shoe after shoe. 
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A Uniformly Pure White 
in Case after Case 











HAT, after all, is the real test fof any leather— 
repeating that same beauty in case after case 
of shoes. 
And thatis thethought behind every Evans Leather— 


and which so soon convinces the user of it that it 
pays best to 


: tandardize on , 


Evans Brands 


John R. Evans & Company 
CAMDEN, NEW JERSEY 


(Branches in all Principal Shoe Cente-s) 
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Louis R. Prince 
Frank H. Fox 
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Superior to Mc Kays. 
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OUR NEWEST OFFERING 


More flexible than welts. 


_———— ee 


_——- 


HE same high standards of quality and value-giving 
for the price that has brought us to the fore in welts 
will be maintained in our new product: 


“WILSON SEWED” 


featuring stronger than ever $5.00 and $6.00 retail sellers. 
Our representatives are now in their respective territories 
with a complete showing of both “light art” welts and 
“Wilson Sewed.” 
Do not fail tosee this wonderful lineof popular pricestyleshoes. 


“Rochester Maid” for Ladies and Big Girls. 


} Pacific Coast 


E. E. Netson, Mountain States 
B. F. Ricnarpson, Iowa, Nebraska, Kansas 


LE-HY SHOE MFG. CO. 


Frank-Commercial-Jones Streets 


ROCHESTER, N. Y. 


Represented by: 
A. P. Leatuersury, Chicago and Midwest 
States 
Joun J. WHaten , Ohio, Pennsylvania, West 
R. B. Hotiister Virginia 
Wa. Byrne, New York State. 


xo 
: ys’ “WILSON SEWED” PROCESS SHOES 


More serviceable than turns. 


“Pals” for Growing Ups and Little Folks. 


E. E. Tayior, New Jersey-and Metropolitan 
Territory 
B. W. Crary, North Carolina, South Caro- 
lina and Territory. 
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Style 348 
All Patent Colt, 


Style 358 
Same in High Grade Turn. 





Style 359 








All Patent Colt Colonial Gore we 
Spanish Covered Wood Heel, High bed 


Style 360 
Same in Black Satin, High Grade Turn. 


JOY, CLARK & NIER, Inc. 


BEAUTIFUL STYLES 







Price $5.00 
Cut-Outs in Vamp and 


Qeareer, 11/8 Cuban Covered Wood Heel, 
“Wilson Sewed.” 


Price $5.50 















Price $5.85 
14/8 
Turn. 


$6.00 


IN STOCK 


Style 352 Price $5.00 
All Patent Colt, 14/8 Cuban Covered Wood 
Heel, ‘Wilson Sewed.” 


Style 353 Price $6.00 
Same in Black Satin, “Wilson Sewed.” 


Style 357 Price $5.65 


All Patent Colt, 15/8 Spanish Covered Wood 
Heel, High Grade Turn. 





Style 356 Price $5.65 
Same in Black Satin, High Grade Turn. 
Style 361 Price $5.50 


All Patent Colt, 14/8 Covered Wood Heel, 
High Grade Turn. 

Style 362 Price $5.50 
Same in Black Satin, High Grade Turn. 


NEW YORK OFFICE, 127 DUANE STREET 


Style 318 


White Cabretta One-Strap Sandal, 12/8 Cuban 
Covered Heel, High Grade Turn. 


Price $5.00 








SIZES AND WIDTHS 
ot ee ee 4 -8 
| eee 
PS  angiaes .2%-8 
Ge awirs 2-8 
aa 2}-8 


TERMS: Net 30 Days 








Rochester, 


N. Y. 
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Dealer Influence is secured thru advertising in tha Boot and Shoe Recorder. 
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No. 565---Patent Sandal, Ecru Lined, 
13-8 Wood Cuban Heel. 390 Last 


$4.25 









o-- 
—S 

















) 
< No. 570—Same Style as above, in Tan 
SY Calf, Ecru Lined. 

S 

=. $4.35 
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| Two Styles in Active Demand—And Available 
| for Immediate Delivery 


Sizes :—A-41%-8 
B-3\4-8 
C-314-7 


In 36 pairs on a width 
25 cents a pair less 
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Terms: 5%-30 Days 







No. 555—Patent Saddle Gore Pump, 
py Lined. 13-8 Wood Cuban Heel. 390 
st. 






SNES Z 
~~ Dv yy 5 






$4.00 







No. 560—Same Style in Black Satin, 
Black Suede Saddle, Ecru Lined. 


$4.15 







£(P CESSES 


No. 575—Same Style in Levor’s White 
Cabretta. 
$4.50 


Gregory & Read Company 
cMakers of Womens High Grade Shoes : 
GS 






















LYNN, MASS. 
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LENOX Assure Profits 
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When you stock shoes you want to also stock profits. 
Year in and year out those merchants who sell 3 W’s 
LENOX shoes make steady profits and build increasing 


THE 
“WINNER” 


Turns— 

7041—Tan Calf, 4 to 8 

7040—Pat. Leather, 4 to 8 

6474—Pat. Leather, 8 4, to 11 

7044——-White Calf, 4 to 8 

6479— White Calf, 8 44 to 11 

7042—Red Kid, 4 to 8 
6480—Red Kid, 8 4% to 11 

7043—C hampagne kia, 4to8 

6481—Champagne Kid, 8 '¢ to 11 

McKay Sewed 

6611—Pat. Leather, 8 ‘4 to 11, D and E 8: 

6610—Pat. Leather. 11 ts to 2, Cc, D and E 

4460——Growing Girls’ Pat Leather, 2  . 

to 7. C and D..; 

4463—Women's Pat. Leather, Cuban 

Heel, 24% to 7, C and D 

Also C. carried in Tan Calf and White ¢ “alf. 
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business. 


for 


Growing Girls . 
Misses 


7 Children 
“SYLVANIA” 


A Misses’ English Last, McKay, Instep Strap, 
Rubber Heel. 
6670—Misses’, Patent Chrome, Smoke Elk 


Trimmed, Lenox Last, 11% to 2, D and 
; 82.35 IN STOCK 


6671—Same. 834 to 11, D and E 2.15 
6675—Misses’ Tan Calf, Smoke Elk 
Trimmed, Lenox Last, 11'4 to 2, D and 


6676— Same 814 toll DandE......... 2:15 


A \WA \Wa lad Wa Wea Wd Vee Ye Ye Ve ee 


® Weimer, Wright & Watkin Co.| 


39 South Second Street 


BLOODED-STOCK 


If you were buying a horse and he was just a horse you would have to take 
for granted the things the owner said, and then wait for experience to show 
if he had spoken the truth. 


But if you bought a 


horse of blooded-stock that had a pedigree, you 


would not need to take the man’s word for it. The pedigree would show his 
ancestry and race and give you an idea of the animal's capacity for speed and 


endurance. 


It's the same in buying advertising space Some publications sell “just a horse” 
and you have to take their circulation statement with a pinch of salt. 


The Boor & SHoz Recorper is blooded-stock. An 


A BC statement is the pedigree that tells you 
‘what toexpect in the way of speed and endurance. 


‘Dealer Endlnenes t cstured du athatiliteg %: Oe Beet aad llise Baserder. — 


PHILADELPHIA » 
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REG US PAT OFF. TGP CO. 


NEW STYLES IN-STOCK 


Ready to Ship from 


BOSTON, NEW YORK 
or CHICAGO 





This 
Trade Mark 


ky 


is your assurance of 


Perfect Style 
Perfect Fit 


Perfect Service 


NEW YORK: 125 Duane Stree 








Perfect Satisfaction 





LZ 
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Style 16802 ($5.25) WHIETFE KID 
“{.aconia” Two-Button Cross4Strap Pump 
13/8 Wood Covered Heel 


Flexible Sole 
AA 4!5-8 A 4- 


8 B38 C24 


8 


Bronx Toe 
D 2!4-8 


Style 12631 ($4.50) PATENT LEATHER 
“<Pekin”’ Two-Button Cross-Strap Pump 
Gun Metal Front and Ankle Strap 
15/8 Wood Covered Paris Heel 


Flexible Sole 


Tekla Toe 


AA 4144-8 A48 B3-8 C2!',-8 D2%-8 


Style 10833 






Style 12231 


Tu. advantages in style and service, and the acknowledged trade-drawing power of the 
women, misses and children—America’s best-known brand—are the foundation of thousands of retail shoe suc- 
cesses. We welcome correspondence with merchants interested in what Queen Quality can do for their business. 


THOMAS G. PLANT COMPANY 


101 Bickford Street, BOSTON 20, Massachusetts 


($4.50) Same Pattern in 


BLACK SATIN 


BLACK KID 





(This Number carried at Boston and Chicago) 


en Quality line for 


($4.50) Same Pattern in 


CHICAGO: 207 Ww. Monroe Street 
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Have YOU Taken Advantage 
of this great 


proposition 


DUCATOR 
DUCATO Ercan 


All over the country retailers are reap- VARSITY STYLE 

ing the benefits of the greatest com- Sapte 1416—Tony tas 

black Calf foxed Oxford, bination in footwear—STYLE with ted vamp and tip. titched 
$5.7 


soft toe, Rubber heel COMFORT. An ideal response to an —_ or 


VARSITY STYLE 
Style 1657— Imported 


Style 1618-—Same in 


a Style 1617—Same in im- 
ho a af ae ideal type’ of shoe. ported black calf. 


OUNG Men’s Educators—backed by a powerful and well-known 

name—are selling because they fill a long existing demand for a high 
grade shoe, with the style of the hour, and the comfort necessary to good 
health. Be the first in your community to take advantage of this new 
and dependable line. Young Men’s Educators can be shipped at once. 
Order today a representative line, establishing you and your store as the 
live shoe center. 


IN STOCK NOW — ORDER TODAY 


vem RICE & HUTCHINS § .=- 


gecesne oon gereeae or, Sees 
beautiful subjects, INCORPORATED beautiful subjects, 
Site sone taprens $e ge Sprens 
is advertising " 13 HIGH STREET BOSTON, U. S. A. is advertising 365 
days of the year for 

DISTRIBUTING BRANCHES YoU. 


Rice & Hutchins Atlanta Co. Rice & Hu New York Co. 
Rice & Hutchins Baltimore Co. Rice Louis 


& Se. Co. 
Rice & Hutchins Chicago Co. Atlas Shoe 
Rice & Hutchins Chaveland Co. feel. Manny & to, Tan Philo Pe 
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“The Great National ShoeWeek 
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1882 





Boston, May 17, 1924 
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A Better Understanding Will Do It 





He breezed into the store and ex- 


and profitable suggestion to Local Problems Involved plained to the proprietor that he 
offer. We will let the story tell in Selling, Clearing and _ was theoretically having a good time 


To Recorder has a practical How to Solve Some of the 


you how to get more out of one 
week’s study than you could pos- 
sibly get by the hardest sort of selling inside your store. 

A retail shoe merchant decided to take a vacation. 
He had exhausted all the near-by vacation resorts and 
was fed up on motoring, golfing and those relaxations 
usually prescribed for the tired business man. He de- 
cided to spend a vacation in his own town in visiting 
other merchants and in general good fellowship. 

His first visit was to his next-door neighbor, a shoe- 
man like himself. In the past the extent of the conversa- 
tion between the two had been “Good Morning” and 
“Good Night.” . 


Making a Profit 


in the mountains and as a matter of 
fact had forgotten his troubles in 
shoes and washed his hands of business for the time 
being. He hoped that he might get better acquainted 
and talk things over. He was most courteously re- 
ceived. His neighbor entered into the spirit of the thing 
and before long they were having a confidential talk on 
many subjects of local and general application to the 
shoe business. 


The Value of a Different Viewpoint 
To keep up the elusion of being on a vacation; each 


— piight he jumped into his car and'lived at a little lake re- 
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sort some miles from town. During that one week he 
had no contact with his own store and felt perfectly at 
ease to look at things in general. 

The result of his week’s vacation was a better under- 
standing among the shoe merchants of that town than 
had ever existed before. The association which had lived 
practically in name only became an actual and inti- 
mate club where members talked right out in meeting. 


They Played One Style All Together 


One man in one week became the yeast that leavened 
the whole soggy lump of dough to the profit of every- 
one in town. He asked, “‘Will you fellows go with me on 
a sandal week in mid-June? Let’s all play sandals at the 
same time and get the public interested.’ Also, he 
said, ““Don’t let’s go wild over clearances this season. It 
has been a backward Spring and the public has the 
money to pay and it’s up to us to make a profit.” 

He found out that one store was having a great run 
on ornaments and buckles 


funeral. The laborer wants the girl. The distinction of 
diamonds is worth more to the hostler than warmth in 
winter weather. Hudson seal means more to the work- 
ing girl than ham sandwiches or hot soup. A human 
being is in the market for anything that he or she wants 
badly enough. High desire discounts the cost and dis- 
covers some way to overcome it. Somebody wants 
something all the time.”’ 

Now here are a few points that need emphasis right 
now. There has been a sag and let-down in the Chamber 
of Commerce activities and local clubs, fraternities and 
trade organizations. It is one of those things that comes 
with the inertia of the times. There is no outstanding 
political or legislative demand for partisanship. People 
are inclined to be a little more selfish than ever before. 
It may be that the year 1924 is pretty much of a com- 
promising year. At any rate, business seems to be in an 
unofficial truce period. 

This comparison is not at allcomplete. A few parallels 

are but in a broad and gen- 





and circulated it around town 
so that the other stores were 


eral way the situation holds 
good that fellow merchants 


May 17, 1924 


able to move goods at a still 
better profit. 


Turning Enemies into Friends 


He said, ““We are competi- 
tors, friendly enemies, we are 
fighting one another each 


and every day, but it is only 
what may be termed an in- 
cidental warfare. The main 
warfare is a contest with the 
public for possession of its 
money just as you yourself 
are continually fighting for it. 
There is nothing to lose and 
everything to gain when 
reputable shoe merchants of 


How They Did It in Indiana 


The retail shoe merchant concerning which 
we write in this article never saw South Bend, 
Ind., but his ideas on co-operation penetrated 
there and stuck a long time ago. Last year 
every merchant got together on a “Walk and 
Be Healthy Week,” during which period of 
lime every shoe window in town played up 
the same idea and all retail shoe advertising 
was grouped on a big two-page spread in the 
local newspapers. ‘ 

In June of last year the same bunch of 
merchants got together and officially opened 
the while shoe season by displaying whites 
and nothing but whites in their windows. 

Needless to say, there was an immediate 
response on the part of the public and an in- 
crease in sales which was gratifying. 


in a community must con- 
sider also the public. The 
public is not the enemy in an 
active sense; they are merely 
the opposite side of the col- 
lective bargaining of a com- 
munity. They are buying— 
you are selling. You are serv- 
ing them with a commodity 
which they need. You and 
your fellow shoemen are en- 
titled to fair pay for your 
services. You can get this 
fair pay better by uniting in 
a common understanding 
than by remaining aloof from 
each other in a competitive 
spirit. 


any town get together and 
know each other better.” 








Every time you fire at 





He showed to all of his 
competitors a clipping from a folder sent out by The 
Daily News of New York as follows: 


The Bootlegger Teaches a Lesson 


“Bootleggers sell eighteen-dollar hootch a long way 
from Wall Street. Office boys play pool at a dollar an 
hour. An impoverished family in a factory town will 
spend a thousand dollars for a funeral. There are 
fifteen-thousand-dollars-a-year bachelors in New York 
City who can’t afford to marry, and five-dollar-a-day 
laborers who can. A hostler sports a diamond horseshoe 
pin, but can’t afford an overcoat. A working girl will 
pass up lunch, but must have a fur coat. 

“What is the answer? The bootlegger gets the money 
because somebody wants the hootch. The office boy 
prefers the click of ivory on the green table to the clink 
of coin in the tin bank. The poor family wants the 


each other there is a loss 
of profits. You can profitably meet and exchange ideas 
as a tonicfor yourfellowship. Isn’t it worth while to take 
a week off sometime soon and to just make a circuit of 
your own community or to do as many officers of state 
associations have done, get two or three members into a 
car and travel from city to town in behalf of the or- 
ganization and equally in behalf of yourself and the 
man you meet. 


Let's Be Neighborly 

We can all afford to be more neighborly. If we are in 
a period of changing styles, if we have spring and 
summer goods that should move at a profit, if we have 
any problems at all, let’s try to find a collective solution. 

Examples of co-operation are so easy to find in 
other industries and apparently so difficult to find 
in our own! 
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THE MINIATURE RECORDER 





**Getting More Shoes Sold Right” 





Miniature, Yet Big Enough to Keep You Informed on What Is Presented 
in This Issue—and Other News 





New York Trade 

New York, May 15—A sur- 
vey of the retail shoe business 
here early this week reveals 
that trade in the high-grade 
stores was fairly good; slower 
in the medium-priced houses 
and very good in stores where 
corrective footwear is featured. 
One store, carrying corrective 
shoes, reports business is 42 
per cent ahead of the corre- 
sponding period a year ago. 


Cheaper in the End 

New York, May 16—B. 
Haines, manager of the Wild- 
fleur store at 125th Street, 
says he has found good results 
in advising people who are 
looking for cheap shoes, that 
aay mérchandise costs more 
ut is cheaper in the end be- 
cause it wears much longer, 
keeps its shape, gives ever so 
much more satisfaction, etc. 





Suedes Again 

Peabody, Mass.—The Lor- 
raine Leather Co. is getting 
out a new fall sample card— 
suedes again as well as grains. 

Plainer, but Richer 

“The best dressed women 
are wearing plainer patterns, 
but richer-looking shoes,’’ re- 
ported a shoeman who re- 
cently observed fashions in the 
larger cities. 





A Tailored Pump 


Boston, Mass., May 14—A 
tailored pump has a ribbon 
style collar, and a ribbon style 
tip to match, and a flat leather 
bow on the throat. 





Fitting Problems 
A salesman recently spent 
55 minutes in fitting a pair of 
shoes. That looks like a rec- 
ord. The customer was a 
woman. 


A 17-Year Old Style 
Lynn, Mass.—A. E. Little 
& Co. has made one style shoe 
for 17 years without change, 
and in steadily increasing vol- 
ume. It’s a woman’s fine dress 
shoe, too. 


“Baby Welts”’ 

Lynn, Mass.—‘‘Baby welts” 
are being made by the Burdett 
Shoe Co. They are for little 
folks, being made by the 
Goodyear welt, and not the 
turn . They can be re- 
soled like a welt. It is believed 
that they are the smallest 
welts made in Lynn. 








Dozen-Pair Lots 
Boston, Mass.—Dozen-pair 
lots of baseball shoes are fea- 
tured by a store here. It out- 
fits teams of twilight baseball 
leagues. 





Staples Going 

Buffalo, N. Y., May 14—A 
run on staples in both women’s 
tan and black calf leathers is 
reported generally here. The 
vogue for women’s tailored 
suits is believed to be a stimu- 
lating force. 





Blumberg’s New Store 

Bridgeport, Conn., May 16 
—H. Blumberg exercised ex- 
cellent taste in fitting out his 
new store here. It is a men’s 
store and is located in the 
Hotel Stratfield building. For 








Beads on Gores 
New York, May 15—Gores 
in straps are concealed by 
beads, sewed on in diced or 
other designs. The beads are 
colored. 





New Shoe Names 

Among the new names ap- 
plied to shoe patterns being 
made by Lynn, Mass., shoe 
manufacturing concerns are: 
“The Chickee,” “The Sing- 
ing Beach,” “Miss Flapper,” 
“Little Lady.” 





Crepe Sole One-Strap 

Boston—In the attractive 
women’s shoe window of the 
Stetson Shoe Shop, on the 
Hub’s “Fifth Avenue,” a novel 
creation in light tan Russia 
calf, with toe cap, carried, in 





made that men’s Scotch 








Scotch Grain Leather Good 


New York, May 15—From several sources, reports are 
grain, double-soled, double- 
welted oxfords, in both brogue and regular patterns, are 
enjoying a very steady demand. Althoug 
heavy looking, when compared with light calf materials, 
they are enjoying considerable activity thus far. 


somewhat 














several years, Mr. Blumberg 
was associated with his father, 
B. Blumberg, a veteran with 
35 years’ service in retail shoe 
merchandising. The new store 
has very attractive windows. 


Colored Linings 
Lynn, Mass., May 16— 
There is a preference for col- 
ored linings in shoes. The fact 
that women are wearing light- 
colored hosiery has given force 
to this subject. 





Children’s Whites Sell 

Cleveland, May 16—Chil- 
dren’s white shoes enjoyed 
splendid sales during the early 
and middle parts of this month. 
Graduation exercises in public 
schools and other civic affairs 
played a part in stimulating 
this trade. 





Men’s Featherweights 

New York, May 15—The 
efforts of retail shoe merchants 
handling men’s shoes to create 
interest in men’s featherweight 
shoes for summer wear have 
not met with any noticeable 
degree of success. The average 
New York man is wearing a 
fairly heavy shoe for summer. 
Grain leathers are good. The 
brogue last is popular. 


addition to its crepe rubber 
sole, an inch strap, fastened 
with a bright brass button. 

This store is showing many 
two-eyelet ties in various 
leathers and colors and in 
combinations of colors and 
materials. 

White Shoe Week 

Seattle, Wash., May 14— 
White shoe week was recently 
observed in the shoe stores 
here with marked success. 
Ideal spring weather prevailed 
and considerable interest was 
manifested. White kids, in a 
multiplicity of strapped ef- 
fects, were most prominent. 


Colored Suedes 

Fort Worth, Tex., May 15 
—tThe retail shoe merchants’ 
stocks of colored suedes are 
eye becoming depleted. 

lack satins are finding a good 
demand, and the white season 
is on with indications pointing 
to a good trade. 


Kangaroo Leathers 
Detroit, May 15—Kangaroo 
leathers are being pushed at 
one of the shoe stores. The 
store showed a stuffed kan- 
aroo as a measure for creat- 
ing interest. 








Hosiery Styles 


Detroit, May 16—The vogue 
for light colored hosiery shades 
continues here. Black materials 
have held up well, and the 
impetus given by the popular- 
ity of light hosiery shades is 
expected to keep blacks in 
good demand. 





Patent Sells Well 

St. Louis, May 16—Patent 
is the best selling material in 
the shoe stores. Colored suedes 
are gaining in strength with 
airedale being the best shade. 
The white season promises to 
be very good. 





California Convention 

Los Angeles, Cal., May 15— 
A shoe style show is to be one 
of the features at the Cali- 
fornia Shoe Retailers’ Asso- 
ciation convention at Hotel 
Biltmore on June 23, 24 and 
25. Plans are taking a definite 
shape and the meetings prom- 
ise to be the best ever held. 





Pushing Grays 

Boston, Mass., May 14— 
Concerted efforts to stimulate 
the demand for grays have 
been made by shoe stores here. 
Grays have been slow to move 
this season and some shoe- 
men attribute the great run 
on blacks as one of the factors. 





For Graduations 
Boston, Mass.—Shoes for 
college and school graduations 

are being featured here. 





Transformation of McKays 

Lynn, Mass.—A singular 
change has taken place in Mc- 
Kay shoes. Formerly, McKays 
were in the work shoe grade. 
They were hard soled, style- 
less and cheap. Now they are 
light, dainty, and - styleful. 
Some retail as high as $10 a 
pair. Improvements in shoe- 
making and shoe __ atyling 
brought about the transforma- 
tion. 


Psychology of Colors 

Men of science are making 
studies to learn about pre- 
ferences for colors. They are 
making studies among In- 
dians, primitive as they may 
be, and among college students 
and others. far they have 
got the same results as shoe- 
men who have found that wo- 
men prefer one color and dis- 
like another color ‘‘because.”’ 
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AVE you ever read the book “‘Bunk?’’— it 

scores a “‘knockout.’’ The business man is 
asked what is the greatest invention of time. He 
replies, “‘electricity, radio, steam, steel’? and a 
dozen great achievements, only to be finally 
answered, ‘‘No, for he who first put a bundle of 
hay on a long pole and laid it over the back of a 
jackass, started something, for the ass can’t see 
anything else and stays regular.”’ Far be it from us 
to make the simile too pertinent—but this is our 
surprise issue, May 24. We won’t tell you more, so 
wait for it. 


Who Is Making Money? 





CYNIC has said, “I have found a class that is 
A really making money out of the shoe business— 
the lawyers in settlements, compromises, receiverships 
and bankruptcies.” 

The shoe industry, like every other industry, is in 
process of liquidation. Geared up to make five hundred 
million pairs of shoes, there is natural resistance on 
the part of every manufacturer to contraction of plant 
and output. Elimination is going on. In fact, it’s prac- 
tically over. Business is down to fundamentals. 
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We make the prediction that six months from now 
business will be brisk. The future looks brighter than 
the immediate present. Certainly inventories are less 
than they have been in ten years; the upswing may 
not be immediate, but it is in the near future. Just 
the smallest margin of export business would make an 
immense difference. It would take a very small total 
of exports to change the entire complexity of the 
situation. 

Let’s eliminate the word “liquidation” and substi- 
tute for it the word “contraction,” and for the word 
“expansion” the more wholesome word “progress.” 
Let’s put our minds to the problem of progress through 
service. 





Teach Convicts Many Trades 


HE only possible remedy of the intolerable situa- 

tion developed by the Fort Leavenworth convict 
shoe law is that brooms, brushes and shoes do not cover 
a sufficient range of occupations to get the most out 
of “held labor.”” There is no question but what pressure 
is going to be brought to bear to see to it that the 
appropriation for the factory and equipment as well 
as future contracts are held up until such a time as an 
orderly plan of daily work can be outlined for convict 
labor. There are a thousand and one articles that can 
be made by such labor. It is not fair to the shoe in- 
dustry to have the bulk of the production fastened 
upon the item of shoes... 

Knowing how legislative bodies act, we can realize 
that no thought was given to amending the bill so that 
it would cover caps, uniforms, belts, cooking kits and 
other necessary equipment, for the easiest route to 
follow is “‘let the bill stand as is.’ A more considerate 
feeling of Congressmen toward the shoe industry is 
heartily to be recommended. 

Certainly there are ways and means of so diversify- 
ing the work of federal prisoners at Fort Leavenworth 
that the shoe industry is not discriminated against, 
and so that the men when they get their freedom, can 
be absorbed by hundreds of trades instead of almost 
entirely by one. 

We put this suggestion up to the authorities with the 
hope of its favorable acceptance. In the light of com- 
mon sense, let this be the way out of a nasty mess. 
There is a fundamental principle involved; let it be 
nationally known that Congress can’t continue to kick 
the shoe industry about. 





Putting It Over Big 


ET us express national admiration for the shoe 
merchants of Charleston, South Carolina. They 
believe in telling the public, not only that the South- 
eastern Convention is going to be held June. 9-11 in 
their fair city, but that holding a convention there is 
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going to be for the betterment of service to the public 
in North Carolina, South Carolina, Georgia, Alabama 
and Florida. 

Sixteen pages in the Charleston Evening Post a 
month in advance of the show tells the wide, wide 
world, and all theshoe men of that region, that Charles- 
ton means business at its convention. Page after page 
of live news from merchants all over the southeast, 
combined with advertisements of footwear, makes the 
newspaper feature conspicuous for its development of 
news and advertising. 

We compliment Charleston on its progressiveness 
and its merchants in particular on being such good 
hosts as to fire broadside after broadside in the daily 
press in proclamation of their coming convention. It 
is publicity of this sort that makes the public more 
interested in footwear as well as the men who serve 
them in it. 

Another timely publicity feature is scheduled for 
Sunday morning, May 18, in the Los Angeles Times 
Examiner, when Wetherby-Kayser Company take a 
four-page insert in the rotogravure section to show the 
shoes and hosiery that make the summer costume 
complete. Fourteen movie stars assisted in the pic- 
torial display of women’s and men’s footwear. It is 
such broadside advertising as this that encourages the 
appreciation of good footwear. 

Thus, from coast to coast we see signs of progress 
and alertness in the distribution of footwear. 





Sluggish Mental Condition 


S the average small store merchant hardening his 

mental arteries? A man who has visited more shoe 
stores than probably any other man in America, makes 
a statement that the average shoe merchant in his one- 
line store selling footwear doesn’t read as much as the 
average working man. 

Someone has also said that in reading good books 
you are in company with the best minds of all time, 
while in talking with people generally, you can’t help 
listening to a lot of “plumb foolishness,” because there 
is nothing so mediocre and as cheap as conversation. 

If ever there was a time for mental activity, it is 
now. You can’t read enough good books and publica- 
tions, pertinent to your business, enough idea-making 
matter of experiences of others. Start in right now 
giving this book the once over from cover to cover, 
and do as much for every inspirational publication you 
can buy or borrow. As Sam Davis says: “Cut out 
grunts and do a few stunts.” Just another tip from a 
rough-and-ready traveling man: 

“Take this tip from me—if you’d spend just one- 
tenth of the time planning ways to increase your trade 
that you do in buying goods, you could meet your bills 
better and your store would not have merchandise 
indigestion. And while on this subject of advertising, 
for goodness’'sake don’t throw your money away in 


BOOT AND SHOE RECORDER 





buying calendars, postal cards and other jim-crack 
junk, and think that you’re building a present or future 
business. You'd far better donate the money spent 
that way to charity.” 


A Trait of Great Men 


HAT remarkablechangeshave comein the course 

of the past twenty months in the management 
of governments the world over! Italy tries manage- 
ment by benevolent dictatorship by Mussolini; aristo- 
cratic England puts its machinery of government into 
labor’s hands under Ramsay MacDonald. Now comes 
the election in France, and the new man to appear 
above the horizon is Edouard Herriot. 

Let us relate an interesting incident which brings 
him into a shoe picture, when the Recorder took forty 
American displays and showed to the world at the 
Lyons Fair, the merits and qualities of American foot- 
wear. It was on inspection day, and a fleet of auto- 
mobiles, accompanied by a troup of brilliantly uni- 
formed cavalry men, swept down the avenues of the 
exposition. Out of compliment to America, one of the 
first stops was made at the American shoe building. 





The high dignitaries of France, led by Edouard Her-— 


riot, mayor of Lyons, entered and were greeted by 
rousing American cheers. In the center of the pavilion 
a space had been set aside for a row of chairs, fitting 
stools, measuring sticks and all the paraphernalia of 
an American shoe store. The ingenious scheme was to 
measure the feet of the distinguished men and to 
have built for them in America the finest shoes that 
our craftsmanship could create. 

Just to show what a human sort of an individual 
M. Herriot is, he asked to be excused because there 
was a hole in his stocking. When reassured that all 
the great men in America had holes in their stockings, 
he fell in line with the plan, laughed and enjoyed him- 
self, and made everyone feel that here indeed was a 
big man in the making. 

Today he is mentioned as the next premier of France. 
His coming to leadership will mean that the Dawes 
reparation plan will have a greater chance to be put 
into operation and made an instrument of progress in 
Europe. The entire world will feel safer. 

We draw no parallel between the hole in the stock- 
ing and the recent French election, and use it merely 
as an incident remembered by the shoe men who were 
at Lyons and who will be pleased to congratulate 
Edouard Herriot. All the world is looking for “men of 
the people”’ for leadership. 





“Know your business, take advantage of every oppor- 
tunity to get ideas from the other fellow and be sure to 
give as much as you get, get the co-operative spirit and 
you will be successful.’’ This is the big keynote given by 
President Seaton Alexander in his New England ad- 
dress this week. It fits in so perfectly with the leading 
story in this article that we re-emphasize it here. 
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Advertising Is the Salesman’s “‘Long Hand” 
It Works For Him and With Him Outside the Store 


N a drug store the other day a drummer was over- 

heard to say to the proprietor, “Yes, we are ad- 

vertising this and folks are asking for it,” and 
before getting out of earshot the beginning of an order 
was made. 

The point here is that advertising can sell the desire 
for an article before a cent is spent stocking it. The specific 
instance is the case of a product nationally advertised 
by the manufacturer. The inference is that half the sell- 
ing is done in the store and half outside the store what- 
ever the product; put another way the selling ability of 
the man at the fitting stool is allowed to function 100 


How to Do It 

Reams can be written about the importance and re- 
lationship of the various factors in selling, but the 
application is the really valuable way of expressing an 
idea, so we have prepared illustrations of our ideas that 
the merchant and his salespeople may pick out bodil) 
and use today for profit. Perhaps the Summer slum; 
won't materialize if such ideas are used as part of ar 
intensive selling program. 


For the Merchant 


Granted that the advertising won’t amount to muc! 
unless the sales 





per cent when the 
shoe to be sold is 
advertised, or the 
man who must de- 
pend upon his own 
powers to sell must 
necessarily be half 
efficient perforce he 
must wail for the 
buyer to happen in. 
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Two Branches of 
Selling Indissoluble 


The old question 
of which is the most 
important in selling 
personal salesman- 
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people are solidh 

behind it in wor 
and deed, seein; 
that its presenta 
tion of goods 
and service be 
comes fact. Then 
why not bring th: 
salesforce closer to 
the advertising by 
making each sales- 
man a part of the 
advertising. Let the 
salesman reach oul 
and enlarge his ac- 
tivities through the 
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ship or advertising 
has been settled 
long ago merely upon the basis that selling is selling 
however it is done. The combination of both branches 
of salesmanship is just plain modern selling in which the 
two T’s, time and turnover, have marked out a scien- 
tific course. 


The Salesman’s Better Half 


Advertising is the salesman’s better half, or better 
had be. The more a salesman knows about advertising 
the more he knows about selling and the more he knows 
about selling the more he sells. The limitations placed 
upon a salesman’s time for selling are so numerous that 
there isn’t room to mention them here. Anything that 
saves his time has a value far beyond expressing in 
words. It isn’t the advertised shoe that takes the time 
and effort which cuts down sales per day but the un- 
advertised shoe which is sold only after every ele- 
ment of selling has been slowly and laboriously and 
individually been brought into play from attention 
down through desire, conviction, argument, etc., to the 
final sale. 


Figure 1 


advertising, actu- 
ally as well as 
figuratively. The merchant can tell the story that the 
salesman would like told. The salesman’s story and the 
merchant’s name together can have only one meaning, 
that of united effort on the part of both to please the 
merchant’s customers. 

To give such advertising an authentic turn they can 
be founded on real happenings in the store or on the 
policies that are practised in the store and known to 
produce business. 


About the Advertisement in 
Figure 1 


In Figure 1 there’s some novelty to get attention and 
the copy follows the idea naturally. The salesman is 
doing the talking, his picture is shown, thus a personal 
contact is made even in the advertising.. The style of 
writing is the easy conversational kind that gets into 
the subject directly without any formalities. It is as 
though the reader were to walk into the store. Nothing 
is said that wouldn’t be said face-to-face so it is easy 
to believe. 








al 









May 17, 1924 


**Here Is Your Shoes”’ 

“I say ‘yours’ because I’ve fitted them to high school 
girls with not a care in the world; to matrons with the 
cares of running large households on their shoulders, and 
almost without exception after they have worn them they 
cet another pair. Tastes vary so that when you come to a 
shoe with such an universal appeal it makes you want to 
sell every customer a pair. You feel safe, because there’s 
no doubt about a shoe that’s pleased so many. It’s easy to 
(:t—comes in several leathers and patterns—holds its styl- 
ish finish—customers say they never tire of them, their 
style or their comfort. Mr. says we’ve a shoe in this 
ne that is showing the women of Blanktown something 
vew in shoe satisfaction and we’re going to keep them in 

tock always so there isn’t any need of rushing to buy— 
{UT EVER Y WOMAN WISHES SHE’D TRIED THEM LONG 
‘EFORE SHE DID.” 
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Another Job for the Boy 


The errand boy can do more than just carry bundles. 
In advertising the personnel of a store it is too easy to 
display an unusual amount of ego. The very idea of the 
thing being that the store is a human place precludes 
any thought of high and mighty purpose. Ideals cannot 
be too ideal. The store is to be brought closer to its 
customers, not put upon a pedestal for them to regard 
with awe as something grand. 

There are a good many newsy situations about the 
store that might not bear telling unless they are framed 
as coming from a disinterested party. The newspaper 
reader looks subconsciously for out-of-the-ordinary 
situations to take the 
“‘jade”’ out of news. The 





And here’s another 
bit of copy for the 
series: 


“‘During the war some- 
body got the idea of 
sending out a letter ask- 
ing for financial aid for \ 

ome European cause 
with the request that the 
ictter be given to a friend 
of the recipient. One 
letter, in this way, would 
reach from one to a 
dozen people who would 
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“Folks” 


~by our errand boy 


commonplace is usu- 
ally ignored; the value 
of anything is depreci- 
ated not because of 
itself but because of 
familiarity. No one is 
endowed with a suffi- 
cient amount of optim- 
ism to feel a quickening 
of the pulse over rou- 
tine things. As Mark 
Twain said, a landsman 
on his first cruise is the 

















in turn become inter- 





one to properly write of 





ested in the cause. 











**And the shoes shown 


the sea’s splendor and 








in this advertisement 


mysteries; the seafarer 








remind me of that letter. 





regards those very 





Every day some woman 





things with a business 





comes in to ask about the 








eye; the same traveler 





shoe that a friend of hers 








has told her about. 


on successive trips can- 








**Would you too, like, a 


- not seem to get thesame 











fitting? My time is yours. 
I should be glad of the 
opportunity of having 
you see these styles on 
your own feet. It’s the 


& 





thrill as on the first one. 

So the errand boy’s 
own language to inter- 
pret a store’s aims and 





») ‘ 
only way to judge a shoe. I | purposes for the inter- 
“Thank you.” ait, est that attaches to 
STREET TOWN newness, and for the 
For another adver- eur 
, : : elimination of too much 
tisement in the series : 

, emphasis on the per- 
the following may pro- “yp 
vide you with a profit- conal pronoun *T. 

Figure 2 For the first bit of 


able thought. 
**I Couldn’t Wear a Shoe Like that” 


‘Just as in everything else one experience is likely to 
create an opinion in one as regards the kind of shoes they 
can and cannot wear. That is why some women forego the 
pleasureofbecomingshoesin favorofmorecomfortable ones. 

‘But a shoe that’s modeled to fit the curve of the foot is 
both becoming and comfortable. I’ve heard so many wo- 
men say, ‘I can’t,’ and then hesitate once they put these 
shoes on—and finally take them—and in six months be 
back for another pair. 

‘“What has experience done for you? Nothing, I daresay, 
that these pretty pumps cannot make you forget. They are 
NOT ORDINARY shoes, you know.” 





copy, the importance 
with which the customer is held by those in the store 
from proprietor down. 


“Folks” 


*“Gee, sometimes I feel like speaking my mind to a cus- 
tomer, but then I think of that sign up in the boss’ office, 
‘The Customer Is Always Right.’ 

“It makes me think of the time when a woman came 
into the store and wanted someone to mind her baby. 
Didja ever hear it? The boss said it was a tough job, but 
he did it, and told us later that anyone’s friendship was 
worth it.” 
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‘THe Retait SHOE SALESMAN 





More Shoes 
Sold Right 
a ew 


Devoted to the Interests of that Great Army of Workers 


VERY department of the business 

depends for growth upon the sales- 

people. The managers can only se- 
lect the best merchandise, in the best 
styles, see to it that the store is attrac- 
tive, and do what they can to draw people 
in—the rest, and by far the most impor- 
tant work, is in your own hands. 

What avails having the best shoes in 
the world, unless they are properly fitted, 
intelligently sold, and the purchasers 
made to feel glad they came and deter- 
mined to come back every time they 
need shoes? 

This great work is placed in your hands. 
The company believes in you—otherwise, 
you wouldn’t be there. They want you to 
know that their full confidence is in you 
and that they deeply desire your happi- 
ness, peace of mind and prosperity. Let 
all feel that they are co-workers together. 
Their problems are yours and yours are 
theirs. They invite at all times your full- 
est co-operation, not only in the day’s 
work, but in discussing together your 
ideas, suggestions, just criticisms and 
complaints, and anything that will help 
their work and increase the business. 





Under Your Own Nose 


Edited by ARTHUR L. EVANS, A.M. 
President of the Retail Shoemen’s Institute 





Problem No. 3 


The Recorder will give a two- 
year subscription to the retail 
shoe salesperson who submits 
ee best answer to this prob- 
lem: 


What Should a Retail Shoe 
Salesman Know about Leathers? 


There will also be a second 
prize of a one-year subscription 
for the next best answer. Send 
your answers to this problem 
to the Boot and Shoe Recorder, 
Editor Retail Salesmen’s De- 

tment, 207 South Street, 
ton. 

The reward will be made 
wholly on the basis of the ideas 
presented, regardless of spell- 
ing, grammar, punctuation or 
penmanship. The winning let- 
ter or article will be published 
in this department. 











dollars and cents as well as in satisfaction 
of success, is very much worth while. 
Nobody is coming along waving a magic 
wand of success over us. Only our own 


Which Personally Serves the Public 


When you show that you can sell more 
shoes, and more customers, and bring 
trade to the store and serve every cus- 
tomer just right, the results come to the 
surface and fatten your pay envelope. 
Nobody can keep a good man down very 
long. 





Talk Walk 


“Tt is a figurative language, of course, to 
speak of God's ‘walking with man.’ But I 
do not know where to find a better expres- 
sion for the companionship one enjoys 
when walking alone on the earth. I should 
not speak of this if I thought it was an 
experience for patriarchs alone or for the 
few. A man does not know one of the 
greatest satisfactions of life if he has 
not had such walks.’’—John H. Finley, 
Former President of the University of the 
State of New York. 





You Tell "Em 


Tell customers this: 
“Shoe hygiene means foot health. It is 
hygienic to wear a pair of shoes only one 
day. Then allow them to rest and 





if 


There is an old saying that “if 
a hen can lay eggs, she can lay 
them anywhere.”” You must be- 
lieve that the store, all depart- 
ments, affords opportunity for 
much bigger and better things for 
everybody concerned. You can 
make the business just as big as 
you want to—right there. Shall 
you be content with less than the 
biggest retail shoe business in 
your city? No, you will not. To- 
gether, working, thinking, ear- 
nest, active and loyal, you can 
accomplish whatever you set out 
to do. 


No Magic Wand 
It is worth while for each of us 
to use every bit of our energy 





























and brains to get ahead. The in- 
centive and reward, measuerd in 


Can you ring the bell!!! 


‘air out’ for two or more days be- 
fore wearing again.” Extra pair 
sales! 


What Facts Are Good 
For 

This inspiring editorial appeared 
in Collier’s a while ago: 

“In Ohio there is one of the 
world’s model factories. It manu- 
factures a product known and 
sold around the world. It has 
made the man who founded it 
and still owns it very rich. What 
is more important, it has proved 
the training ground for many men 
who have left it to go into other 
lines of business and have, in 
many instances, themselves be- 
come heads of big business en- 
terprises. A visitor being shown 
through the plant notices printed 
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cards prominently placed on the walls of 
office and factory rooms, bearing the 
single word—THINK. 

“The head of this business—and by the 
way, he did not start in until he was over 
forty years old—says that the word 
THINK is the biggest word in the Eng- 
lish language, and that it has been re- 
sponsible for his success. 

“There is one subject upon which most 
of «s cam meet on common ground. That 
is, ve all wish to have more money. Too 
may people, however, try to ‘work’ 
the aselves into the possibility of being 
worth more money instead of ‘thinking’ 
the nselves into being worth more money. 
Cleer thinking is a good habit. Thought- 














Shoes should always be in keeping 
with the costume. 


lessness or bad thinking is a bad habit. 
You often hear people ask for all the 
facts in the case. Many of us think that 
if we have all the facts we won't have to 
think. Intelligent people want the facts 
so they can think clearly and arrive sen- 
sibly at a decision. 

“Most of us start out thinking with a 
conclusion. We make up our minds in 
advance and we hate to change. Look 
out for the man who prides himself on 
never changing his mind. That means 
he has quit thinking. He may go ahead 
on momentum for a while—on momentum 
that he gathered before he quit thinking; 
but some day he will begin to lag. Then 
he will blame conditions for his failure 
to progress. He may blame his associates. 
He rarely blames himself because it 
won't occur to him where the trouble is. 

“There are five ways that we grown-ups 
can continue to learn: to think: (1) by 
reading, (2) by discussing, (3) by observ- 
ing, (4) by listening, and (5) by thinking. 
Read these five ways over slowly and 
analyze each one of them as it applies 
to your own particular case.” 





‘Riding habits are pretty for ladies, but 
walking habits are better for their health.”” 
—G. Dv Prentice. 

: 

Service > depends upon the retail shoe 
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Winners of the March 
Problem Contest 


W. R. Hawk, with W. H. 
Williamson & Co., Newport News, 
Va., is the winner of the April prize 
contest: ‘““When is a Shoe tly 
Fitted?’’ He receives a two years 
subscription to the Boot and Shoe 
Recorder. 

Harry C. Copeland of the C. J. 
Worbass Walk-Over Boot Shops, 
Syracuse, N. Y., wins second prize. 

e receives a one-year subscription 
to the Boot and Shoe Recorder. 

Honorable mention to answers 
received from N. J. Rosenbaum, 
Bon Marche, Seattle; Lawrence -L. 
Kay, Struthers, Berner & Co., 
Geneseo, Ill.; J.J. o\gene, Cane’s, 
Saranac Lake, N. Y.; Arthur J. 
Witt, Stein Bros. Co, Hastings, 
Neb.; Albert F. Roller, Cantilever 


Shoe’ Shop, Atlantic City, N. J.; — 


Arthur A. Roberge, Cropley & 
Anderson, Portland, Me.; John A. 
Holub, Holub Bros., Cleveland; 
Tony J. Gigliotte, A. Simon & a> 
Altoona, Pa.; H. A. _ r, 5S 
Jacoby’s, Pa popes, YH H 
Johnson, The ite House, an 
mont, Tex.; RY O. Moyer, Moyer 
Shoe Store, Limon, Colo.; C. E. 
Schultz, New Way Shoe Store, 
Havelock, Neb.; Floyd A. White, 
Bertig enon Co., Blytheville, 
Ark.; George A. Spraley, Wm. F. 
Oelman a Dayton, Ohio; Mary 
Rolling, L. F. Rolling’s, Dubuque, 
Iowa; Albert Frank, Metzger & 
Co., Vicksburg, Miss.; Bernard A. 
Smith, E. P. _Hlitharp’ s, Water- 
town, N. Y.; B. Goodwin, The 
Emporium, bad Miss.; Thebert 
Mumma, Yonell & Drew, Orlando, 
Florida. 
Mr. Hawk’s article follows: 


“When Is a Shoe Correctly Fitted?” 


A shoe is correctly fitted when 
the ball of the foot rests in the ball 
of the shoe at inside junction of the 
sole and shank edge, so as to have 
the arch of the foot lying comfort- 
ably on the insole in the arch of the 
shoe. There must be no surplus 
room in the arch, and snugly fitted 
at bottom and top. If oxfords, the 
lace stays must not meet as there 
must be allowance for wear. If 
pumps, buttons must be adjusted 
with comfort. 

The arch of the foot indicates the 
—— of heel it should be fitted 

h arch requires a high 
ho jum arch and low a 
are to be fitted accordingl 
thin, bony foot should be Reted 
loosely. A leshy foot chould B be fitted 
snugly. Combination feet should be 
fitted to combination last shoes 
with wide ball and narrow heel. 
The ball of the foot must fit the 
shoe so that it will not stretch over 
aaah inca 

ve ity o room in le an 

width so as to let them have their 
normal freedom of action. The toes 
must not be pinched or cramped in 
any way. 

The most essential part of 
fitting shoes correctly is giving 
careful attention to ——o 
fitting of the waist, l, and 
plenty of length... 








Training for Service 


Men who participated in the recent 
great war were universally described as 
“in the Service.’ There is a clear analogy 
here with the work of the retail shoe clerk. 

The shoe clerk may be likened to the 
men who, in the front-line trenches, did 
the actual fighting—met the enemy face 
to face, and, thanks be, gained the victory 
for our righteous cause. Before these 
fighting men were allowed to enter actual 
combat, they were prepared. How? In 
two ways. 

First: By being made acquainted with 
the necessary knowledge of how to fight, 
how to use the weapons of warfare, how 
to act under fire, how to fit into the whole 


























An Ohio manufacturer advises his 
employes to THINK. 


scheme of affairs when the great time 
should come. We all know that most of 
our young men spent months drilling in 
America, then weeks drilling back of the 
lines, before the orders came for front-line 
work. They were trained by experts, pre- 
pared for the job ahead. 

Second: By being made ready in SPIRIT 
as well as in body and mind, by being 
keyed up to fighting pitch. By being made 
“‘on fire” for the cause, all eagerness for 
the terrific, deadly duty awaiting accom- 
plishment. Morale is everywhere consider- 
ed in the military as at least “half.the 
battle.” 

The business—I might say the pro- 
fession—of retail shoe salesmanship, in 
common with many other lines, seems not 
to have recognized fully the need of 
adequate training for the battle of service 
to customers—for in a very real sense it is 
a battle, a battle of mental faculties— 
either at the point of reasonable knowledge 
of the business or in morale, that is to say, 
spirit, or enthusiasm.—For what? 

Victory. Which in peaceful, commer- 
cial terms means Progress and Success. 

Preparedness is just as much needed in 
the Service your store should render its 
customers, as in the army. Preparedness 
in knowledge and in spirit. It is a duty, 
not merely a visionary, unattainable idea. 

Big business’ men know this to be so. 
All must recognize it if real growth is to 
ensue in our great industry. 























































Many young people take pleasure 
seriously. 


Poor Fitting Too General 


In no other sphere of wearing-apparel 
service to the public is there so great a 
demand for, and lack of, skilled and 
trained employees. This is so primarily 
because not only the usual accompani- 
ments of salesmanship are required, but 
the far higher and more vital matter of the 
health and comfort of the customer is at 
stake. No soldier is any better than his 
feet, and by the same token no person is 
fully efficient unless his or her feet are 
properly fitted—this entirely apart from 
the question of the grade and kind of style 
of shoe worn. 

In no item of wearing apparel is there 
the deep necessity for correct fitting as in 
footwear. It is generally believed that on 
the average there is poor shoe fitting. 
Crippled and misshapen feet result, and in 
consequence a hundred different bodily 
ills are traceable to foot injury due to 
improper fitting of shoes. 

This fact places upon the thousands of 
retail shoe salesmen a tremendous re- 
sponsibility. The ills following upon in- 
correct fitting of footwear are appalling to 
contemplate, and if the shoe salesmen 
could but see the results with their own 
eyes none would ever knowingly be party 
to such a thing. 

The great body of retail shoe sales people 
are sincerely desirous of discharging this 
duty and responsibility with care, fidelity 
and intelligence. 





x 























If a hen can lay an egg, she can lay 
it anywhere. 
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Lots of Opportunities 


For young men and women TODAY 
offers the greatest opportunity for success, 
and innumerable opportunities for failure. 

Many young people take pleasure very 
seriously, but take real work and the 
future not at all seriously. This is not 
written for them but for others. 

Noted here is a man who has worked 
thirty-two years in one of the greatest 
institutions in this city. He began at the 
bottom, stands now at the top. He stuck 
to one thing until he conquered it, gave to 
business the best that he had, and business 
plus hard work has given to him all that 
he wants. 

“Young men,” said he, “‘ought to realize 
that success begins with a capital W. The 
whole problem of life begins and ends with 
Work. If you say WORK, and mean it, 
you are saying SUCCESS. 

“Too many young men now ask, as 
their first question, ‘What will they pay 
me to begin with?’ They ought to ask, 
‘What can I make myself worth to my 
concern, to the world and to myself, by 
hard work and plenty of it?” 

“When I was a boy and began work in 
this institution at $2 a week, it wasn’t a 
question of HOW MUCH I should get, 
but as to whether or not I should be able 
to start at all. My father made me realize 
that I should have in mind how early I 
could GET to work, not how quickly I 
could get AWAY from it. 

“T was made to realize that appearances 
count; neatness, hair well combed, shoes 
well brushed; that cleanliness means self- 
respect just as much in the boy getting $2 
a week as in the man getting $2,000. 

“The man who thinks that he is start- 
ing out to get rich quick is really starting 
out to stay poor indefinitely. The young 
man who is going to succeed will go into 
business, no matter what it is, as he would 
go to work in a gymnasium or a running 
track. He doesn’t go to the track to see 
how slowly he can run, and ‘get by,’ or to 
the gymnasium to see how cleverly he can 
avoid tiring himself on the apparatus. He 
goes well knowing that nothing but 
WORK will put his muscles in condition 
to win. 

“What applies to developing your 
muscles applies a hundred times more to 
developing your mind. Nothing but 
WORK will put that in condition to win.” 
—Boston American. 





No other article of wear is in such con- 
stant hard use as shoes. Shoes are worn 
on the average 16 hours a day. Change 
shoes at least every other day. Customers 
will be surprised to know the satisfaction 
and money saving when shoes are changed 
at noon. Certainly, if possible, the shoes 
should be changed at nightfall. Every 
time you change shoes, you save money. 





Knowledge applied is Power. 











The walking habit is better for the 
health. 


What Is Education? 


The object of education is to show hoy 
to think right. 

I do not mean the term education in its 
narrow sense. I do mean it in its tru 
significance which is: ““To draw out,” o 
more practically, to grow, to develop. 

All that a book or a school can do fo 
anybody is to point the way of goo: 
thinking. 

A recent writer says: “A man is like a 
well. There is a lot in him if he can onl) 
get it out. Sometimes a book, or a con 
versation, or a course of instruction acts on 
him like priming on a pump—it brings 
out of him what is in him. And that is all! 
that education means.” 

We cannot help acquiring education 
For, we can and will grow and develop in 
evil, worthless, foolish ways, if we do no! 
do so in desirable things. 

Acquiring worth-while knowledg 
doesn’t just happen—it grows. It takes 
effort. 

Shoes should be in strict keeping with 
costume—as to color, material, design and 
service. Americans are a bit careless in 
this. We are no longer a provincial na- 
tion. Let us pay due regard to our taste 
in footwear and have appropriate shoes 
for all occasions. 





Don’t expect to enjoy the cream of life 
if you keep your milk of human kindness 
all bottled up. 











Inaccuracy always imitates the_bos:. 
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He was made to realize that ap- 
pearances count. 


Four Suggestions 


Here are four valuable suggestions for 
employees who would rise: 

First, Be dependable. The management 
has entrusted you with responsibility. 

eep the trust. 

Second, Be careful. Mistakes cost con- 
fidence, time and cash. Inaccuracy irri- 
tates the boss. 

Third, Be cheerful. The chief has 
troubles enough without yours. Look up, 
cheer up and you will keep up. 

Fourth, Be interested. How can you 
expect the management to be interested 
in you, if you are not interested in the 
industry that pays you? 

—The Silent Partner. 





Selling Extra Pairs 


When you have worn a pair of shoes for 
a day, perspiration has been absorbed by 
the lining and leather. Air oxidizes and 
carries off this perspiration—but it takes 
time, at least a day. 

So, put on another pair next day— 
leaving the first pair on shoe trees to dry 
out. Two days’ rest will be better. Have 
three pairs of these shoes. Wear one pair a 
day and let them rest two days. Keep 
alternating in this way—one day’s wear, 
two days’ rest. That’s the kind of talk to 
employ in putting across that extra pair 
sale. 





On our Memorial Day in 1913 in Paris, 
as I stood on the bridge across the Seine 
leading to the Hotel Des Invalides and 
the magnificent Tomb of Napoleon, a 
young man called out to me, “Hello, 
America.”’ I asked him how he knew that 
I was an American. “By your shoes,”’ he 
replied. You can tell American shoes any- 
where in the world. The one article above 
all others in which America leads the 
world in every respect is shoes. We can 
have just pride in this. 





“If a man does not know to what port 
he is sailing, no wind is favorable.”— 
Seneca. 
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Man—Not Environment— 
Makes Success 


In one of H. C. Witwer’s inimitable 
fighting stories, a character is made to say 
these things: 

“The fallacy that success is to be found 
only in the big cities has sent many a 
promising young man home from them to 
his native village, beaten and discouraged. 

“Some of them have then gone ahead to 
fame and fortune, proving, of course, that 
success is never a matter of environment, 
but of the man! Knut Hamsun, who a 
couple of years ago won the fifty thousand 
dollar Nobel Prize in literature, could rise 
no higher than a street car conductor in 
Chicago. Lipton drove a horse car in New 
Orleans. Clemenceau starved as a teacher 
in New York. Masefield was a bartender 
there. Yet all those men, giving up the 
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For the man who does not know to 
what port he is sailing, no wind 
is favorable. 


struggle in the big cities, returned to their 
home towns and made their names known 
to the far corners of the earth!”’ 


Walk and Be Healthy 


A-foot and light-hearted I take to the open 
road, 

Healthy, free, the world before me. 

The long brown path before me leading wher- 
ever I choose. 

Henceforth I ask not good-fortune, I myself 
am. good-fortune. 

Henceforth I whimper no more, postpone 
no more, need nothing. 

Done with indoor complaints, libraries, 
querulous criticisms. 

Strong and content I travel the open road. 

—Walt Whitman. 





There are 1450 concerns manufactur- 
ing shoes in the United States. This means 
the stiffest kind of competition and is a 
guarantee to the public that shoes are, and 
will continue to be, sold at the closest 
possible figure. Sharp competition abso- 
lutely guarantees this. 





What do you know? What can you do? 
Can you qualify? Prepare yourself. 
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The Flowers that Bloom in 
the Spring,Tra La! 


“In the spring a young man’s fancy 
lightly turns to thoughts of love.”’—Thus 
said the good poet Tennyson. 

So also does his fancy in springtime turn 
to togging out himself in glad raiment for 
the delectation of his ladylove. 

There is something in the sunshine and 
the warmer weather that makes every- 
body wish to doll up. 

Nobody can or does look well unless 
his or her footwear is up to the mark. 

Spring, therefore, means something to 
us—a better chance to sell more shoes. 

Spring means more walking by the 
people. Suggest and show your orthopedic, 
sport and hiking shoes whenever you have 
the slightest chance to do so. There is a 
proper shoe for walking and you all know 
it—‘‘tell it out with gladness.” 





’"Round the = 


By Conningsby Dawson 

I believe that we find everything that 
we have lost or longed for, if we'll only 
press on. Everything that we ever loved 
or wanted waits for us further up the 
road, round some hidden turning. It’s 
always further up the road and just out 
of sight. The whole trick of living is to 
keep your head up and march forward with 
the appearance of success, no matter how 
badly other people say you’ve been de- 
feated. More often than not we're nearer 
our hidden corners than any of us guess; 
it’s the pluck to struggle the last hundred 
yards that swings us round the turning 
and wins our kingdom for us. 





Don’t worry about your physical ap- 
pearance. If you are neat, clean and keep 
your clothing tidy, the rest doesn’t matter 
a bit. Abraham Lincoln was six feet four 
inches tall; Napoleon was five feet three 
inches short. Both managed to get along 
in the world—Brains. 





Where will you be five years from now? 
Think it over—answer that question to 
yourself alone, now. 





~ momma 











Discussion isfaJgood{way to prac- 
. tice thinking. 
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Steps in Your Window 


INCE the introduction of plaster-built stone floors in windows, the problem 

of the window decorator has been greatly simplified. It is possible to take a 

bright colored cloth, a beautiful vase or lamp and with these few units, to 
show off the smart shoes as never could be done with fancy wood floors. 


The Arlace Boot Shop of Boston strikes the latest feature in the window dis- 
play of footwear. A series of broad Italian marble steps lead up from the glass 
front to leaded glass backgrounds and a few columns give the appearance of a 
doorway. Valances are of powder blue, with gold silk trimming and gold fringe. 
This particular display that was in when the photograph was taken was varied 
later by having a powder blue silk scarf carpet the steps and serve as a foil for 
cloth of silver footwear. 


So unusual are the effects possible by the use of a series of steps in the win- 
dows that we recommend it for national adoption. Why is it that when Ziegfeld 
wants to get an effective setting for one of his shows, he invariably uses a flight 
of steps? Why is it that your eye travels up or down the steps in this window, 
thereby seeing at a glance more shoes than you could possibly examine if they 
were all on the same flat level? 


There is another conspicuous feature about this store front. The window is 
everything and the entrances are supplementary to it. The imposing front is in 
Italian marble and bronze. Almost invariably other stores give the major. dis- 
tinction to the entrance and secondary interest attaches to the display windows. 
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Up the Ladder of Achievement 







First National Meeting of the Ladder Club 
Is Scheduled for Monday, June 2 


Register Your Store Now to Get Full Advantage of This 
Great Selling Movement 

















In One Day’s Mail, 47 Shoe Stores Enrolled in The Ladder Club. Here ls What They Say 
About It: 


“* Here is our application for The Ladder Club. We 
will be very glad to work with you in any way that 
we can, and I assure you the activities of the club will 
be followed very carefully. I have never missed read- 
ing the Recorder since 1908.” é 


Isador Liebreich, Jr., 
Sig Haas § Sons, 
Monroe, La. 


“I am posting your Ladder Club announcement on 
our bulletin board. This innovation sounds like a big 
‘Booster’ for both merchants and salesmen. We have 
50 members in our Ladder Club.” 


Percy E. Thayer, 
Thayer, McNeil Co., 
Boston, Mass. 


The movement for better merchandising will grade-up stores and store service. It will 
be an information guide to the better methods of many merchants who exchange ideas for 
the mutual profit of all. 





Application for **Ladder Club’? Membership. 











“Ladder Club” Editor 
Boot and Shoe Recorder, Boston. 


The Store wants to join 
“The Ladder Club,” with members. 
Send free copies of Arthur L. Evans’ 
The Retail Shoe Salesman each month. 

It is understood that membership to “The 
Ladder Club”’ will cost us nothing except real 
interest, enthusiasm and consistent codperation. 














It is attention to details that leads 
to mastery of responsibilities. Your 


first duty is to sign and send in this 
application. ‘ 


Signed 
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How to Increase Your Sale of Shoe Store 
and Repair Shop Findings 





Here are some hints gleaned from the meeting in Indianapolis last week of the 
Vational Leather and Shoe Finders’ Association: 

First—Carry small stocks of well-known merchandise, filling in frequently. A turn- 
over of twelve times a year is not too much to strive for. 

Second— Repairmen can increase their sales by brightening up their shops and by 
rendering service such as shining shoes after they have been repaired. 

Third—Increase profils by adding such foot appliance lines as sell well. 


Fourth 
nol to allow yourself to be oversold. 





Selling rubber heels—stocking only standard brands and being careful 





ings industry were discussed formally . and 

informally at the twentieth annual convention 
of the National Leather and Shoe Finders’ Association, 
which was held at the Claypool Hotel in Indianapolis, 
May 5, 6, 7 and 8. Between 300 and 400 members of 
the association attended the affair and returned to 
their homes feeling they had benefited greatly from 
the interesting and instructive addresses and from 
the interchange of ideas with their fellow finders. 

At the. closing session of the convention, S. W. 
Burtchael of San Francisco was elected president of 
the association for the coming year. He is a charter 
member of the national organization and has the dis- 
tinction of having attended all of its annual conven- 
tions. Five vice-presidents were ehosen as follows: 
E. J. Bosler, Louisville, Ky.; Walter Wendt, Detroit, 
Mich.; Charles Workman, Columbus, 0.; J. N. Forne, 
Buffalo, N. Y., and Albert James, Scranton, Pa. 


\ 7 ARIOUS subjects of interest to the shoe find- 


Co-Operative Advertising Planned 


Peter Nutz of Indianapolis was re-elected treasurer; 
Henry Spies of Cleveland, O., was elected counselor, 
and Herbert L. Marx of Albany, N. Y., was elected 
representative of the United States Chamber of 
Commerce. Three vacancies on the executive com- 
mittee were filled by the election of J. P. Dunn, Den- 
ver, Colo.; Q. G. Frey of Wilkes-Barre, Pa., and Law- 
rence Bernd of Macon, Ga. 

In resolutions passed at the closing session, the 
association recommended that manufacturers, tanners 
and jobbers refuse to support all advertising intended 
to reach the public direct except that fostered and con- 
ducted under the management of the trade promotion 
bureau of the association, and also urged members to 
refer all non-member jobbers who ask for credit infor- 
mation to the credit bureau of the association. 


How to Sell More Findings in the Store 


It was pointed out in the resolution pertaining to 
advertising that it was the belief of the association 


members that much better support would be given 
the bureau under that plan and at the same time the 
jobbers, manufacturers and tanners would be save«| 
much annoyance and expense. It also was made clear 
that the recommendation did not apply to any adver 
tising intended to reach the shoe repairing unit of the 
industry. 

One of the interesting talks at the convention was 
given by Sam D. Kingsbury, assistant manager of the 
Marott Shoe Shop of Indianapolis, who discussed the 
subject, “Developing the Shoe Store Supplies End of 
Our Business.”” Mr. Kingsbury handled the subject 
from the standpoint of a retailer. 


Twelve Turns a Year Possible 


He pointed out that dealers are constantly striving 
for larger turnover on smaller stocks and as a result 
buyers are forced to resort to hand-to-mouth buying. 
He advised the carrying of only nationally-known 
merchandise, which does not require extra sales effort, 
and pointed out that in his opinion a dealer should 
be able to turn his findings stock twelve times a year. 
He cited a number of incidents to prove his con- 
tention. 

Edward J. Bosler of Bosler Brothers, Louisville, 
Ky., said that if finders will only use the proper busi- 
ness methods, they easily can obtain the business that 
ordinarily goes to the corner drug store, grocery or 
hardware establishments. He advised the finders to 
“dress up” their business places, install show cases 
and other fixtures in order to attractively display 
their wares so the public can know what they have 
for sale. 

Throughout the course of his remarks, he pleaded 
for more improved business methods as a means 
of further developing the industry. 


Advice on How to Sell Polish 


Viewing the subject from the standpoint of a polish 
manufacturer, Charles F. J. Swain of Chicago, presi- 
dent of the American Shoe Polish Company, said there 
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was no doubt in his mind that more polish could be 
sold if the repairmen would improye their shops. He 
expressed regret at the apparent lack of confidence on 
the part of repairers in the sales efforts of the manu- 


facturers. 

“The shoe manufacturers feel that the repairers are 
doing so much business that they are reducing the 
sales of new shoes,”” said the speaker, “‘and the repair- 
ers feel that the people are buying new shoes instead 


of having repair work done. Such is the way of the 


world.” 
Shoes Repaired—Then Shined 


\ir. Swain suggested that the repairmen, as a means 
of increasing their business, shine shoes left for repair- 
ing and replace worn laces before returning them to 
their customers. He pointed out that a printed slip, 
calling attention to the fact that they 
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Small Stock—Frequent Turn 


“The rubber heel business is a difficult one at best,” 
he said: “You must give much service for small re- 
muneration, and if at the end of the year you expect 
to have a fair return on your investment, you must 
turn your stock of heels frequently at a fair-sized 
profit.”’ 

Following Mr. Cory’s address there was a general 
discussion on rubber heels in which a number of the 
members participated. A large part of the discussion 
centered around discounts and price-cutting. This was 
followed by a discussion of “The Leather and Shoe 
Findings Salesmen,” and was led by Norman P. 
Shaffer of the N. P. Shaffer Company of Chicago. Mr. 
Shaffer urged that findings salesmen be educated to 
their particular lines. 

“The shoe repairman has a service 
to sell to the public that is not equal 





had been polished, could be placed 
in each pair. He also suggested that 
the jobbers concentrate their efforts 
toward improving at least one shop 
in a city and said he believed this 
would serve as an inducement to 
proprietors of other shops to brighten 
up their establishments. 

E. J. Hartung of Chicago, western 
sales manager for the Scholl Manu- 
facturing Company, said that before 
business can be expanded, the shoe 
merchants’ problem must be ana- 
lyzed by the finders with a view to 
helping the merchants solve their 
problems. He touched on the devel- 
opment of other lines of business and 
pointed out how the shoe stores are 
extending their trade with lines of 
orthopedic appliances, hosiery and 
findings. He said it was his opinion 
that the year 1924 will not be an 
easy one, but that he believes new business and addi- 
tional profits can be obtained through the proper 
pushing of fuot appliances and other associated lines. 


Says Known Rubber Heels Are Best 


Speaking on the subject, ‘““Merchandising Rubber 
Heels,” Robert H. Cory of New York, president of the 
Rubber Heel Club of America, urged the dealers to 
buy only standard brands of rubber heels and to be 
cautious about overstocking their stores. 

He pointed out that some of the greatest trouble 
comes from over-selling on the part of the manufacturer 
and consequent over-buying on the part of the merchants. 

He said that if the finder wishes to make money on 
rubber heels, the first and best thing to do is to make 
a careful study of the turnover. He asserted that the 
trade be satisfied with standard merchandise, and ad- 
vised the dealers to clean out brands for which there 
is little or no demand and substitute standard brands. 


S. W. BURTCHAEL 


Newly elected president of the National 
Leather and Shoe Finders’ Association 


to any other,”’ he said. “The sales- 
man, therefore, must believe in his 
product and be prepared to adver- 
tise the shoe repair service.” 


The “Why” of Good Selling 


In the opinion of J. W. Pattison of 
the P. Stornfeld Company, New Al- 
bany, N. Y., there are two qualifica- 
tions for good salesmen. First, the 
salesman ‘must know his merchan- 
dise thoroughly, and second, he must 
have a definite selling price, he said. 
One who will cut prices is a poor 
salesman, he added. He said one of 
the evils of the present-day salesman 
is that he many times overloads his 
customers and as a result frequently 
loses the customer. 

S. W. Burtchael of Denver, who 
was chosen president of the associa- 
tion, urged sincerity and honesty of purpose as a 
solution to some of the problems of the salesmanship 
phase of the business. He said business is an exchange 
of values based on confidence, and said the successful 
salesman should make friends of his customers instead 
of customers of his friends. 


Must Know His Trade 


“The successful salesman should gain the confidence 
of his customers,”’ he asserted, “and should always 
keep pace with the new ideas of the firm he repre- 
sents.” 

John Lawrie of John Lawrie & Sons, Chicago, urged 
more careful consideration of selling problems and the 
viewpoint of the ultimate consumer as the first step 
in increasing the sales of shoe findings. He dwelt at 
some length on the value and drawing power of proper 
displays and told of the benefits accrued from sales 
meetings where ideas are exchanged. 
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Tanners Are Bullish; 


Good Business Just 


Ahead, They Say 





One of the forward steps taken by the members of the Tanners’ Council 
at their annual meeting in Atlantic City was the determination to insti- 
tute an accurate statistical service covering conditions in the tanning as 
well as the shoe field. Peaks and valleys will be charted for the benefit of 
members from statistics furnished by the members—and the results will 
be interpreted by experts for the benefit of all. This, it is believed, will 
be very effective in pointing the way to business stability. 





held in Atlantic City on May 7th and 8th was 

attended by a very representative gathering of 
over one hundred and fifty members, as well as guests 
from the allied trades. The sessions were held at the 
Hotel Traymore, and were opened at 10 A.M. on 
Wednesday by Fraser M. Moffatt, president, who out- 
lined briefly but vigorously, existing trade situations, 
and the prime necessity for close and whole-heartea co- 
operation on the part of every member toward eradi- 
cating the ills and arriving at a higher average of 
general business stability. 

Mr. Moffatt was followed by Professor Ernest S. 
Bradford, Ph.D., Director of the Bureau of Business 
Research in the College of the City of New York who, 
by a series of unusually clever charts, gave a most 
interesting survey of production and consumption of 
sole and upper leathers over the past twenty years. 


NHE annual convention of the Tanners’ Council 


Statistical Service Planned 


His address was most illuminative in demonstrating 
the various peaks and depressions not only of leather 
over and under supply, but also of the corresponding 
peaks and depressions in shoe selling. A general discus- 
sion followed, during which it became very evident that 
a feeling was general upon the part of the members that 
such charts as Professor Bradford had shown would be 
a most valuable asset for members to have before them 
if the figures were kept as closely up to date as possible. 

The matter of instituting a service of this kind 
carried out into far greater detail, and covering as many 
phases as possible, such as the existing supplies of hides 
and skins, the kinds and grades of shoes which were 
enjoying the greatest demand at any given period, and 
many other such details, was referred to the Executive 
Board for decision, and on the following day it was 
reported that the proposition had been favorably acted 
upon by the Board, and that this service will be extend- 
ed to all members of the Tanners’ Council. 


Co-operation Urged by Barron 


At 12.30 P.M. luncheon was served, following which 
members were addressed by C. W. Barron, publisher of 


the Wall Street Journal and the Boston News Bure..u, 
his subject being “Individuality and Unity.” 

Mr. Barron’s address was characterized by Presid: nt 
Moffatt as the best sermon against the fallacy of in- 
dividuality as opposed to close co-operation, and ‘he 
general close interest and approval which his listeners 
paid Mr. Barron indicated plainly their sympathy with 
and approval of the sentiments. Few if any men have 
a more intimate and widespread knowledge of world 
finance and business than Mr. Barron, and he drew 
freely upon his close touch with world affairs in illus- 
trating the fruitful results which unity and co-ordina- 
tion had brought about in other large industries in 
contrast to selfish individual practices which had ex- 
isted before. Following his address, he was freely 
questioned by various members of the assemblage, 
and replied most fully and interestingly to each. The 
discussion extended late into the afternoon, and was 
only abandoned because of the scheduled group meet- 
ings, which continued until the evening. 


Research Work Described 


Thursday morning session was opened by Professor 
George D. McLaughlin, of the Tanners’ Council 
Research Laboratory, of the University of Cincinnati, 
who reported on the progress of his research work. He 
was followed by a talk by Charles C. Smoot, Illinois, 
on “*Tanning Materials.” 

Another interesting feature at the luncheon was a 
motion picture—“Health’s Foundation,” presented by 
the American Sole and Belting Leather Tanners, Inc., 
as a part of their advertising campaign to the public, 
and shown by Thomas R. Elcock, Jr., President. 


See Good Business Ahead 


The general feeling of the members departing from 
the Convention was uniformly indicative that the 
occasion had been a very beneficial one, the members 
showing a more than ever sincere desire for co-opera- 
tion. Prominent members of the Council expressed 
themselves as confident of the future, and that sub- 
stantial buying and correspondingly good. business is 
only just before them. 
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Preliminary:Plans for N.S. R. A. Convention 
Outlined at Boston Meeting 


61 


National Officers Ask Co-Operation 
of Massachusetts Merchants 


HE opening 

gun in the 

campaign to 
make the 1925 
N. S. R. A. con- 
vention the most 
successful in the 
history of the or- 
ganization was fired 
in Boston, May 14, 
when President 
Seaton Alexander, 
Manager George 
M. Spangler and 
Field Secretary 
Sam°A. Davis 
“pepped up” a 
meeting of Massa- 
chusetts Retail 
Shoe Merchants’ 
Association, held in 
Boston City Club. 
Other speakers of 
the evening were Elmer J. Bliss, president of the Regal 
Shoe Co.; I. H. Morse, newly elected president of the 
state association; Thomas F. Anderson, secretary of 





I. H. MORSE 


Newly elected president of the Massa- 
chusetts Association. 


the New England Shoe and Leather Association; 


Everit B. Terhune, publisher of the 
Boot and Shoe Recorder; James H. 
Stone, editor and publisher of The 
Shoe Reatailer; Thomas F. Delany, 
secretary of the National Shoe Trav- 
elers’ Association; Mr. Davis. 
“Standard booths for exhibitors at 
the convention,” said Mr. Spangler, 
‘will be $400 each, including every- 
thing, and any further expense on 
the part of the manufacturer-exhibi- 
tor is unnecessary. “After every con- 
vention,” he said, “we hear stories 
of manufacturers who have spent 
large sums of money and feel bit- 
terly disappointed that they have 
not got their money back in the 
shape of orders on their books. In 
the first place, the expenditure of 
these large sums of money is unnec- 
essary, and, in the second place, 
the expense of exhibiting at the con- 
vention should not be charged against 





I. B. HOWE 
Chairman of local (Boston) Committee 
on arrangements for the next N.S. R. A. 
Convention. 


sales. It. is an advertising expense, pure and simple, 
and should be regarded as such.” 

I. B. Howe of Boston was appointed chairman of 
the local committee to act with the N. S. R. A. con- 
vention management committee in preparing for the 
convention which is to be held in Boston next January. 
Support also was urged for the New England Style 
Show to be held in Boston next July. 


Value of Concerted Effort 


Other speakers stressed the value of organization 
and concerted effort. Mr. Terhune cited the hat manu- 
facturers as an example of what concerted action will 
do in putting over a sales compaign to the public, and 
advised his audience that they would be wise were 
they to quit blaming the automobile industry for poor 
business in the apparel and shoe trade, and copy some 
of the aggressive methods adopted by the automobile 
manufacturers and their sales representatives. Mr. 
Bliss told how his company has been able to cut its 
selling price per pair and has achieved a notable in- 
crease in sales by determining accurately the ratio 
existing between sales of middle and end sizes, and 
then by buying, by sizes, so that this ratio will always 
remain constant in theJstock on hand and on order. 


No Need of Price Reductions—Alexander 


President Alexander’s address in 
part follows: “find a unique condi- 
tion in the shoe industry today. 
There is no hesitancy on the part of 
the consumers to pay the prices being 
asked for by retail shoe merchants 
throughout the country—there is no 
need to sell shoes at lower prices. 
Yet many manufacturers hold that 
the way to greater prosperity in the 
shoe industry is to make shoes at 
cheaper prices to the end that the 
consumer will receive them at lower 
prices then they are paying now. 

“We have an over-production of 
about 25 or 30 per cent, and I am 
sure the best way to reach an even 
keel is for shoe manufacturers to 
get closer together. If shoe plants 
were operated generally at about two- 
thirds of their capacity it would be a 
definite step toward stabilizing condi- 
tions to a satisfactory condition.” 
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Mr. Alexander placed stress on his ideas pertaining 
to retail shoe merchandising, particularly concerning 
sales. “There is no cause for any well-organized shoe 
store to hold a sale. My store holds no sales; there are 
no broken nor end sizes, and it is merely the result 
of a well-organized plan,”’ the speaker said. 

“You can clean up every difficulty in your business 
by taking advantage of your trade organization. Of 
unlimited value is the exchange of ideas at meetings 
like this. Know your business better. Take advantage 
of every opportunity to learn something from the 
other retail shoe merchant. Give and take constructive 
ideas with your brother merchants and we will all be 
more successful. 


New Massachusetts Officers 


Officers and directors of the Macssahusetts associa- 
tion were elected as follows: 

President, I. H. Morse; first vice-president, I. B. 
Howe; second vice-president, Lee Baker; secretary- 
treasurer, Fred W. Small; directors, W. W. Willson, 
Henry Hagan, W. C. Goodwin, Harold F. McNeil, 
Eugene Ward, Ben C. Goulston, D. F. Sullivan, T. S. 
Childs, H. P. Shean, C. W. Pollock and C. F. Mahoney. 





A Business Change 


The stock control of the H. H. Brown Shoe Co., 
owned by the H. C. Brown Company of Boston, Mass., 
has been sold by H. C. Brown to his former associates. 
H. C. Brown has retired as president. 


Bids Asked for Officers’ Shoes 


Washington, May 10—Proposals have been asked by 
the War Department for bids on 2500 pairs of officers 
shoes and 1000 pairs of leggins. Bids must be filed with 
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the commanding officer of the Philadelphia Quarter- 
master Intermediate Depot, at 21st Street and Oregon 
Ave., Philadelphia, May 23. The schedule calls for 1500 
pairs of officers boots, (calf) semi-dress; also 1000 pairs 
of officers’ boots, calf, tentative dress. 

The leggins are to be officers calf, 940 with spring 
front, and 60 with strap front. Deliveries must be made 
prior to June 30. 





Harry I. Thayer Out for Congress 


Boston, Mass., May 14—Harry I. Thayer, president 
of Thayer Foss Company, leather merchants of this 
city, is a candidate for Congress. He is seeking the Re- 
publican nomination in the eighth Massachusetts dis- 
trict. For years he has been prominently identified with 
the leather trade. 





British Shoe Exports Show Increase 


Washington, May 5—Data received by the Depart- 
ment of Commerce shows a marked increase in the vol- 
ume of leather boots and shoes exported from the 
United Kingdom to foreign countries. The Irish Free 
State was the principal market for British boots and 
shoes during March, when exports*aggregated 22,454 
dozen pairs out of a total of 66,888 dozen pairs. 

The quantity of these goods exported the first 
quarter of 1924 as compared with that of the corres- 
ponding quarter of 1923 shows the following trend of 
trade: Netherlands an increase of 6,786 dozen pairs: 
British South Africa 11,614 dozen pairs; British East 
Indies 1,341 dozen pairs; the decreases noted were 
Sweden 424 dozen pairs; Belgium 2,281; France 2,621; 
Egypt and Anglo-Egyptian Sudan 4,241; Argentina 
3,029; Australia 4,287; British West India 820; New 
Zealand 11,759; other countries 1,374 dozen pairs. 





; IGHTY-FIVE per cent of your customers are more 
interested in the personality of your salespeople than 
they are in your prices or the quality of your merchandise. 
At least that is the conclusion reached by John W. and 
George D. Dalton, who, under the name of Dalton Bros., 
conduct a clothing, shoe and dry goods store in Forest City, 
North Carolina. They reached this conclusion after reading 
a score or more of essays recently submitted in a contest 
started by them to obtain some pointers on store service. 


“An analysis of the essays shows some mighty interesting 
reactions,’ writes one of the partners. “Here they are: 


“85 per cent of the essays demanded pleasantness and a 
friendly spirit on part of the salesperson. 

“80 per cent demanded courtesy. 

“70 per cent wanted their trade appreciated by the sales- 
person. 

“55 per cent liked the sales person to make suggestions and 
help them in buying. 

“55 per cent wanted intelligent service. 





Salesman’s Personality of Paramount Importance, 
Essay Contest Shows 


“50 per cent wanted the salesperson to come forward at 


once and find out their wants. Beene ew 

“45 per cent demanded neatness on part of the salesperson. 

“45 per cent liked to see the salesperson enjoy showing the 
merchandise. 

“45 per cent wanted an invitation to come back after they 
had made their purchase. 

“35 per cent did not like salesperson to insist on buying 
when they were not sure the goods wete what they wanted. 
“25 per cent demanded that the salesperson be truthful. 

“20 per cent demanded that the salesperson be familiar 
with the stock. 

“20 per cent did not like for salesperson to sneer or in any 
way show their displeasure when they could not decide on 
what they wanted. 

“15 per cent did not like salesperson to hum, whistle, or 
chew gum while being waited on. 

“15 per cent thought there ought to be seats for the cus- 
tomers and the saleswoman, and a rest room. 

“15 per cent wanted to see the stock in good order.” 
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Many Shoe Exhibits Planned at Charles- 


ton Convention 


Charleston, S. C., May 14—The convention com- 
mittee of the Southeastern Shoe Retailers’ Association, 
to be held June 9 to 11 at the Francis Marion Hotel, in 
Charleston, has been definitely assured by a large 
number of the leading shoe manufacturers of the 
country that they. will make elaborate displays in- 
(harleston, and each mail adds to the number of ex- 
hibitors. Edwin H. Poulnot, chairman of the conven- 

ion committee, has informed Matthew A. Condon, 
president of the Southeastern Shoe Retailers’ Asso- 
iation, that everything is in readiness to give the retail 
oemen of the Carolinas, Georgia, Florida, and 
Jabama a most enjoyable as well as instructive meet- 
ig. Reservations at the Francis Marion and other 
otels of Charleston indicate that the convention in 
‘une will be the largest event ever held in the South. 

Included in the social program are a boat ride around 
harleston harbor, a smoker and style show for the 
ien, a trip to Folly Beach, well-known shore resort, 
automobile rides and surf bathing, which is at its best in 
June. Manufacturers who have reserved space are as 
follows: 

Thomas G. Plant Co., Boston; Morse & Rogers, New York; 
Thomson-Crooker Shoe Company, Boston; Ault-Williamson 
Shoe Company, Auburn, Maine; Hamilton-Brown Shoe Com- 
pany, St. Louis, Mo.; Harry Smolen Company, Brooklyn, N. Y.; 
Geo. DeWitt Shoe Company, Lynchburg, Va.; Utz and Dunn, 
Rochester, N. Y.; Boyd-Welch Shoe Company, St. Louis; Krohn- 
Fechheimer Shoe Company, Cincinnati, Ohio; The E. T. Wright 
& Co. Inc., Rockland, Mass.; Charles A. Eaton Shoe Industries, 
Brockton, Mass.; Central Shoe Company, Boston, Mass.; Harry 
W. Crooker, Bridgewater, Mass.; Collins & Staples, Haverhill, 
Mass.; Dunn & McCarthy, Auburn, N. Y.; Hoge-Montgomery 
Company, Frankfort, Ky.; Endicott-Johnson & Co., Endicott 
N. Y.; Riley Shoe Mfg. Co., Columbus, Ohio; Levine Scwartz 
Shoe Company, Inc., Brooklyn, N. Y.; Peters Shoe Company, 
St. Louis, Mo.; Fein & Glass, Reading, Pa.; Field & Flint Co., 
Brockton, Mass.; Rice & Hutchins Atlanta Co., Atlanta, Ga.; 
Mackey Shoe Company, Inc., Brooklyn, N. Y.; Moore-Schaefer 
Shoe Mfg. Co., Brockport, N. Y.; J. W. Carter & Co., Nashville, 
Tenn.; Johnson, Stevens & Shinkle Shoe Co., St. Louis, Mo.; 
Andrew Geller Shoe Mfg. Co. Inc., Brooklyn, N. Y.; Selby Shoe 
Company, Portsmouth, Ohio, and The Stetson Shoe Company, 
South Weymouth, Mass. 








New Shoe Company Organized in 
Pennsylvania 


Harrisburg, Pa., May 14—With Samuel Fishman as 
president and J. A. Pine as general manager and 
treasurer, the Keystone State Shoe Manufacturing 
Company has been organized here to manufacture a 
medium grade of misses’, growing girls’ and women’s 
welt footwear. The new company has taken over the 
well-equipped, modern factory built in Paxtang, Pa., 
for the Paxtang Shoe Company of which Mr. Pine 
formerly was manager. The capacity of the factory is 
about 1200 pairs per day. The building is three stories 
in height, of brick construction and fully justifies the 
name “daylight factory.” 
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New Footwear Fashion Service Is 
Inaugurated 


New York City, May 15—After an extensive ex- 
perience in retailing in Los Angeles, Chicago and New 
York, C. H. Wolfelt has organized Wichert’s Footwear 
Fashion Service to be operated under his personal su- 
pervision. His own 
intimate contact 
with style in Amer- 
ica and Europe 
indicates that he 
will be a reservoir 
of information in 
what is newest and 
best in footwear 
fashion develop- 
ments. He has al- 
ready created a 
range of models re- 
flecting the utmost 
in style, both for- 
eign and American. 

He will not go in 
for freakish pat- 
terns but special- 
izes on carefully 
modeled shoes of 
simple lines and 
accurate grading of patterns and fittings. 

His plan of operation is in the nature of confidential 
service and he has the co-operation of a number of 
movie stars in first featuring on the screen some of his 
latest creations. He has been able to create in oxfords, 
strap and pumps, a number of new features emphasiz- 
ing simplicity of line at the factory of Wichert,.Inc., 
Brooklyn, New York, and insists that they will not be 
distributed by the merchant at retail until September. 
By this method he hopes to launch styles at a definite 
date in leading shoe stores all over the country. 





C. H. WOLFELT 





Clarence D. Reed Dead 


Clarence D. Reed, for a number of years one of the 
principals in the management of the Commonwealth 
Shoe and Leather Company of Whitman, Mass., died 
suddenly Sunday, May 11, in his home in that town, at 
the age of 67 years. Mr. Reed, who was one of the best 
known shoemen in the South Shore district, began his 
business career in the old shoe factory of Davis Gurney 
and later was associated with Charles H. Jones in what 
is now the Commonwealth Shoe and Leather Com- 
pany. He had retired from active business life a few 
years ago. 

Mr. Reed was a son of the late Thaxter Reed of old 
South Abington, now Whitman. He was a member of 
Puritan lodge, A. F. & A. M.; Pilgrim Royal Arch 
Chapter and Old Colony Commandery, Knights 
Templar of Abington. . 
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SUEDE, SATINand PATENT STRAPS 
IN STOCK 


At Popular Prices 


“EVANGELINE” and “AMERICAN BEAUTY” 


(Goodyear Welt) (Flexible McKay) 


ya a 


yea '$872—Bla ck Suede One Str No. 5928—Black Suede Strap Sandal, 
r Welt, Military Rubber Heel. "ithe Flexible McKay, 9/8 Covered Heel. 
$0. UR a Sanu ot wend panes eel Widths ©. Di Piles. .iisccvcece $4.50 


No. 5870—Same, Patent. Price... .$3.75 No. 5927—Same, Patent. Price... .. $4.25 
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No. 5912—Black —_y One St ay , Black No. 5930—Black Satin One Strap, Black 
Kid Collar and Str. Flexible McKay Suede Collar and Strap, Flexible McKay, 
eg 7 less Cove d Heel. Widths CD Covered Cuban Heel. Widths B, C, D. 
. $4.00 POM ik 5 vicasds Sek ced wll kins ee 








MADE BY 


A. H. Berry Shoe Company 


186 Lincoln Street, Boston Portland, Maine 





“ealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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THE WALES — In Stock 


Black Polo Calf Oxford,S-81—Tan Polo Calf Oxford [Medium 
Tan Shade}, S74. A modern brogue of latest type—very 
popular with young men—a live seller. One of many styles 
available for 24 hour shipment from stock. Florsheim dealers 
find this stock service of great assistance in sizing up and 
selling more pairs. Booklet of “Stock Styles” mailed on request. 


Most Styles Retail at Ten Dollars 


Florsheim Stock Styles are regular quality and regular price. 
Less than three pairs of a style from stock 20c per pair extra. Stock goods net. 


THE FLORSHEIM SHOE COMPANY 


ADAMS AND CLINTON STREETS iq 
Manufacturers + CHICAGO i 
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FOR THE MAN Qe?) WHO CARES 
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From Collier’s — the National Weekly. 


Eddie (ollins Hits One Out 


DDIE COLLINS of Columbia 

University and the White Sox 

was talking about a new player’s 
speed on the bases: 


“ The ability to steal second base 
1s not the most essential end in 
the development of a player. 
We are particularly concerned 
with his ability to reach first 
base. You can’t steal first 
base.”’ 
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nBteal First Base! 


OU’VE got to earn first base— 

just as you must earn your first 
distribution to the retail merchant. 
You must earn that priceless dealer 
approbation—for you can’t make 
your merchandise steal its way into 
his high regard, right off the bat. 


It is this most important work of 
clearing astraight path from factory 
to store, for the salesmen to cover, 
which the Boot and Shoe Recorder 
is doing constantly for those manu- 
facturers who demand full and 
complete merchant recognition. 


It is the essence of getting more 
shoes sold right—by the men who 
make them right and for the men 
who sell them at a rightful profit. 
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RECORDER 


GREAT NATIONAL SHOE WEEK 
BOSTON 


CHICAGO NEW YORK PHILADELPHIA ROCHESTER CINCINNATI ST. LOUIS 
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N newspapers, magazines, roto- 

gravure sections, color pages— 
all over the country, millions of 
people will read Keds advertise- 
ments this year. 


Here is a tremendous advertis- 
ing program that means profits for 
every Keds dealer. Tie up your 
store with this national campaign 
by carrying a full line of Keds. 
Build your summer footwear prof- 
its on Keds, the most popular and 
most widely advertised summer 
footwear in the world. 


United States Rubber Company 
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Generous Amount of Orders Placed for 
Rubber-Soled Canvas Shoes 


Opening of Tennis Season Serves as Stimulus to Trade on This 
Type of Footwear 


"| T was generally reported during the 
’ middle of May that retail shoe mer- 
chants ordered generously of rubber 

c-nvas footwear during the early part of 

t!e month. It was the first step indica- 

tog that the canvas footwear season was 

a out to open. With the opening of tennis 
urts throughout the country, shoe mer- 
ants wanted to be ready to handle the 
ade that was to be stimulated from that 

souree. 

The fact that many new canvas foot- 
yar models, particularly those with crepe 
rv bber soles attached, were on the market 
was another reason why shoemen looked 
fi rward to a good season on this type of 
footwear. From several parts of the coun- 
try reports were made that shoe stores 
were making a special effort to get the 
bulk of the trade on canvas shoes. In 
years past, many of the sporting goods 
houses have secured considerable trade on 
rubber-soled footwear, mainly because, in 
displaying, they associated the shoes with 
sporting equipment. 

There is just as much soundness to the 
argument of the shoe merchant that he 
ought to get the business on rubber can- 
vas footwear—he is a “specialist” in all 
types of footwear. Looking at this ques- 
tion in an impartial way, the advantage 
appears to be with the retail shoe stores. 
But the subject doesn’t stop at this point. 
Probably the most important subject that 
has acted in a favorable way toward the 
sporting goods stores’ efforts to move 
canvas shoes is the prominence given to 
this type of footwear in window displays. 


Need of More Window Displays 


In contrast to the impetus resulting 
from sporting goods window displays 
featuring tennis racquets, balls, nets, etc., 
all those things that are associated with 
the tennis footwear and immediately sug- 
gest the purchase of a pair of canvas 
shoes, too many retail shoe stores have 
been content with merely receiving the 
stock. They have not made enough effort 
to stimulate the calls by arranging a sug- 
gestive window trim. 

Several rubber shoe manufacturing com- 
panies are now co-operating in a very in- 
timate way with the retail shoe stores in 
an effort to increase this trade. They pro- 
vide advertisements for the newspapers 
and also advise concerning appropriate 
window displays. 

With a broader range of patterns, more 
co-operation from the manufacturing end, 
more consideration of the little merchan- 
dising details, the biggest season in rubber 
canvas footwear can be realized. 


Crepe Shank on Baseball 
Shoes 


A new line of baseball shoes has a 
shank of crepe rubber, of light weight. 
This shank of crepe rubber is cemented 
to the insole. It is sewed to the insole by 
the McKay machine, and, furthermore, is 
riveted to the insole by rivets passing 
through the forepart and the heel, the 
ends of the crepe rubber shank being 
carried under the forepart and the heel 
of the shoe, and there secured by the 





rivets. The shoes are recommended for 
their lightness and for the flexibility of 
their shanks. 





mene Groove Needle 
mproved 


Two apparently minor, but nevertheless 
distinctly forward, steps have been taken 
in shoe manufacturing and shoe repairing 
within the comparatively recent past. The 
Goodyear Rapid McKay Groove Needle, 
which superseded the Goodyear Rapid 
Stitching Needle, has been still further 
improved by shortening the point, giving 
greater needle strength. The shape of the 
groove provides greater thread carrying 
capacity and allows the thread to enter 
the needle more easily. This feature pre- 
vents stranding as well as the pulling off of 
barbs. These new needles are now being 
offered the trade in more convenient form. 
Where they were formerly sold only. in 
bulk, they are now put in small envelopes 
containing twelve needles each and these 
envelopes are packed twelve to a carton. 
Thus an easier check can be kept on 
needles used; they are preserved from dirt 
and damage when not in use and are not 
so apt to be lost or mislaid. 





A Golf Shoe Store 


Lynn, Mass., May 12—The Hudson 
Shoe Shop, specializing in golf and sport 
shoes for men, has opened a store at 15 
Andrew Street. The store is decorated with 
famous golf prints, which show the prog- 
ress of the game of golf from the days 
when golfers dressed like Sir Walter 
Raleigh, through the days when they 
wore tall beaver hats and long Chester- 
field coats to these times of knickers, 
woolen stockings and golf shoes. These 
prints, by the way, were collected by 
Thomas H. Logan, maker of the “Tom” 
Logan golf shoes, while he was in Europe, 
making a special study of the game of 
golf. 





An Encouraging Sign 


Nashua, N. H.—Reports state that the 
J. F. McElwain Co. of New Hampshire 
has booked orders for 1,000,000 pairs of 
shoes to be made between July 1 and 
January 1. To fill the order a new factory 
unit will be built before September 1. 
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SUEDE CALF. P. & V. Black Suede Calf is undeniably established and universally 
accepted as the best Black Suede Calf on the market today. 

This leather carries the same fine characteristics that are found in the well known 
Lotus and Velours leathers, originated by P. & V. It has a fine velvety nap, nice feel, 
good tensile strength, and a black that is a real black. It will be appreciated by those 
who seek comfort and beauty. 

Specify leathers that carry the P. & V. trademark, and you are assured of getting the 


finest and best for your footwear. Write for sample cuttings. 


May: 17 , 1024 
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Preference for Light Tan Shades 
of Leather 


Buying of Fancy Colors Governed Mostly by Immediate Needs—Sport 
Leathers in Very Good Demand 





good tannages in imitation of calf, but 
of durable leathers for serviceable 
shoes. The demand for a low-priced 
shoe has stimulated the call for the 
better tannages of side leathers, in- 
cluding the smooth finish and the 
heavier grains for agricultural and in- 
dustrial purposes. Prices range all the 
way from 18 to 30 and 32c per foot for 
side upper, elk, veal and kip, accord- 
ing to the types of shoes being made. 
Most purchasing is close to the needs 
of users. 


KID The demand for kid has 
LEATHERS been confined mainly to 
the medium and lower grades. In the 
better selections, white kid has been 


HAT IS BEING There has been 
POUGHT little change in 
e leather demand during the past 
w weeks. The tendency is toward 
athers which are less risky to carry 
hen made up into shoes. The very 
idical and sensational colors are not 
eing taken up with the same enthusi- 
sm as a year ago. While fancy colors 
re still popular, shoe manufacturers 
re buying only sufficient supplies of 
ume to keep up with their immediate 
eeds. 





High Lights of the Week 


Larger sales of hides and skins, but 
good percentage of same for foreign 
accounts. Domestic tanners, however, 
were showing more interest and the 
tendency was toward stronger prices. 

Tanners believe all indications favor 
better business to follow slump of 
past few months. Prices of leather 
maintained firmly at basis of recent 
weeks and relatively small supplies on 
hand as well as other strong basic 
conditions give encouragement to 
situation. 

Patent leather continues feature of 
upper leather market in the demand. 

Increase in export demand, both of 
leather and raw hides and skins. 


The preference continues for the 
ght tan shades, red, brown and ma- 
ogany, both for men’s and women’s 


hoes. There is also a good call for 














in best demand. The big volume shoe 





lack leathers, especially patent leather 
nd high-grade black calf and kid. 
\Vhite kid and white suede and buck are popular and white 
uede kip. Except in sport shoes, the demand for gray shades is 
ot strong. . ‘ 

Sport leathers are in good call in the popular shades an 
weights—heavy grain leathers as well as smoked horse and élk 
and heavy imported grains suitable for golf and hiking boots. 

There is a fair call for the best of the Chinese colors for very 
high-grade footwéar. Much of this is made from the best class 
of imported calfskins. 


SUEDE The demand for suede leathers is small in com- 
' LEATHERS parison with a year ago. The fancy colors for 
domestic use are expected to come back later, particularly in 
the best grades. The best call for suede calf is for black and also 
in the best finishes for export trade. There is a fair call for 
medium selections. The top selections of fancy colors range 
from 55 to 65c per foot; the medium grades, 40 to 50c. White 
suede kip is proving popular; also the best grades of white 
buck. The latter are offered at 35 to 40c per foot; the medium 
selections, 25 to 35c. Colored buck has not been selling as strong 
this spring, but there has been a fair cail for black for medium 
and lower priced footwear. 


CALF The activity in the raw material market has been 
LEATHERS watched closely by dealers in calf leather. There 
have been large sales and a considerable amount of raw skins 
bought by foreign purchasers at some advance in price. The 
local market is not overstocked, as tanners have been buying 
sparingly of raw material for a long while, aside from recent 
large sales. at Chicago. Smooth finished calf in the light tan 
shades particularly is in best call. The top selections of full grain 
colors are still quoted at 44 to 48c per foot, with some tanners 
holding choice skins at 50 to 52c. The regular run of top grades 
is held by some tanners at 40 to 45c per foot for medium and 
light weights. There is a fair call for black calf in the better 
finishes. Heavy grain calf and kip are in fair call for outing and 
golf shoes. 


SIDE UPPER The call has been only moderate for most tan- 
LEATHERS _nages of side upper leather. Makers of medium 
and heavy shoes for industrial and agricultural purposes are 
buying a fair amount in the aggregate. This demand is for the 


trade has called for lower-priced kid 
leather, ranging from 25 to 40 and 50c per foot. Kid tanneries 
are not being operated at full capacity, although some of the 
larger tanneries are producing a fairly good volume considering 
the general state of business. 


PATENT While the call is said to be somewhat less than a 
LEATHER few weeks ago, patent leather is still one of the 
most interesting features of the upper leather demand. It has 
been one of the best seasons for patent leather in years, and a 
fair call exists now for patent chrome sides, patent kip, patent 
colt and kid. Quotations do not vary from the past few weeks, 
the top selections of patent chrome sides being held at 40 to 
43c, patent kip, 45c, patent colt, 55 to 65c, and patent kid, 65 
to 75c. There is a fair call for colored patent kid continuing for 
children’s shoes and on order for export trade. 


SOLE It is the opinion of leading sole leather tanners 
LEATHER that buying will continue to increase as the season 
progresses. Large sales in the hide market indicate some increase 
in production, and the present supply of sole leather on hand is 
below normal. 


Comparative Leather Prices 
Upper Leather (Price per foot, cents) 
Year Ago 

.55¢ @ 65c 

45c @ 48c 

30c @ 35c 
28¢ @ 30c 
26c @ 28c 

.35c @ 48c 
35c @ 46c 
70c @ 85c 

.40¢ @ 55c 

.40¢ @ 45c 


Today 
55c @ 65c 
44c @ 50c 
30c @ 38c 
24c @ 30¢ 
22c @ 26 
34c @ 44c 
34c @ 42¢ 
65c @ 80c 
35c @ 55c 
36c @ 42c 
55¢ @ 65¢ 
65c @ 75¢ 


Calf, suede, top grade.............. 


Side upper leather, colors. .....°..... 
Side upper leather, black 
A aS AAT 


Kid top selection colors 
ee os aiiatas 64 be sa eaiesd 
Patent chrome sides................ 


SOLE LEATHER 
(Price per pound, cents) 
40c @ 44c 
40c @ 47c 


Union sole, No. 1 
oe RS RY Sg aS 








BOOT AND SHOE RECORDER 


One Toe Bright 
—the Other Dull 


Why? 


When a customer returns a pair of patent leather shoes complain- 
ing that one toe has become dull in contrast to the brightness of 
the other, it is almost always due to the fading of dressing applied 
in the factory to cover a break that occurred in the lasting. 


OUR NEWLY PROCESSED 


DONKEY COLT 


SHOWS THE REMARKABLE AVERAGE OF ABOUT 98% 
PERFECTION IN LASTING WITHOUT BREAKAGE. 


No patent leather You may have this 
has ever been made, remarkable patent 
so far as we are leather in your 
aware, which so shoes without in- 
nearly approaches creasing the shoe 
the ideal. cost. 


TOLMAN, Dow & Co., ING. 


176-180 Lacon ST. : BOSTON, MASS. 


i tee be ‘‘Leathers New Castle Leather Co 
po . Se. a 100 Gold St. ; 
that Bring dunia, lees 


St. Louis, Mo. 
Mohr-Hoilters Sales Co. 


7. M. Fiengerald & Co. Re-orders’’ 202 E. 7th St. 


General Repr ives for Conti tal Europe, New Castle Leather Co. 
Headquarters, Paris, France 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Chicago Retail Shoe Sales 
Ahead of the 1923 Figures 


CHICAGO—The retail shoe business 
was very good during the week ending 
May 10, showing in most cases a slight 
gain over the week previous. The volume 
of business done continues to lead by a 
good margin over last year and the trade 
as a whole is optimistic over the prospects 
for the future. 

The present vogue of hand-to-mouth 
| uying is assisting merchants materially in 
|'quidating their stocks and clearing their 
shelves of slow-moving merchandise. 
Wholesale houses have arranged their 
stocks so that they are not seriously 
«ffected by hand-to-mouth buying and 
they also are enjoying a fair volume of 
business. 


Many Small Orders Received 


Manufacturers of women’s novelty 
footwear are reported to be doing a 
capacity business on small orders for 
immediate delivery. The men’s business 
is slowing up somewhat. Sales are in 
excess of last year, particularly in the 
southern states. 

A survey of the market shows patent 
leather to be in the lead with black satin 
running second. Movement in suedes and 
colored kids is still slow. Patterns con- 
tinue to be fancy with a tendency in the 
higher grade lines of becoming somewhat 
modified. 


Predicts Prosperity 


George M. Reynolds, chairman of the 
Continental and Commercial National 
Bank, said in a recent interview, regard- 
ing the effect of the present Presidential 
year on business; “Presidential years 
always are bad for business so that the 
easing off recently is not surprising. With 
the conventions approaching it is thorough- 
ly likely that there might be a further 
slackening. But on the whole I think the 
outlook is good.” 


Violation of Ethics 


An extremely unethical act by the buyer 
for a large retail establishment in Chicago 
recently caused considerable unfavorable 
comment in local business circles. Writing 
editorially regarding the incident, under 
the heading used above, the Chicago 
Journal of Commerce and La Salle Street 
Journal says; “Business ethics is much in 
mind at this time. An aggravating lapse 
from morality is reported by the associated 
dress industries. Early in the season a 
buyer placed a large order with a house. 
Work was begun on it at once, and when 
the goods had been manufactured at a 
cost of thousands of dollars, the manu- 
facturer notified the buyer the goods was 


ready and asked shipping instructions. 
The buyer wired back a cancellation of 
the order, with no explanation! 

“This put the manufacturer in a 
quandary, because the customer was a 
valuable one, whose future trade he did 
not wish to lose by giving offense: After 
a few days buyers came to his place asking 
to see goods similar to those made up, and 
inquiring what concessions would be made 
in price. The incident excited the suspicion 
of the manufacturer, who started an 
investigation and learned that the man 
who had cancelled his order had notified 
friends of the fact and suggested they 
might get the stuff for much less than it 
was worth. 

“Such a crooked attempt to double- 
cross a manufacturer was about the last 
word in unfair and dishonest business. It 


73 


reveals a moral degradation comparable 
only with that of piracy, and emphasizes 
the need for a code of business ethics that 
will put all such men as the offenders out 
of connection with all legitimate business.”’ 


Goldberg in Europe 


Julius Goldberg of O’Conner & Gold- 
berg, sailed on the Leviathan recently for 
Europe. Mr. Goldberg will visit Paris and 
London and possibly Switzerland. He 
plans to be away-.for about six weeks. ° 


Kramer Opens Office 


Frank Kramer of McElroy & Sloan 
Shoe Company, St. Louis, formerly with 
Lewis A. Crossett Shoe Company, has 
opened a Chicago office at Room 403 
Security Building, 189 W. Madison Street. 
E. Hedke will be assistant manager. Mr. 
Hedke was formerly assistant buyer in 
shoe department for Mandel Brothers, 
Chicago Department store. 





Trade in St. Louis Stores 
Even with That of 1923 


ST. LOUIS—The retail shoe business 
for the week ending May 10, for the most 
part, in volume compared favorably with 
the same week of a year ago. There was 
some slowing up in sales on Friday and 
Saturday and this may have changed the 
figures slightly, but the difference in a 
majority of stores was not far from those of 
a year ago. The weather turned cold with 
a nasty rain and this proved depressing. 

April, in practically all stores according 
to the reports given the Recorder corre- 
spondent, showed a gain over the same 
month of 1923. The figures thus far in 
May seem to be holding their own with a 
few stores showing a small downward 
trend. There is this optimistic attitude 
everywhere that the difference in figures 
is so small that they can be easily over- 
taken before the end of the month. 

While some retail shoe merchants are 
complaining, the greater majority find 
business fair. It is far from being bad, as 
many pessimists describe this condition. 


Patent Leads in Materials 


Patent is still the big number in the 
style field. The switch from satin to 
patent continues to be noticed in the sales. 
This does not mean that satin is not 
selling. Colored suedes are having calls 
every day. Airedale is the best shade at 
present. Gray finds little demand. This 
apparently is the only number on the 
shelves which is causing any concern. 
The stocks on gray suede is not sufficiently 
large to jeopardize the soundness of the 
retail shoe situation to-day. Colored kids 


are showing some life and as they were 
played very lightly have proven a nice 
extra pair business. Lacquer red, and 
powder blue are the best wanted colors. 

Whites are starting to be asked for. In 
fact, two large stores displayed them this 
week with full windows. However, the un- 
favorable weather forced them out, which 
was smart business. 


Another Moscow Store 


Joe Moscow, a prominent retail shoe 
merchant of North St. Louis, has acquired 
the lease of the Peacock Shop at 807 
Locust Street, and will establish a shoe 
store here under the name of Vanity Fair. 
The Peacock Shop will locate at 808 
Olive Street where elaborate alterations 
will make it one of the best stores in the 
city. Olive Street during the past sixmonths 
has become the principal retail shoe street 
in the city. Brandt’s new store, which is 
expected to open shortly, is another addi- 
tion to this rapidly growing shoe street. 


Central Shoe Co. Gains 


Central Shoe Company, for the month 
of April, established a remarkable gain for 
that month over the same period of a year 
ago. The shipments were 22 per cent 
larger than April of 1923. J. J. Martin, 
general manager of the company, stated 
that enough future orders were on the 
books of the company to show another 
gain during May. Many merchants com- 
ing into the house to buy stated that they 
found business good in their particular 





BOOT AND SHOE RECORDER May 17, 1924 





Nationally 
Advertised to 
Young America -- 





The 


Converse 


BRONCHO 


-- the shoe with more months of 
satisfying service than any other 
outdoor shoe made. 


“Broncho” is absolutely unequalled in dollars-and-cents value as an all- 
around athletic shoe for rugged outdoor service. It’s the best type of Con- 
verse basketball footwear adapted for the rough-and-tumble, every-day 
wear and tear of a live-wire youngster’s summer vacation, with a sole 
patterned after the famous Converse “Traction Tread” of the “All Star” 
basketball shoe. It’s built to last a season, it’s moderately priced and it’s 
nationally advertised in the leading boys’ magazines, sportsmen’s publica- 
tions and newspapers. Call on our nearest service branch for fast sizing 
service on “Broncho”’ or any other numbers in the Converse line of tennis 


shoes. 


‘*BRONCHO”’ 


Heavy loose-lined army duck uppers, white or brown; 

Full black fabric trimmed; extra thick black non-skid sole; 

double toe cap and foxing; Armstrong “Korxole”’ insole. 

Laced-to-the-toe only. “BRONCHO” 
Men’s $2.25 Moulded Sole 


Boys’ 2.00 
Youths’ 1.90 


(@nverse Rubber Shoe (. 


FACTORY AND GENERAL OFFICES AT MALDEN. MASS. 
Boston Chicago New York Philadelphia 
175 Purchase St. 618 W. Jackson Blvd. 142 Duane St. 25 No. Fourth St. 

AEN 
Makers of the famous @ABOC 














Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 











May 17, 1924 


territoriess-At least 50 per cent of the 
business at present is for future orders. 
The immédiate business is of unusual 
volume, stated Martin. He is very optim- 
stic concerning the future business con- 
\itions in the shoe field. 


In Charge of Production 


Chester F. Tirrell has become associated 
ith Creel, Mauldin & Chambers, Inc., 
‘t. Louis, and is in charge of productions 
. their plant in Highland, Illinois. 

Mr. Tirrell is a “‘seasoned’”’ shoemaker, 
iving beenfor many years superintendent 
f factories for such well-known manufac- 
irers as Commonwealth Shoe & Leather 
o., and A. J. Bates Co. About one year 
go he came West and was in charge of the 
{uette-Bourquin factory until the fire of 
larch 30 destroyed the plant. 


Creel, Mauldin & Chambers, Inc. 
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report a satisfactory business, with factory 
running steadily at capacity. 


Peacock Shop Moves 


L. H. Brown, president of the The 
Peacock Shop, 807 Locust street, recently 
leased the store at 808, Olive street, 
Arcade building. The new shop has a 
frontage of 2244 feet and a depth of 55 
feet. The store fixtures are of Circassian 
walnut. Retail prices range from $8 to $12. 


Huettes’ Improve Store 


Huettes’ Olive street store has elimin- 
ated the old style carrying baskets as well 
as added additional lighting fixtures. 
The establishing of a wrapping counter 
together with the other improvements 
have added to the attractiveness of the 
store. 





In Milwaukee Spotty Note 
Characterizes Retail, Trade 


MILWAUKEE—Business in Milwau- 
see stores was spotty during the week 
ending May 10, depending almost en- 
tirely upon the weather. However, several 
very good days were reported, Saturday 
showing up especially well, but one or 


two days were decidedly slow. Women ~ 


we turning more definitely to colored 
footwear and airedale, jack rabbit and 
gray have been popular in suedes. Black 
continues in popularity in patents and 
satin, and black suede is also showing up 
well. 

There has been a noticeable let-up in 


the demand for men’s shoes. Preceding 
and immediately following Easter, an un- 
usually brisk business was reported, but 
this dropped off considerably in the first 
part of May. It is thought that there 
would be little real action in this line 
until warm summer weather brings forth 
another sudden spurt. 

Variety in colors continues to boost 
the volume of hosiery sales, according to 
shoemen. Nude, fawn and tan bark have 
been most important shades in recent 
sales, and a little less demand has been 
noted for lighter shades. An average price 
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of $2.85 is found to be yery popular by 
one shoe merchant. 


Made Manager of Store 


After being connected with the’ retail 
store of the Douglas Shoe Co. at 122 
Grand Avenue for thirteen years, Henry 
F. Krempel has been made manager of 
the company’s other local store at 232° 
West Water Street, Milwaukee. 


Sale of Oxfords 


Street and sports wear oxfords were 
featured in a sale held at the Walk-Over 
shoe store. Suede and buck leathers in a 
variety of shades such as sand, beige, 
gray, brown and black were priced $7.: , 
According to reports from the store, the 
sale was very successful and all colors 
are selling very well. Twenty-one styles 
are included in the group. 


Buy Shoe Stock 


Stock of the Pelton shoe store of Madi- 
son, Wis., was purchased by the Schey 
Shoe Co. of that city. The Schey Shoe 
Co. plans to operate the Pelton store in 
its present location in addition to carry- 
ing on business at their third ward lo- 
cation. 


Incorporate Boot Shop 


Dame & Goodland’s Boot Shop, Inc., 
of Appleton, Wis., has been organized 
and incorporation papers filed by George 
C. Dame, Clark Goodland and Katherine 
W. Dame. The company is capitalized at 
$18,000. 


Open Stores Friday Night 


Merchants of Wausau, Wis., have been - 
quite well satisfied with the first Friday : 
night opening which they have decided 
to substitute for Saturday night open- 
ings. The change is being made in order 
to give clerks a longer period away from 
work and to make their weekly period 
from Saturday night to Monday morning 
more enjoyable. Shoe stores and other 
business houses enjoyed a good patron- 
age the first night. 


Manufacturing Curtailed 


Manufacturing in shoes, wearing ap- 
parel and other lines is somewhat cur- 
tailed, according to the report of Robert 
Wittig, local manager of R. G. Dun & 
Co. in Milwaukee. Opinions as to prob- 
able improvement in the immediate future 
differ. Retail business with department 
stores is reported as holding out surpris- 
ingly well, but complaints are heard from 
smaller and neighborhood stores. Collec- 
tions in general are slow. Although a 
slackening in industry has affected prac- 
tically all lines, it is not considered gen- 
eral. Many houses report good business. 
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The “Archway” is a corrective shoe that COR- a 
e 


RECTS without shouting its mission from the 
house tops. It supports the arch gently but firmly. ar 
Yet, in appearance it is just a well-designed, good- 
looking shoe that carries not even a hint of its 





orthopedic attributes. In workmanship the *Arch- : 
way is a typical Edwin Clapp shoe. ‘a 
po 

There is a place for this shoe in your store. co 

in 

Se 

EDWIN CLAPP & SON, INC. = al 
EAST WEYMOUTH, MASS. : . 
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May Developing into Good 
Month in Des Moines Stores 


DES MOINES—The first half of May 
was good for the retail shoe merchants. 
Weather has been favorable. The white 
season will open very soon and indications 
point to a good trade. 

Light colored suedes and black patents 
nd satins are still the strong numbers in 
omen’s wear, with black patent by far 

ihe strongest item. 


Tailored Effects for Fall 


John Corcoran, buyer for the Panor 
hoe Stores, Inc., cornmenting on styles 
or fall, said: “‘Fall footwear will be plain 
ind rich. Plain, tailored shoes are the 
xeynote for fall. 

“White kid shoes will be worn much 


more extensively this year than hereto- 
fore. Gored pumps are good, and plain 
tan oxfords will be strong summer items.” 


New Hosiery Shop 


A new hosiery store opened on May 10 
at 421 Sixth Avenue. The new shop is 
operated by Harry Mitchnick and is 
called the Fashion Hosiery Shop. 


New Shoe Store 


A new shoe shop, which will be unique 
in that it will be the first one of its kind 
in the city, is to open soon at 307 Fifth 
Street. The new store is to be called the 
Ideal Shop, and will make shoes to order. 





Patent Leather Models Are 
Best Sellers in Detroit 


DETROIT—Most stores report rather 
disappointing . conditions following the 
excellent business of Easter Week, which 
was the best in some years. This is invari- 
ably attributed to the cold and wet 
weather experienced since then. 

While patent leathers continue to lead 
sales, gray and fawn shades are selling 
fairly well in’ some of the down- 
town stores, but grays are not being 
demanded in the out-lying stores, and 
especially in the short vamp styles, which 
are also favored in larger stores. 


Black Satins Look Promising 


The future of colors is still problematical. 
Should the vogue of fawn and nude shades 
of hosiery continue, it is likely that black 
leathers and satin will be more or less 
popular during the entire summer. Bright 
colors are not being sold at all. 

Strap effects, gore models and Colonials 
in various patterns are finding favor. 
Some of the gore models being shown have 
all the advantages of the strap and Colon- 
ial types, having cut-out effects and tongue 
buckles. 

White kid shoes are showing increasing 
activity, indicating, as was predicted by 
many buyers, that the demand for whites 
would be very good. Fabrics in white are 
not expected to find favor because of the 
very good qualities being shown in white 
kids. At one store, specializing in popular- 
priced lines, a beautiful strap slipper in 
white kid is being offered at $4.95, and it 
is solid leather at that. White kid trimmed 
with colored leathers, is not expected to 
show any strength, although a few are 
being shown. 


There is an apparent trend towards 
plainer and more dignified styles which 
are predicted for early fall trade by many 
buyers who are keeping in close touch with 
the market. 


Better Shoe Displays 


With the coat season well advanced, 
women’s apparel stores having shoe 
departments are making larger displays 
of shoes, the space given in the windows 
being increased four fold, in many cases a 
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noticeable improvement in the manner in 
which the displays are made is also seen. 
Shoes are tastily arranged and fewer pairs 
and styles are being shown in the space 
allotted to footwear. 


Less Advertising 


The advertising appearing in the news- 
papers is much less than in former years. 
This is attributed by some shoe merchants 
to the high cost of space. Some shoe mer- 
chants are spending their appropriations 
in other mediums in an effort to secure 
better results. 


Light Tans Lead 


There is little change in the men’s 
footwear situation. Light tans are growing 
in popularity in every grade of shoe. 
Lighter weights in blacks are also demand- 
ed. In some stores the tie is being sold in 
some quantities. Blacks with plain toes are 
also reported to be fair sellers in some 
stores. 


Featuring Kangaroo 


Kangaroo leathers are being boosted at 
the E. & R. store at 124 Michigan Avenue. 
A display of kangaroo footwear is made 
attractive by the introduction of a stuffed 
kangaroo, posed in a_ characteristic 
attitude in a grass floored section. 


Managers Make Change 


E. R. Planck, formerly manager of Ladd 
& Koerber, 5898 West Fort Street, is now 
manager of the shoe department at 
Stotter’s, Woodward Avenue. A. Nile, 
former manager at Stotter’s, has taken a 
similar position with the May Co., 
Gratiot Avenue. 





Unfavorable Weather Curbs 
Sales in Many Sections 


CINCINNATI—A continuation of the 
backward season is still having a retarding 
effect upon the retail shoe business here. 
During most of the week ending May 10, 
rainy weather and low temperatures 
curbed business. However, with a fairly 
good Saturday’s business, the retail sales 





More Simplicity Noted 


A good variety of patterns is still 
the order’ of the day in the women’s 
business. Fewer cut-outs are seen 
in the higher grade shoes; more 
simple and more graceful lines are 
taking their place. Side and front 
gore effects are still popular, and a 
wide variety of Colonials are on 
display. 











in the aggregate gave merchants reason 
for continued hope. 

The sale of women’s shoes is spread over 
a variety of styles, patterns and materials 
as usual, although according to some of 
the more prominent merchants, the 
question of material seems to be playing 
@ more important part than the pattern 
just at this time. Blacks in patents and 
satins: predominate. There is a feeling 
among merchants here that satin will take 
the place of patents. 

In a few instances among the downtown 
stores colored suedes moved a little better 
during the past week. Airedale and Bom- 
bay shades were good. 


Patents and Satins 


Shoe factories are working principally 
on patent leather and satins. They have 
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shown a slight increase in output over 
previous weeks. Those concerns, that have 
salesmen out, are receiving good orders for 
mmediate and early fall delivery. 


Orders for Fall 


W. T. Dickerson of P. Sullivan & Co. 
states that they are receiving orders for 
arly fall delivery. Most of the styles sold 
vere fancy oxfords, and he further reports 
hat 60 per cent of their orders received 
we for welts. 


Fair Men’s Business 


The men’s business maintained a more 
or less even keel during the past few weeks. 
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A steady and healthy demand on light 


shades of tan Russia is keeping the sales . 


up {to a fairly good mark. A few blacks are 
being called for, but these are usually sold 
as the “extra pair.’ The general range of 
the brogue last is still very popular. 


White Season Opens 


A concerted movement by retail shoe 
stores to open the white shoe season on 
May 15 was planned recently. There was a 
feeling that warm weather during the last 
half of May and June would have more 
effect as a stimulus on this type of foot- 
wear than any other single thing. 





White Shoe Week Observed 
By Stores on West Coast 


SEATTLE—White shoe week, cele- 
brated by retail shoe merchants May 5 
to 10, opened auspiciously with perfect 
spring weather. Shoe shops throughout 
the city presented elaborate displays of 
white. Kid and buck were important ma~ 
terials in the displays. Strapped effects 
were shown with high and medium heels 
for wear with summertime dresses. 

“Heavier weight leathers in simple one 
and two-strap effects were featured for 
wear with white and high colored sports 
costumes. Typical sports shoes with heavy 
gummed rubber soles and made up of 


buck or heavy kid with simple stitched - 


effects were prominent in displays. Kid 
with suede or buck trimming is a favorite 
style in semi-sports models, and a few 
attractive styles in white kid, trimmed 
with snake and lizzard leathers, have 
made their appearance. 


Shoe store proprietors have been urged 
by the Retail Shoe Dealers’ Association 
to have all the salesmen in the local shops 
wear white shoes while on duty after this 
date. 


Rogers’ Business Expanding 


A unique shoe store ‘is operated in 
Seattle by H. M. Rogers at First Avenue 
and Union Street. The store was opened 
about 18 months ago as the “Nimety- 
eight Cent Shoe Store.”’ Shoes in the shoe 
are all priced at 98c., $1.98, etc., up to 
$6.98, which is the top:selling price. The 
aim of the shop is to have the general 
selling price near $4. 

The name of the shop was adopted for 
advertising purposes, according to Mr. 
Rogers, and the concern has changed its 
policy since its beginning. 





Fine Trade on Children’s 
White Shoes Is Significant 


CLEVELAND—Shoe merchants here 
have been selling white shoes, but mostly 
for children. This type of shoe is being 
sold to the children for graduation exer- 
cises in the public and parochial schools, 
and for wear at confirmation ceremonies 
in Catholic churches. Some merchants re- 
ported the demand for this class of goods 
is heavier than it was a year ago. The 
sales are reported to be earlier than last 
year also. The buyers seem to have very 
little regard for the white canvas shoes, 
but want the washable leathers almost 
exclusively. 

The demand on the part of adults for 
white shoes has not set in yet, and the 
merchants are not doing anything to 
push this class of goods. The reason is 


that they have not had the opportunity 
to push sales of their regular stocks of 
spring goods. The weather has been back- 


i 


79 


ward all spring, and this ‘situation is 
continuing in the month of ‘May. The 
weather up to May 10 corresponds to 
prevailing temperatures in the ordinary 
April. 


Shoemen Are Confident 


Notwithstanding a slow and backward 
season, merchants are confident that when 
weather that is seasonal does set in there 
will be plenty of business for all. They 
point to the fact that sales for Easter set 
a new record as evidence that the buying 
power is here, and that the consumer is 
waiting only for the weather that will 
permit her to get out into the operf before 
she supplies her wants at the shoe stores. 


Wages Advanced 


Trade has been going along fairly well, 
with a brisk dematid on each Saturday. 
There has been a slight drop in the number 
of employees here in the last thirty days, 
and wages have advanced slightly, how- 
ever, to those who remain on the pay 
rolls. 


Open Their Third Store 


I. J.. Proper and S. Wyman opened a 
women’s shoe store at 25-27 The Arcade, 
where $6 shoes are featured. The room has 
been remodeled. This makes the third 
store that is operated in Cleveland by 
these two merchants. The others are at 
625 Prospect avenue and 425 Prospect 
avenue. 

Mr. Proper says that business has been 
good in his stores this spring with black 
patent leather and black satins proving 
the most popular. 


Ordering Fall Shoes 


Some of the merchants have been laying 
in supplies of shoes for fall trade, and the 
majority are banking on the low shoes to 
continue their run of popularity. Most of 
the buying has been of children’s shoes. 
Black is the favorite color with tan running 
a close second. 





Firmer Tone to ‘Trade 
in Akron-Canton District 


AKRON-CANTON—There is a firmer 
tone to the buying in the retail shoe 
stores, but the period immediately fol- 
lowing Easter was characterized by a 
spotty trend. 

Most of the stores report an excellent 
business in black patents, satins and 
suedes.. Retail merchants, who bought 


heavily of colored suedes, are fearful that 
they must take a loss, since unfavorable 
weather and a backward. spring season 
are holding this class of merchandise in 
check. A quick change in the weather will 
save the situation, retail merchants say. 
Predictions here are that 1924 will be a 
big white season, and majority of mer- 
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chants are stocked generously with this 
type of merchandise. 


New Retail Firm 

The recently organized Frank Gehman 
Shoe Company has opened its remodeled 
shoe store at 114 Market Street, S. Can- 
ton. Heading the new retail firm are Fred 
Frank, who has been in business at this 
location for the past ten years, and John 
;chman, who has been his assistant in 

»nagement of the business. 

The rooms have been completely re- 

,deled and a bargain basement has 

n added. The concern will specialize 

$4, $5 and $6 shoes. Jack Samet will 

in charge of the new basement store. 
There will also be a children’s department. 


Snyder Succeeds Rodgers 


L. S. Smyder recently took over the 
J. W. Rodgers Company’s store in South 
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Main Street, Findlay, O. The stock con- 
sists largely of clothing and shoes. The 
head of the store died recently. It has 
been established about 11 months. V. L. 
Snyder, son of L. E. Snyder, will be asso- 
ciated with his father in the conduct of 
the store’s business. 


Sam Davis to Appear 


Shoe merchants of the Canton Mer- 
chants’ Association are completing plans 
for the meeting in Canton soon, when 
Samuel Davis, field secretary of the Na- 
tional Retail Shoe Dealers’ Association, 
will speak. This meeting was to have been 
held several weeks ago, but illness of Mr. 
Davis resulted in its postponement. Shoe 
merchants in charge of arrangements in- 
clude: Ed Zinstmaster, chairman, H. M. 
Horton, J. A. Fliescher, Jack Rodgers, 
Henry Laschinske, Logan Wolfsperger 
and Glen Millar. : 





Whites Commence to Sell 
in Los Angeles District 


LOS ANGELES—A healthy tone char- 
acterizes the shoe buying in most of the 
shoe stores here. Since Easter, women are 
expressing more interest in colored suedes. 
Blacks are very popular, particularly 
when equipped with low heels. Whites 
have commenced to sell. 

Mr. McGiffin, manager of the Innes 
Shoe Store, reported a good business. An 
attractive new model is a strap slipper. 
The most striking combination in this 
slipper is white kid with black patent- 
leather cuff and black stitching on the 
tip. 


Whites Selling Well 
The C. H. Baker store reports a good 
business on women’s white kid pumps. 
Many new patterns in patent and satin 
are being displayed at this store. 


Attractive Window 


Bullock’s had a striking window display 
recently. White shoes, some trimmed with 
black patent, stood out conspicuously. 
Light shades of hosiery blended well with 
the shoes. 


May Co. Shoe Department 


Hamburger’s, which has been purchased 
by the May Co., one of the oldest insti- 
tutions in the country, recently completed 
a new shoe department. This is located on 
the first floor and extends across the en- 
tire width of the store. The shoe stock is 
arranged in alcoves and concealed by 
curtains and mirrors. The seats are faced 
in instead of out, which gives an air of 


privacy and closes the customers off from 
the other people in the store. It is divided 
into five sections; two for women, one for 
children, one for boys, and one for men. 





Convention in June 


Plans for the California Shoe Re- 
tailers’ Association convention, to 
be held at Hotel Biltmore on June 
23, 24 and 25, are progressing. 
Sample rooms will be on the second 
and third floors. A shoe style show 
will be one of the features. There is 
much talk among local retail shoe 
merchants concerning the conven- 
tion and all are looking forward to 
it with great interest. Reservations 
up to the present time are larger 
than they ever have been before. 











The fitting stools and .ndividual chairs 
are upholstered to match. Hollis M. 
Scates has recently taken charge of this 
department and does most of the buying. 
He was the buyer for Filene’s of Boston 
for eighteen years. 


Kinney Succeeds Walk-Over 


The Ross Loomis Walk-Over Shop of 
Fort Worth had a closing out sale that 
lasted for some weeks and was one of the 
biggest selling events in Fort Worth. 
Clever sales ideas were used. 

Following the closing-out of this store, 
a Kinney Chain Store opened in the old 
site of the Walk-Over shop. 








Free Sales of Colored 
Suedes at Fort Worth 


the sandal mode, and many of the mer- 
chants are expecting that this will prove 
one of the best of the early sellers. 


FORT WORTH—Efforts of retail shoe 
merchants to close out their lines of the 
light colored suede-finished leather foot- 
wear has marked the post-Easter season. 
Window displays, sales and newspaper 
advertising are helping toward this end. 
Beige proved to be the most popular 
color. The color demand was felt very 
strongly during the Easter season. Black 
satin continued to be a good seller. 

Whites are beginning to make their ap- 
pearance both in window displays and 
also on the street. The white season is 
declared on, and the warm days will 
serve to increase this demand. Many at- 
tractive and styleful sandal modes are 
being shown. The school girl is one of the 
factors to be considered in Fort Worth, 
due to two colleges being located here. 
The student seems to have decided on 


Colored Hosiery Displays 

In all displays of white kid footwear 
is seen hosiery in peach, banana, dawn 
and other light shades. It was said at one 
hosiery department that colored hosiery 
would be worn with white kids more than 
white hosiery. 


Sport Footwear Popular 


With the early spring has come also 
an increased demand for sport effects in 
footwear. Some of the retail merchants 
predict an increasing demand for this 
mode until the peak of the white season 
is reached. 





Light Colored Suedes and 
Blacks Are Selling Best 


SAN FRANCISCO—May promises to good demand and black materials are also 


be a good month for the retail shoe mer- 
chants. Light colored suedes are finding a 


in high favor. April was a very satisfac- 
(Continued on page 92) 
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Dr Scholls 
Foot Comfort Week 


JUNE 21-28 
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Increase Your Business By Using 
This Attractive Window Display 


SCCCC CRE eeeeeeeeeaeeeeeeee 


You can make Foot Comfort Week, this year, the biggest week 
of 1924 from a sales standpoint—if you hook up with the Big binge ve "a. Gatien 
National Advertising Campaign. 42 W. 14th St. New York. 

A full page will appear in the Saturday Evening Post on June & Gentlemen: Please send us, free, charges 
21st with 10,000,000 readers and a full page, in four colors, in the § prepaid, the following advertising material 
American Weekly on June 22nd with 20,000,000 readers. This § for Foot Comfort Week. 
will create an unusually large demand for Dr. Scholl's Foot () Window Display (C0 Booklets 
Comfort Appliances and Remedies and shoes. You can cash.in §[] Newspaper Electros [) Inserts 
on this advertising by using the window display shown above, () Moving Picture Slide 
newspaper advertising, imprinted booklets and inserts and movie 
slides. All this valuable material is furnished free, charges prepaid. 


MAIL THE COUPON TODAY 


© 1924 The Scholl Mfg. Co. 
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Concerted Effort to Move 
Slow-Moving Style Shoes 


BOSTON—Buying in the retail shoe 
sores has not yet assumed the brisk tone 
that shoemen desire. All in all, there was 
» fair response in most stores during the 
y cek ending May 10. Preference for blacks 
i; not so marked as heretofore, as airedale 

xdes showed more strength. However, 

vy suedes are backward, and a concerted 
« fort on the part of groups of retail mer- 
ants was made in order to stimulate 

e gray demand. 

The fact that black materials have en- 

yed consistent calls for many weeks 

attributed as one of the factors in 

eping grays down. Several stores de- 

ted windows to gray displays. News- 
paper advertising was also resorted to in 
txe movement to swell gray sales. 


Whites in Window Displays 


White footwear was displayed in a 
number of stores. from several stores, 
reports say white canvas promises to be 
less popular than in years past. All white 
ellects are predominant, although some of 
the high-grade and medium-priced stores 
are showing white kid patterns, piped 
with a blue trim. A year ago, many 
whites were heavily trimmed with either 
red, blue or green, but this season where 
colored trims appear, it is always in the 
form of a dainty piping. 

Low-heeled models are holding up 
well. One of the high-grade stores reported 
women were favoring a 14-8 heel in many 





Attractive Window 
Trims 

Boston retail shoe stores enjoy a 
reputation for showing window 
trims that command attention. 
Some of the high-grade stores fre- 
quently change the displays as 
often as three times a week. Dur- 
ing the week ending May 10, two 
of the most conspicuous windows, 
due to their splendid trims, were at 
the Hanan & Son store on Tremont 
Street and the Thayer McNeil Com-, 
pany store on Temple Place. 

One of the Hanan windows was 
devoted to a display of brown ma- 
terials in women’s shoes, while the 
other window featured gray shades. 
Hosiery to match the various shoes 
gave a suggestive atmosphere. 

The Thayer McNeil window 
featured white shoes with black 
trimmings. The contrast was sharp. 
Black ornaments on white shoes 
was also noted. . 











types. The 12-8 heel has enjoyed a steady 
call in all types of shoes. 

The men’s trade lacked zest. Several 
days of cold weather retarded interest. 
Light tan oxfords are most popular and 
the medium wide toe is the leader in 
patterns. 


Miner to Open Store 


Benjamin F. Miner, for 29 years with 
the Thayer McNeil Company store on 
Temple Place, concluded his relations with 
that concern Saturday, May 10, and will 
open a store in the Park Square building 
on June 1. Mr. Miner has enjoyed exten- 
sive experience in every phase of retail 
shoe merchandising. His store will carry 
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a high-grade line of women’s, misses’ and 
children’s shoes. The store will be on the 
first floor, having four windows, two on 
St. James Avenue and two facing the 
main corridor. The interior color scheme 
will be gray and mahogany. 


Educational Library 
Committee 


The Thayer McNeil Company recently 
formed an educational library committee, 
with P. E. Thayer as chairman, and the 
following members: Henry Dahl, Dean 
Peabody, Charles E. Holt. It is the object 
of this committee to assemble inspira- 
tional literature for the benefit of their 
fellow salesmen and women. In addition 
te the Recorder, ‘The Life of John Pat- 
terson,”’ ““The Americanization of Edward 
Bok” and other books are in circulation 
among the salesforce. 





Wage Reduction Made in 
Haverhill Shoe Factories 


HAVERHILL—Buyers of Haverhill- 
made shoes will be interested in a new 
development in Haverhill regarding prices 
for the production of turn shoes, with a 
consequent added opportunity for buyers 
to purchase Haverhill-made footwear. 

Following a series of conferences on the 
wage question in Haverhill shoe factories 
the local board of arbitration, of which 
Edwin Newdick is chairman, announced a 
decision. This provides for a cut in wages 
affecting all turn shoe factories in Haver- 
hill. There is a 20 per cent cut on fancy 
shoes and 15 per cent on plain shoes. This 
reduction will permit Haverhill manu- 
facturers to sell their products in com- 
petition with concerns elsewhere having a 
lower wage scale. Following this decision 
the wage scales for McKay and Welt 
shoes will be taken up by the arbitration 
board. This decision will undoubtedly be 
a great benefit to Haverhill through the 
added opportunities which local manu- 
facturing concerns will have for securing 
business. It also will be reflected in addi- 
tional employment with a corresponding 
benefit to the entire city. 

Firm Liquidating 

Treasurer Geo. W. Dobbins of Witherell 
& Dobbins Company, manufacturers of 
women’s turn shoes, states that the con- 
cern is to liquidate its business. Although 
its employees had agreed to accept a 20 
per cent deduction in wages, Mr. Dobbins 
states that the firm cannot continue busi- 
ness. Several weeks ago Witherell & 
Dobbins Company requested the employees 
to accept a 25 per cent wage cut. The 
employees consented to this, but the mat- 


- 


ter was taken up by the local board of 
arbitration in other factories and the 
whole question was thrown open to all 
factories. Witherell & Dobbins Company 
is one of Haverhill’s old established con- 
cerns and occupies one of the largest 
plants in New England. Its members aré 
Geo. W. Dobbins, Philip English, Jr. and 
Napoleon Therriault. The concern sells 
the wholesale trade exclusively and has 
established a national reputation for the 
excellence of its line. The decision to 
liquidate will be received with regret by ' 
members of the trade all over the United 
States. oe 


Adams’ New Styles 


The “Adora’”’ line of women’s high grade 
turns made by F. E. Adams Shoe Com- 
pany, Seabrook, N. H., will be shown in a 
complete line of novelties during the week 
of the Brooklyn Style Show at the Mc- 
Alpin Hotel, New York City, also at the 
concern’s New York Office, Marbridge 
Building. Sales manager Bonin will be in 
charge. Numerous tailored effects will be 
shown to meet retail requirements from 

7.50 to $10. 


Shoes from Paris 


A local manufacturer of women’s shoes 
recently purchased in New York city a 
pair of women’s shoes designed and made 
in Paris and imported as samples by the 
New York house. These shoes are of 
brown kid in a lattice pattern of the 
daintiest airiest appearance possible. 
They have that real Parisian touch, 
brought out by hand work exclusively, 
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C.H.ALDEN CO 


5 tS 


An Alden Style 


that can be 
delivered promptly 


Lot No. 130 
Medium Light Shade Brown 
Chrome Calf Oxford 
Lot No. 140 
Glazed Calf Oxford 

- 840 Last 
Rubber Heel 
A 7-11 C @11 
B 6-11 D 611 








The past four years during which we 
have concentrated upon a limited 
range of standard styles, leathers, 
lasts and patterns have proven beyond 
doubt that the economies we have 
effected have greatly assisted Alden 
dealers in giving better value, at no 
sacrifice of profit. 


Our plan also includes quick 
delivery service on certain lines 
altho’ this is not an in-stock 


proposition. 


¢ ¢¢ 


C. H. ALDEN CO. 


FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH ST. 
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which is so difficult to reproduce in 
machine-made footwear. This pair of 
Perisian made shoes cost the New York 
man $6.50, wholesale. It is the opinion of 
the Haverhill manufacturer that a similar 
shoe made here could not be retailed at a 
profit for less than $20. a pair. “We're 
getting competition,” he says,“from for- 
eign as well as from native sources.” 


The Best Sellers 


“Patent leather, black satin, black 
s.ede and white kid, is the way I look at 
toe materials for best sellers in women’s 
s.oes during the next few weeks,” said a 


} averhill shoe manufacturer in speaking 


« his customers’ demands. 


Stevens & Company Moves 


Charles L. Stevens & Company, manu- 
facturers of cut soles, recently removed 
is business from Haverhill to Boston. 
tor many years the Company was located 
i. Haverhill. It makes the change for the 
yurpose of better accommodating its cus- 
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tomers, many of whom are shoe manu- 
facturing concerns located in the vicinity 
of Boston. The Stevens company however 
does business with shoe manufacturers in 
all parts of the country. Mr. Stevens 
retains his residence in Haverhill. 


Bagley in New York 

Myron W. Bagley, recently sales man- 
ager and in charge of production for Hard- 
ing Shoe Company of Haverhill, is now 
associated with the Quality Pattern Com- 
pany of New York city. Mr. Bagley is 
well known as a style man in the produc- 
tion of women’s footwear. He has many 
friends in the trade who will be interested 
to learn of his new plans and to wish him 
success in dis new environment. 


Dave Herrmann Visitor 


Dave Herrmann, who represents the 
Harding Shoe Company in New York 
city, Chicago, St. Louis, Cincinnati and 
Western points, was at the factory in 
Haverhill recently discussing styles and 
planning new novelties for his trade. 





Bulk of Orders 


Call for 


Patents and White Shoes 


PHILADELPHIA—F actories are oper- 
ating, with few exceptions, around 50 to 
60 per cent of their capacity. The bulk of 
the orders they are getting call for patents 
and whites. Tongues, strap effects, and 
gores, especially front gores, are all in 
demand. Plainer patterns are being asked 
for, due to a certain extent to the fact that 
many of the extreme models have become 
popular in cheaper shoes and have caused 
a turning from them in high-grade foot- 
wear. 


Falling Off in Trade 


According to the latest monthly review 
of business conditions issued by the 
Federal Reserve Bank of Philadelphia, 
business has fallen off slightly during the 
past few weeks as shown by reduced pro- 
duction schedules, decreases in freight car 
loadings, and declines in wholesale com- 
modity prices. In six of the eight whole- 
sale lines reporting, sales were smaller in 
March of this year than in March 1923, 
though the late Easter was partly respons- 
ible for this condition. It is pointed out, 
also, that a year ago business was enter- 
ing upon a period of great activity, so that 
in spite of a smaller volume at present, 
the total is still large. 


Shoe Factory Business 
Dun’s review says that shoe manufac- 
turers report business is slightly better 
than during the same period of 1923. 
Factories are said to be operating at 65 





per cent of their normal production. Orders 
for delivery after May are very samll and 
are coming in slowly. The report states 
that glazed kid manufacturers say their 
trade is improving slightly though they 
are still engaged in limited production and 
are losing money. Cost of raw material is 
said to be decreasing, a condition viewed 
with favor by the trade. 


Wholesale Trade Quiet 


The usual after-Easter slump and un- 
favorable weather conditions are held 
responsible for the dullness reported in 
after-Easter buying. While a number of 









Sports Shoes Featured 


Sports shoes occupy prominent 
places in the retail showings here. 
One shop is offering golf oxfords 
with crepe rubber soles in elkskin, 
trimmed with tan calf, or tan calf 
trimmed with cordovan at $8.50. 
Another store is pushing sports of 
white buckskin with tan saddle and 
crepe rubber soles at $11.50, white 
buckskin with black saddle and 
black rubber sole at $12.50, and 
tan Scotch grain with leather sole at 
$12.50. 











jobbers report their Easter seles were 
better than in 1923, the sales since then 
have dropped off considerably. In men’s 
footwear buying is sluggish and collections 
are poor. The tendency away from per- 
forations towards several rows of stitching 
is still commented on. 

In women’s lines, patents and satins in 
black are active. There is also some call for 
white kid and white calf though the 
cheaper grades of white shoes are not 
wanted. If there will be any demand for 
reds, greens, and blues it will be confined 
to cheap stitchdowns. 


Pushing Sandal Effects 


The Arrow Shoe Stores Company, on 
Frankford Avenue, is pushing the sale of 
a full line of sandal effects for women. 
There is a very large variety of styles and 
colors included in the lot. 


Three Models in One 


A shoe which can be worn as an ankle 
strap, an instep strap, or as a simple one- 
strap is a feature of one of the stores here. 
It is shown in patent leather or tan 
Russia and in bamboo suede or white 
calf. Stockings to be worn with it are 
suggested in sunset, peach, dawn, and 
Mah Jong. 





Steadier Trend to Retail 
Buying in New York Stores 


NEW YORK—Retail conditions in 
New York are improving slowly. The 
backward spring weather has been a 
factor in reducing retail volume in all 
apparel, including shoes, so in this respect 
the shoe merchants are in the same posi- 
tion as other merchants. One bright de- 
velopment, however, is the fairly steady 
trend of trade that has developed in the 
last two or three weeks, in contrast with 
the spotty appearance that was general a 
short time ago. A good day was followed 
by a poor day up until recently, the vol- 
ume fluctuating without apparent reason. 





Now, most of the mid-town merchants 
report that buying is on a fairly stable 
level and that it is easier to figure prospec- 
tive sales from the day to day trend of 
business. 


Prices Appear More Stable 


Another feature that is coming to be 
more recognized is the fact that bargain 
sales are no longer drawing the crowds as 
they did a few months ago. Apparently 
the public has had about enough of bar- 
gain sales, particularly in shoes. Recent 
experiences among some of the merchants 
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‘The Crawford 3 
Arch Supporting Shank 
keeps the Arch Young | 


Misshapen shoes and shoes that break 
in the shank after they are worn are 
detrimental to health and comfort. 


The Crawford Arch Supporting Shank 
keeps the shoe in shape and holds the 
foot in its proper position during the life 
of the shoe. The Crawford Arch Sup- 


porting Shank prolongs that youthful, Gi eu hale of do eaietiii ies 


springy walk in those who are leaving the shank to the insole, and which is 
flush with the insole, you will find this 


youth behind. evade mark. Lek for dhe ade marh. 
It is your protection. 


A valuable talking point for the retailer 
is the shoe with a Crawford Arch Sup- 
porting Shank. 


~ " 
The Crawford Arch Supporting Shank “forn , a 
is built right into the shoe — fitted be- 

tween the inner and outer sole and 


locked to the insole. It cannot abrade 


the skin Nothing in the Shoe hut the Foot 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 


PATENTED 
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in running a sales has caused the 
elimination of most of them, and the en- 
tire price structure appears to be more 
stuble at present. 


More Simple Effects 


rhe style trend in women’s footwear is 
i-cidedly toward the more simple effects. 
1e of the leading fancy shoe merchants of 
he city, who caters to the Broadway 
_pper type exclusively, asserted that 
en his trade, which heretofore has 
manded the utmost in bizarre style, is 
w taking to the more simple effects, 
manding few cut-outs, fancy stitching 
eid twisting and twirling of straps. 
The simple one, two and three-strap 
tterns are going well in the medium and 
igher priced stores alike, and some mer- 
‘ants are now sending in repeat orders on 


~~ arn 6 wha & & 


_S 
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these. styles. Repeat orders on any par- 
ticular style have been scarce for the 
last two years, 


Men’s Trade. in Lightweights 


In the men’s shoe trade, the efforts to 
create a demand for “featherweight” foot- 
wear, are finding strenuous resistance. 
According to merchants who have put 
such shoes in stock, they are moving 
slowly, so slowly, im fact, that one or 
two Fifth Avenue shops are thinking of 
giving them up entirely. New York men 
still demand a fairly heavy shoe for 
summer. Grain leathers are still good, and 
even double soles are selling well. There 
has been no shift away from the brogue 
last, athough the pinking, punching and 
fancy stitching are no longer wanted by 
the high class trade. 





Activity Increases in the 
Brockton Shoe Factories 


BROCKTON—Increased output of 
Made-in-Brockton shoes will be the 
result of full-time schedule which has gone 
into effect in local factories. At the Geo. 
E. Keith Company plant, full time 
schedule is in operation and will be con- 
tinued during the next three months at 
least. Walk-Over salesmen are sending in 
a good volume of business, as a result of 
intensive work with the new samples. 
The Keith full-time schedule affects both 
the men’s and the women’s factories. 

The Diamond Shoe ‘Company has 
started on full time with a complete crew of 
employees in all departments. Superinten- 
dent Rubin of this concern said that a 
good run is in prospect and that the full- 
time schedule will be maintained for an 
indefinite period. 

aa eee 


Shoemen and Newspaper 
Publicity 


“I noticed recently, "said a local shoe 
manufacturer, “‘an item regarding the 
death in a Western city of a prominent 
shoe manufacturer. In that item it was 
mentioned that he was an owner of a 
newspaper published in that city. This 
opens ‘a field of conjecture as to the ad- 
vantages enjoyed by the shoe trade in 
certain localities through ownership of 
local papers by men connected with the 
shoe. manufacturing industry. A news- 
paper, in which shoe manufacturers are 
interested, is less likely to emphasize 
unfavorable shoe news than one in which 
there is not such ownership. Possibly, if 
some shoe manufacturers in this district 
were financially interested in local news- 
papers, there would be less unfavorable 
and more. favorable. .news.. published 





regarding local industry than under con- 
ditions where shoe manufacturers are 
interested financially only in their own 
lines of business.” 


On European Trip 


Treasurer Stephen P. Alden of Churchill 
& Alden Company, accompanied by Mrs. 
Alden, is making a two months’ European 
tour. The trip is being made primarily for 
the benefit of Mr. Alden’s health. He 
plans, however, to make a study of the 
shoe trade, as well as general business 
conditions in the European countries he 
Visits. 


Practical Novelty Is Well Re- 
ceived 


The Barbour stormwelt, patented and 
manufactured by the Barbour Welting 
Company, Brockton, is being shown in 
fall samples by numerous shoe manufac- 
turers in the Brockton district, as well as 
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many others throughout the United 
States. From responses and orders this 
far received, the company is preparing to 
increase substantially the output of this 
new specialty by overtime work at its 
large plant here. : 


New Price Sought on Cheaper 
Shoes 


Conferences between manufacturers 
and representatives of the Boot and Shoe 
Workers’ Union, which have taken place 
during the past week, were called for the 
purpose of discussing a new schedule of 
lower wages on a cheaper grade of shoes 
than is now made in Brockton. Super- 
intendent William E. Doyle of Wall, 
Doyle & Daly, Inc. was the petitioner for 
this conference. The movement is made to 
enable Brockton to produce a line of shoes 
which will provide additional employment 
for shoe workers, and a larger output at 
local factories. 


Added Business at Edwin 
Clapp Factory 


Treasurer Horace R. Drinkwater of 
Edwin Clapp & Son, Inc., with factory at 
East Weymouth, Mass., says in regard to 
business conditions with that house: “Our 
orders thus far received for the coming 
season exceed those of a year ago. We 
find that some of our customers who six 
months previously did not place their 
orders for the Edwin Clapp line owing, as 
they stated, to local conditions, are now 
anticipating a good demand for our pro- 
duct the coming season and are placing 
orders accordingly.” 


New Price List for Emerson 
Shoes 


According to a statement made by a 
member of the Emerson Shoe Company, 
whose factory is in Rockland, Mass., that 
concern has secured a new price list for the 
manufacture of a lower grade shoe. If this 
shoe is produced, it will give the Emerson 
Company an increased weekly output of 
about 15,000 pairs. 





Women’s Shoe Buying Is on 
Upward Grade in Rochester 


ROCHESTER—The trend in the retail 
shoe stores here is toward lighter colors. 
Blacks are very popular and indications 
point to a continuation of this vogue. 
Airedale is the most popular seller of 
suedes. Buying is on an upward grade. 


O’Shea Sells Store 


Edward P. O'Shea, proprietor of O’- 
Shea’s Boot Shop at 70 Clinton Avenue 





south, has sold his store to T. E. Lough- 
nane formerly of Cleveland who took 
possession recently. Mr. Loughnane has 
been associated with Halle Bros. of Cleve- 
land. 


Shoe Merchants’ Meeting 


Sam Beeson, sales manager of the 
Johansen Bros. Shoe Company of St. 
Louis, addressed the May meeting of the 
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Open Work Front Straps | . | = 


Will make your One Strap Slippers : | the 


sale: 


attr active and up-to-the-minute sellers. 4 the 
They can be easily attached. 


We will submit MAZER BROTHERS : , 


914 Walnut Street gra 
mor 


PHILADELPHIA - - PA, bric 
State Kind of Leather or Material witl 


desired Shoe Buckles and Novelties } *.. 


grat 
you 
ate’ 
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for 
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, wea 
“Smooth Inside as a Miller’s Wing” a) CSS Occ 
The Sandal--IN STOCK 
Tan ( 500— 2-436... 00.28 


Samples on Request 











SOl— 5-8....... 1. ‘ 
aap Us Traveling men are the most partic- ‘ 

160 ular in the world. They have a ~ 

ul 


hos right to be, for they are doing a big 
Tinss = part of the world’s work and néed b 
the sustenance and the comforts 
while doing it. Essex Service is set 
to-the standard: demanded by the 
discriminating. 


Lester x” lt The Essex Hotel Co. 


Only J.J.McCarthy, Pres. T.A.MecCarthy, Treas. 


The Mary Jane 
IN STOCK 


No metal in Miller’s—Stitch fastened. BEST materials. 
They’re real business builders. Samples gladly sent. 


MILLERSHOECOMPANY 


J. EB. DAY, Mgr. 


SALEM, MASS. 
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Rochester Retail Shoe Dealers’ Associa- 
tion held at the Rochester Hotel on 
Wednesday May 14. Mr. Beeson, who is 
the originator of the “Calender Styles’ 
sales plan, spoke on “Pitfalls to Avoid in 
the Shoe Business.” 










Changes at McCurdy’s 


When alterations are completed and 
the McCurdy shoe department is moved 
from the third to the second floor, two 
nw departments will be added. Jim Olm- 
st-ad, manager, is now making plans for 
a high grade children’s department, in 
wich he will carry a complete run of 
cl Idren’s shoes in sizes AA to D. A 
second new department will feature or- 
tl »pedic footwear. 
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Colonial Models 


Wm. Eastwood & Son Co. is featuring 
Colonials and buckle pumps in black ooze, 
black calfskin and various other materials 
and combiriations at $7, $8.50, and $10. 
A goring slipper in black satin, trimmed 
with black ooze which sells for $8.50 is 
another popular seller. 


McAnn Opens Second Store 


The Tom McAnn chain shoe store 
organization which opened a men’s shoe 
store at 104 State Street recently has 
leased a second store at 87 Main Street 
east, which is being altered. It will be 
opened soon. Men’s shoes at the one price 
of $4.00 will be featured in both stores 














LYNN—Buyers are taking shoes from 
stock for Memorial Day, and are placing 
orders for shoes for June weddings and 
graduations, or, in other words, are buying 
more “shoes for the Occasion.’’ A June 










PA. § bride desires shoes of white kid, trimmed 
with orange blossoms, and the wedding 

= party requires anything from patent 
ties pumps to silver brocade slippers. And for 






graduation, there is everything from 
youthful shoes for “the sweet girl gradu- 
ate” to plain types of shoes for mother, 
and fancy types for the sub-deb sisters 
and flappers. Just two instances of “Shoes 
for the Occasion” are these shoes for June 
weddings and graduations. Manufacturers 
approve of the idea. There isn’t any sense 
in a person brushing up old shoes, and 
wearing them to a party that is “The 
Occasion”’ of a life time. 











Some Burdett Shoes 


A new line of samples for growing girls 
misses and children, prepared by the 
Burdett Shoe Co., shows at least 87 types 













Leads on Styles 

Patents, satins and whites con- 
tinue “the big three.” 

New pumps and oxfords of Russia 
calf, extra light weight stock. 

Alligator sandals re-appear in a 
factory making high grade shoes. 

Vogue for colored linings gain. 

Gores are coming in more pat- 
terns 


Open work shoes will sell through 


the summer. 
Plainer patterns are talked about. 
Lynn keeps on making novelties. 
























White Shoes Gain Steadily 
in Orders from Lynn Firms 


of shoes, plain, fancy, etc. But the Burdett 
sales staff is of the opinion that plainer 
shoes will be desired. One of the new shoes 
is an oxford, made over a new round toe 
last of a medium shade of tan calf leather, 
a shoe of good character, and suitable for 
wear on any ordinary occasion. This shoe 
is expected to be the best seller for fall. Its 
merit is in its new last. 


Those “Slip On” Shoes 


“You see,” explained a Lynn salesman, 
“these gore style shoes slip onto the foot in 
a jiffy. The clerk does not have to hunt 
around for a button hook, nor fasten up 
the laces of a pair of oxfords. He: just 
reaches for the gore pattern shoe that 
fits, and slips it on the foot, and it is on. 
That is all there is to it. No setting over 
buttons, nor fixing up tongues and laces. 
Gore styles save time for clerks, and for 
customers, too. That is why they keep on 
selling.”’ 

Incidentally, several Lynn firms have 
lately added new samples of gore style 
shoes to their lines. 


New Melanson Firm 


Joseph I. Melanson Sons Co. has been 
incorporated with a capital of $150,000 to 
carry on the business of J. I. Melanson & 
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Bro., shoe manufacturers. Lionel J. 
Melanson is president; Joseph I. Melan- 
son treasurer; and Frank J. Morrow clerk 
of the new Company. The equipment of 
the factory of J. I. Melanson & Bro. has 
been moved from Lynn to North Adams, 
Mass., where the new firm will carry on 
the business. 


Two New Firms 


Daley’s Golden Rule Shoe factory is 
starting to make McKay novelties for 
summer, and will add a line of welts for 
fall. Frank Lynch, who was superintend- 
ent of the A. M. Creighton factory, has 
taken space in the factory on Box place, 
and will make McKay novelties; all strap 
styles. 


Dunbar to Continue 


Everett H. Dunbar, the footologist, 
announces Tidings of Joy. He has agreed 
to carry on the foot arch support business 
at 380 Washington street. Mr. Dunbar 
recently announced his retirement as a 
foot reformer the other day. But habits of 
60 years are not thus easily broken up. 


New Patterns 


“The Chickee,” a Diana sandal, of 
white kid, lattices from tip to backstay. 

“The Singing Beach,”’ a pump, vamp of 
sand-colored kid, overlaid with five narrow 
bands of patent leather. 

“Miss Flapper,” a gore pump, lattice 
front; for growing girls. 

“Little Lady,” an all patent leather 
boot, for a tiny miss. 

Also, white shoes. French corded with 
red, satin slippers overlaid with suede in 
curves, and brocade slippers piped with 
silver. 


Cutting Cut-Outs by Machine 


Machines are now used, in place of 
handwork, for cutting cut-outs in vamps 
and quarters of shoes. That is one reason 
why so many of them are made. There is 
an “anvil” machine which punches cut- 
outs, according to the patterns, and these 
patterns may be as intricate as the figures 
on a set of Mah Jong tiles. Then there is 
the knife machine, which has a motor- 
driven knife, as sharp as a razor. This 
machine cuts out the cut-outs. Shoes as 
they come to the packing room. 





Staples in Both Black and 
Tans Selling at Buffalo 


BUFFALO—Downtown shoe stores 
played to virtually “empty houses” dur- 
ing the week ending May 10, when a 
spell of uncomfortably cold, wet weather 
prolonged the coming of seasonable tem- 





peratures and clear skies. Two warm days 
helped to break the monotony, but after 
almost two solid weeks of dreary, de- 
pressing atmospheric conditions, it re- 
quires more than a day or two to put busi- 
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It’s Open Season 
for 


Trail-Moc Moccasins 


R work or play, this husky 
Blucher Moccasin for men 

is in big demand right now! 
And we can supply that de- 
mand quickly, in any amount. 
Quick shipments also on any 
of our long line of men’s, 
women’s and children’s Good- 
year Welt Moccasins, It will 
pay you to send for samples 


and complete catalogues. 
, Stock No. 502 ae 5” Tan Oil Grain 


« Moccasin, Us- 


Stock No. 504 
Oxford, Uskide Sole.... 3.50 


Lads’ Chocolate Elk Ox- Stock No. 528 Ladies’ Coffee Elk Ven- 
ford, Larkide Sole tilated Oxford, Larkide 


" » Sole 
Ouford, Lerkide Sele 3.60 Stock No. 640 Misses’ Coffee Elk Ven- 
Child's Chocolate Elk Sr See Sa 
Oxford, Larkide Sole... 2.25 * Stock No. 5483 Child’s Coffee Elk Ven- 
Infant's Chocolate Elk tilated Oxford, Larkide 
Oxford, Larkide Sole... 1.85 | Bee 2.25 
Stock No. 547 Infant's Coffee Elk Ven- 
tilated Oxford, Larkide 
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TERMS 2% 10 DAYS NET 30 DAYS F.O. B. PORTLAND, ME. 


BLISS & RICHARDSON SHOE CO. 


PORTLAND, MAINE 
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Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 











ness back.on its feet. One of the bright, 

gunshiny days was Saturday and trade 
was brisk. But irrespective of the weather, 
the last day of the week is almost in- 
variably the best with most retail mer- 
chants. 

fusiness was confined to the more staple 
graies of women’s footwear, blacks, as 
us: al, predominating in-pumps and slip- 


pers, While tan oxfords also enjoyed.a . 


steady, if restrained, sale. One’ of the 
»»eful signs, howéver, is the number of 
.ppers who aré° snquiring about and 
| ing to be shown some of = novelties 
olors. 
Ien’s and ‘thildren’s lines seem to be 
affected by the weather and are en- 
ing better than the average trade. 
‘mpire day, May 24, the first Canadian 
day of the season, is expected to bring 
urge number of visitors from across 
border, and shoe merchants expect 
et their share of the money left behind. 


Discusses Reducing Cost 


ndividualism is the cause of high cost, 
according to Benjamin A. Franklin, vice- 
president of the Strathmore Paper Co. of 
Miitineague, Mass., speaking before the 
convention of the Society of Industrial 
Engineers at the Hotel Statler last week. 


BOOT AND SHOE RECORDER 


F From’ the point of view of management, 
cost reduction can be brought about by 
study of the following classes of prob- 
lems in Mr. Franklin’s opinion: conserva- 
tion and laboratory tests of raw ma- 
terials; the simplification of styles, es- 
pecially in the shoe and clothing indus- 
tries; keeping equipment efficient and 
up-to-date; more scientific selling and 
marketing; better financing and credits; 
greater production; the co-operative idea 
in some form for labor; not the reduction 
of wages, and the elimination of wastes. 


Joins Joe Michaels 


Allen A. Frankenstein, for the past 
seven years assistant manager of I. Miller 
& Sons’ Chicago store, under Mr. Sholtz, 
has accepted a similar position with 
Joseph Michaels, who opened I. Miller & 
Sons’ first Buffalo store at 578 Main 
Street about a month ago. 


Advertising Convention 


Several of Buffalo’s larger shoe mer- 
chants and their advertising managers 
attended the Advertising Convention held 
at the Lafayette Hotel in this city on 
May 9 and 10, when some particularly 
interesting and instructive addresses on 
merchandising were heard. 





In Atlanta Briskness in 
Retail Stores Is Reported 


A\TLANTA—Retail trade appears to 
have continued on a fairly brisk basis 
since the first of May with the shoe mer- 
chants in Atlanta and other sections of 
the Southeast, although in several other 
lines quite a falling off in trade has been 
noted. Retail shoe business, at least with 
the larger merchants in Atlanta, contin- 
ues to run a little above the same period 
a year ago, with promise of remaining on 
about this same ratio of increase for the 
rest of the month. 

Cotton continues, however, at a price 
around the 30 cent per pound level, so the 
outlook for the rest of the spring and sum- 
mer trade is regarded as satisfactory. 


New Store at Birmingham 


The Guarantee Shoe Co. opened a new 
store at Birmingham, Ala., recently. It is 
located at 1905 to 1907 Third Avenue, in 
the downtown section of that city. The 
company has been in business at Bir- 
mingham for some time. 

There are now special departments for 
women and children; with a large repair 
department operated by the company, 
and a barber shop on the first floor of the 
building for use of the store’s women and 
children customers. A special bargain 
basement also has been established. The 


interior and the fixtures are in walnut 
The stock has been increased, the firm 
now carrying on the shelves and in re- 
serve footwear valued at around $100,000. 
W. Alvey, vice-president, is general 
manager. 


Baker’s Store Opens 


Baker’s Shoe Store is the sixth new retail 
shoe establishment to open its doors to the 
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buying public of Atlanta within the past 
few months. The averagé of new stores 
opened recently is about one each month. 
Baker’s store is located on Plaza Way, 
connecting Broad and Whitehall Streets, 
in the heart of the retail shopping district 
of the city. The store handles a complete 
line, specializing in = gape shoes 
for women and children. 


New Shoe Concerns 


New getail firms formed since ,the first 
of May in the Southeast, handling shoes 
etc., include the following: 

Air Line Mercantile Co., Air Line, Ga., 
P. O. address R. F. D. 1, Bowersville, 
Ga., capital stock, $10,000. Incorporators, 
C. P. Ray and associates. 

Palmer, Graham & Go., Tarrytown, 
Ga., capital stock, $10,000. Incorporators, 
C. W: Graham*of Tarrytown and asso- 
ciates. . 

Harris, Cobb & Co., Vero, Fla., capital 
stock, $50,000. Incorporators, C. E. Cobb, 
and others. 

Mather-Thaxton Co., Daytona, Fila., 
capital stock, $60,000. Incorporators, 
E. D. Mather and others. 

Smith & Fleming Co., Jacksonville 
Fla., capital stock, $10,000. Incorporators 
C. E. Smith, E. W. Fleming and others. 


Wholesalers’ Convention in 
uly 

The annual convention of the Southern 
Shoe Wholesalers will be held here July 
2 and 3. With Will Spaulding, one of the 
officials of the Atlanta shoe jobbing firm 
of Gramling, Spalding & Collinsworth, 
Inc., in charge of the general committee 
on local arrangements, it is certain that 
the entertainment features of the con- 
vention will be very good. 

E. K. Marshal of Charleston, S. C., is 
the secretary of the association, and will 
be ready soon to announce the program 
for the 1924 convention, and other details 
regarding the meeting. 





Marked Improvement in 
New Orleans Shoe Calls 


NEW ORLEANS—The retail shoe 
business improved in New Orleans after 
Easter with the advent of spring weather. 
While the season is at least a month 
behind, the merchants hope and expect to 
more than make up for this lost time. 

In men’s shoes, black and tan oxfords 
are good. Light shades of tan prevail, with 
prices ranging from $7 to $15.00, but the 
$9 and $10 grades are the best sellers. 

In women’s shoes, there is much greater 
variety both in style and color. The very 
latest in opera pumps are shown in black 
satin, and patent leather, with medium 


toe and either a Spanish or Baby Spanish 
heel. Jack Rabbit and Airedale suedes are 
good. 

Summer shoes, in snowy white are now 
coming in and are sure to take firm hold on 
the heart of the summer girl. She will 
wear them for sport, general, and dress up 
occasions. 


Pokorny’s Store Remodeled 


New Orleans, La., May 13—The 
Pokorny Shoe Store at 124 St. Charles 
Street has been remodeled. It is one of the 
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most modern stores of its kind in the 
South. An arched entrance has been built. 
The show windows are unique as the 
vestibule is octagon shape with front 
sides flaring toward the street. The base of 
the show windows is of marble, while the 
construction work is of cast bronze. 

The exterior of the building is in cut 
stone. The fixtures are of American Wal- 
nut. Inclined mirrors allow the customer 
to view his shoes from all sides. 


Hanan’s 29th Store 


New Orleans, La., May 14—The firm of 
Hanan & Son of Brooklyn, N. Y., opened 
a shoe store in New Orleans recently 
making their 29th store now in operation. 
The front and entrance is of bronze and 
is very impressive. Fixtures are all of 
walnut, and the ceilings of cream color. 
T. G. Humphries, who was connected with 
Meyer Israel for some time, and has had 
many years of experience in the shoe 
business, is in charge. 


Israel Buys Store 


Meyer Israel, feeling the need of larger 
quarters, bought out Lazard, next door, 
and expects to improve and enlarge the 
store in every department. The Shoe 
Department of this store is comparatively 
new, but is going forward, and the man- 
ager expects a larger volume of business 
through the summer months. 





San Francisco 
(Continued from page 81) 
tory month. Reports from sources outside 
this city in some instances indicate a 
spotty trend to buying in shoe stores. 


Eliminates Discounts 


A new agreement, signed some months 
ago by members of the Downtown Shoe 
Retailers’ Association, went into effect 
on May 1. The agreement includes: a 
one-price selling policy, elimination of 
both discounts and reductions of any 
kind to: “any individuals, firm or cor- 
poration; except to the firm’s own em- 
ployees, or to other shoe merchants, when 
shoes are sold at wholesale, or on city or 
government contracts procured through 
open bids.”’ The agreement also’ elimi- 
nates the giving away of toys, souvenirs, 
trinkets, coupons, etc. Jack J. Rogers, 
the new president of the Association, 
speaking of the new Agreement, for the 
Boot and Shoe Recorder, said: ““We feel 
that this is a great step for the shoe mer- 
chant in this city.” 


New Hosiery Department 

One of the finest hosiery departments 
in the West was recently opened by 
Sommer & Kaufman, in their Grant Av- 
enue store. The department is in an addi- 
tion to the floor space, near the main 
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entrance, and will have a special window 
display. A varied stock of hosiery mer- 
chandise, as well as of buckles, etc., will 
be displayed in large and handsome wal- 
nut and plate-glass show cases. 

This store is going to open a men’s 
shoe den in the basement. There will also 
be a special hosiery department. 


Marx Brothers Open Store 


The new Rosenthal, Inc., store was re- 
cently opened. The Marx brothers, for- 
mer associates with I. L. Rosenthal, are 
carrying on the name and business in a 
new location, 241 and 243 Geary Street. 

The interior is finished in dark walnut 
and trimmed with a bluish-green plush 
and bullion. Mirrors are generously 
placed. 

An impressive hosiery department adds 
much to the inviting atmosphere. 


In New Location 


The Ground Gripper Store, 687 Mar- 
ket Street, is preparing to move to one 
of the new Elevated Shops in the build- 
ing at 160 Powell Street. 





Cites Current Problems of 
Shoe Industry 

Boston, May 13—‘Some Problems of 
the Shoe Industry” was the subject of an 
informal talk given by Secretary Thomas 
F. Anderson of the New England Shoe 
and Leather Association at a dinner of 
the South Shore School Men’s Club, held 
in the High School, at East Weymouth, 
Mass., on May 8. 

Among the more serious problems con- 
fronting the shoe industry in 1924, the 
speaker cited the exactions of the more 
radical labor unions in certain centers, 
plus the lamentable tendency to under- 
production on the part of some of the 
workers, and he contrasted this element 
with the more conservative and progres- 
sive labor organizations who fortunately 
still hold the balance of power throughout 
the industry. 

The complexity of styles in women’s 
wear, the universal popularity of the 
automobile and the great falling off of 
export business were also instanced as 
among the shoe trade problems of the 
moment. 

The speaker, however, expressed him- 
self as feeling optimistic for the future of 
the industry in spite of all these present 
handicaps, but emphasized the pressing 
need of educating the youth of the coun- 
try as to the importance of the footwear 
industry to the nation. In this he ap- 
pealed to the school principals and teach- 
ers for co-operation, and he also expressed 
the hope that the public libraries through- 
out the country will add to their collec- 
tions adequate literature descriptive of 
American leather and footwear and the 
romantic history of the industry. 
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How to Protect a Business 
Slogan or Trade-mark 


AM quite frequently asked by busi- 

ness men of all grades how they can 
protect some mark or design, or slogan, or 
motto which they have adopted and which 
by long use has either become, or will be- 
come, characteristic of their business. For 
instance, take the following, which comes 
to me from the State of Washington: 

I have been unable to get a satisfac- 
tory answer to a certain question from 
myattorney, hence I am asking you. 

I have a two-word slogan or trade- 
mark that I wish to use in advertising 
and want to. protect same by copyright 
if possible. The Registrar of Copyrights 
tells me that I cannot copyright a slogan, 
but I can copyright a trade-mark. Just 
what is the difference and what is the 
procedure? I wish to use this slogan in 
the same manner in which the Pacific 
States Electric Co. (General Electric Co.) 
are using their “Check Seal” trade- 
mark on all the merchandise they sell, as 
a personal guarantee of quality. Can I 
copyright it or not? 

L. R. H. 

I have written this correspondent direct, 
so that this article will be a general dis- 
cussion of the subject rather than a specific 
answer to his query. 


The Trade-Mark Laws Apply 

Various Federel laws give different 
kinds of protection to different expressions 
of originality or ingenuity on the part of 
business or professional men. First, the 
patent laws, which I need not discuss, as 
they have no bearing on the subject. 
Second the copyright laws, and I needn’t 
discuss those either, for the business man 
can’t copyright slogans or labels, or 
mottoes, or catch words or phrases, or any- 
thing like them. The laws which apply to 
my subject are the trade-mark laws and 
the law allowing the registration of prints 
and labels in the patent office. 

With this preliminary, let me take up the 
various things which a business man 
might want to protect, and tell how each 
would be done. 

First, suppose he is a shoe man and has 
devised a label made up like this: around 
it is a border in the form of a keystone, 
and inside is a picture of a shoe. Over the 
shoe is the word “Sure” and under the 
shoe the word “Fit.”” He uses that label on 
all of his shoes and it has become an asso- 
ciated trade-mark. He wants to protect it 
—how shall he go about it? He can do it in 
either of two ways: First, he can register 
his label in the patent office under the 
Act of 1874, which allows the registration 
in the patent office of prints and labels. 
The word “prints,” let me say in passing, 
means something used in connection with 
a business other than a label. It might 
mean an advertisement, or a poster, or 
something like that. 
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The second way to protect the Sure Fit 
Shoe label is to trade-mark it. That is, to 
get trade-mark registration for it in the 
patent office. This protects the form and 
design of the label only. 


Words Which Cannot Be Trade-Marked 


Let me explain what I mean by de- 
scriptive words which can’t be trade- 
marked so as to prevent other people from 
using them. You already have one illustra- 
tion, “‘sure fit.’ Some others are “‘cream of 
ice cream”’ for ice cream: “easy set’’ for a 
metal window frame: sash; “interlox’’for 
packing goods, mailing bags, etc.; “‘just 
right” for roofing material; “u-put-on” 
for rubber heels, and so on. All these have 
been held to be descriptive and trade- 
mark registration (i. e., under the Act of 
1905) refused on that account. Remember, 
however, that the label or the print con- 
taining them can still be registered in the 
patent office as I have described. 

A few examples of words that have been 
held non-descriptive and therefore open 
to trade-mark registration are “Dutch 
Dainties” for candy; ‘‘Hog Tone” for a 
hog tonic; ‘Kiddies’ Kicks” for children’s 
shoes; “‘Lids for Kids” for children’s hats; 
“Trucker”’ for flour, etc. 


Protecting Clever Mottoes 

Ordinarily so-called “‘clever’’ mottoes can 
only be protected by registering the label 
or the print containing them. They can’t 
be trade-marked. For instance, the fol- 
lowing were recently registered: ‘“‘Blue- 
birds for Happiness” (liver pills); ‘Yes, 
we have no bananas, but we do know how 
to print,” and “It’s pure, that’s sure.” 
None of these could have been trade- 
marked. 

Finally, there is one form of protection 
which comes to a business man using a 
slogan or a motto or a design or something 
like that, without doing anything to get it 
except using the particular thing in con- 
nection with his business. That is under 
the law of unfair competition. This is 
entirely separate and distinct from any 
questions of trade-mark or registration. 
The principle of it is that a man who has 
used anything in connection with his 
business so persistently that it has be- 
come characteristic of it, can protect it 
against everybody else, even though it was 
not entitled to trade-mark registration or 
the other form of registration. It might be 
no more than a red color for his label. Sup- 
pose, for instance, that I adopted the time- 
worn phrase “Oh, my!”’ as a slogan, putting 
it on all my packages and all my labels. I 
couldn’t get any adequate -protection for 
those words through the patent office, but 
after I had used them so long as to tie 
them up to my product, I could prevent 
anybody else from using them in the same 
way, on the theory that the public might 
become confused between the two products. 

(Copyright, March, 1924, by Elton J. 
Buckley, Esq., 643 Land Title Building, 
Philadelphia, Pa.) 
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Pullman Surcharge Declared Unjust— 


Examiner Keeler Recommends to I. C. C. That It Order Assessment Discontinued 
—N.S. T. A. Team Work Brings Results—Macklin Broadcasts Health Hints 


EMBERS of the N. S. T. A. are 
M very much pleased over the re- 

port made by John B. Keeler, 
Examiner in the recent investigation on 
Pullman surcharge. This investigation was 
instituted by order of the Interstate Com- 
merce Commission of April 2, last. It had 
for its purpose the determination of the 
propriety and reasonableness of the 
charges assessed by the Pullman Com- 
pany and the railroads for the transporta- 
tion and accommodation of passengers in 
sleeping and parlor cars. Officers of the 
N. S. T. A. have been working for the 
elimination of this surcharge for several 
years and have been literally bombarding 
Washington with arguments to prove the 
unjust and unnecessary features of this 
tax. 

Hearings on the surcharge feature were 
held during the summer and fall of 1923, 
at Chicago, when Treasurer Dave Davis 
represented the N. S. T. A. and other 
branches of the allied industry; at San 
Francisco, when Frank D. Mullin ‘“‘car- 
ried off the honors” in uncontrovertible 
testimony; at Portland, Maine, and 
Washington, when Secretary Delany and 
Charles W. Morrill handled the shoe 
trade’s interests in an able manner. 

Highlights of Probe 

The recent report of the examiner 
brought out the fact that the surcharge, 
consisting of one-half of the current Pull- 
man surcharge for the space occupied by 
the passenger, was not necessarily estab- 
lished as a permanent charge; that the 
surcharge has been a great irritant to the 
traveling public; that as the Pullman 
business grew, railroad participation in 
the Pullman earnings commenced and 
has steadily increased, until today it 
amounts to over $9,000,000 a year. That 
there has been no reduction in passenger 


charges corresponding to the reduction 


made in 1922 in freight charges and rela- 
tionship prescribed in 1920 between pas- 
senger and freight charges has accordingly 
been disturbed; that there will probably 
be some stimulation of Pullman business 
as a result of the removal of the sur- 
charge; and, further, because if, as con- 
tended by respondents, they are not ade- 
quately compensated under their con- 
tracts for hauling the greater weight per 
passenger in the Pullman cars, and fur- 
nishing the other extra services in con- 
nection with the hauling of the Pullman 
cars, they should secure that extra com- 
pensation from the Pullman Company 
rather than through a separate charge for 
what should be treated as one service. 
“It is believed that the time has come 
when the Commission may well eliminate 
the surcharge,’’ reads the report. 

“It is accordingly recommended that 
the Commission find that the practice of 
respondents of assessing a surcharge on 
Pullman car travel is unjust and unreason- 
able and that the Commission order that 
the practice be‘ discontinued.”’ 


“Ed” J. Macklin, head of the foot saver 
department of the Julian & Kokenge 
Company, recently broadcasted from 
KGW, 492 meters, the largest station in 
the Northwest. It is conducted by ‘“The 
Oregonian.’’ Mr. Macklin’s work is in- 
dorsed by the physicians and foot special- 
ists. He carries the indorsements of the 
Mayor of New York, John F. Hylan, and 
Dr. Royal Copeland, former Health Com- 
missioner of New York. 


Talks to Women’s Clubs 


He also conducts educational talks be- 
fore various women’s clubs, advising the 
members thereof to spend more money 
on their feet and buy “Shoes for the 
Occasion,””—such as a real walking shoe 
for out-of-doors, instead of expecting a ball- 
room shoe to stand the strain of “hiking.” 

Mr. Macklin believes in “store get- 
togethers,’’ and advises sales force con- 
ferences every ten days. He advises learn- 
ing a lesson from the mistakes of others 
and guarding against making the same 
kind of errors. 
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L. E. Cummings succeeds P. E. Vaughan 

in Western Pennsylvania. Mr. Vaughan 
bas made such a success of the Marion 
Shoe Co.’s line during the past six years 
that he has bought out a store in Greens- 
burg and has become a retail shoe mer- 
chant. 
Mr. Cummings for a number of years 
ned and operated the Cummings Shoe 
.’s store of Pittsburgh, Pa. He is a 
brough shoeman and well acquainted 
h the Pennsylvania trade. 

The Marion folks consider him a worthy 
ecessor to Mr. Vaughan. He is well 
ted to continue Mr. Vaughan’s work 
helping to build styles for Keystone 
State merchants as are adapted to their 
tade. Mr. Cummings says that one 
reason why he has taken the Marion 
lime is that he can go right into this 
splendid section—Western Pennsylvania 
—and follow along in the footsteps of 
P. E. Vaughan, who has not only made a 
huge success of the Marion line for the 
company and himself, but for his many 
retail shoe merchant-friends. 


C. L. Chubbuck Is Dead 


C. L. Chubbuck, who was recently en- 
gaged by the Union Shoe Company of 
Brockton to cover in Philadelphia and 
adjacent territory for this house, died 
suddenly while on his territory on May 5. 

Mr. Chubbuck was apparently in the 
best of health until a few hours prior to 
his death, and although all medical at- 
tention was given him by his physicians 
and a brother shoe traveler who was with 
him at the time, all were of no avail. 

Up to a few weeks ago, Mr. Chubbuck 
was manager of one of the stores of the 
Henry Hagen Shoe Company of Boston. 
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P. E. VAUGHAN 


For the past siz years Western Pennsylvania 
salesman for the Marion Shoe Co. So si ‘al 
has he been with his Marion line that he 

bought out a store in Greensburg, Pa., and has 
one into business for himself. 





“Al” Oldaker in Charge of 
Special Exhibit 


A. E. Oldaker, in other words, “Al” 
Oldaker, who represents the Lounsbury, 
Mathewson & Co.’s line, with New York 
office and salesroom at Suite 756-758 
Marbridge Building, Broadway at 34th 
Street, writes that on May 19-23, his 
house will celebrate at the above address 
its sixtieth anniversary with a snappy 
line of women’s high-grade shoes. 


Gillespie on Trip 


D. J. Gillespie, who covers the large 
cities of Pennsylvania and Ohio for the 
Watson Shoe Co., left for his territory 
May 15. D. J. is well and favorably 
known in the shoe trade™~ through his 
nearly twenty years’ connection with 
same. Just before leaving on his trip, he 
made a call at the Recorder office. When 
asked as to business conditions, Mr. 
Gillespie replied, “Everything is lovely, 
and we are going to show ’em a new line 
of McKays in smart effects.” 


Burdetts Are Traveling 


For the Burdett Shoe Co., L. F. Bur- 
dett is now traveling in the South and 
Southwest, while his brother, Edgar, is 
visiting the eastern states trade. Charles 
Quimby is in the South Atlantic states, 
and J. F. Blythe is in the Middle West, 
and J. W. Kurtzman is on the Pacific 
Coast. All have a new sample line of 
Burdett shoes. 


Yates Takes Late “Jim”’ 
Straub’s Territory 


Fred Yates has made arrangements to 
cover the territory formerly traveled by 
the late “Jim” Straub in Eastern Penn- 
sylvania in connection with his own 
territory in Pennsylvania and New Jersey, 
for the Val Duttenhofer Sons Company. 










M. A. GORDON 
Who covers * entire United States for the Elbee 


hoe Co. of Brooklyn. 





M. A. Gordon, who travels for the Elbee 
Shoe Manufacturers Co. of Brooklyn, 
N. Y., recently returned from a trip 
through the South and Southwest, where 
the company’s line was very favorably 
received. Mr. Gordon is one of the best 
known and most popular salesmen in this 
territory, and is generally conceded to be 
a good style picker. He is popularly known 
among his many friends as “Moe.” 

In addition to the South and Southwest, 
he covers other important centers, and in 
fact generally represents the Elbee Shoe 
Manufacturing Co. 

M. A. says, “Through certain sources 
which the house of Elbee has established 
in Paris, it is now the recipient of the 
latest creations of well-known style origi- 
nators of that city. These styles are re- 
adapted to suit American tastes.’’ Elbee 
has met with considerable success in this 
direction. 


Florida Business Good 


A recent visitor to Atlanta was Ridley 
R. Wilkinson, formerly president of the 
Southeastern Shoe Retailers’ Association, 
now with the firm of Harry Smolen & 
Co., Inc., of Brooklyn, as a salesman in 
the South. At the time when he was 
president of the association, Mr. Wilkinson 
conducted a retail store at Palatka, -Fla. 
Upon going on the road he sold out the 
store, and returning to Palatka for a 
visit recently was surprised to see that 
his former stand had been turned into a 
pool and billiard hall, and the shoe store 
discontinued. 

Mr. Wilkinson states that wholesale 
trade with his firm in the South so far 
this year has been remarkably satisfact- 
tory, with business very brisk over all of 
Florida, an unusual condition outside the 
winter tourist season. Indications, he 
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BURNS’ UNIVERSAL 
~ SANDAL 
es BURNS sia NOW IN STOCK 


Not Cheap, but Good Quality 
A and C widths 


Red, Green, Blue Kid 
Gray Suede 
Fawn Suede 
Otter Suede 


Best for Style 
Best for Wear 
All Colors 








$5.00 
4.50 
4.50 
4.50 





$4.25 
4.50 
4.25 
5.00 


URNS 


Patents 

White Kid | 
White Nu Buck 
Black Ooze 


Los Angeles 


525-A 
California 


So. Broadway 


& 


No. 462—First Step Tackless 
Stitchdown Blucher Low-Cut. 
White, Tan or Smoked Elk. 
Flexible Sole. Per doz. . .$15.00 








HERE IT IS!! 


JUST WHAT YOU WANT FOR 
RIGHT NOW BUSINESS 


ONLY $5.85 


In Gallun’s No. 23 
Light Russia Calf 


AT ONCE DELIVERY 


Trade Mark Reg. 


When Women Buy 


A Baby’s interests are 











usually uppermost in its 
mother’s mind. An at- 
tractive display of Ideal 
Soft Soles and First 
Steps will bring her to 
your store—which pro- 
vides an opportunity for 
you to fill her footwear 
needs. 

Establish your store as 


No. 34—Infants’ Soft Sole But- 
ton Boot. White Washable Kid 
Top. Patent Leather Vamp and 
Foxing, Flat Pearl one. 
Per Doz 


a shoe store by carrying 
footwear for all—includ- 
ing the babies. 


May we send our catalog of other IN-STOC K styles? 


Vdeal Dabs bY,..,., 


y 7 a vers. 


Shoe 


Company 


Liseaiehendiills 


NEW YORK OFFICE 320 FIFTH AVE. 


sident 








APECK SHOE WITH “PECKS OF QUALITY” 


No. 880__Leather Sole, Gallun’s No. 23 Light Col- 
ored Aztec Calf College Oxford, Blind Eyelets, C: oul 


Gun Metal Calf se a 
il, D 5-11. Coach Lost. 


$5.85 

. Gallun’s No. 3 Tan Norwe- 
College © ford. Brase Calf Lined 

5 ach Last. Sizes and Widths, B 6-11, C 5-11. 





IN ot aire $ 


STOCK 





No. 842__C Sole, Coffee Elk Cube Oszford. 
gue tae. & and Widths, B 6-11, C and D 


$5.25 
FREDERICK S. PECK 
40 Thomas Street 
WORCESTER, MASS. 
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~ Ill aid, portend one of the best years for the 
| shoe merchants of the South they have 
im enjoyed in the past decade, due to good 
| cotton prices. 
“Turkey” Smith with 
Haynes-Henson 
The Haynes-Henson Shoe Co., a” well- 
known whoelsale firm at Knoxville, Tenn., 
announces the recent appointment of 
Charles L. Smith, better known ‘among 
the boys of the South as “Turkey” 
Smith, as a member of the company’s 
waveling sales forces. Mr. Smith formerly 
was with a firm at Maryville, Tenn., re- 
signing recently to go with the Haynes- 
Henson Co. 


Minster Reports Good Coast 
Business 


“Sid” Minster, Pacific Coast salesman 

| for the A. J. Bates Company, with head- 

im@ quarters at the St. Francis Hotel, Los 

| J Angeles, is booking good business on the 

im Coast. Sales Manager Walter C. Roose 

| recently took a trip out through the West 

and made a survey of conditions. He re- 

ports that all those on whom he called 

told him that their Easter business this 

year was very satisfactory—much better 

than that of a year ago—that they did 

not seem to be overstocked; and that 

everything looked most favorable for a 

continuation of good spring and summer 
business. 


Alden Wood on Trip for 
Wood-Stevens Co. 


Alden K. Wood, with an extensive ac- 
,quaintance throughout the shoe trade of 
the United States, has charge of the 
finances and selling of the newly formed 
Wood-Stevens Company. Neil C. Stevens 
of this firm will attend to purchasing and 
production; the other member of the 
frm is Henry V. Bell. Mr. Wood leaves 
on a Western trip, May 17. 

The Wood-Stevens Company has taken 
over the plant of the former Daniel 
Glover Shoe Co., at Salem, Mass., and 
are making boys’, youths’ and little 
gents’ welt shoes. Mr. Wood reports that 
the plant is well equipped and operating 
at fair capacity. 





beatae 


Evans with Davies 


ele Harold Evans, for several years con- 
-__ nected with the factory of the Davies 
Last Shoe Mfg. Co., Racine, Wis., has been 
orwe promoted to the traveling sales staff, and 
aT is now covering Northwestern Wisconsin 
$5.85 territory for this house. 

~ 5; e 

_ Ralph Mendall on Trip 





Ralph Mendall of Middleboro, traveling 
salesman for the Geo. E. Keith Co., is 
on his spring trip through New York, 
New Jersey, Pennsylvania and Ohio. 
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WHOLE 





SALESMEN WHO 
SALE. 


101 





Albert Perry Has Woodbury Line 


LBERT G. PERRY, well-known shoe 
salesman, recently having carried the 
line of Geo. B. Leavitt Co. for several 
years, and formerly for several years a 
shoe manufacturer, doing business as the 
McCormick-Perry Co. of Haverhill, Mass., 
has recently joined the sales staff of the 
Woodbury Shoe Co., and on last Satur- 
day, May 10, left Boston for a Southern 
trip, where he will call on the jobbing and 
volume buyers. 
A Siz-Weeks’ Trip 
Mr. Perry’s territory includes not only 
the entire South,. but the Middle West. 
Roanoke was his first stop—then down 
through Lynchburg, Petersburg, until 
today, May 17, finds him at Norfolk. 
From there, he will travel through North 
Carolina, “‘making” Charlotte, where he 
will stay at the Selwyn Hotel, and on 
May 23 will arrive at Charleston, S. C., 
with the Preston Hotel as his headquar- 
ters; then to Savannah, where he will be 
located at the Savannah Hotel on May 
24 and 25. He will arrive at Jacksonville, 
Fla., about May 26, and will stay at the 
Seminole Hotel; from there he will go 
to Atlanta, where the Piedmont Hotel 
will be his headquarters on May 27 and 
28. On May 29 and 30, the Farragut 
Hotel, Knoxville, Tenn., will be his head- 
quarters. His route will then be through 
Tennessee and Alabama, New Orleans, 
Dallas, and he will arrive at Little Rock, 
Arkansas, June 10, stopping at the Marion 
Hotel. He will reach St. Louis, the Jef- 
ferson Hotel, June 11 and 12; at Evans- 


‘ville, Ind., McCurdy Hotel, June 13; 


Louisville, Louisville Hotel, June 14; 
Cincinnati, Hotel Sinton, June 15 and 
16; Dayton, Marion Hotel, June 17; 
Portsmouth, Ohio, Washington Hotel, 
June 18; Huntington, W. Va., Frederick 
Hotel, June 19; Charleston, W. Va., the 
Ruffner Hotel, June 20; Clarksburg, W. 
Va., the Waldo Hotel, June 21—and then 
back to The Hub. Mr. Perry is booking 
good business for immediate and fall de- 
livery on the Woodbury line of women’s 
turn and McKay up-to-the-minute nov- 
elties. 

From his over twenty years of acquaint- 
ance with shoe building and selling, Mr. 
Perry’s friends, and they can be counted 
by the thousands, predict for him a great 
success with his new line. 

Smile and give your system a joy-ride.— 
H. Devarco in “Direct Reflections.” 








GEORGE E. PARROTT 


Who sells the J. A. Jonas Shoe Co.'s line to the 
wholesale trade and big volume buyers. 





Parrott with Jonas 


George E. Parrott, well-known shoe 
salesman and style man, has recently 
made arrangements to represent the J. A. 
Jonas Shoe Co.’s line of women’s flexible 
McKays. George left on a Western trip 
on Sunday last, May 11, to cover the 
wholesale trade and big-volume buyers. 


Collins and MacRobert on 
Trips for H. S. Collins, Inc. 


Bernard I. Collins and John H. Mac- 
Robert of H. S. Collins, Inc., with factory 
in Haverhill, Mass., started last week on 
extensive business trips with the Collins 
line of misses’ and children’s stitchdowns. 
Bernard will cover the Central Middle 
West, while John looks after the large 
states. The Collins line, which is sold to 
wholesalers and volume buyers, repre- 
sents, in the opinion of these representa- 
tives, the “last word” in stitchdowns as 
to style, quality and service. The trade- 
mark “Little Comrades”, is well known 
by the trade through the excellence of 
the product. Messrs. Collins and Mac- 
Robert will return to Boston about June 
1, when they will be at the Boston Office, 
78 Lincoln Street, to meet visiting buyers. 
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Popular Prices 


pany aah ted. 190hene Strap, 12/8 Nove J ties 
that have a steady, 
consistent 


appeal 











No. 137—White Kid One Strap Sandal, 
132 Last. 








\ ‘ JE present here only three 


of our line of practical 
numbers that follow the style 
trend in pattern, last and lea- 
ther, yet are made the good 
old fashioned JOHNSON 
BROS. way. 


No. 115—Patent Leather Apron Oxford, 
7/8 rubber heel, 133 last. 


JOHNSON BROS.SHOE MFG.CO. 


HALLOWELL,MAINE 
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Conrad ‘Nagel 


Lights— 
eAction— 
Camera! 


Under the blinding glare of the Kliegs, through the relentless eye 
of the camera, every mannerism, every action, every item of the dress 
of the star is accurately recorded to be afterwards critically scruti- 
nized by the observing and inquisitive eyes of the nation. 

Conrad Nagel never fails to convince and impress, not only by the exuber- 
ance of his personality and the realism of his acting, but also by the quiet 
elegance and completeness of his attire. Like many other stars of the 
first magnitude he insures the correct appearance of his footwear by insist- 
ing that his Goodyear Welt shoes be finished with visible eyelets—the 
mark of good workmanship, high quality and true style. 


Diamond Brand Visible Fast They promote easy lacing, 
Color Eyelets have genuine retain their original finis 
celluloid tops that never lose indefinitely, and actually 
their color. outwear the shoe. 


Ask for shoes with visible eyelets! 


UNITED FAST COLOR EYELET COMPANY 
Manufacturers of 


DIAMOND BRAND (VISIBLE) FAST COLOR EYELETS 
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—— = : 


For 46 Years We've Made 


SHOES 


Goodyear Welt Shoes and 
Oxfords to sell at retail 
$4.00 to $6.00 


‘Cogan Style and Quality” | 
Always Mean Satisfaction 


WRITE FOR MORE INFORMATION 
SALESMEN ARE NOW ON THE ROAD | 





P. Cogan and Son Co. 


STONEHAM — MASSACHUSETTS 






































The Old Dependable Cake atin, 
Dressing for White Shoes ae 


‘‘The Name Blanco Is Signal of the Best 
Available White Cleaner”’ 


LAING, HARRAR & CHAMBERLIN 


Sole Distributors for the United States 


43 North Third Street - - Philadelphia 
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ee] “CASH IN” 
Epes -deal with anpewe who aim to 2 ; on the season’s biggest stitchdown sensation— 
| help their boys in developing per- > The Wobst Merry Walker Patent Leather 
“@ sonality and good taste in dress, you y: Sandal. 
can please them mightily psd these re IMMEDIATE DELIVERY! 


No. 2501—Patent Leather Two Strap Sandal with Beige Etk 
Apron, Full Leather Lined, Flexible Chrome Oak Re-Tanned Sole, 
Wingfoot Rubber Heel. 

Sizes 5-8 $2.05 8-11 .$2.30 1144-2... .$2.55 
No. 2500—Same in Smoked Elk with * en? Calf Apron. 
Sizes 5-8... $1.80 81-11... $2.15 g-2... $2.35 


Write or wire orders 


WOBST SHOE COMPANY 
MILWAUKEE, WIS. 





_ thirty-five years manufac- 
turers, retailers and wearers of 


— shoes have all declared HUB GORE 
Stents Sane a trite somes 62 amet , ao. Setell 


IN STOCK | - The trade-mark on the gore is the 


FOR AT ONCE'DELIVERY dt = || maker’s mark of confidence. 


, 
TEEPLE SH co fF, EVERLASTIK, INC. 


AUPUN~ WISCO a y The Largest Makers of Elastic Webbing 
MLSS af 4 in the World 


> 





ERLE ie 
%/ Pee «| Chelsea, Mass. NocYou NY, 
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Rolled-top Basket, 15 x 22 inches, 


GREELEY BOUDOIRS—) | Danica STs inc 


Yes! Greeley Boudoirs are in a Tal ANS 
class by themselves. Testimo- pen. No \y $2.50 each 
nials substantiate our claims = ws Dy, Per Stems , 
of quality. Your trade Za Le zy = 
Write to-day for our ILLUS. 


will respond quickly to 
the pretty patterns and TRATED CATALOGUE No. 32 
perfect workmanship, in colors, of Artificial Flowers 
Greeley Boudoirs re- Plants, Vines, Hanging Baskets 
In Black or Colored veal. Sample them. Full Trees, etc., MAILED FREE ON 
Kid. 36 pair lots only. rubber heels a feature. REQUEST. 
FRANK NETSCHERT, Inc 


If Your Jobber Cannot Supply You, Write Us. 
4 A. W. GREELEY, Haverhill, Mass. a 61 Barclay Street, New York, N.Y 























Capacity 1000 


Fine Calf Leathers The Breakers 


Manufacturers of 


Velvetta Calf— ATLANTIC CITY 
: On the Ocean Front 
Dancing Concerts 


Russia Calf— « Golf Privileges Cabinet Baths 


Strictly Fine Full-grain Calf Leather SPRING RATES 


HUNT-RANKIN LEATHER CoO. 
106 Beach St., Boston, Mass., U. S. A. JOEL HILLMAN, President 











Tuscan Calf— 























APPROVED BY 
MEDICAL MEN GROPING IN THE DARK 
Time was when the purchase of advertising space was 


ae here, FF. a “blind groping in the dark.’’ Advertisers had no means 
ted the Burkley Ventilated Foot of checking a publisher’s statement of circulation and 
& pe wes tases often these figures were unreliable. 

—y In six years the Audit Bureau of Circulations has 
solved this perplexing problem. By a systematic analysis 
of distribution and methods this organization is able to 
supply just the data an advertiser needs. The darkness 
is dispelled and the bright light of verified facts takes its 
place. Space buyers no longer find it necessary to grope 
BURKLEY in the dash. nt i A a 

ere are no dark spots in the Boot an oe Recorder 
SHOE CO. circulation. Our records are audited by the Audit Bureau 
1156 No. Matm Street of Circulations. 
Brockton, Mass. 




















— 





An Appeal to Our Shoe Traveler Friends 
Send Us Names of New Shoe Stores | 








You are a mighty good friend of ours. Will you do something for us? As you cover the various 
parts of this great country of ours, wherever you see a new store, or hear about plans for a Shoe 
Store about to be started, kindly do us the favor of sending on the name, with your name attached, 
as follows— 
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CLASSIFIED AND OPPORTUN ITIES DEPARTMENT 


CesT sONs WANTED—Four cents word for each insertion. 
inimum a alge Rome’, seventy-five cents. For other “Want” 


#33. Ads : © for each i ion. Mini- 
mum ae ans oe i 
up to noon on Tuesday of week of 


Recorder rates for space less than one-eighth page per 


7times 13times 26 times 52 times 
$4.00 $3.50 $3.00 
8.00 7.00 6.00 
12.00 10.50 9.00 
16.00 14.00 12.00 


m ii . 
replies forwarded direct to their address, each word of the Bm 
must be counted in Fa ES and paid for accordingly. Answers 
to ads must be sent under letter postace. 

















Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





QGALESMEN WANTED for all sections, prefer- 
\ ably men living on their territories, to carry on 
commission a short side line of Novelty Turns that 
retail at $6.00 to $8.00 and which have remarkable 
merit. —— must be able to finance them- 
seives. Chain stores and best retailers to be solicited. 
In replying give references and state present lines 
and frequency cover territory, which 
peming some patrons. Address "E-806, care Boot 
and Shoe Recorder, 207 South Street, Boston, Mass. 





Wooees alee salesman for Chi 
selling dept. store and shoe trade, 
carry y side Ii line felt, quilted satin, ooze leather house 
slippers; commission basis; fine opportunity. State 
full particulars. Address E-819, care Boot and 
Shoe Recorder, 127 Duane St., New York, N. Y, 


QALESMEN WANTED—To carry  manufac- 
~ turer’s full line of potest 's Soft Sole Shoes. Side 
line in ion with flicting line. Com- 
mission basis. Territories open: New York, New 
Jersey, California, Broadway Oregon. Kann 
Manufacturing Co., 487 Broadway, New York City. 


‘O sell a nonconfli side-line commodity of 

distinctive merit. anufactured by an old 
oe house. Good commission aran 
Choice of territory. Address “ .” Union 
Blacking Co., Oxford St., Lynn, Mass. 


W ANTED—Ohio resident salesman. by Brock- 
ton fa making medium grade, stylish 
men’s shoes. All replies strictly confidential. Address 
E-807, care Boot and Shoe Recorder, 207 South 
Street, Boston, Mass. 


TEW YORK CITY salesman wanted by Brock- 

ton Manufacturer of medium grade, gtyleful, 
young men’s 
aadress E-809, care Boot and Shoe “Recorder, 207 
South Street, Boston, Mass. 























ROMINENT Rochester manufacturer has an 

excellent opening for a reliable, live-wire sales- 
man, who can produce results, in the states of 
M ichigan, Indiana, Illinois and Wi oe Me will 
make an attractive proposition to the ri rty. 
State all details of your past record in letter. 
Address E-810, care Boot and Shoe | teme by 207 
South Street, Boston, Mass. 





ticulars, giving references. 





WASHINGTON, OREGON, IDAHO, LOUISIANA 
WISCONSIN, OKLAHOMA 


We want experienced salesmen to cover the above territory on commission. We make 
unlined UNION STAMP WORK SHOES in Blucher, Outing and Moulder. Write for par- 


NORTH LEBANON SHOE FACTORY 


non, Pa. 








ALESMEN—An opportunity for a few Live 
Wires, with established trade, to secure the 
sale, on commission, of the Best Line of Men’s and 
= * Work Shoes and Men’s Work Gloves, made 
merica. Backed by a wonderful Campaign of 
Advertising anc and concern owning and operating 
their own ery and Factories. State Territory 
you have been pos he care of, and address Wolver- 
ine Shoe & Tanning Corp., Rockford, Michigan. 


E will have a number of good territories open 
after July first. Our line consists of high-grade 
work shoes and outdoor sport shoes. Only men of 
ven sales ability will be a Se 


ag Manufacturing Comp 
ramets WANTED—Arch support manu- 
-_ 3 has open = for salesman in central 
West. men considered. Address 
E793, en an Boot an and Shoe Recorder, 207 South 
St., Boston, Mass. 


ANTED—Experienced salesman to show, as a 

side line or otherwise, some thirty samples of 
popular-priced women’s arch support shoes to 
retail at $5.00 and $6.00, also novelty shoes. 
Quick selling. All shoes in stock. Eight per cent 
commission paid weekly. References necessary. 
Westcott Whitmore Co., Syracuse, N. Y. 


GALESMEN for a real snappy condensed spedielty 
line branded ladies silk hosiery. Sold wi 
Spe throughout the cous opie H.-H 
page Gnsngnens the coun Easily Cossied. 
covering and line now "handling. 
Rise E-765, care Boot and Shoe Recorder, 207 
South ny Boston, M ass. 




















WANTED 


by 
. & P. SHOE COMPANY, IN 
Auburn, ¥. 


REAL SALESMEN 
to carry Six Numbers in Ladies’ Snappy 
Shoes. ean be carried as side line 
or exclusively. Only ambitious men who 
desire large earnings need apply. 








Exceptional opportunity for exception- 
al salesmen to sell the Ogden line of 
men’s medium-priced Milwaukee dress 
shoes in several territories on the most 

ptional tion plan ever 
offered. Inquiries invited. Ogden Shoe 
Co., Milwaukee, Wis. 











WANTED —Salesmen to! sell on com- 
mission 24 styles women’s arch sup- 
port oxfords and pumps carried in 
stock. As sideline agreeable. Territories 
open: Michigan, Eastern New York, 
Wisconsin and Minnesota. The Ed- 
wards Shoe Company, Owego, N. Y. 








ARE YOUA 
LIVE ONE? 


A new firm—a new model factory 
making high class, medium grade 
misses’, growing girls’ and women’s 
welts, wants one or two salesmen, 
live and clean-cut enough to match 
the organization, to travel New Eng- 
land and West. If you think you can 
J. A. Pine, y tine Mar. Keystone State 
Shoe Manufacturing Company, 3607 
Derry Street, Harrisburg, Penn. 











12 STYLES py SOLID LEATHER 
DRESS WELTS TO RETAIL AT $5.00. 
All lasts —— re Goals the latest and best 


Quality, style, and 
ish Tn wy ¢ Five per —_ 
discount to 


ly salesm 
who pa nae ag ‘with Zetablished 
trade ni apply. Strictly six per cent 
———— is. Choice territories 
n. Coble Shoe Company, Nashville, 
Tom. 











Manufacturer of flexible McKay and 
stitchdown men’s a ae contating 
of Romeos, Everetts an: bout 
10 samples—retailing at Bite ws to $3.50, 
wants r¢ in the larger 
cities t h the y. Sold in 
case t only, at 7 ~— cent commis- 
sion. Address E-808, Boot and 
Shoe Recorder, 207 South ith Street, Bos- 
ton, Mass. 




















POSITION WANTED 


GOMEWHERE there is a store needing a man 
who can Advertise, Trim windows, Write show- 
cards, Assist in Buying and Merchandising. I can 
do these things. A letter brings full details. Alfred 
Shutt, Box 762, Columbus, Ohio. 








Experienced Style Man 
and Sales Promoter 


with wide acquaintance throughout 
the industry is desirous of affiliating 
himself with a substantial, progres- 
sive women’s shoe house that is plan- 
ning to do bigger business with the 
better stores. Can help build a smart, 
styleful line and place it with worth- 
while accounts. Best of references 
furnished. Address Box E-818, care 
Boot and Shoe Recorder, 207 South 
Street, Boston, Mass. 








RESIDENT BUYER 


Any large Western firm wanting a resi- 
dent Boston shoe buyer can secure a party 
who has been in the shoe business as Su- 
and Buyer for 
the last ten years. Acquainted with all 
manufacturers and knows styles and 
costs. Address E-813, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 











Information for Shoe Merchants 


“Where to Buy” constitutes a source of 
so that he who runs throuch these 
pages may read—and learn. 
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POSITION WANTED 


FOR SALE 


MISCELLANEOUS 











FACTORY EXECUTIVE 


Any New England firm wanting an Ex- 
ecutive in any capacity—Sales manager, 
Sales promoter, or any position of trust— 
can secure a party who has been for the 
last dozen years manager for the largest 
factories in the East. Address E-812, care 
Boot and Shoe Recorder, 207 South Street, 
Boston, Mass. 








Fe ~~) +? Sample Shoe Parlor in 

Boston's Business Section. Mailing list 
of 7 —} pba Price right for Quick buyer. 
Address E-817, care .~ and Shoe Recorder, 207 
South Street, Boston, Mass. 


R SALE—Shoe store Oklahoma cit paeet lo- 
cation, main street, money maker. — 

terms with right party. Address 

and Shoe Recorder, 207 South St., esten,” Mass. 











LINE WANTED 


SAL JESMAN, experienced, desires connection 
with factory to represent in New York City and 
Vicinity—men's, women's or children's. Only live 
wire line considered. Address K-646, care Boot and 
Shoe Recorder, 127 Duane St., New York 


I Sell Men’s 
High Grade Shoes 


and am open for a quality line for the 
present season. Can serve as style 
director, sales executive or traveling 
man. Would not be interested in any- 
thing other than a better-grade propo- 
sition. Finest of references furnished. 
For further particulars address Box 
E-811, care Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 




















BUSINESS OPPORTUNITY 





WANTED TO PURCHASE 








THE NEW YORK EXPORT 


PURCHASING CORPORATION 
596 BROADWAY, NEW YORK, N.Y. 
Phene—Canal 6874 


WILL 








CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request. 
Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York City 
Phone Spring 5160-5161-5162 


CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other Anyq y- 
Prompt attention given. 

KIRSCH-BLACHER CO., Inc. 


622-624 Broadway, New — N, Y, 
Phone Spring 1443 




















BUSINESS OPPORTUNITY 


Substantial interest for sale in reliable 
Boston coppecation of first credit 
standing. A good proposition, either 
with or without services, will be made 
to the right man. All inquiries will be 
held strictly confidential. Address 
E-786, care t and Shoe Recorder, 
207 South St., Boston, Mass. 








HIGHEST CASH be PAID 


MA 
313 —— - Street. agh York City 
en ase clothing furnishin 


Phos Canal 8764-580, 











N t gest, lightest and most 
convenient fitting stool on the market. 





Carried in stock. Available for shipment any- 
where by parcel post or express. 
MILBRADT MFG. COMPANY 
2416 N. 10th St., St. Louis, Mo. 


For thirty-five years manufacturers of 
* Milbradt Rolling Step Ladders 








Metal Shoe Fitting Stools 
and Floor 


Mirrors 


No. 141 


ace, THE CHICAGO 
ot Pr WIRE CHAIR CO. 


621 N. La Salle Street, Chicage, Ill. 











FOR RENT 


LA RGEST ready-to-wear store in Dubuque Iowa 
and Racine, Wisconsin. Have space to sublet for 
ladies’ shoe department. Harry Surkin, 1158 East 
Fifty-Fourth Place, Chicago. 








WE desire a reliable shve concern to open a shoe 
department in a large men's store, best corner 
location. Write U. S. Woolen Mills Co., Baltimore, 
Md., for particulars. 





TO LET 


T? sublease in Albany's most desirable women's 
shop, space for ashoe department. An attractive 
Proposition for a live high-grade operator. Apply 
Box No. E-815, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 








FOR SALE 


Fe’ SALE—Ladies’ Novelty Shoe Store located 
in the heart of Main Street large city of Penn- 
grivanie. ulation and a ol 
about $1, 7,000 of new mdse. Ch 
¥ reason for nengen 
a ae. ; act atonce. Address E-814, 
Shoe Recorder, 207 South Street, 


























Winpow DispLay FIXTURES 
ASK FOR CATALOG 


si: im O\-1e-0 a0). 1.45, 208) 


it WT. 4@T" ST. CINCINNATI.O 


Milbradt Rolling 
Step Ladders 


are made in a great many 
styles to suit all kinds of 
stores and shelving. They 
will enable you to get 
along with less help, 
wear and tear 
your shelving, and help 
—' appearance of — 


copeeual a weS cotieinction 
guaranteed. 


Write for our latest cata- 
log showing 18 an of of 
ladders as well as other 
store fixtures. 


Milbradt 
Manufacturing Co. 


2416 No. 10th Street 
ST. LOUIS, MO. 

















Do You Know? 


That you can buy or sell it through 
the “‘Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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{ view of the entrance and dis, ay si ee 


display case in the center of 


the attention as one enters e 


ither door. C. F. 


Bazter are the proprietors. ba Preach ona to a colar wand tn the tedarter The store sells igh-grede 
for men and women. 





New Box Developed for Soft- 
Toed Shoes 


A resilient box toe, for which it is claimed 
that it will not wrinkle, bunch over the 
toe nor lose its shape, has been developed 
by the Armstrong Cork Company for soft- 


The lograph shows a pair of sofl-toed shoes, 

ripped aah the Armst box. At the bottom the 

box is seen under a weight o 170 pounds. sta 
is shown the shoe with the pressure re 


toed shoes. “Even though the toe of the 
shoe is crushed flat,” says a statement 
issued by the company, “the box is not 
damaged and returns to its natural shape.” 

The scarf edge of the new box does not 
show and the resilience of the material 
permits the toes to be bent naturally and 
comfortably without a bunching or 
wrinkling of the box. The box is also 
impervious to moisture. 





FAVORED FOR 
Footwear “ Parlors” 


INE shoes are shown to best advan- 
in the refined environment made 
ble with the famous H-W Reed and 
ibre Furniture. We originated this 
equipment. Ask us. 
HEYWOOD-WAKEFIELD WAREHOUSES 
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PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT 


by the 


BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 


(Incorporated under Massachusetts Laws) 


CAPITAL $150,000 





ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates for 
Wants, For Sales. an. see Want Page. 


Every pery prosmucion is taken ote the BOOT AND 
SHOE RECORDER to avoid printing any 
statement tikely to mislead its readers. The 
publishers reserve the right to reject any 

ising or reading matter which is not in 
line with this policy. 





OFFICES IN 


BOSTON OFFICE: 207 fot Street. 
BROCKTON nha 224 Moraine St. Geo. 


R. 
cHIcAGo Orrick Cie 89 189 Wee mst Madison St. Ta 
si Louis OFFICE: 1 Leather Tieden Mig. B 


en (B.C. M 
NEW YORE OFricE: Room 101 
27 Duane 


ea Rooet 10%, Graham Bldg. 


phone Whitehall 

PHILADELPHIA OFFICE: Su 
H. Walter Scott, } 

HAVERHILL OFFICE: Chem 
Loy vas ee I 





tone 
£. Gannon 
405 Broadway. Telephone 
Broadwa f 
WASHINGTON OFFICE: William L. Daley, 26 
—_ OFFICE: 2 Rue des Italiens. L. Hubbard, 
a OFFICE: P. V. Curtiss, Manage, 


1l He 
TRALIAN. OFFICE: 439 "Lit, Coline 8. 


P. te. 

BRAZIL: wy S. Fitch, 33 Rue Genera 
seers, 88 ‘ 

CHILE: tiago, Las Rosas 1123-1127. Otto- 
Fubrimann ite. 

CUBA: Mr. H. Gomes, Corrales 2A, Havana, 

JAPANESE OFFICE: Yokohama. J. F. Wager, 


SPAIN: Gerente, Leoncio de Miguel, Librere 
Editor, 20 Fuencarral, Madrid. 





MISCELLANEOUS 
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Neo matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the ; 
Boot and Shoe Recorder ; 

All the Time 
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Your Customers Time . Is Worth Saving 


icing Hooks 
mss 


beara practical value of shoe lacing hooks is the real reason for their increasing 

E hen on all laced footwear of high quality. They save time and temper, and 
for that reason they make shoes easier to lace and more comfortable to wear. To 
show shoes with lacing hooks, to point out their many advantages to the cus- 
tomer, is to offer an item ofselling service that is greatly appreciated by the 
majority of buyers. 
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SUMMER NOVELTIES 


BLACKS 


WHITES 


THE SEASON’S BEST SELLERS 


Resse Patens Leather Eenpation Turn, 13 
Cuban covered heel. B an $3. 


B4217—As illustrated. 
B and C 


B4560— Patent wry Turn, 16/8 full cov- 
ered Spanish heel. A to C $5.00 
B4561—As jw Patent Leather, 13/8 
Cuban covered heel. A to C $4.75 
B4562—As usweted, White Kid, 16/8¥full 
covered Spanish heel. A to C $5.00 
B4563— As fe Meswapes. White Kid, 13/8 Gin 
$4.7 


B4740—Patent]Imitation Turn. B to C. .$3.35 
B4741—Asfillustrated. Airedale Buck, Field 
Mouse K. le and Strap. B and C. .83.60 
B4742—As illustrated. Gray Buck, Cue] yo 
Saddle and Strap. B and C. 

84743—As illustrated. All White, Blue, “Red 
and Green Kid. B and C. $3.75 


The largest line of 
fastest selling shoe 
novelties in America. 
As usual, Rogers has 
the ‘live ones” first. 


Patterns especially . 


adapted to the new 
shades of hosiery. 
Every one a “‘wrap- 
up” and 


FOR IMMEDIATE 
DELIVERY 


Terms: 
2% 10 days, Net 30 
F. 0. B. Boston 


Order without delay 
while our stock is 
complete. 


25 cents extra per pair for 
these shoes, when shipped 
from our San Francisco 
branch. 


25c. less in 36 pair 
lots. 
Note— References required 


on new accounts, in order to 
avoid delay in shipment. 


Te Wy ae Imitation Turn, 8/8 
covered heel, A #4. 
peee—te 2 nc oS All White Kid. A to 
$4.50 
panei illustrated. ‘Light ‘Russie Calf. A 
to C $4.50 
1 hers illustrated. “All ‘Black ‘Case Calf 
nN ; $4.50 


lo. BI4654—Bik. Satin, Blk. Uoze inm, 

part Turn, 13/8 Cuban Heel. A to C. . .$4.50 

Tri jo. B 4655—As Iilus., Pat. Lea., Gua = 
rim. 


$4.50 
we Satin, Black 
Suede Trim, 8/8 Cov. Heel. A to C $4.50 


No. B 4666—As _Iilus. 


B4725—Patent Leather 
Turn, 6/8 leather heel. C 


B4726—As illustrated. Black Vici Kid. C ica, 
B4727—As illustrated. All Gray Airedale. 
C width $3.25 


B4730—All White Kid, also Red, Green and ; 
Blue Kid. C width 83.350 


ROGERS BROS. SHOE CO. 


59 LINCOLN ST. BOSTON MASS. 
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On June 1 
it'll be 
In Stock 


Pr OO LIN Ie ae ted 


i €: 


At the beginning of the season this snappy little one strap cut-out 
pump was unheard of outside the Grover factories. 





In a few short weeks we were having a struggle to keep pace with our 
orders. ; 


Now we've had to put it into stock to take care of the dealers who 
either have already re-ordered or will shortly be obliged to. It will be 
ready June first. Why don’t you try a few pairs and see for yourself 
how they sell? 

In patent (No. 3821) or Black Kid(No. 3822) on our No. 203 last 


with medium, plain box toe. Turn sole carrying a 13-8 covered 


Cuban heel. 
In stock AA-A 4 to 9; B 3 to 9; C-D-E 2) to 9. Either Patent 
$ 


J. J. GROVER’S SONS CO.. -- Lynn, Mass. 


‘‘Soft Shoes for Tender Feet”’ 


Established 1865 CHICAGO OFFICE 
Kesner Building 
NEW YORK OFFICE 5 North Wabash Avenue 
Marbridge Bidg., 47 W. 34th St. Corner Madison 


~~ ry 


Vol. 85, No. 10. F ublished et OF week yy the Boot Epee Recorder Publishing Company, 207 South St., Boston, Mass. Entered as second-class mat- 
ter April 15. 1922, at the Post at on Mass lertheactof ( ongressof March 23. 1879 Subseription price $5.00 ar. Printed in Uss.A 
’ , * t « a pt * per ye 
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Whites Are Always in 


Style 


During times when style is stressed and 
you are being drawn hither and yon by 
the urge for something different, it is 
refreshing to look forward each year to 
the present feeling of sanity and rest,— 
the time for staple white leather foot- 


wear. 
TANNERS 


LEVOR GRAIN KID 
(Cabrettas) 


Gloversville, New York 
New York, Boston, Chicago, St. Louis, Cincinnati 


May 24, 19°4 
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—And the Colors 


No. 3—Jack Rabbit 
4—Emerald Green 
8—Beaver 
9—Tru Blu 

13—Oriental Pearl 
37—Red 
51—Golden Brown 
63—-Havana Brown 
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IN STOCK 


B-C-D Widths 


STYLE APPEAL AT A POPULAR PRICE © 


P & V Cherry Lotus Calf, Varsity Last with Broad 
Swagger extension, Wingfoot heel, Heavy Oak Bend 
Outsole. Orders reaching the stock department before 
3 P. M. are shipped the same day as they are received. 
Marion’s central location assures you of speedy deliv- 
eries. Mail your order now. for 26X, one of the sea- 
son's big selling styles. 


MARION SHOE CO. 


MARION, INDIANA 
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No. A-254 — Women’s No. 692 — Women’s 
Fancy White Canvas Scalloped Black Satin 
Strap. Strap. 


Long experience, large productive capacity, 
and a consistent reputation for giving values 
both in merchandise and service:—These are 
the essentials of our successful position in the 
field of Fabric Footwear. 


Sold to Wholesalers only 


DINGLEY-FOSS$ SHOE COMPANY 
“fabric Shoe TNanutackurers 


ALIBURN, MAINE 


aa BOSTON OFFICES, 54 LINCOLN STREET 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Kansas City’s 
Retail Styles Cen 
terJat 12th and 
Walnut Street 











Sample No. A-1172 

a4 of KAFFOR 
KID by Thompson 

Bros. Shoe Co. 











Jhe better shops 
Americas tle centers 


select 


Tue Styie LEATHER oF AMERICA 


WE feel a just pride in having KAFFOR KID used by manufacturers of high 

quality shoes. Their keen desire to maintain their reputation for good shoes 
leads them to search the marts of trade for materials worthy of their patronage. 
In selecting KAFFOR KID, we feel justly proud but accept same as a challenge 
to maintain the good name and reputation of our tannages. Good leather is the 
foundation of—good shoes. 






























































High quality shoe manufacturers, such as Thompson Bros. Shoe Co., of Brock- 
ton, can select KAFFOR KID with the assurance that we are as keenly in- 
terested in helping them maintain their reputation as we are our own. 








If your manufacturer’s salesmen are not fully- 
conversant with the advantages of KAFFOR 
KID, its non-scuffing qualities, its kid-like 
lightness but calf skin ruggedness-—write us for 
full information. We will gladly be of any service 
possible. 








Write us for free booklet “The Story of Leather.” 


Tne Ono LEATHER COMPANY 
GIRARD OHIO 


VVVVVWVVVVVVVVVVVVVVVVV VV VV 
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GYPSY SANDAL 


PATENT LEATHER 
LIGHT TAN CALF WHITE NUBUCK 


THE SEASON'S MOST POPULAR 
PATTERN AND LEATHERS. 
LIGHT WEIGHT GOODYEAR WELT 


FOUR WEEKS DELIVERY 


BRANDED OR PLAIN 


14532—LiIGHT TAN CALF AA To D 2-8, $3.85 
15532—PaTENT LEATHERAA TO D 2-8, 3.85 
21532—WHITE NUBUCK (IVORY SOLE AND 
HEEL—RUBBER LIFT TO MATCH) 
AA To D, 2%-8 


THE JUVENILE SHOE: CORPORATION 


MANUFACTURERS 
CARTHAGE, MISSOURI 


SOR | Ge tet: 2 Pe i 


De RD SEMAN DR: NMG 
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King’s Chapel 
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King Ss Chape [—tnis building caused much dissention in Colonial times. Patriotic 
Bostonians refused to sell ground for an English Church, so the Colonial Governor, Sir Ed- 


ward Andros, took part of the graveyard for a site. In this old burying ground lies Mary Chil- 
ton, the first woman to step on Plymouth Rock. The women of Colonial days knew nothing 
of the comfort of well made modern shoes, to say nothing of live elastic heels like Bull Dog, 


Vim and Ever Grip. We supply all these heels in women’s sizes. 


_WOVEN HOSE & RUBBER CO. Cambniage, Mass. 
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The Quality of “Appearance”---Sells Shoes 


” 
(2 HELMHOLZ SHOES FOR CHILDREN HAVE AN ADDITIONAL QUAL- 
ITY THAT IS CALLED “APPEARANCE.” IT MIGHT WELL BE 
4 





CALLED “CHARM.” 


THIS QUALITY IS THE RESULT OF FINE SHOEMAKING AND THE 
FINEST KIND OF MATERIALS IN COMBINATION WITH AN IDEAL 
OF OUR OWN THAT “NOTHING BUT THE BEST IS GOOD ENOUGH.” 


GOOD RETAILERS WILL FIND THIS QUALITY OF APPEARANCE OR 
CHARM—THE REAL WAY TO FAST AND PROFITABLE TURNOVER, 
THE SECRET OF THE CUSTOMER WHO RETURNS TO BUY “THE 
SAME SHOE THAT I BOUGHT BEFORE.” 


THE MORE STAPLE STYLES ARE 
CARRIED IN STOCK FOR IM- 
MEDIATE SHIPMENT. 


THE SHOE ILLUSTRATED IS ONE 
OF THE MANY ATTRACTIVE PAT- 
TERNS OF HELMHOLZ SHOES 
FOR CHILDREN. 



























B503—Black Patent Blu. Ox- 
ford, Rubber Heel. 812-!!, 
$2.35; 1114-2, $2.60. 


B604—P. & V. 104 Tan Lotus 
Calf. 
B704—Smoke Elk. 


B204—Rose Calf, 814-11, $2.25; 
1144-2, $2.50. 


ln} -7 rm) 0 
HELMHOLZ SHoeE Mere. Co. 


"5 HIGH GRADE SHOES | 


FOR CHILDREN. 
MiLwAu KEE WISCONSIN 


+ Theyre Better Stitchdowns + Mee 
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Made in Milwaukee Sold all over the World 


Two Paramount Leathers 
for Fall 


Nutmeg Velours Calf 


A pleasing shade in a medium tan. Its smooth grain, its even 
break and wonderful finish are unsurpassed. It is today meet- 
ing the demands of high grade men’s and women’s manufac- 
turers for their fine shoes for Fall. 


Amber Velours Calf 


A lighter shade in tan, that is equally as popular. Its smooth- 
ness of grain and evenness of color are recognized at once by 
the most scrupulous of shoe men. 


The beauty and completeness of these leathers 
will delight those who insist upon the air of 
individuality. Insist upon leathers bearing the 
P & V trademark for your fine footwear. 


e¢-:e? + ¢ 


Pfister & Vogel Leather Co. 


Milwaukee s-3 so Wisconsin 


DISTRIBUTORS 


Boston Chicago 

New York St. Paul 

Cincinnati _ reer ay | 

se tenant ‘ Frankfurt A/M RS 
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Nung.Bush 





“Faithful te the Last” 


In Stock—The Brogue 
No. 1958—$5.50 


Black Kaffor Kid, 
Soft Toe, 
Black Square Groove Edge, 
Flange Rubber Heel, 
A to D. 












































pa NimiBish fine shoes are nationally advertised 
Masier , in The Saturday Evening Post, creati a 
consumer demand for NiniBigh dealers. 


Nunn-Bush & Weldon Shoe Company 


MILWAUKEE, WISCONSIN 








No Gapping 
No Slipping Boston Office:—W. H. BYRNES, Room 421 Rice Bldg., 10 High Street 
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* Advance styles by Greco, 
of Paris. Brown satin 
with all edges outlined 
im gold. 


Satin is used 
in finest French shoes 


The popularity of this material for street, as 
wellasevening and house wear, is undiminished. 


Skinner's Shoe Satin is used in the finest shoes every- 
Skinner's Shoe Satin is 36 where. Extra heavy silk for the warp and four-ply 
inches wide and supplied in cotton for the filling, together with the utmost care in 
four “ifferent qualities to weaving, give Skinner's the extra strength so essential 
meet ull the requirements of in shoe satins. Footwear made of it can be depended 
me bem upon to give satisfaction. 


It is easier to sell shoes of Skinner’s Shoe Satin because women 
know the name stands for unequaled wearing quality. 


‘Look for the Name in the Selvage”’ 


WILLIAM SKINNER & SONS 


NEW YORK CHICAGO BOSTON PHILADELPHIA 
MILLS, HOLYOKE, MASS. ESTABLISHED 1848 


Skinner's 
Shoe Satin 


“LOCK FOR THE NAME IN THE SELVAGE” 


Dealer Sfiecias is secured thru advertising in the Boot and Shoe Recorder. 
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Arch Support Footwear 


For the Summer Months 


In the cool and comfortable Peters White Reignskin Fabric. Carried 
in stock in oxfords and straps. Let your Arch Support Customers 
enjoy the light and airy coolness of these shoes as well as the enduring 
comfort of the Arch Support features. 


No. 587. Price $3.70 Price $3.70 


Peters White Reignskin Arch Support Peters White Reignskin Arch Support 

Oxford, Stitch Tip, Welt, 13-8 Rubber Melba One-Strap, Stitch Tip, Welt, 

Heel, Tremont Last. AA to E. 13-8 Rubber Heel, Newport Last. 
AA to D. 








Write for our special Corrective Footwear Catalog showing all styles 
carried in stock. 


THOMSON-CROOKER SHOE CO. 


18-26 STATION STREET 
BOSTON +. + ss 
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Coffee WILO Elk 


Reg. U. 8. A. 


THE IDEAL LEATHER FOR CHILDREN’S SHOES 


This pair of Coffee 
WILO Elk shoes 
were worn for nine 
months. 


The upper leather 
is still in good con- 
dition—no holes 
—noimperfections 
—still pliable, soft 
and mellow. 


The original sole 
and two taps have 
been worn through. 


° e; The boy has out- 
T is characteristic of Coffee WILO Elk, — grownthem, other- 


that it holds its good looks aslongas Wie they would 


have been once 


it wetrs. more resoled. 


From the standpoints of Jong service, 
comfort and health for growing feet, this Try Coffee WILO 


leather is wholly ideal fora child’s shoes. "!* in your next 
order, and learn 


: what it will do 

It is the only high grade leather thatcan in developing a 

: a eon 4: constant 

be sold in medium-priced one be SS for shite 
ture much appreciated by parents. ene shnee. 


C. D. Kepner Leather Co. 


139 South Street, Boston, Mass. 


Sole Selling Agents of Ww i ‘ Oo Leathers 


10 Spruce Street, New York — BRANCHES — No. 401 Metropolitan Bidg. 
308 Leather Trades Bidg., St. Louis, Mo. Milwaukee, Wis. 
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The Value of a Name — 


HOUSANDs of dealers know that the name 

**Nettleton’’ stands for the finest in 
men’s shoes. 

Thousands of men know the Nettleton 
**Composite,’” the ‘‘Buckminster’’ and the 
“* Aberdeen.’’ 

The names of Nettleton lasts are chosen 
with as much care as is taken in the manu- 
facture of our shoes. 

The In-Stock Catalogue and the Service 
Book tell an interesting story to aggressive 
dealers. Write for a copy of each. 








A. E. NETTLETON CO. 


H. W. COOK, President 
SYRACUSE . . NEW YORK 


Menj’s Fine Shoes Exclusively Since 1879 


No. 062. The Leeds 
A Tony Brown Calf Lace Oxford 
AA, 7-12; A, 7-12; B, 6-12; 
C, D, 5-12. : 








The In-Stock Dept. offers 
34 styles including a Rid- 
Boot and an unusual 











SHOES OF WORTH 


MEN LIKE TO SAY THEY WEAR 


Scihimininaiiain 
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One Step Ahead 


N {ts long manufacturing ex- 

perience of more than sixty 
years the Armstrong Cork Com- 
pany has always tried to make 
the best product it is possible to 
make. 


This is particularly true of the 
Armstrong Circle A Heels. 


That is why you find in 
Armstrong Circle A Heels more 
resilience, because only high- 
grade materials are used. 


You find that Circle A Heels 


are beautifully finished ‘because 
they are made by skilled work- 
men. 


You find a design that not 
only has style in itself, but which 
adds style to the shoe on which 
it is placed. 


Instead of depressions or cups 
found on most heels, there are 
rubber pegs which grip the walk- 
ing surface and which do not 
track mud and slush. 


Taking all the points one by 
one, the Armstrong Circle A 
Heel is one step ahead of the 
field, secure in its position be- 
cause, made as a quality heel, it 
looks like a quality: heel and 
wears like a quality heel 


Armstrong Cork Company Shoe Products Division Lancaster, Pa. 


Armstrong 


May 24, 1924 
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Circle Heels 
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To Users of 
Remodeled Lasts 


E are advised that certain of our 

customers have been notified by 
the Eastman Last Works of a threat- 
ened patent infringement suit under 
the so-called Eastman Patent No. 
1,418,546. 


We are advised that our remodeled 
lasts do not infringe any valid claim 
of the Eastman Patent and accord- 
ingly announce that we shall defend 
any such suit that may be brought 
against us or any of our customers. 





UNITED LAST COMPANY 
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Ideal for 
Ladies’ 
Tailored 

Shoes 


BARNET’S 
New 


GLASSTAN 


TAN, BROWN, RED, BLACK 
Made in Lynn 


J. S. BARNET & SONS, Ince. 


Tanneries Salesrooms, 75 South St. 
LYNN, MASS., U. S. A. BOSTON, MASS., U.S. A. 


CABLE ADDRESS - - - ““TENRAB” 


“Maintain a Standard_Reputation” 


May 24, 19% 








May 24, 1924 BOOT AND SHOE RECORDER 


INSTOCK 


All of the Pied Piper Shoes shown below are featured in stock for immediate 
delivery. Stocked in assorted widths—-sizes 214 to 5, 514 to 8, 814 to 12, 12% to 2 
and growing girl’s sizes 24 to 8. 

These shoes—as all Pied Pipers—are made by the Pentler & Short Patented 
Improved Welt Process—THE GREATEST TRIUMPH IN PRESENT-DAY SHOE- 
MAKING. Thus they are positively without equal for SMOOTHNESS, FLEXI- 
BILITY, COMFORT and LONG WEAR. 

Samples forwarded prepaid upon request. Send for in-stock catalog and prices. 























No. 777—Smoke elk moccasin toe oxford with 
brown elk inlay. 


io | pairs 


No. 712—Patent sport oxford with smoke No. 710—Patent misses’ oxford with patent | 
trimmings. trimmings. ? 
‘ 





Pied Piper Junior Blucher Shoe 
In Stock 
Smoke Calf 
Brown Calf 
Black Calf 
Patent Colt 





B, C, D and E widths 
2% to5 
514 to 8 
8% to 12 No. 807—Smoke elk barefoot sandal. Also in 


The largest assortment of in-stock sizes, and stock in brown elk. 


the finest shoe of its kind. 





PIED PIPER 
SHOES 


THE FASTEST —- | 
GROWING | ei Stn it We sek Ain 
QU ALITY LINE No. 118-—Brown elk sport oxford with smoke 


OF CHILDREN’S 
SHOES IN Matathon Shoe Co; 
AMERICA 


WAUSAU WISCONSIN 
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Weakest Link 


in the proverbial chain has no more deadly parallel than the 


INEFFICIENT LINING 


in an otherwise good shoe. 
Consistent Shoemaking must take this vital 
factor into account. 


No part of a shoe is subjected to such destructive 
wear as the lining. 


A ruined lining means a ruined shoe — with 
attendant waste of good material. 


Every dictate of logical reasoning and genuine 
economy demands that a shoe be equipped with a 
sound inner surface. 


Half-way measures can only yield proportionate results. 
The best lining can be none too good. 


Do Your Customers a Service with profit to 
yourself by specifying 


sIETWILL 


SHOE LINING 


\\" An a FO) 141) 207. SOUTH ST. 
COMPANY BOSTON,MASS. 




















We'll send you a booklet that tells why “‘Doubletwill’’ is the best 
lining there is, if you want to know. 
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It identifies the original and 
enuine Fast Color Eyelets 


—The “Diamond Brand 


IAMOND Brand (Visible) Fast Color Eye- 
lets are the first eyelets which were abso- 
lutely guaranteed not to lose their color. 


Each eyelet has two tiny raised diamonds which 
identify it as a genuine Diamond Brand Visible 
Fast Color Eyelet. They are made in all the 
standard and popular colors and in a great va- 
riety of different styles. 








The tops of Diamond Brand 

eyelets are made of solid cellu- 

loid which cannot wear brassy, Diamond Brand Eyelets are the only eyelets 
which retains its original finish hich * s 

indefinitely, and which actually which are advertised nationally to the consumer. 
outwears the shoe. The barrel The public is being educated to the fact that they 
seeefully. pl poms aw ra cannot wear brassy, that their finish will last in- 
signed to clinch firmly and definitely, and that the eyelets with the Dia- 
smoothly in the eyelet hole. monds are an absolute necessity for the good 


quality and correct appearance of their shoes. 


Each eyelet bearing the Diamond Brand under, 
goes a very rigid, individual factory inspection. 
Look for the Diamond — it is your identification 


of the best, most carefully made and the most 


widely known eyelet in the wer!d. 


Look for the Diamond 
Trade @ Mark 


UNITED FAST COLOR EYELET COMPANY 


Manufacturers of 


DIAMOND BRAND (VISIBLE) FAST COLOR EYELETS 
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Yor the place where F 


the most wear comes 


No more ragged edges — 
no more slipping! 


ERE is a toplift which meets a// the demands of fine shoemaking more 
completely than any other. In no other toplift will you find a// the 
superior features that are combined in an USKIDE Toplift. 


Made of a compound which has never yet been successfully duplicated. 
Flat treading surface assured by depressed instead of raised lettering. 
Specially designed attaching surface. 

Applicable to colored shoes (ask us for details). 

“USKIDE” stamped on each molded toplift. 


And—USKIDE is long past the experimental stage! Its superiority has been 
proved during the past five years on thousands of shoes, first as a sole—then 


as a toplift. 


iwi United States Rubber Company 


y \ 1790 Broadway New York 


Trade \%) Sy) Mark 


USKIDE 


— 


a. oe 


—Qeo 





A visit to our booth No. 
32 during the New England 
Shoe and Leather Expo- 
sition and Style Show, 
in Boston, July 14, 15, 
16 and 17thfwill be well 
worth while:from an in- 
structive and informative 
standpoint. 
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‘The Crawford 


Arch Supporting Shank 
keeps the Arch Young 


Misshapen shoes and shoes that break 
in the shank after they are worn are 
detrimental to health and comfort. 


The Crawford Arch Supporting Shank 
keeps the shoe in shape and holds the 
foot in its proper position during the life 
of the shoe. The Crawford Arch Sup- 


porting Shank prolongs that youthful, Tas 0 dis chee alttitl leche 


springy walk in those who are leaving the shank to the insole, and which is 
flush with the insole, you will find this 


youth behind. trade mark. Look for the trade mark. 
It is your protection. 


A valuable talking point for the retailer 
is the shoe with a Crawford Arch Sup- 
porting Shank. 


iti SB 


Sane, 
The Crawford Arch Supporting Shank ba» 
is built right into the shoe — fitted be- 
tween the inner and outer sole and 
locked to the insole. It cannot abrade 


the skin Nothing in the Shoe hut the Foot 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 


PATENTED 
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SPECIALIZATION 


has spelled SUCCESS 
for more than 6,500 
shoe merchants who 
find in 











TYLISH STOU MEASUREMEN LENDER FOO 
\\ OuT SIZES \) FOOTWEAR ) ARCH FITTER. 


TRADE MARK TRADE MARK TRADE MARK 


not only Styleful and Per- 
fect Fitting Shoes that 
Women want to wear, but 
Footwear values they want 
to buy. 


Specialization — devoting 
ourtime, energy and thought 
to the needs of the “‘Hard- 
to-Fit,’”’ to the exclusion of 
everything else, enables us 
to produce patterns and 
lasts that fit where no others 
will. 


W. B. COON CO. 


ROCHESTER, N. Y. 
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out-standing shades: 








and 


BALKAN| 





Both light shades 
following the light 


color trend 
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A. C. Lawrence Leather Company 
210 South Street, Boston, Mass. 


ROCHE , I NN: 
““Cawrence Leathers Are Reliable Leathers’ 
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Young Men’s 
Scotch Grain 
Oxford 


Barbour Calk 
Welt 


LED LILA 


NHN ONIN 


STITUTE COTTMNTTTTCOMTOTMUTTTCOTTATT 


TVeveTITeT Te 


TOMI 


Te Ue IL 
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TYPICAL of our line of up-to-date semi- 


conservative shoes which we offer in 
addition to 


0-SO-EZE 


and 
O-SO-SNUG 


Footwear 


| 
i 
| 
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PROVEN PROFITABLE FOOTWEAR 


TELEPHONE YOUR WHOLESALER 


Bobloni Meads. 


Lerlories Brockton, Mew tedford NashuyAH 





TOLL ATU T ATELY © MATL CATLL TCT FEL LLLLL Etre NUTT 


LTTE 


Made in New England 
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HAS close grained hand boarded calf not only presents a 

finer appearance in new shoes but gives more lasting satis- 
faction than other good makes of boarded leather because of 
these two major features: 


A special treatment used only at the Rueping tannery pro- 
duces a truly remarkable depth of color on a surface that 
readily takes a permanent high gloss, so that very little care is 
required to preserve the original shade and lustre. Winnebago 
Calf lasts out smooth and has a close, tight, even break. 


No. 14 Spa-Tan—Orange Tan No. 19 Tortoise 

15 Coptic —Light red with slight Shell —Golden Brown — : 
trace of yellow under 22 Zanzibar—Dark Brown with slight 
color trace of red 

16 Tuscany —Similar to Coptic but 24 Ginger —Real gi color 
with red more pre- 33 Titian -—Golden Tan 
dominant 40 Apache —Brown with trace of red 

17 Spice —Light Yellow Tan under color 

18 Cocoa —Brown 45 Ruby Red—Dark rich red 


Write for swatches of the shades that interest you. 


HITT Te 


FRED RUEPING LEATHER CO. 


Fond du Lac - - Wisconsin 


Branches; Boston Cincinnati Milwaukee St. Louis New York 
Chicago San Francisco Montreal Northampton, England 





OO LTT 
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hitremore’s EA 


SHOE POLISHES ARE SUPERIOR 


“Whatever the style sell Whittemore’s all the while.” The shoe has not been made that Whittemore’s 
cannot clean. The present season will go down in shoe history as a remarkable one considering the breadth 
and bigness of the white shoe demand. Kid and Cabretta whites have the call just now, with nappy 
leathers still running in public favor. Sport shoes of white fabric toppings will be worn and a treatment 
with Whittemore’s will be required to keep them looking right. Govern your shoe cleaning and polish 
preparation purchases accordingly and see that you have a goodly supply of the following on hand— 


WHITTEMORE’S “SUEDE STICK CLEANER” 

“TOP NOTCH” WHITE CLEANER FOR SMOOTH LEATHERS 
“ALBO” THE WHITE FABRIC CAKE CLEANER 
“SHUCLEAN” FOR WHITE KID AND CABRETTA 
“QUICK WHITE” FOR FABRIC SHOES 
“BAG POWDER” FOR FABRIC SHOES IN ALL COLORS 


Each and all of these are tremendous sellers having made friends with the public long ago and retained 
their good will through superior quality and satisfactory results. 


BO nae Ry oe Sem A Ap Rm en ene ta 


Don’t overlook the old standby, “Bostonian Cream,” for Black, Tan and all the popular colors of calf 
shoes. See also that your orders call for a supply of “Superb Patent Polish,”’ for patent leather shoes are 


still it. 
If Unable to Obtain Them Through Jobbers, Notify Us 


WHITTEMORE BROS. ( superise Shee Polish Since 1882) CAMBRIDGE, MASS. 




















IX WEBER (union made) styles IN STOCK 


are now ready for your rush orders. at $4.25 


They represent the best shoes to be on me a een 


around vamp and eye row 


had to retail at $5.00 to $7.50. DRAKE LAST 

' wdat Sie Te 
Beyond these styles in stock we have e a ee 
many others which we can supply to STHLESS., 
order in four weeks. Wideh Bo Siew Ge 10 


Weber Bros. ShoeCo. OnE 


NORTH ADAMS, MASS. 
lyles prompily se: 
request 


New York Office: 1328 Broadway, Marbridge Bldg. er on 2 
H. Harris, Rep. 

















Every shoe merchant should 
have a copy of this new Dan- 
tel Green catalog handy at 
all times. To make it easy to 
keep it always available, the 
new edition has a cord to 
hang on a convenient hook. 
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The New Daniel Green Catalog Is Out— 
Have You Received Your Copy? 


NCE again a new Daniel Green Catalog is off 

the press with new styles that make it a more 

attractive line than ever. In the felt line all the big 

selling staples are retained and a number of novelties 

added. But the greatest advances are in the new 
satin and leather slippers that have been added. 


Quiet color harmonies and startling contrasts that 
keep pace with the newer trends in negligees. 


And remember this—Daniel Green Comfy Slippers, 
whether staple felts, or the more sprightly satins and 
boudoir slippers, know no season, but are already 
year-round sellers. 


Window displays of satin and leather boudoirs make 
an attractive spring or summer feature with real 
selling value, it is so full of color. 


Vacation season, rapidly approaching, always gives a 
selling impetus to Daniel Green Comfy Slippers. 
Every vacationist is a prospect. That is why so 
many far-sighted dealers order their Daniel Green 
Comfys for June Ist, or earlier. 

If your copy of the new catalog has not reached you, 
let us know. 


Daniel Green Felt Shoe Co. 


General Offices 
DOLGEVILLE, NEW YORK 


SALES OFFICES 


116 East 13th Street 10 High Street 169 West Madison Street 
New York City Boston. Mass. Chicago, IIl. 


Daniel Green 
Comfy Slippers 


| Comfy 


(GQ Slippers 
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By Reason of the Systematic Work Now Being Done 
Among Labor Unions All Over the Country, Wise 
Retailers Will Order Liberally on Union Stamp Shoes. 


eee This Stamp on Boots and Shoes Signifies: 


— That the principle of the Collective Bargain is 
ry operative and no strikes or lockouts are permitted. 


That the manufacturer and employes are settling 
their disputes through mutual adjustment or arbi- 
tration without losses from cessation of work. 





That industry and workmanship are benefited by 
uninterrupted production leading to highest quality. 


That goods will be delivered on time so that 
dealers and wearers may be assured of seasonable 
footwear in season. 











A system of handling labor problems that has 
been in operation more than twenty-five years and 
has created growing respect between employers and 
employes. 


Manufacturers and workmen producing shoes bearing the above 
Stamp deserve the support of all wage earners and all friends of 
industrial peace. 

Shoe retailers are requested to carry full lines of shoes bearing the 
Stamp. 


List of makers of shoes bearing the Stamp furnished on request. 


BOOT AND SHOE WORKERS’ UNION 
246 Summer Street, Boston, Mass. 


COLLIS LOVELY CHARLES L. BAINE 
General President 
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The WALK-OVER INDUSTRY 


1874— Quality for Half a Century—1924 














WALK-OVEF 
































Factory No. 11 
Campello, Massachusetts 


to 'under the best of working 

i Ic th i Geo. E. Keith Company and it 

has been achieved in ‘the newest of Walk-Over factories. In 

this queen of factories is every modern feature for the betterment 

of the Walk-Over shoe. Light, airy, fireproof and with a total 

capacity of 5500 pairs of shoes each day, it is no wonder that the 
shoemakers themselves point with pride to this structure. 


HEN, on January 9, 1921 this factory was dedicated, 
President Harold C. Keith of the Geo. E. Keith Company 

said ‘‘I dedicate this factory to the service of the community which 
in the larger sense means to the service of the city, the state, and 


the nation.”’ 
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Youll get a live demand for 
this snappy new 


Walz- Over 


TRADE MARK REG. U.S. PAT. OFF. 


A distinct style leader for young 
men, and a best seller for you. 
It has shapely yet conservative 
lines, a shortened vamp effect, 
and just enough perforation to 
make it effective. In Bright 
Finish Cypress Tan Calf, Black 
Glove Calf, or Tony Red Calf 
it gets popular attention. 


THE PAL 


This new oxford as pictured is 
in the light shade of Cypress Tan 
Calf which is in high favor. It 
is IN STOCK and can be sup- 
plied promptly. 

In Stock Numper 3844 





OR Half a Century WALK-OVER shoes have been quality shoes. Their ex- 

ceptional style and fine fitting features are winning new wearers every day. 
WALK-OVERS fit better than most shoes and that means a great deal to both 
the wearer and the store that sells them. 


Place your order to-day to insure having the stock when you need it. 














CAMPELLO-BROCKTON, Massachusetts 
St. Louis, Missouri 
U.S.A. 
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“WHITES=— 


White Shoe Week May 31—June 7 























5115 


Levor's White Cabretta, 14-8 Levor’s White Cabretta, 14-8 
Spanish Heel. Imitation os 


Spanish Heel, Imitation Turn, 
B.C. D. Price..........$8.75 B. C. D. Price. 
IN STOCK IN STOCK 
Same in Skinner's Black Satin 
2513 
a § Spent piel. B, C, D 


D, CManning , 
a Mead fc 
Chhoes 





12-8 Mahery Heel, 63 Cc D.. 
Price. . .» $3.25 
IN ‘STOCK 
2930 


2931 White Norfolk Cloth, Cabretta 


White Norfolk Cloth, Cabretta Trimmed, 12-8 Military Heel, 
Trimmed, 8-8 Low White Enamel Sole and Heel. 


ri a ite 
Enamel Sole and Heel, Rubber Rubber Toplift. C, > iiss 


Toplift. C. D. Price 
IN STOCK IN STOCK 





Send for catalogue showing all styles. 


LIZ LM <s 


Executive Offices and Sales"Rooms, 118-128 Lincoln Street, Boston, Mass 








Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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always Popular 
Coming Strong for June and July 




















No. 5112 


Levor’s White Cabretta, 14/8 Full Span. 
ish Heel, Imitation Turn, B, C, D. 


Price $4.00 
IN STOCK 


Also 
Makers of 
Manning's 
‘Unico’ 
a Felt Slippers ae 


White Meridith Cloth. White Cabretta White Meridith Cloth, White Cabretta 
Trimmed, He Spanish Heel, Imitation Trimmed, 88 Low Heel, Imitation 
Turn, B,C, D. Price $2.50 Turn, B,C,D. Price $2.50 


IN STOCK IN,STOCK 


eet re. CO) 


Three Factories at Worcester, Mass. 








Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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RANGELEY - 
MOCCASINS 
) 


Stock No. 610 


A SPECIAL FOR GOLF 
AT *5-20 


“Tre popularity of the true moccasin in golf- 
ing is growing every day. Both amateur 
and professional golfers are finding this kind 
of shoe very satisfactory both for comfort and 
service. 


Our Rangeley Moccasin No. 610 is made from 
a full grain Brown Elk Leather, has a leather- 
lined quarter, flexible oak midsole and a La 
Tex outer sole. 


The progressive merchant can build and keep 
a profitable business on this line of moccasin 
golf shoes at a popular price. 





G. H. BASS & CO. Ss Wilton, Maine 


Dealer Influence is secured thru advertising in the Bout and Shoe Recorder. 
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$3.60 
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aH? LY ‘* os, % ep es 
‘ sf meee GL ......0...-7 e 
NeLF é| - No. 5627—Same in Brown Kid, Field Mouse saddle. 
\ ~s f 
se No. 5629—Same in Patent Leather, Field Mouse 


Saddle. 

Te P-- 
12 2C,D ' 
8% tw 11% B,C,D 
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, or Boys and Girls 


WG: = ‘Shoes with a Purposo’ 


HILDREN’S SHOES! Do you carry them only as a necessity or 
are you taking advantage of the opportunities they offer? A 
good line of children’s shoes and a complete assortment of sizes is 
your best bet for securing and holding the trade of the entire family. 





“SHANGHAI” SANDALS The child is dear to the heart of its parents and the merchant who 
No. 9946—Red Sport Elk Sandal, Flexible Single Sole. pleases the child will win the good will and patronage of the elders. 
i to 8 ne bee Tan teal bs Last... ; <0 
$4 to 1144 E Rubber Tap Heel, 95 Last, -..... 2.25 The Security ‘All Solid Leather” line is complete—everything from 
o. n "'Pekin” Blue Sport Elk. ° ° ° 0 Be 
le ca the tiny tot to the growing boys and girls. Concentrate on this line 
No. 9947—Same in White Sport Elk. : and avoid an accumulation of odds and ends usually the result of 
i ae sotacceeses carrying a mixed line. They are called “Shoes with a Purpose” to 
: iene “Fit Well,” “Look Well” and “Wear Well.” 


INDEPENDENT OF ALL COMBINATIONS 
Means Individual Styles for Your City 


The Complete QUALITY Line Sold Under One Brand 
AmericinLady AmericanGen'lemen Security Shoes 


Ne [IAMILTON BROWN,SHOE CO: 
St. Rus. USA Boston 
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Proving by the ‘‘Smoke Test”’ 
that “‘Vento Shoes”’ will take in 
air and expel it through the 
atented vent holes in the toe. 
his is done more thoroughly 
and evenly by the natural flexing 
of the vamp by the foor in 
walking. 


ITHOUT any outward change of appearance in the 

WV) toe, there is an inside transformation in the char- 

acter of the whole shoe—at every step ét breathes 

out the dead air through an air system of channel and holes. 

It is as simple and automatic as a pair of bellows. But 

unlike a bellows—it cannot and does not suck in dirt or 
moisture. Result—perfect ventilation. 


We believe the “‘Vento’’ Shoe should be handled by only 
one merchant in each town and city. This policy will be 
strictly maintained and advertised widely. 


Exclusive agencies are béing placed and we are receiving 
applications daily. If you are interested, why not apply? 
Your application will be considered, provided the terri- 
tory is still open. 


THE PRESTON B. KEITH SHOE COMPANY 


BROCKTON $3 Campello Station ,j° - 33 Mass. 


> 


_ y - , 
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that BREATHES 
with every step 


E have in stock the four styles here illustrated, to 

satisfy you that all we claim for ‘‘Vento’’ is correct. 

Try one or all of these numbers. A few pairs for 
yourself and friends will convince you. 


1924 





IL 


VENTO SHOES IN STOCK 


x F 


Stock No. 1350 Stock No. 1250 
Colored Calf Oxford, Hague Last 


Colored Calf Oxford, Scot Last Vhe 
REFRESHING 


Ne a y 


Stock No. 1300 Stock No. 1200 
Kid Oxford, Sterling Last Gun Metal Oxford, Hague Last 


THE PRESTON B. KEITH SHOE COMPANY 


8s. BROCKTON $$ Campello Station Mass. 
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Style in Footwear 


Sn 


oO 


B EAUTIFUL shoes in harmony with 
the trend of fashion are presented 
in the new Sherwood line. Our salesmen 
are now showing the “KIM” pattern, 
illustrated herewith, and many other 
patterns which merit your inspection. 





Sef 


on: Sooo 'G 


“KIM” 


A current type pattern much in demand. / 

Modeled over lasts carrying 9-12-14-17/8 SHERWOOD SHOE CO. 
heels, medium toes, made of all leading 

materia‘s. Salesmen now showing this and Originators of Quality Mc Kays 

many other smart patterns—a line will 


insure a call. ROCHESTER, N. Y. 
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IMMEDIATE DELIVERY 


The “Dalton” Shoe can be depended 
on to stimulate sales. It commands 
the interest of men seeking real 
value. Put them in your stock 
today for a profitable turnover. 


Write for catalogue. 


No. 337 Dundee Last No. 335 

No. 102 Tan Blu. Oxford, Disk Dundee La.t 
wide. sole. A, B, C, D, and E Galluns 3 Norwe-. 
wide -- . 


. $5.75 gian Blucher Ox- 
No. 315 St. Andr 


Las 
No. 4 Boarded Blu. Oxford. ford, crepe sole A, 
crepe sole. B, C. D. E wide B, C, D and E 


scene sadeaenene $5.35 wide ........§5.65 


THE DALTON CO., INC., Mfgrs. Men’s Fine Shoes BROCKTON, MASS. 


CHICAGO: 1618 Republic Bidg., 209 S. State St. NEW YORK: 651 Marbridge Building 
E. B. SLOCUM. C.F. B iw “5 GEO. S. DYER 





BOSTON: 183 Essex Street 
GEO. J. LOVELY, GEO. W. MANSON, JR. 
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TWO BLEECKER BEAUTIES 





‘‘FON-CHOW”’ ‘‘“MILANA”’ 


° 
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NOW IN STOCK 


4515—Women’'s Patent Colt Peek-In 6009—Women’- Patent Colt Sandal 
Sandal. Full Champagne Lined Black Champagne Lined'Silk French Cord- 
Silk French Corded Throughout. ed Throughout.$16/8 Full Breasted 
9/8 Covered Heel, Graves Process. Spanish Heel, Bresnahan Process. 
Widths, AA to C. Sizes, 2} to 8, $4.25 Widths, AA to C. Sizes, 2} to 7, $5.50 


6007—As above with 12/8 Covered 
Cuban Heel. Widths, AA to C. 
Sizes, 2} to 7 


S&S 


{ Ks) 


4 
4 | 
al 
* 
* 
\ 


ad 
7 E 
Y 
FG 
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4516—As above in All White Kid. 
Widths, AA to C. Sizes, 2} to 8, $4.25 


6008—As 6009 in All Black Satin. 6010—As 6007 in All Black Satin. 
Widths, AA. to C. Sizes, 2} to 7, $5.50 Widths, AA to C. Sizes, 23 to 7, $5.50 


Always Ready ro Serve 2 
OHAARAM META MARA MAAN A AMAA MAMA ao c 


_CO. Inc 2 


<ER SHOE. CC 
“THE LIVE WIRE HOUSE -—="7 
Stylists! WG inalors. creators .:° 
. 138-140 DUANE ST. NEW YORK CITY 


BOSTON OFFICE 214 ESSEX STREET 
PHILADELPHIA OFFICE FORREST BLDG. 
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Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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BEAUTIFUL STYLES 


IN STOCK 


* le B 348 Price $5.00 
Patent Colt, Cut-Outs in Vamp and 
uarter wes Cuban Covered Wood Heel, 
ilson i 
Style B 358 Price $5.50 Style B 352 Price $5.00 Style B 318 
Same in High Grade Turn. All Patent Colt, 14/8 Cuban Covered Wood y 
Heel, ‘Wilson Sew: White Cabretta One-Strap Sandal, 12/8 Cuben 


Covered Heel, High Grade Turn. 
Style B 353 Price $5.00 
Same in Black Satin, “Wilson Sewed.”’ 
Style B 357 Price $5.65 
All Patent Colt, 15/8 Spanish Covered Wood SIZES AND WIDTHS 
Heel, High Grade Turn. 
Style B 356 Price $5.65 
Same in Black Satin, High Grade Turn. 
Style B 361 Price $5.50 
All Patent Colt, 14/8 Covered Wood Heel, 
wou eee Vem. TERMS: Net 30 Days 


Style B 316 
All White Nu-Buck Sandal. 8/8 a a Style B 362 Price $5.50 


Heel, White Rubber Top-Lift. Welt Same in Black Satin, High Grade Turn. 


JOY, CLARK & NIER, Inc. Rochester, N. Y. 
NEW YORK OFFICE, 127 DUANE STREET 
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BLOODED-STOCK 


If you were buying a horse and he was just a horse you would have to take 
for granted the things the owner said, and then wait for experience to show 
if he had spoken the truth. 


But if you bought a horse of blooded-stock that had a pedigree, you 
would not need to take the man’s word for it. The pedigree would show his 
ancestry and race and give you an idea of the animal's capacity for speed and 
endurance. 





It's the same in buying advertising space Some publications sell “just a horse” 
and you have to take their circulation statement with a pinch of salt. 


The Boot & SHoz Recorper is blooded-stock. An 
A BC statement is the pedigree that tells you 
what toexpect in the way of speed and endurance. 


Dealer Influence is securea tru advertising in the Bout ana Shoe Hecorder. 
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cAttractive -Advance Styles 


la, ipoed styles are not always 
salable — but those offered 
by Allen, Goller so correctly re- 
flect the current trend that a 
growing number of up-to-date 
merchants are realizing on their 
increased profit possibilities. 


Allen, Goller Shoe Co. 


Boston Office, 207 Essex St~Factory 60 K Street, South Boston 
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This Advertising Will; 
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foot il] You can Now have instant 4nd certain relief. Tired, 
3 fallen ar, es; turning ankles; tender heels; #3 foot; 
Pains in the feet BS; excessive Perspiratj, » COrns, 
unions—you Reed not endure these tortures r day, 

This week is Dr. Scholl's Foot Comfort Week—, Nationally Tecognized 
effort, Participated in by leading Shoe ‘ndePartment woreacvery ent 
£0 end foot troubles. 


Tactical and 

heir Pain. 

edies relieve rem the cause oe 

Possible for YOU to wear 80d-looking 
ion to this, h, 

» 80 thar 

cir ow; 


Zed a nati Wide Foot Comfort 
can hoon leading shoe stores 
4 ll Appliance or, 
ice in each 
§ methods, 
t put of any lon 
the tortures of foot troubl 


le. Mil) 
A valuable booker, « 
envelope. Use Coupon, 


The Scholl] Mfg. Co. 
213 Wose Sti Some a Wet th So, New York 


LD Scholf; 
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ULL pages in America’s leading publications 
during Dr. Scholl’s Foot Comfort Week will 
create an unprecedented demand in your vicinity 


for foot comfort. This will mean more sales and 
e increased profits for you if you identify your store with 





this intensive, nation-wide drive. 


77 million foot sufferers in every sec- 
tion of the United States will read these 
announcements; every one of whom can 
use one or more of the DR.. SCHOLL 
FOOT COMFORTS—they ‘have foot 
trouble and want relief, through the appli- 
cation of Dr. Scholl’s Foot-Eazer, Arch 
Supports, Bunion Reducers, Zino-pads, 
Toe Flex, Foot Powder, Heel Cushions, 
Nu-Grips, Heel Savers, etc. Each sale 
means a satisfied customer and a big profit 
for you. 


This FOOT COMFORT WEEK ad- 
vertising does more than create a demand 
for DR. SCHOLL’S FOOT COMFORT 
APPLIANCES AND REMEDIES—it 


will actually lead shoe customers into 
















An attractive window display, some 
local newspaper advertising, the use 
of moving picture slides, booklets 
and inserts, will put the drive over, 
at your store, in a most satisfactory 
manner. Thousands of live dealers 

















Your Hook-up Is Simple, Inexpensive “ 
and Definite f 62 W. 14th = 


Mail the Coupon Today! 


your store. This is the largest advertis- 
ing appropriation and by far the most 
complete and extensive campaign ever 
conducted on Foot Comfort or any other 


allied health subject. 


1924 FOOT COMFORT WEEK will 
be ushered in on June 21st by the attrac- 
tive full page ad in the Saturday Evening 
Post, as reproduced on opposite page. 
This will be followed by another full page 
ad printed in four colors in the American 
Weekly, the world’s greatest advertising 
medium. Here alone is over thirty million : 
circulation. Many magazines and metro- ? 
politan newspapers will carry the Foot 
Comfort message along to millions of  , 
foot sufferers who are seeking foot health. f 


, 
'¢, 
%e, 


The 
Scholl 
Mfg.Co. 
213 West 
Schiller St.. 
Chicago 


ew Yo 
ase send us the 


have cashed in on previous f following a advertising 


material for Foot 


FootComfort Week drives “ Comfort Week. 

andas 1924isgoingtobe / " Ci Newspanee Elects 
? oklets, Imprinted 

the “greatest ever’ ‘you J, AS eae 

cannot afford to miss F i 

this opportunity. 
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SUEDE, SATIN and PATENT STRAPS 
IN STOCK 


At Popular Prices 
“EVANGELINE” and “AMERICAN BEAUTY” 


(Goodyear Welt) (Flexible McKay) 


SS SP 


No. oe Suede One Strap, No. 5928—Black Suede Strap Sandal, 


Flexible McKay, 9/8 Covered Heel. 
Widens GC, Dh Petee.. ne cc ce dacs $4.50 


No. phim ei Patent. Price... .$3.75 No. 5927—Same, Patent. Price..... $4.25 


SF LK 


No. 5912—Black Suede One ‘om Black No. 5930—Black Satin One Strap, Black 

Kid Collar and Strap, Flexible RicKay. Suede Collar and Strap, Flexible McKa 
unior Louis Covered Heel. Widths od Covered Cuban Heel. Widths B, CB. 
Seattle Gal wesc t6veaeen wr ot $4. 00° Sicksee arte Oe tilacithéace to-05%05 





MADE BY 


A. H. Berry Shoe Company 


186 Lincoln Street, Boston Portland, Maine 





oe ea 6 —e- 8 ee eee 8 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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SANDALS THAT ARE NOW SELLING 
IN STOCK 


No. 135 
PATENT “HOLLYWOOD” TURN 
$3.50 
MISSES’ SIZES $2.85 


WHITE KID “HOLLYWOOD” 
TURN 
$3.60 


No. 260 
PATENT “HOLLYWOOD” WELT 
$3.85 


No. 138 
PATENT “BETTY” TURN 
$3.25 
MISSES’ SIZES $2.75 


PEARL ELK “HOLLYWOOD” 
WELT 
$3.85 


No. 290 
PATENT “PEEK-IN” WELT 
$3.75 


L. B. EVANS’ SON COMPANY 


WAKEFIELD, MASS. 








Deater Influence is secured thru advertising in the Boot and Shoe Recorder. 
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to a greater volume 


of MEN’S business 


for the dealer depends on the ex- 
tent of the merchandising policy 
of the manufacturer. The shoes 
must be designed and made to sell 
—so that you can sell them at 
prices beneficial to you and appealing to your trade. A great volume of 
shoe business results in selling and satisfying every customer that énters 
your store. Rice & Hutchins, Inc., for many years has been making foot- 
wear that is appealing in price and style to each and every man. This is pos- 
sible because of a variety of grades 

and patterns in each grade; because 

of a complete distributing system 

that permits quick delivery of the 

styles you want when you want 

them; because of a desire to help 

the dealer do more business at all 

times. 

Two numbers are shown as ex- 

amples of Men’s shoes in stock 

now. Both are new and stylish— 

both are readily salable to your 

trade. 








BRB 


[ee 


Style 1520—Men’'s Dull Calf Oxford, 
Rockland Grade, French Brogue last, 
BD Toe, Single Sole, Rubber Heel. 
B-D. Per pair...... stall $5.90 


RICE & HUTCHINS 


INCORPORATED 


13 HIGH STREET, BOSTON, U.S. A. 


DISTRIBUTING BRANCHES 

Rice & Hutchins Atlanta Co. 

Rice & Hutchins Baltimore Co. 

Rice & Hutchins Chicago Co. 

Rice & Hutchins Cleveland Co. 

Rice & Hutchins New York Co. 

Rice & Hutchins St. Lou's Shoe Co. 

Atlas Shoe Co, Boston, Mass. ’ P 

Jos. 1. Meany & Co., Inec., Phila., Pa. oe te be ye * 
Dozens only. 6-10, D athe. Also in Black. 
ats te Ue seus saxed chteces . $3.00 
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Startling Uniformity of Style Opinion 
Manifest at Brooklyn Show 


Emphasis on Simplicity of Pattern and Variety of Materials—First Showing 
of Oxfords, Plain and Cut Out 


L 


the details of staging such an exhibition 
is fast breeding efficiency and artistic concentration in 
the staging of these shows that is close to perfection. 
From an artistic and economic standpoiat, the style 
show at the Hotel Commodore this week, was the best 
of the series that the Shoe Manufacturers’ Board of 
Trade of New York has given. The setting in the Grand 
Ballroom of the Commodore was all that could be 


desired. 


Shows Magnificently Staged 

When the gold curtains were drawn 
back by two girl pages dressed in 
white satin trimmed with gold there 
was revealed a stage setting repre- 
senting a magnificent reception room, 
with a short flight of steps, marble 
pillars and a large hanging crystal 
chandelier. 

From this background the models 
emerged and passed down the 
long runway down the center of the 
ballroom. This runway was banked 
with flowers and about 20 spot lights 
focused their beams on the shoes as 
the models tripped by to_the strains 
of the orchestra. 
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Where buyers from all over the 
, presented their credenti 
and were admitted to the style show. 


IKE the circus, the annual Brook- 4 Definite and Concerted To harmonize with the shoes, the 
lyn style show grows bigger and Trend Toward Practical, proper garments had been supplied by 
better each year. Familiarity with Wearable, Salable Shoes Oppenheim Collins & Company. As 


an apparel style show, the exhibit was 
well up to tke standard set by the usual style shows in 
which garments form the central motif. 

From the economic standpoint, which was the most 
interesting one to the assembled buyers who all had 
reservations in stands which had been built on both 
sides and at the end of the runway, the fact that an 
apparently strict censorship had been enforced on the 
shoes shown, brought the real style trend much nearer 
to the beholder than has been the case 
at any previous style show. In walk- 
ing shoes, afternoon shoes, semi- 
formal and evening shoes there was a 
noticeable adherence to a regular 
style trend that could not have failed 
to impress even the novice in the 
shoe game. Simplicity of style was 
one note, possibly the keynote of 
the show. 

All the shoes shown on 
the runway were 100 per- 
cent practical, wearable, 
and salable. The merely 


freakish shoe had no 
zs placein the show. In 
* street and afternoon 





shoes, colors were con- 
fined almost entirely to 
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tan and black. The large number of ox- 
fords, both in high and low heel types in 
plain patterns, and the more elaborate 
ones with cut-outs was an impressive fea- 
ture. If the Brooklyn style show.is a cri- 
terion, every woman in the country will 
have at least one pair of oxfords in her 
wardrobe before snow flies. 


The strapped shoes were mainly of the plain variety, 
with the appeal lying in the line of the last, and the 
quality of the material and workmanship. Some gorings 
were mixed in and a few half tongues and quarter 
torigues also were shown. Botton oxfords, and imitation 
button oxfords with gorings, also found a place on the 
runway. In evening shoes, of course, more latitude in 
fancy patterns was permitted. 

The smoothness of the show, the good taste exhibited 
in both footwear and apparel, and the serious attempt to 
direct the buyers to a definite and distinct style trend 
was a worthy effort, and worthily carried to a conclusion. 


Record Attendance of Buyers 


The shoe world, with practically every big buyer 
present, met to look at footwear styles for July, August 
and fall selling tothe public. Perhaps the feature which 
created the most interest was the fact that all members 
of the brown family were very much in evidence. 
There were brown satin, front gore straps, some trimmed 
with a demure bow and some buckle ornamented. 
There were many light tan Russia calf effects as well as 
artistic creations in brown kid. Brown and black patent 
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leather were combined harmoniously in cut-out oxfords, 
front gore and side gore straps. The plain pump and the 
pump with inlays, many times of gold kid and with gold 
kid piping in satin, calf and kid were very attractive, 
and all with hats and gowns and hosiery forming a 
pleasing ensemble. 


Light Shades in Hosiery Persist 


Blacks in patent with many black satins were shown 
many times with light hosiery effects and many times 
with a plain sheer chiffon stocking. The light effects in 
hosiery shades bid fair to be just as prominent as ever 
this coming Summer and Fall, even with white kid 
shoes. Look for pastel shades of honey instead of the 
nude and sunburnt tone. 

Light grays in kid, some trimmed with black patent 
show promise. 


Simple Elegance in Patterns 


Graceful in their simplicity were the models displayed 
for immediate, for summer and for fall selling. Step-in 
pumps with their tiny, slenderizing straps; dainty in- 
lays and appliques; colonials with small, gracefully 
pointed, tongues, line pipings at throat or quarter, with 
some lattice work effects. There was not one style which 
could be termed “bizarre.” 

While at the present time the trend of the shoe vogue 
is for heels of 14/8 and under, for fall the 16/8 “Spanish 
Cuban” or Louis heel will be much in evidence. The 
flapper heel shows signs of waning. 

Vamps run all the way from 2% to 314 inches. There 
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= are some full French toes and some semi-French and out more harmoniously at a shoe show. It only empha- 
a some on the rather pointed order. The real French last sizes in my mind the point that women who care will 
. carries most frequently the 2% heel. wear and buy shoes to correspond with the exact type of 
i - costume for which they are intended.” 
Effect of the Tailored Model 7 
The noticeable effect of the tailored suit and gown Runway Highligh® } 
seen in simpler lines, plain oxfords and emphasis upon From little tots to’ madame, feminine footwear 
materials. No other feature, whether it refers to coloror was displayed with costumes, as follows: ; 
height of heel or toe, is seemingly affected by the A little girl of ten wore with her cuffed brown ; 
new “‘tailleur’”—the whole material field has a place— stockings, brown oxfords. ' 
Russian calf, patent, black A growing girl wore tan 
suede—all with or without oxfords with light hosiery : 
(rimmings. Style Trends on Which Brooklyn || which extended over the ; 
| wn 6 Has Set Its Seal knees. | 
Colors Well Selected A little girl of eight wore . 
In the opinion of Margaret The Brooklyn Style Show demonstrated black patent riding boots : 
Hayden Rorke, Manager of ey eee eee 0S Se ee with a gray linen suit and a | 
cay : : 8 not too plain or not too fancy, but béautiful r gr y 
ihe Textile Color Card Asso- in line and material. In fact, materials have little visor-shaped hat. 
; ciation, there was never any the center of the stage. A young miss wore a one | 
iruer presentation of shades, Gheiatiitiy af eteern to the tagnétn. The strap in tan Russia calf with 
or greater emphasis upon merely freakish shoe was conspicuous by its cut-outs on both sides of the 
materials. Get your color absence. Oxfords, both in high and low heeled strap. Her socks were of light 
cards out and study what types, in plain patterns and in more elaborate fawn hosiery with rolled tops. 
* was decided upon in shades patterns with cut outs, were an impressive 
b for fall. From them you will mes Brown Kid Prominent 
- see that brown was strongly Brooklyn says Russia calf and black patent Eight models among the 
mentioned and a close second for walking; black satin, wine colored kid and grown-ups wore bronze kid 
to Klenk: thet grave have cinnamon suede for smarter wear, and silver shoes with hele t= Goch 
" . gray and gold brocade or kid for evening with ry 
place and that browns and“ || bronze for wear with yellow. shades. 
e blacks may be combined ; : A black and white silk | 
1 10st correctly. Mrs. Rorke aan yest Wome Lily a ae, Oe: Oe crepe sports costume for a : 
= y am Summer, Fall and Winter, tans in Russia calf, en : | 
, stated that to her it was brown satin, suedes and kids and also black young woman had as its shoe 
a most interesting to note that suede. style feature, tan Russia 
light shades of gray hosiery Dn ctiiin, dhe. coniied: @nteded cam pumps with a little tailored ‘ 
were combined with darker with gore effect is exceedingly good. bow. The lady wore light 
gray in gown and in shoes; i brown silk stockings and a 
At the present time, heels up to 14-8 prevail* i 
that the flesh colors of hose . 2 close-fitting hat of brown felt. 
; For Fall, there will be many 16-8 and Spanish, 3 
were also worn with gray Cuban and some Louis heels. The spike French A yellow crepe suit was 
shoes. Mrs. Rorke continued. heel lends distinction. featured with tan Russia 
“It was my observation pumps with 16/8 Spanish 














that brown somewhat over- 

topped black, or held at least a worthy place with black. 
This was only to be expected as the shoe trade has been 
deluged with black. 


For navy blue, one of the best colors for 
fall and winter, brown shoes with hosiery 
of lighter brown will be the correct com- 
plement. With navy blue, gray kid and 
calf will also be good combinations. 


Every one of the yellows—and this season will see 
many yellows in fabrics to carry out the sport tendency 
—will obviously take the darker shades of brown— 
either brown satin or suede or calf or kid as the case 
may be. Again in the sport colors for gowns and suits 
we shall see this summer and fall all types of red in 
fuschias and wine tones. These colors, by the way, will 
maintain right through the winter. _ 

“To be very frank I’ ve never seen an ensemble carried 





Louis heels. 

A very elaborate old ros’ and white foulard carried as 
its complement a tan calf, plain pump with gold kid 
piping and a 16/8 heel. 

A gray and blue sports costume with a large sailor 
collar of gray silk crepe was effective because the model 
wore black patent leather pumps with cut steel buckles. 

Tan suede and calf oxfords with 14/8 heel were worn 
by a model with a coat of Kolinsky in brown tones. 

A light brown crepe gown trimmed with long fringe 
in tangerine had a brown silk close fitting hat and a pair 
of light brown calf two-straps. These were fastened with 
tiny brass buckles and carried 12/8 Cuban heels. 


Flesh Colored Hose with Black and White 


A black and white costume trimmed with old rose 
had as its complement flesh colored hosiery and black 
patent front strap gores with 12/8 heel. 

A light yellow crepe costume had black chiffon 





ne ee ee 














i a 


54 BOOT AND SHOE REUCUKDER 


hosiery and a black patent front gore strap, finished at 
the instep in dainty rosette effect, in patent leather and 
brown kid. 

Black patent pumps with cut-outs at throat and side, 


a . 
net . 


5 ian Sa. Hg 3c 


A queenly selting for a great style show. 


14/8 heel, were worn with a black crepe gown with 
panels of cream-colored lace and white fox fur trimming. 
There were many effects in the new “‘scissors points” 
on vamp. 
Several Shoes of Black Suede 


Several shoes were of black suede with a little bow 
covering the front gore and cut-outs of patent leather 
at either side of the decoration. The heels were 16/8— 
Spanjsh Louis. 
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A light brown silk crepe costume carried a brown and 
silk hat. The shoes were one-strap in light brown suede 
with a slanting strap which was decorated with four 
little rows of tan calf and these little pipings extended 
right down to the shanks of the shoes. These shoes 
carried 16/8 heels. 

There were a few sandals which were cut very low 
almost down to the shank. The strap in this case wa, 
very narrow and the effect in brown satin and brown 
patent leather was very graceful. 

A very new effect in a high throat pump, in a gyps) 
seam pattern with side gorings and cut steel fringe: 
rosette ornament at the side, were noted 

The slanting effect on straps, lower at the right 
where they fasten, sometimes with broad ribbon boy. 
or fancy ornament, was gracefully emphasized on man: 
models. 

Brocades for Evening 


There was a large number of brocaded silver anc 
gold effects; also many hand beaded models in silve: 
and gold. 

Two and three-strap models were often effectivel 
fastened by beaded buckles. 

Buckles, while still small in character, show ever) 
evidence of being larger for the fall and winter. 


The Spot-Light on the Brooklyn Style Show 


When the buyers went along Forty-second Street 
to the Commodore, overhead bunting and a mass of 
banners gave the impression that this was a welcome 
in their honor, It was only a campaign to abolish the 
overhead spur track—a true parallel—for most of the 
buyers use style as a spur to business and to decrease 
overhead. 

The style show is getting to be like the stock ex- 
change—the lobby floor was the “curb’’ where many 
“outside” factories had their representatives. On the 
ballroom floor was the exchange where quotations in 
style varied with each new pattern and material shown 
on the boards-—while on the eighth floor buying and 
selling of futures prevailed in sample rooms operated 
by exchange members. 

It was Brooklyn’s party and kept exclusive to shoe 
merchants who enjoyed up-front seats at the show 
during four orderly style showings when carefully 
censored creations were combined with feminine wear- 
ers, costumes, music and lights. 

Then, in reciprocity, Wednesday was made Buyers’ 
day for each merchant to do duty on the dotted line. 
A grand finale, style show, banquet and theatrical 
feast ended the function of selecting shoes for fair 
women to wear some months ahead. 


The outstanding decision, verified by 
interview with buyers from all parts of 
the country, in large and small towns, 
was that MATERIALS are paramount. 


The newest general trend is towards Russia calf in 
walking footwear, leather and covered heels. In bet- 
ter-grade shoes this is so conspicuous as to indicate 
a national sweep in that direction. The shade you 


want to consider is the old birch tanned light tone of 
imported Russia. 

The current demand for blacks made patent the 
real outstanding leather because it made a neutral 
foundation for almost any and all costumes. When 
eleven Brooklyn manufacturers, in sequence showed 
patent leather oxfords, it implied that they either lived 
up too literally to John Garside’s censorship, .or that 
they had a firm conviction that oxfords were logical. 

In the black family, particular prominence to satin 
in dressy shoes. They have learned how to put delicate 

(Continued on page 66) 
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Principles of Business (onduct 


(Adopted by the Chamber of Commerce of the United States) 


The function of business is to provide for the material needs of man- 
kind, and to increase the wealth of the world and the value and happi- 
ness of life. In order to perform its function it must offer a sufficient 
opportunity for gain to compensate individuals who assume its risks, but 
the motives which lead individuals to engage in business are not to be 
confused with the function of business itself. When business enterprise 
is successfully carried on with constant and efficient endeavor to reduce 
the costs of production and distribution, to improve the quality of its 
products, and to give fair treatment to customers, capital, management, 
and labor, it renders public service of the highest: value. 

We believe the expression of principles drawn from these funda- 
mental truths will furnish practical guides for the conduct of business 
as a whole and for each individual enterprise. 


THE FOUNDATION of business is confi- 
dence, which springs from integrity, fair deal- 
ing, efficient service, and mutual benefit. 


THE REWARD of business for service ren- 
dered is a fair profit plus a safe reserve, com- 
mensurate with risks involved and foresight 
exercised. 


EQUITABLE CONSIDERATION is due in 
business alike to capital, management, em- 
ployees, and the public. 


KNOWLEDGE—thorough and _ specific— 
and unceasing study of the facts and forces 
affecting a business enterprise are essential to 
a lasting individual success and to efficient 
service to the public. 


PERMANENCY and continuity of service 
are basic aims of business, that knowledge 
gained may be fully utilized, confidence es- 
tablished and efficiency increased. 


OBLIGATIONS to itself and society prompt 
business unceasingly to strive toward continu- 
ity of operation, bettering conditions of em- 
ployment, and increasing the efficiency and 
opportunities of individual employees. 

CONTRACTS and undertakings, written or 
oral, are to be performed in letter and in 
spirit. Changed conditions do not justify their 
cancellation without mutual consent. 


REPRESENTATION of goods and services 
should be truthfully made and scrupulously 
fulfilled. 
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WASTE in any form—of capital, labor, serv- 
ices, materials, or natural resources—is intol- 
erable, and constant effort will be made 
toward its elimination. 


EXCESSES of every nature,—inflation of 
credit, over-expansion, over-buying, over- 
stimulation of sales,—which create artificial 
conditions and produce crises and depressions, 
are condemned. 


UNFAIR COMPETITION, embracing all 
acts characterized by bad faith, deception, 
fraud, or oppression, including commercial 
bribery, is wasteful, despicable, and a public 
wrong. Business will rely for its success on the 
excellence of its own service. 


CONTROVERSIES will, where possible, be 
adjusted by voluntary agreement or impartial 
arbitration. 


CORPORATE FORMS do not absolve from 
or alter the moral obligations of individuals. 
Responsibilities will be as courageously and 
conscientiously discharged by those acting in 
representative capacities as when acting for 
themselves. 


LAWFUL CO-OPERATION among busi- 
ness men and in useful business organizations 
in support of these principles of business con- 
duct is commended. 


BUSINESS should render restrictive legisla- 
tion unnecessary through so conducting itself 
as to deserve and inspire public confidence. 
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Too Much to Really Expect 


T is too much to expect a horse that has been run- 

ning on a speedy track to change his stride and 
become a steeple-chaser. But is it too much to ask a 
trade to stop sharpshooting on style, to go into artil- 
lery practice and fire a shot into next fall? Is it too 
much to ask of a store’s capital to buy now and see a 
bundle of bills to hit the bank balance next Septem- 
ber? Is it too much to ask a merchant to make a men- 
tal forward pass into the months of September and 
October when he has been saying “day by day.” 
These are the questions that arise after attendance at 
the great gathering of shoe merchants and manufact- 
urers in New York this week at the Brooklyn style 
show. 

But what are the facts? Brooklyn commendably pre- 
sented fall types of footwear—simple shoes—pretty 
effects but not startingly different from what was 
expected. Not only was this true on the runway, which 
might be accused of being “‘seeded”, but in the samples 
on display “for real selling.” 

Surely there was golden opportunity to consider in 
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May the shoes for September. Why? Because it is 
obvious that the average store stock is now full of 
sandals and cut-outs needed for the summer months 
—plus whites and new things to sweeten which will 
come in in the next ten weeks. Immediate buying is 
to take care of immediate needs with the hope that 
these types will be swept from the shelves by Augus!. 

What is evident to every observer is that somewhat 
simpler footwear is ahead—not so much through trade 
desire but through actual call of customers. The wom:n 
is boss of the situation and her dress and its colors, her 
hosiery and its hue, dictate the shoes. As Al. Ruby 
puts it, “don’t try to move the grand piano up to thie 
bench, for the tune of profits comes with moving tiie 
bench up to the piano.” 

She is calling for simpler things in dress—the tail- 
ored vogue is not a passing fancy even though it may 
be made a less mannish costume. The sweep of style 
is in the direction opposite to freakish and sometimes 
stupid style in footwear. 

With these factors before the trade it is hardly io 
be expected that immediate buying of current footwear 
would be strong. It was “sweetener” buying. 

Real positive leadership on the part of a group of 
merchants might have resulted in a real big “forward- 
pass” into purchasing of fall shoes at this time. But 
events on the political and economic calendar made a 
movement of that size and importance impossible. 
The bonus bill became law on the opening day of the 
show and until its import is understood (whether it 
means more taxes or a sometime-in-the-future flood 
of easy money into the channels of trade) there could 
not be any impetus to buying “futures”’. 

But the movement is too strong to be diverted. 
The women of this country will call for, and need, 
walking types of footwear and simpler types of dress 
footwear, combining both beauty of pattern and ma- 
terial. Merchants will do well to take recognition of 
the trend and will select shoes salable next fall to 
fill in those spaces in their lines left open by present 
and summer public purchases of sandals and fancy 
shoes. 

It would have been a great piece of constructive 
work, and very encouraging to any industry to have 
had a national forward movement inaugurated under 
the slogan, “It is now possible to anticipate.” It would 
have lifted the trade into a new mental attitude. The 
manufacturer could then have gone to his friends and 
his banker and say, “See, our industry has so much 
confidence in the future that it is thinking ahead 
three months, and is backing up that forward think- 
ing by actual orders placed now.” 

The beneficial results would spread to other lines. 
It might have lead the way to a real confidence in the 
men and methods of a great industry. It is obvious \o 
every clear-thinking shoe merchant that when big 
buyers are analyzing lines and budgeting their buying 
(so that out of an investment of $100,000 worth of 
shoes they will purchase 95 per cent from a few con- 
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cerns to give proper blanketing of sizes, materials and 
lasts, leaving only 5 per cent to the sharpshooting of 
novelties for window and flapper trade) it is getting 
around to the time when anticipation of wants is 
possible and probable. 

We may have hoped for some large and tangible 
establishment of confidence at this time. We are not 
discouraged that it did not appear. We can only hope, 
and hammer on the theme, that here is a golden oppor- 
tunity to look clearly into the fall and over the sum- 
mer, and by such a policy give to the trade a new con- 
fidence and a new hope. This was the surprise that we 
hoped would be the outcome of our statement of facts 
in the May 10th issue of the Recorder, under the head- 
ing. “Style needs a traffic cop.”” Week after week this 
fundamental line of procedure will slowly and surely 
sin. into the comprehension of the trade. It is as sure 
as day follows night that the light of a sane policy of 
safe anticipation, will clarify and straighten out con- 
fusion on the style highway. We have been gratified 
to find so much favorable endorsement of this Recorder 
plan of restoration of confidence. It will come. Will 
you give it a logical trial? A thousand merchants 
thinking along that line will move the mountain of 
doubt and delay. 


ee | 
Start Up the Ladder 


HE great thinkers of the past century were made 

in the debating circles of the village stores. Here 
it was that the problems of a nation and a community 
were talked out. The foundation of these shop talks 
was common sense. Is there not a place for a shoe 
store forum and the application of collective common 
sense? 

Take the pages in this issue devoted to THE LAD- 
DER CLUB. Call the boys and girls of the store to- 
gether. Nominate a leader for the meeting, and to 
keep the records, a secretary. The first officer need 
serve but one meeting; then let the office circulate 
until every worker has led. The secretary might well 
be a permanent fixture. 

The rule of the meeting is common sense. There are 
no formalities. No dues. No obligations except those 
of attention and attendance. So let’s go. 

Take up the subject assigned. Read it out loud. 
Then start the ball rolling. Talk it over. Swap ideas. 
Surround the subject with actual experiences with 
customers. 

Reach a definite conclusion—put it down on paper 
and send it in to Ladder Club Headquarters. Then, 
before the next meeting, you will receive the national 
summary of what hundreds of stores feel on the same 
subject. 

The meetings will be held every two weeks. You 
will get out of this more than you put in. We all learn 
by the light of experience, and a thousand experiences 
make possible a national solution of any problem. 
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Business Tries Platform 
Making 


AKING a leaf from the book of June when the 
major political parties meet to write platforms, 
a group of business men have called spades spades, 
not pruning hooks or grafting tools. 
Can we not all endorse this: 
“Economy is as vitally necessary in public expendi- 
ture as it is in private affairs. One-eighth of the sum 


total of all incomes is the amount of the cost of our 


National, State and Municipal governments. There 
are now on the public payrolls 3,400,000 persons whose 
combined pay amounts to $3,800,000,000 per annum. 
Every eleven workers are supporting one government 
employee. We must base our national policies upon 
fundamental economic laws.” 

We can all hope that the political parties will recog- 
nize this vast and increasing expense of management. 
Another paragraph says: 

“The function of government is _political—not 
economic. It was neither conceived nor fashioned to 
engage in competitive enterprise with its citizens, nor 
to administer the tasks of production and distribution, 
nor to substitute the judgment of its agents for that 
of responsible and experienced management in the 
direction of business operations. It is the servant and 
not the master of the citizen.” 

A hearty endorsement of this, too! Not only may 
prisoners be put to shoemaking, but it is not a far 
cry to store operation by governmental clerks desig- 
nating the shoe, its purpose, its construction and its 
selling price. Let’s have less government in business. 


— es 


A Firm Business Foundation 


HOPEFUL sign of the times is to be seen today 

in the unwillingness of manufacturers in most 
every line to build up reserve stocks of merchandise 
in anticipation of later buying. Heretofore in the his- 
tory of the country, we note that most depressions 
have been brought on by an over-accumulation of 
finished products. This was true, for instance, in 1920 
at the start of the so-called buyers’ strike, and might 
possibly have been true today had it not been that 
manufacturers have been playing the hand-to-mouth 
game in the same way as have the retail and whole- 
sale distributors. 

While this procedure apparently works a hardship 
in many instances, when analyzed, it is seen to be the 
best possible method of building a firm foundation for 
the business structure of the country. Inventories are 
low all along the line and the fact that no one is willing 
to plunge means that there will be no merchandise 
accumulations to work off at deflated and ruinous 
prices later on. Producers are regulating their output 
very closely with the actual buying of their products. 
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**Getting More Shoes Sold Right” 





Miniature, Yet Big Enough to Keep You Informed on What Is Presented 
in This Issue—and Other News 





White Kid Strong 


St. Louis, May 23—There is 
an unusual demand for white 
kid footwear. The interest 
which greeted this type of 
shoe so early in the season has 
been very great. All shoe mer- 
chants are eagerly looking for- 
ward to the biggest white 


season ever. 


Season Opens 


Cincinnati, May 22—The 
leading shoe stores made a 
concerted effort last week in 
opening the white season. They 
advertised extensively and on 
the evening of May 14, through 
the daily newspapers, called 
attention to the fact that the 
season opened on May 15. 
Weather was not favorable on 
the opening day, but subse- 

ently buying improved when 
the weather got warmer. 


California Convention 


Los Angeles, Cal., May 23— 
Plans for the Sixth annual 
convention of the California 
Shoe Retailers’ Association to 
be held June 23, 24 and 25, are 
developing very well. There 
will be many new styles shown. 


**Spider Satins”’ 


“Spider satins”’ are pumps of 
black satin with cut-outs, 
usually at the base of the 
straps. The cut-outs are filled 
with a webbing, making a sort 
of a cobweb effect. Several 
Lynn. firms are making such 
shoes. 


Colored Linings 


Fashion certainly favors 
colored linings for the coming 
summer. Most all of the patent 
leather shoes as made in Lynn 
have sock and quarter linings 
of champagne, ivory, or some 
other neutral color. 


Blonde Satin 


Philadelphia, May 22— 
Blonde and brown shades 
were recently featured in satin 
slippers. The blonde models 
were made over sandal lasts. 


Plainer Patterns 


Des Moines, May 23— 
There is a marked trend to- 
ward plainer patterns in the 
women’s trade. Cool weather 
has held back the sale of white 
shoes. Women are buying 
freely of sandals. 


New Plain Oxford 


New York, May 22—A new 
plain oxford here has a short 
vamp, well rounded toe and a 
high heel. It is distinctly 
French in appearance and goes 
well with the sand and tan 
shades which are being worn in 
flannel materials. 


New Shoe Store 


Newark, N. J., May 23— 
The Daniels Shoe Co. opened a 
new store here at 473 Orange 
street. It carries a medium- 
priced line of shoes for family 
trade. 


Matching Hosiery 


One of the leaders in the 
shoe industry recently pointed 


Straps and Sandals 


Lynn, Mass., May 22— 
Patents, satins and white 
materials are going thro h the 

ants here in good volume. 
trap and sandal styles are 
most popular. 


Sale on Suedes 


Baltimore, May 23—Some 
stores have been holding sales 
to move colored suedes. The 
— trade on this material 
was disappointing. Black pat- 
<= and satins are selling very 
well. 


Compares with 1923 


Cleveland, May 22—Busi- 
ness in the retail shoe stores 
compares favorably with the 





straw hat. 





Why Not a Summer Shoe Day? 


Boston, May 22—A prominent man in the shoe industry, 
one keenly interested and well-informed on retail shoe 
merchandising ideas, at a recent gathering here called at- 
tention to the fact that straw hat manufacturers on May 15 
inaugurated the opening of the summer hat season. His 
theme was—If hat manufacturers can put a thing like this 
across, why can’t the shoe industry do something parallel 
with shoes? Why not a summer shoe day in May or June? 
Men, particularly, should be impressed that lightweight 
oxfords should be a part of their costume as well as a 








out one of his observations that 
is interesting. He said many 
women buy a pair of stockings 
in some shade that is hard to 
match with shoe leather and 
then looking in the shoe 
stores for shoes, either to match 
or contrast. 


Two Newark Firms 


Newark, N. J., May 22— 
Two new shoe stores will open 
here in the near future. A 
London Boot Shop will be 
located on Broad street as will 
a Feltman & Curme store. 
Shoe stores, ticularly those 
located in the. center of the 
town, are quite active. Sales 
compare favorably with the 
1923 figures. 


A Wise Store 


New York, May 23—Cam- 
meyer & Co. recently closed 
out their store at Newark, N.J., 
and transferred the stock to 
the 34th street store here. 
Wiseman & Co. of this city will 
open a Wise store at the former 

mmeyer location in Newark. 


1923 records. The weather has 
been cool and retarded interest 
poser; but merchants are 

peful that a splendid white 
season will be enjoyed. 


Patents First 


Boston, May 21—Patent 
leather patterns are holdi 
tenaciously to first place in the 
material demand. Some of the 
stores retailing shoes at $5 to 
$8 are taking in more patents. 
One of the.most recent patent 
models selling at $5 is a plain 
one strap, with a military heel. 
The vamp is cut very little. 
This style has found a good 
demand. It is not so extreme as 
those — desired by “‘flap- 
pers” and appeals to the middle- 
aged woman. 


Sport Shoe Display 
Des Moines, May 22—The 
Elwell-Field Shoe Co. recently 
showed a number of sport 
shoes in its windows. Sport 
footwear for men, women and 


White Shoe Trims 


Boston, May 22—W)ite 
shoes in shoe store dis; lay 
windows brighten the store 
very much. So yet there has 
been little call for these sh ses, 
but there is every indica: ion 
that the white season wil! he 
very good. Colors are use: as 
pipings, but merchants bh ive 
very few colored trimming. op 
whites compared with a » ear 
ago. 


Patents and Satins 
- Louis, May 22—Patent 
eather is holding up excep- 
tionally well. Many think his 
material will sell in sandal 
effects into the summer season, 
Patent has taken away some of 
the demand for satin at pres:nt, 
but the latter material js 
expected to be very popular. 


Golf Shoe Display 

Boston, May 23—Men’s 
stores are devoting window 
space to displaying golf shoes. 
Two tone combinations of tan 
leathers are common for the 
golf links. Crepe and other 
rubber soles are good. 


Lightweight Oxfords 

From several cities reports 
have been to the effect that 
men’s lightweight oxfords are 
not meeti with such an 
insistent call as was anticipat- 
ed. Tan oxfords are selling well 
generally. 


Suedes Improve 

Chicago, Ill, May 23— 
Cusaee 7 les ry more 
streng uring ast few 
weeks than heretofore. Aire- 
dale is most popular and grays 
have not measured up to the 
strength they were expected to 

Ow. 


Light Tans Strong 

Milwaukee, Wis., May 21— 
Plain patterns in men’s shoes 
have been very good. Medium- 
square toes are very popular. 
Light shades of tan, some 
bordering on a yellow hue, are 
worn more extensively than in 
former years. 


Philadelphia, May 22—One 
shoe store here carried out 4 
plan to put across the idea 
that there is a distinction be 
tween men’s oxfords for sum 
mer and winter wear. The ad- 
vertisement stressed the fact 
that lightness in summer s 10¢S 
was coincident with the we ight 


of clothing. 
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BOUT AND SHOE RECORDER 


To the Small Merchants of the 
United States 


\ our Success Lies, Not So Much in Growing Larger, as in Organizing to Give 
Service to Your Store Family as Well as to Your Customers 


Written exclusively for the Boot and Shoe Recorder 
By SEATON ALEXANDER 
President of the N.S. R. A. 


IY DUCATION is the big purpose of all N.S. R. A. 
y meets. The 1925 convention will be no excep- 
tion to this rule. I want those who may con- 
sider themselves the “‘little fellows” (I would not call 
them by that name—I call them “the great majority) 
to Lnow that I am with them every minute. 
| was a little fellow myself, when at the age of eleven, 
I started my shoe store career as “clerk”—to sweep 
the store, wash and 
trim windows, and sell 
shoes, in the meantime. 
I was a little fellow my- 
self thirty-five years 
ago, and if I have 
grown a bit as to the 
size of my business, it 
has been because I 
have always been “one 
of the crowd,” and 
have always “listened 
in” very carefully to 
what the “big fellows” 
said and did. And I 
read the trade papers 
—in fact, my subscrip- 
tion to the Recorder 
dates back to the first 
year I started in busi- 
ness—1889. 


“Big. Fellers” Always 
Willing to Help 


And here, let me say 
that the decent, liberal, 
“big fellow’ is always 
ready and willing to 
pass on his ideas and 
his rules for success to 
the other man. And I 
want to add that the 
shoe business is getting 
better all the time. | 
remember, way back in 
the old days, when the 
merchants put a price 


Mr. Alexander was once a “little fellow”? himself, and “this,” 
he says, “‘is why I want to get in touch with you all. Please let 
me try to help you.” 


which they thought was fair on their shoes, and a cus- 
tomer would come in and say “I will give you so much,” 
naming a price that was anywhere from 50 cents to a 
dollar below your price—and you would have to take 
it or not make the sale. 

Let the small merchant take heart, for truly this is 
the day in which the trade regards him with favor. 
But he must attend conventions and he must “‘put his 

store in order.” As a 
matter of fact, there is 
not a store which is 
properly organized to 
give service to its 
people—and by this I 
mean its store sales- 
man—as well as. to the 
public—which is not 
going ahead and mak- 
ing money today. It is 
the unorganized, hit- 
or-miss stores that are 
not. succeeding. 


Play the Game Squarely 


Perhaps, brothers, 
you think that you 
have been doing every- 
thing possible for the 
publicand for yourstore 
people. Perhaps you 
think that you have 
been playing the game 
squarely with the other 
members of the trade, 
and still you find that 
you have not been 
succeeding. This is why 
I want to get in touch 
with you all. Please 
let me try to help you. 

And let us all lay our 
cards squarely on the 
table. Let us observe 
carefully our “Code of 

(Continued on page 65) 
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Up the Ladder \F! } of Achievement 


“Style Confusion,” the Subject for First National 
Meeting of “The Ladder Club” on June 2 


The head of the largest retail shoe store in a large eastern city, a man who 
has been through every type of a business period in his years of experience, in 
commenting on the present style situation in substance said: “Volume of 
sales has increased to a very marked degree since the advent of novelty styles 
in women’s shoes. We should appreciate its value and guard carefully 
against any radical change that will tend to take away from this trade. It has 
been the life of the shoe game. Yet there is room for placing this type of busi- 
ness on a more stable basis.”’ 























Here are some questions concerning the subject: 


Do women enter your tomer’s mind by your 
store with an. indefinite methods of showing her 
idea regarding pattern shoes? 


and material? 

If you detect an ink- 
5 “They are all ling of uncertainty in a 
store encourages it, due 50 nce Ft. woman’s mind, do you 
to unharmonious win- J Canuno use your persuasive pow- 
dows and a conglom- — 77akKC Lp Ws ers and salesmanship to 
eration of styles dis- +H mind as ti x" sell her what you think 
played in the store in- = at TWank" is suited for her? 


terior? 
‘ d ’ ” 
If you wish to display 2 salem perl 
several colors in your thought material. As it 
window, do you allow is to be nationally in- 
a space between the terpreted, you may be 
stations for each differ- ahs 20 look ot % from 
ent hue? different angles than 
How do you handle your brothers in other 
the customer who is ap- sections of the country. 
parently satisfied with 
the first model you show Can you suggest amy- 
and fit to her foot, but thing that can be ap- 
wants to look at “more plied generally = Se 
styles”? measure to influence the 
public to assume a more 
Are you careful not to definite frame of mind 
encourage a feeling of when buying shoes? Send 
uncertainty in the cus- in your solutions! 


=a) on ec 


Is it because your 
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“The Ladder Club” Rapidly Gaining Members as 
Time for First Meeting Draws Near 


In every industry, the great masses, those on whom the burden of carrying 


on the essential detail work falls, are constantly entertaining thoughts for 
getting ahead. They’re struggling to climb the ladder of success. It’s only a 
natural desire that is characteristic of the entire human race. However, there’s 
a sharp difference among those aspiring to mount the ladder. There are those 
who would have the path easy to follow; they are eager for success, but un- 


willing to pay the price. 


The most sincere candidate for business laurels, 
because of close application and hard work, is not 
denied success. He recognizes that he must earn his 
reward. A “job” is worth as much in dollars and 
cents as you have put time and mental energy into 
it while trying to master it. 

“The Ladder Club’, 

a Boot and Shoe Recorder 
movement to promote 
nationally retail shoe 
merchandising stand- 
ards, and to put more 
money into the sales- 
men’s pockets, was or- 
ganized as a measure to 
inspire the shoe sales- 
men to work their way 
to higher positions. 

It is essential for the 
ambitious young man, 
whether he be interested 
in the shoe industry or 
concerned with other 
trades, to know accu- 
rately the path to fol- 











“job” held by the man above you. But first of 
all know your work. 

“ ° Although you may 

How in the think many of the things 

+ ae < Can constantly going on all 

ever around you do not con- 


cide on 
what color cern you, they certainly 


do. 
5 age hes le Be ready to respond 
Y when opportunity 
knocks. Take a personal 
account of your mental 
stock frequently! Con- 
sider the little things 
that have to do with 
your progress. There’s 
no greater satisfaction 
in this world than that 
which comes from doing 
your work well. 

If you’re satisfied with 
your rank or station in 
business, it’s a cinch 
you'll remain there. Al- 
‘ways be alert to learn 
something more about 








low if he would reach 
the top. And the “‘Lad- 
der Club’, holding its 
first meeting in hun- 
dreds of shoe stores on 
Monday, June 2, will 
be the guide, the means 
of qualifying the candidate for greater things. 
Let’s dig into the psychological phases of the 
fundamental requirements for advancement in the 
shoe store. Be far-sighted—tomorrow is on us before 
we realize it. Are you ready to step into the shoes 
of the man just above you? Time and circumstances 
make great changes in every profession and trade. 
Observe the details and the duties concerning the 














It is attention to details that leads 
to mastery of responsibilities. Your a 
first duty is to sign and send in this 


application. 








your game. 


Next Meeting: 


*“‘drrangement of 
Sizes”’ 








Application for “‘Ladder Club’? Membership. 





“Ladder Ciub”’ Editor 
Boot and Shoe Recorder, Boston. 

The Store wants to join 
“The Ladder Club,” with members. 
Send free copies of Arthur L. Evans’ 
The Retail Shoe Salesman each month. 

It is understood that membership to “The 
Ladder Club’”’ will cost us nothing except real 
interest, enthusiasm and consistent cooperation. 


Signature 
Address 
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There’s Volume in Children’s Shoes— And 
Style Stability 


Main Thing, Says Fort Worth Merchant, Is to Catch the 
Youngsters’ Favor and Fit Properly . 





Make your children’s department pleasing to the children, for what 
pleases the child will please the mother. 


Don’t make the mistake of carrying children’s shoes as a necessary 
evil because, if you do, you will neglect to put behind it the push that is 


needed.to make it successful. 


Don’t forget for a minute that the child can influence the mother 
in the selection of shoe styles, and frequently does. 


Remember to push children’s hosiery with your shoe sales. It is best 
to have them both in the same department so they may be displayed 


with the shoes. 





wonderfully pleasing, too,” said W. O. Senters, 

owner of the only juvenile shop in the Southwest. 
There certainly is no doubt about its being a pleasant 
place in which to do business. Everything about the 
small shop suggests its patrons. In addition to shoes 
attractively displayed one can see a doll, or a woolly 
teddy-bear, or tops and marbles. The name of this 
unique shop is the Kiddies Boot Shoppe of Fort Worth, 
Texas. From the window decorations which features a 
doll house, or fat little kewpies peering out of some little 
girl’s shoes, or a sturdy little hoe or boy plaything 
which looks as if it had been tossed aside by small 
patron, to the smallest detail of the shop the fact is 
proclaimed that this particular shop is the kiddies own 
shopping center. Shoes for every occasion and every- 
thing in the latest style and color may be obtained at 
the Kiddies Shop. 


Furnishings Add Much to Shop 


The furniture and scheme of decoration are most 
unusual. They add much to the attractiveness of this 
little shoe store. Mrs. Senters, who assists her husband 
in serving the small boys and girls, not only thought 
out but worked out the scheme of decoration. When 
being complimented on her work, she said that it 
required lots of energy and gallons of paint to trans- 
form the little unpainted chairs for children and even 
babies into the decorative pieces of furniture suited for 
the Kiddies Shop. The little chairs are arranged in a 
circle and give somewhat the same appearance that a 
very attractive nursery presents on the day set aside for 
the celebration of a youngster’s birthday. The furniture 
is painted in soft gray and decorated in rose and gold 
bandings. On each chair is to be seen some well-known 


y S wondert Children’s shoes is a great business. It’s 


personality from Mother Goose Land. There are panels 
in the walls that cause a whoop of delight as some small 
boy or girl recognizes a Humpty-Dumpty, Little Boy 
Blue or the well-known Jack and Jill. These things 
naturally add to the decorative effect and serve to 
impress the small patron with a memory of a pleasant 
visit. One mother on going into the Kiddies Shop on the 
opening day decided that she must bring -her small 
daughter in to see the attractive little chairs and the 
decorative figures in the panels. And of course a visit 
meant the sale of a pair of shoes. 


Too Little Thought to Children’s Trade 
According to Mr. Senters, more than fifty per cent of 


‘the shoe merchants are entirely lacking in interest when 


it comes to the merchandising of children’s shoes. Of 
course the great amount of effort has been concentrated 
on the selling of women’s shoes. It’s rather astounding 
when one considers the number of pairs of shoes that 
each little kiddie must have every year. Because he 
thought there was a real opportunity for a shop that 
would cater to the juvenile members of the family who 
need a number of pairs of shoes each year, Mr. Senters 
decided to open the shop. The manners and methods 
are quite different from the shoe store or department 
where children’s shoes are merely carried and shown 
when asked for. A mere look at the attractive shop and 
its displays makes the mother of John or Mary long to 
purchase some new footwear for the younger members 
of the family. 


The Decision Rests with the Child 


Mrs. Senters, whose sales record proves that she is an 
excellent saleswoman, says that in selling a pair of shoes 
when both mother and child are present she directs her 
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efforts chiefly toward getting the approval of the child. 
It is the unusual case that the mother overrules the 
child when there occurs a difference of opinion. The 
mother, upon asking to be shown shoes states the type 
she desires, whether sturdy little play shoes, the more 
frag ile dress-up kind or neat little school shoes. Then 
after careful measurement of the foot, Mrs. Senters 
brings out a shoe or two that she thinks will meet the 
demand. It has been the experience of Mrs. Senters that 
the child decides on a shoe and that very quickly. He is 
cle ver in forcing the decision with his mother too. He 
kvows that no power on earth could induce his mother 
buy for him a shoe that 


haven't so much on the kiddies when it comes to beauty 
and style. There was a snappy little two-toned model for 
the little damsel aged one. There was a real King Tut 
sandal effect also to be had. 

However, it is a well established fact that children’s 
shoes are much more stable. The merchant who is 
interested in selling to the kiddies needs only to con- 
centrate on the number of pairs he is to buy, the sizes 
he can sell most of, and not so much of the radical style 
changes. Sports are always good for the small boy and 
also for his sister. Much of the spring merchandise is in 
sport models. 

Children Are Pleasing Patrons 





rts his feet so every shoe 

t the one of his choice 
urts his toes. His psychology 

good. Another thing to 
«member, Mrs. Senters said, 
is the fact that when a 
ecision is made, a sale is 
made. It would be next to 
impossible to take the aver- 
age little youngster from the 


Here's an airplane view of Cin- 
cinnati this afternoon: ball parks 


blooming with knickered figures; 
tennis courts and bridle paths full 
to overflowing; hikers deploying on 
all the country roads. The outdoor 
Sport season is on! 


shop without the shoes that @ ‘gts 


he has set his little heart 
upon possessing. 


¥. 

i} 
i} 
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When once the decision is 
made there is no changing of 
mind and reconsidering and 
perhaps a visit or two to the 
shop before the final decision, 
as in the case of some 
grown-ups. A child sees a . 
shoe, marks it for his own ze 

° i 
and becomes the possessor in 
about one-third of the time 
that it takes a grown-up to 
go through the same process. 
There is no more pleased 


your costume. 


you at Potter's. 





THE OUTDOOR * 
SEASON IS ON! | 


...and that means shoes ¥ 


teeming with action; golf courses « 


7 7‘ 
‘ << -#% 
Be by 


ae FZ Perc 2 has almost invariably meant 


7 / Se Perhaps in this imaginary picture 

r ° ° o 7 you yourself will be one of the ha 
No Wavering With Children SPF Fgures.on diamond or links. ‘Certainly 
= you will be planning for your summer 
of sport. You're going to cut five 
strokes off your score, or boost your 
batting average, or land that big bass 
you missed last year. But no matter 
what your sport, don’t forget—shoes, 
good shoes, are an important part of 


Golf, tennis, and baseball shoes: rid- 
ing, hiking, and fishing boots—a complete 
selection of sport footwear is awaiting 


Remember this —good fit is just as im- 

= portant in sport shoes as in the shoes you 
wear every day. And a good fit doesn't 

- just happen—it requires skill and ex- 
perience. Come to Potter's, tell the 
salesman what you want, and trust him 

to do the rest. You'll get good shoes and 
“AG a good fit—that's a winning combination. 


“POTTER'S 


GOOD SHOES ~~ FIFTH nasVINE 


Mr. and Mrs. Senters be- 
lieve that the small patrons 
themselves are one of the 
causes that makes selling 
shoes to children the pleasing 
business that it is. 


Hosiery in Demand in 
Kiddies Shop 


A new pair of new shoes 


a sale of socks or stockings. 
Mothers have been particu- 
larly pleased that the pur- 
chase of proper hosiery for 
the child could be made at 
the same time and in the 
same department. Mrs. Sen- 
ters has not only been pleased 
at the hosiery business but 
surprised at the volume. 
She has bought both novel- 
ties and staples and has been 
able to supply the newest 
and best things for the baby 
as well as the young miss. 


Mrs. Senters said that she 











patron to be found than a 7o the Potter Shoe Company, of Cincinnati, goes the palm was selling about four times 
child, Mr. Senters said. or this remarkably fine example of — salesmans'ip. as many socks as stockings. 


2 It’s the logical time of the year to display 
Everyone has seen the small athletic and general sporis wear and this the Polter S 


h shoes 
Poll vd Children, or at least Fort 


boy or girl with the new Company has done cleverly by cartooning the various sport Worth children, show a de- 


shoes and very desirous of 
sharing his joy with the rest 
of the world. “New Shoes” or “Look at my pretty 
shoes” serves to spread the good news. 


Children’s Shoes More Stable 


The merchant who concentrates his efforts upon the 
selling of women’s shoes must give much time and effort 
to the study of style changes. He has to take somewhat 
of a gambler’s chance on some of his merchandise. 
Children’s shoes, of course, react to style but never to 
the extent that women’s do. After looking at several 
of the models, that are displayed in the Kiddies Boot 
Shoppe, one is inclined to believe that the grown-ups 


occasions and listing, beside the cartoon, the right shoe for 
the right sport occasion—descriptions and prices. 


cided preference for socks. 
Mothers have been persuaded 
by young daughters to buy socks instead ef stockings. 
Onother occasions both mother and daughter have been 
pleased and a sale of socks and stockings has been made. 


Rules to Follow in Fitting 


It must be remembered by the person fitting the shoe 
that a child’s foot is flexible and often can be put into a 
shoe that is really too small. That the child’s foot grows 
rapidly, particularly so when he begins to walk around, 
must be kept in mind and room must be given for his 
foot to do a bit of growing. Mother resents, and right- 

(Continued on page 65) 
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When You Are Asked to RADIO 


Call on the Recorder for Practical Assistance in Preparation of 
Your Broadcast 


With Friday evening of this week, Helen M. Haney 
of our staff has given nine shoe talks over the radio. Each 
week from Amrad WGI, Medford Hillside, she has 
awakened men, women and children of her invisible 
audience to a more alert shoe consciousness. That Miss 
Haney has been well received by her audience is evident 
from the large number of commendatory letters and tele- 
phone messages which her broadcasts have brought to 
her. 

It is not an easy matter to hold the interest of so critical 
an audience as the American public. For the average 
cilizen would rather listen to jazz than to a journalist—to 
song, rather than to shoe talks. It is the rule of the radio 
that all broadcasts must be kept free from advertising; 
they must be educational, as well as entertaining. 

If you are near a radio station in your community and 
have an opportunity to speak on the footwear business— 
either shoes or hosiery—Miss Haney will be very glad to 
co-operate with you in the preparation of an addresss— 
that will “‘get across”’ in good shape. 

The radio today is the most modern method of pub- 
licity. Let’s make it sell more footwear right for us.— 
Editor’s Note. 


OLLOWING is a typical radio talk given by 
| ere Helen M. Haney: 

“Ever since the beginning of civilization women 
have been interested in good looking shoes for men. 
They constantly have been urging their men folks to 
wear better looking shoes. The boys of the present and 
past generations may recall how many times mother 
and teacher urged them, oft to the tune of a hickory 
stick, to shine their shoes. They were told that well 
polished shoes made amends for a threadbare suit. That 
logic held good many a century ago and it is equally 
true in this century. The only difference between then 
and now is that there are not so many threadbare suits, 
for American people are, as a whole, prosperous peo- 
ple — they are wearing better clothes than in olden 
times. With good looking suits and hats the order of 
the day, and evening, too, why wear shabby shoes? And 
sometimes business men are the worst offenders. ‘Oh, 
yes, but I did not have time to get them shined,’ mascu- 
line members of the community will say; or, ‘I did not 
have time to change from my tan shoes to my black 
ones for evening wear’; or, ‘I never think about my 


shoes.’ 
Urge Men to Dress Up Feet 


“Yea, verily, as our friend Mrs. Solomon might say, 
men in general are even as small boys when it comes 
to neglect in dressing up their feet. Now Mrs. Solomon 


and other wise women of this year 1924, through their 
various clubs and conferences, have been holding coun- 
cil. Their arguments have been somewhat in this 
fashion: Why should we go forth from our homes and 
places of business shod respectably—nay, even radi- 
antly, as to footwear—only to associate with men 
whose shoes are absolutely disreputable? We mothers, 
daughters, wives or sweethearts go out in the evening 
in shoes beautiful to behold, only to place them beside 
those of our escorts’, whose feet oft are disfigured by 
shoes with heavy soles, in light or dark tan, when 
the etiquette of the occasion calls for a light weight black 
calf or kid, or patent leather. 


Shoes Introduce the Man 


“The American woman knows that she whom the 
American man admires as his queen does not make mis- 
takes of this kind to cause her to feel ill at ease. She 
realizes that his carelessness is not through any in- 
tended disrespect. And yet she would like to have her 
male companion more correctly shod. A noted psycholo- 
gist said recently that when a young man and woman 
are introduced to one another, almost the first thing 
that each unconsciously does is to look down at the 
other’s feet. Some of my audience tonight may not 
agree with this psychologist, but yet I think that all of 
you, both men and women, will admit that shabby 
shoes on a man’s feet make for him a very bad first 
impression. 

You Get What You Pay For 


“Tt does not cost much for men to wear shoes that 
are both comfortable and stylish and the right shoe 
for the occasion. For America is the home of shoe 
style and economic production. No reputable shoe 
store nowadays takes advantage of the discriminating 
public. If you pay $8.50 for a shoe, you obviously get 
a better shoe than if you paid $6. You get what you 
pay for, the same as in any other commodity. As to 
how much money a man should spend a year for his 
shoe wardrobe, this all depends upon his social stand- 
ing and his liking for various sports. 


Englishman Has Fifteen Pairs 


“Englishmen spend more money for their shoe 
wardrobes than do Americans. For instance, a well- 
dressed Londoner enumerates his pairs of shoes as 
fifteen. He has for this spring a pair of patent leather 
oxfords, with plain toe, for wear with full dress suit, 
and another pair of patent leather oxfords, with cap 
toe, for wear with tuxedo or for semi-dress; he has two 
pairs of oxfords for business wear, both in light tan 












the 
nis- 
She 
in- 
her 
olo- 
man 
ning 
the 
not 
ll of 
bby 


first 








May 24, 1924 


grain calf, but on different lasts, so as to make a com- 
plete change on alternate days; high shoes for stormy 
weather; golf shoes; combination sports for hiking, 
etc.; riding boots; plain toed shoes to be worn with 


puttees; rubber boots for fishing; hunting boots; felt _ 


slippers; leather slippers; spats; overshoes—rubbers. 


Five Pairs Necessary 


“The average American man who makes an attempt 
at smart dressing should have in his shoe wardrobe, 
besides boots for stormy weather, house slippers, over- 
shoes and rubbers, at least five pairs of shoes, as fol- 
lows: Two pairs of tans, one light, one on the medium 
sade; one pair of black shoes, one patent leather even- 
ing shoe and one pair of sport shoes. Many men have 
more than this number, because they know that fre- 
quent changes of shoes are just as essential as frequent 
changes of hosiery and underwear. A man’s feet will 
be more comfortable for the later spring months and 
summer, especially for July 
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another pair that are the opposite in these points.’ 

“There are so many excellent golf shoes now shown 
in all of the stores—perfect marvels in materials, 
workmanship and construction. You may take your 
choice. But may I suggest that in buying a golf shoe, 
the best is always the greatest bargain in the end? 
And comfort and security should not be sacrificed to 
price consideration.” 





There’s Volume in Children’s Shoes— 
And Style Stability 


(Continued from page 63) 


fully so sometimes, the fact that Mary or John has some 
perfectly good shoes that he has outgrown. Above all, 
Mrs. Senters cautioned, be careful not to fit a child too 
short. Not only will the shop responsible for the fitting 
lose another sale perhaps, but the little youngster will 

suffer much _ discomfort 





and August, if he chooses 
light weight oxfords for wear 
with light weight summer 


No Tans After Siz P.M. 


“IT would ask you all to 
remember that tan shoes are 
very bad form for evening 
wear. For informal evening 
wear, light weight black calf 
or kid shoes; for formal even- 
ing dress, patent leathers and 
light weight blacks are listed 
as correct. For general sport 
wear, there is a wide variety, 
with crepe, fiber and leather 
soles—tan, brown, gray, 
white, combinations in calf- 


the state organization. 








New York Merchants Averse to 
Joint Convention 


suits. New York, May 20—At a joint meeting of 
directors of the Pennsylvania and New York state 
retail shoe associations to consider the merging of 
the two, particularly with reference to holding a 
convention in Atlantic City next February, 
directors of the New York organization presented a 
report which probably will cause all further efforts 
to get together to be dropped. 

Objection to joining with the Pennsylvania 
association was made by the New Yorkers, because 
of the proposal to run a style show and exhibit in 
connection with the convention. The New York 
men took the stand that they want a business session 
only, without the style show and convention. The 
New York organization, according to one of its 
directors, has held but one style show in five years, 
and is now firmly committed against this policy in 


and sometimes permanent 
trouble. 


Mail Order Business Being 
Built Up 


The Kiddies Shoppe, be- 
cause of the complete lines 
and sizes and the very large 
selection to be had, is re- 
ceiving a good mail order 
business. Two days after the 
opening of the shop last 
November, an order for a 
pair of shoes was received 
from a small town in a neigh- 
boring state. 

“One must like children 
and be able to get them 
interested,” said Mrs. Sen- 











skins, elk and buck leathers. 


Good Golf Shoes Necessary 


“The year 1924 will go down in history as the 
biggest sport shoe year on record. And of all the sport 
footwear made, that for golf appears in the greatest 
variety, for the number of golfers is yearly increasing, 
and every man, and woman, too, wants shoes for the 
greens that not only look like a professional’s, but are 
so built that they will give maximum comfort, and 
lightness. 

“James Braid, the veteran English star, states: ‘It 
is all important in the playing of every shot that the 
man should feel a sense not only of perfect security, 
but of strength in the feet; for the feet, though they 
do not move, or only bend over, have not a little to 
do with the proper making of the stroke. Every player 
must have experienced the great difference that there 
is between playing in a pair of boots or shoes 
that are not only comfortable, but that fit well, and 





ters. ‘““The problem isn’t so 
much with the mothers. For what pleases the son or 
daughter will please the mother who is charmed and 
happy when her child is pleased. The appearance of the 
little shop pleases both mother and child. It’s strange 
how interested the mothers are in the toys which we 
provide.” 


To the Small Merchants of the U. S. 


(Continued from page 59) 


Ethics.”’ Of this code, the second and third sections 
should appeal most strongly to us all— 

Two—That the exchange of our goods and service 
ideas for profit are legitimate and ethical, provided that 
all parties in the exchange are benefited thereby and no 
deception is practiced. 

Three—That our business dealings, ambitions and 
relations shall cause us to take into consideration our 
highest duties as members of society. 
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Startling Uniformity of the StyleOpinion 
Manifest at Brooklyn Show 


(Continued from page 54) 


beading around a tongue or to line the throat and how 
to pipe with colored or gold and silver kid—making 
satin a material of distinction. 

That shade of suede known as picanninny, with a 
lot of red in it, holds promise for fall, together with the 
wine shades of kid. If you will think back some fifteen 
years, these two deep reddish shades brought in a 
demand for bronze. It was displayed on the runway 
and in samples. 


Black Suede and Gun Metal 


A forward pass into the fall month of October can 
be made for black suede in combination with gun 
metal calf. It is essentially a fall combination. 

Tanbark, a new shade of satin, is very smart and 
had a good showing. For evening wear nothing can take 
the place of silver or gold brocade trimmed with sil- 
ver or gold kid or both on the one shoe. A most beauti- 
ful number had alternating straps of gold and silver 
kid over a silver brocade vamp. A vivid yellow slipper 
matched perfectly a yellow dress, but such perfection 
can come only with custom selection. There will be 
greater call for special evening footwear to match 
costumes because distinction can only be had that 
way. Gold leaf forced into the grain of colored calf- 
skin makes a new style leather. 


Shoes Pretty—and Simple 


Any pattern, if pretty, is saleable, provided it is 
simple. This is the decision not only of the runway 
and the sample rooms, but of buyers who bought or 
who cemented opinions for future buying. The waist 
of the foot is the new vital point in shoe designing. 
The front from throat to waist line is covered with 
all leather, small cross straps, gores and even tongues 
combined with straps. 

It is not so much a question of heels—for the walk- 
ing types have all low and moderate heels. For dress 
the higher heels, but not in such volume. 


Lasts mean good fitting wood—never 
pick a shoe for its jazz, for the profit 
comes in the ultimate fitting qualities. 
Don’t pick pump and opera numbers 
without assurance that the lasts are cor- 
rectly proportioned. 


If attendance at this show was any criterion, then 
it was the banner show of the Brooklyn series. Buyers 
were present who have been conspicuous by their 
absence the past three years. The show brought out a 
greater number of “big operators’’ than even the 
advance registration indicated. But did they BUY— 
well, they nibbled here and there—sweetened up im- 
mediate stocks—and left to the two months ahead the 
real ordering for FALL. 
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Henry W. Utz, Rochester Manufacturer, 
Dead 


Rochester, N. Y., May 22—Henry W. Utz, secretary 
of the Utz and Dunn Company, and son of Henry J. 


- Utz, president of the company, died suddenly. in New- 


ark, N. J., May 18, while on a business trip. 

Mr. Utz, who was one of the foremost shoemen of this 
district, was 52 years of age. He is survived by his 
parents, his widow, one son, one brother and tw 
sisters, all of whom live in this city. He had been con- 
nected with the Utz and Dunn Company for several! 
years. 

Mr. Utz was a member of the National Boot and 
Shoe Manufacturers’ Association and the Rocheste: 
Chamber of Commerce. He was also a communicant o! 
the Zion Evangelical Lutheran Church of Rochester 
and an active worker in the Men’s Club of that church 





Plans for Convict Factory Held Up 


Although not much has been printed concerning the 
proposed establishment of a shoe factory in the Fed- 
eral Penitentiary at Leavenworth, Kansas, for the man- 
ufacture of footwear for the Army, Navy and Indian 
departments since the recent hearings before the Sen- 
ate Appropriations Committee, the various organiza- 
tions of the trade that are co-operating in opposing 
the plan have not been letting grass grow under their 
feet. 

They have succeeded in having the whole matter 
held in abeyance pending the submittal of a well- 
developed plan of the various commercial and welfare 
associations of the country to submit new legislation 
to Congress to provide productive employment for 
inmates in federal penal institutions which will ensure 
such training in diversified lines of industry as will 
fit such inmates upon release and return to their home 
localities to be advantageously assimilated by local 
industrial activities. 





Martin E. Welch is Dead 

Lynn, Mass., May 22—Martin E. Welch of the 
Welch Shoe Co. died at his home on the morning of 
Wednesday, May 21. He had a shock a few days ago, 
but was active until last Friday, when he made his 
final visit to his factory. He was formerly vice-president 
of the Lynn Shoe Manufacturers’ Association. 

He was born in Lynn 70 years ago; learned shoe- 
making in Lynn, and in 1888, he started in business 
with Thomas H. Landregan. They continued in busi- 
ness as Welch & Landregan until 1910 when Mr. 
Landregan was shot by a payroll bandit. In 1911, Mr. 
Welch formed the Welch Shoe Co., and he continued 
this business until his death. His two sons, Thomas A. 
and Edward C., were associated with him in business. 

He was a thorough shoemaker and had the confidence 
and the esteem of many friends and associates for many 


years. 
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(ti 
GLENGAIRN 


4 BUCKLE 


GALOSH 


THE SENSATION OF 1924 


PRICE $2:4° 


MISSES’ $2.10 CHILD'S $1.90 


Order Yours Early! 


MADE FOR THE 1924 POCKET BOOK 


Constructed of the finest woven fabric used in any 
galosh at or near the price. 


WEARING QUALITY GUARANTEED 


Thousands of leading shoe dealers are planning to 


make “GLENGAIRNS” their leader in rubber 


footwear next season. 


If you have already bought yours be sure you 
have enough. 


REQUEST YOUR JOBBER TO RESERVE YOURS NOW. IF 
HE CANNOT SUPPLY YOU, WRITE OUR NEAREST BRANCH 


CAMBRIDGE RUBBER CO. 


CAMBRIDGE, MASS. 


BOSTON CHICAGO NEW YORK 
186 Lincoln Street 327 W. Monroe Street 127 Duane Street 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 











RE-NULIFE, an 
important chemical 
discovery, is a liquid 
application for shoes 
that makes them water- 
proof, and adds 50% 
or more to durability. 
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RE-NULIFE Contains 
no oils, paraffine or 
injurious substances, 
and is absolutely odor- 
less. Comes in handy 
bottles for the retail 
trade. 


May 24, 19% 











A Safeguard to Health 


Your Customers Will Want 


The protection against wet feet assured by RE- 
NULIFE is a safeguard to health needed by near- 
ly every family at this time of the year. Other deal- 
ers are making good profit handling RE-NULIFE, 
and you can do the same. 

RE-NULIFE renders shoes absolutely impervious 
to water—prevents shrinkage and unshapeliness— 
and makes them wear longer. It does not interfere 
with polishing or affect ventilation. A coating on shoe 
linings makes them perspiration-proof. Suitable for 
all kinds of shoes—and can be sold to many a shoe 
purchaser. 


America’s Largest Shoe Dealer 
Endorses RE-NULIFE 


The largest retail shoe dealer in America sells RE- 
NULIFE, and uses it daily in its immense repair 
department. And as an extra service to its customers, 
it has had over 40,000 pairs of shoes treated by manu- 
facturers before they were delivered. When you order 
shoes, ask the manufacturers to treat them with 
RE-NULIFE. 


Sold in lots of one dozen and up for sup- 
plying the retail trade; in 1, 2, 3 and 5 
gallon cans for shoe departments; and in 
bulk for manufacturers. Write for prices. 
And ask for sample with which to test 
RE-NULIFE for yourself—or send a pair 
of your own shoes and let us treat them 
for you. 


WATERPROOFING, INC. 


546 South Meridian Street 
INDIANAPOLIS :: INDIANA 


RE-NULIFE 


Waterproofs and 
Increases Shoe-Life 50% or More 





Retail Salesmen 


Wanted 


A Splendid Opportunity 
for the Right Men 


—needs capable ; young 
of 25 and 35 years who have ha 
one or more of our lines, and 
references. 


Our company, which started in 1902 with one 
now operates 475 a in tt. Ley” 
goods, shoes, notions, clothing a urnishings for 
women and children. We do a strictly cash business. 
sales in 1923 were $62,188,978. We opened 115 
1920, 59 stores in 1922 and 104 stores in 1923. 


By industry, study and determination your progress 
will be rapid in our organization. Under our experienced 
managers you are trai to become a manager. When 
you have qualified 


You are Promoted 
to be 


Manager of a Store 


in which you own a one-third interest, to be paid 
for out of the profits of the business. 


Experience has taught us that some of the greatest successes come 
Gam So gate S oun mee. }y Jt 
capable salesmen who have had thorough experience a small or 

t 








Address your letter to 


J. C. PENNEY CO., Ince. 
et se 
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SIMACSIEZY Dales 


SHOE 


This Day of Sport Shoes 


WO of the big and best things about sport shoes are that they 

are highly profitable to dealers, and their vogue is permanently 
increasing. So, sport shoes for Men constitute a strong group in Bates 
“Shoes for the Occasion.” 

Bates sport footwear is made as carefully and conscientiously as all 
the other Bates groups. And since profits in sport shoes come from 
repeat sales, this depend- 
ability of Bates sport 
footwear is important, for 
dealers to remember. 

We see no end to the 
sport shoe demand, and 
we shall meet that de- 
mand with frequent new 
models. 





















Sport Models 
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IN STOCK 


TOCK No. 02127-B has aC@&> 
striking Brogue pattern, with 

handsome perforated wing tip 
that makes it popular for sport 
dress as well as for actual sport 
play. It has a wide, soft toe and is 
“swanky” throughout. Uppers 
are of Pfister & Vogel’s Tan 
Lotus Calf. Sole and heel are 
made of English Plantation Crepe, 





Stock No. 02127-B. Full 
Brogue trim. Made of P. & V’s 
ss Tan Lotus Calf, with genuine 
az oak counter and oubler. 


firmly attached to prevent rip- 2= Imported one-piece crepe rub- 
_ ber sole and heel. B, C and D 
ping. Ge dienecs ccdsctue ce 


We supply dealers with newspaper electrotypes for all 
in-stock styles. Ask for our Spring Portfolio, showing 
six special groups of Bates ‘“‘Shoes for the Occasion.”’ 


A. J. BATES CO. 


WEBSTER - - MASSACHUSETTS 


WITS 


ha 
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SHOES FOR CHILOREN 











“CASH IN” 


on the season’s biggest stitchdown sensation— 
The Wobst Merry Walker Patent Leather 
Sandal. 


IMMEDIATE DELIVERY! 


No. 2501—Patent Leather Two Strap Sandal with Beige Elk 
Apron, Full Leather Lined, Flexible Chrome Oak Re-Tanned Sole, 
Wingfoot Rubber Heel. 

Sizes 5-8... .$2.05 84-11... .$2.30 1144-2... .$2.55 


No. 2500—Same in Smoked Elk with Pohegany bra ao. 
Sizes 5-8 $1.80 8-11 $2.15 il! $2.35 


Write or wire orders 


WOBST SHOE COMPANY 
MILWAUKEE, WIS. 
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“CLIFTON” GEM 


Preferred Because Most Perfect 


0 
Cc 
2) 
w 


Used with our wet process it produces a 
perfect innersole, as it is easily formed 
in and hugs the lip providing strength 
where strength is most needed. 


You'll Always Specify 
“CLIFTON” Gem Duck 
when once tried 
“Clifton” shoe covering cloths, also 
“Clifton” backing and plumping cloths 


are recommended for satisfactory re- 
sults. 


‘CLIFTON 


: MANUFACTURING CO. 


65 Brookside Ave., Jamaica Plain 
BOSTON, MASS. 
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SUEDE-NAP BRUSHES 


The extraordinary popularity of suede footwear contin- 
ues. So does the demand for SUEDE-NAP BRUSHES. 


Our sales on them are growing steadily as the trade and 
the public become better acquainted with their points 
of superiority. 

Better make sure that you are stocked up on SUEDE- 
NAPS before the spring rush. 


“Pick Out the Dirt, Pick Up the Nap” 
$2.00 Per Dozen 


E. T. GILBERT MFG. CO. 


228-36 South Avenue Rochester, N. Y. 
If Your Jobber Cannot Supply You, Write Us 











| HOTEL ALEXANDRIA | 


S. L. ROOT, Manager 
250 WEST 103rd STREET NEW YORK CITY 


Between Central Park and Hudson River. 


Without question the 
coolest location in 


the city 


Subway express sta- 
tion at door, elevated 


two blocks away. 


Special attention giv- 
en to ladies traveling 
alone. 








. Exceptional Restau- 
rant at very moderate 
prices 








SINGLE ROOM WITH PRIVATE BATH 
$3.00 AND UP 

DOUBLE ROOM WITH PRIVATE BATH 
$4.00 AND UP 


Other suites in proportion. Also a few desirable un- 
furnished apartments on yearly lease. 


ee ee 6 ee 
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FRENCHSHRINERGURNER 


French, Shriner 
@ Urner shoes 
ft <so perfectly 
that «when a man 
finds his favorite 
last he is loyal to 
it for life. 








Making Customers of Transients 
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Cut fromthe 
\ choicest Black and 
LIBERTY ~ \ Brown Russia 
= Calf. Also from 

Kangaroo’ and 

Brown Kid. 
Combination ast 
with low instep 
measurements. 








“Cannot find your shoes in-————. 
How can you suggest getting them? 
Am partial to your shoes.”’ 

—There’s Customer Loyalty for You. 


Ir you could read the stacks of letters we have received 
from men who wear French, Shriner & Urner shoes you 
would find the same thought running thru every one. “Am 
partial to your shoes.” 





The store that sells French, Shriner & Urner shoes is sure 
to attract the man who has once worn them regardless ‘of 
where he may be. 


We maintain a stock department as an aid to our dealers 





FACTORY and SALES ROOMS, 63 MELCHER ST., BOSTON, MASS. 
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‘“Clinton’’ means rapid stock service and 
rapid sellers that satisfy and clinch 


the repeat business 
HE Clinton Shoe is honestly 


built, for comfort and stability 

IN STOCK —in popular styles at popular prices. 
Illustrated 
No. 705 


‘4= “P. & V.” Black Velour Calf Lace Oxford, 


calf quarter lining, leather counter, Wing- 
foot heel, natural finish, groove edge, Sax- 


ton (combination) last. IN STOCK. B, 
7-11; C and D, 6-11 

No. 816 
“P. & V.” Lotus (red) Calf, 


14 Oxford Styles in Stock— 
Style Folder Mailed on Request 


CLINTON 
SHOE MFG. CO. 


CLINTON IOWA 


_ — — ———— > a 6 <a ¢ oe — > - © — — 4 _— + 











YOU WILL PROFIT 


By selling Cinderella Suede Sticks 
which are made in over fifty shades, 


“HUBTIP” “NO-METAL-TIP” 


(Trade-mark Reg. U. S. Pat. Off.) 


SHOE LA CES ground of solid colors. They will 


thoroughly clean and recolor nappy 


STRONG, DURABLE anv FAST COLOR leathers. This package is easy to 
TIPS NEVER PULL OFF use with its suede brush and handy buffer. 


OR FRAY OUT 
Wire Suede Brush and Felt Buffer can be bought 


25 4UBTIP separately for only $2.00 per dozen. 


oo ee 


Ben eee YOU WILL WANT 


TIPS ALWAYS READY—NO TIN TAGS Cinderella White Kid Cleaner, the fastest moving 
MADE OF THE BRAID ITSELF high quality package on the market. Makes friends 

FROM “TIP-TO-TIP” and keeps them too, because 

Every pair in Individual Cartons, 72 Cartons in it thoroughly cleans and re- 

Attractive Display Cabinet glazes yellow and worn white 

NEAT, CLEAN, HANDY TO HANDLE kid footwear. 
LIST a 
27” — $2.00 Gro. 45” — $2.90 Gro. GOOD * WiLL ne 


30”°— 2.20 ” 54”— 3.30 : 
36°— 250 ” 63”— 3.70 ” increase your customers’ sat- 


40”— 2.70 ” 72”— 4.10 ” isfaction? 
Black, Brown, Russett ilein 


Specify “ H UBTIPS” to your Jobber EVERETT & BARRON CO. 
FRANK W. WHITCHER CO., Mfrs. ieee deanimhoneee 


BOSTON and CHICAGO footwear finishes 
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PROFIT MAKERS 

















I 


To Retail at the Popular 
Price of *5:% 






































A high-grade McKay oxford in black, brown and pat- 
ent leather. The lines are there and the quality will 
bring you repeat business. Numbers 3473, 3474 and 
3467. 


In Stock for Immediate Delivery 


, TRA Ce « ) 
Jre\rving Drew Co. Baas: 
PORTSMOUTH, OHIO _ EX ae? 
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Two Points of View 


N their way to business, two men regularly 
passed a vacant field. One saw it merely as an 
ugly, bramble-covered pasture. 

But to the other it became an inspiration which 
painted mental pictures of cozy homes, neat streets, 
automobiles, and children. Unexpectedly, a great 
factory and a state highway were surveyed nearby. 
The man closed an option he had on the field—and 
pocketed a splendid profit. 

There is a class of shoe merchants who, while 
they read the ‘““Boot and Shoe Recorder” every week, 
see it merely as ink and paper. . 

But to another and larger group, the ““Boot and Shoe 
Recorder”’ is something infinitely more precious than 
mere reading matter. To these merchants, it is weekly 
inspiration; a reservoir, flowing news and ideas which 
are confidently used to bring greater profits to the 
store. Each issue, the work of more than 100 special- 
ists, is made to become one more step forward in the 
business of “‘getting more shoes sold right.’’ It is the 
boiled-down experience of the many for the profit 
of the individual. It is the electric current of money- 
making ideas, steadily flowing into the sales-genera- 
tors of more than Eleven Thousand shoe stores. 

Is your store getting full “‘turn-over’”’ from the 
“Boot and Shoe Recorder”’ “‘voltage’”’ you are paying 
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CINUN NAL 


{FOR STYLE ~ QUALITY~ SATISFACTION 





























FACTORY OF THE KROHN-FECHHEI! MER CO., CINCINNATI 


There is a place in every shoe 
store in the United States 
for a Cincinnati-made line. 
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KRIPPEN DORE 
Styles 


A STEP OR TWO AHEAD 








BRS? 


TYLES by Krippendorf are indicative 
of the latest tendencies in fashion. 
Follow them carefully, for nowhere will 
you find more authentic patterns. 
Our many years in the manufacture of 
fine footwear lends us the assurance that 
what we offer you will delight the most 
fastidious women of your community. 
We feel sure that you will not only be 
pleased with the intrinsic style value, but 
Patent Gypsy Button also with the beautiful workmanship and 
Fall favorite ae ° 
quality in Krippendorf styles. 


The Krippendorf Dittmann Co. 
Cincinnati, Ohio 
STYLE QUALITY SERVICE 


Patent Farrar Strap 
Very Chic 


Tailleur Tie of brown 
ooze calf trimmings of 
match kid. In keeping 
with the trend. 
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The Men Behind the Shoes 










HEN you look at a Cincinnati-made shoe you see Beauty of 
Style and Design. You see Quality in Materials and Work- 
manship. You see Salability and Profit Possibilities for your 
store. Have you ever thought of the “Invisible Asset” behind the 
shoe? You cannot see it, you cannot comprehend it unless you know : 
something about the men who made the shoe. 

















VERY factory represented in this group has at its head a practical 


shoemaker—a man who has inherited shoemaking skill, or has 





acquired it by personal application. Behind that man is an organiza- 





tion that possesses the same knowledge, skill and consciousness of 





responsibility. For more than 80 years the Cincinnati Idea has been 





instilled into fathers, sons and grandsons. These men do not know 





how to make cheap, shoddy, inferior shoes. Their daily task has been 






to ‘make them better than they were yesterday.” 















VERY workman, foreman, superintendent, every employee from 


the humblest ink boy to the expert finisher, has imbibed “‘Quality” 





from the very air he breathes. Their imprint, although invisible, is on 





the Cincinnati-made product. After you come to know this “[n- 





visible Asset,” you will sell Cincinnati-made shoes with confidence i 






that they will lend more prestige to your good name. 







Watch for the Next Cincinnati Section in the June 21 Boot and Shoe Recorder 
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\\ JE are receiving a large 


volume of orders daily 
from good merchants all over 
the country. 


This proves our assertion that 
good name and good mer- 
chandise appeal to careful 
buyers above all else. 


For over 25 years “J&K" 

Shoes have been the standard 

of quality, style, fit and 

workmanship. Merchants who ee ee ae 
handle ** J & K"’ Shoes consist- 

ently are prosperous. They 

clean up profitably. 





We want to hear from mer- 
chants who are interested in 
building permanent, increased, 
profitable business. 





Our line of Airy Welts is help- 
ing others to make money. It 
will help you. Write today for 
salesman or samples. Ask for 
our plan of Co-operation. Get 
on our mailing list for the This mark on your shoes gives you add itiona 


prestige. Your good name, and ours, con- 


“Foot Saver” Magazine. vinces the woman. 


The JULIAN & KOKENGE Co. 


The Fountain Head of Shoe Style 
EAST FOURTH STREET CINCINNATI, OHIO 
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NE interpretation of the advance 
style ‘“Tailor Made,’ meaning the 
highest art in shoemaking. 


This type of ‘“Tailor Made” shoe is 
gaining general acceptance in foot- 
wear to accompany the **Tailor Made” 
idea. 


The Cahill Shoe Co. 


MANUFACTURERS 
Established 1895 


Cincinnati 





Tommy Two-Eyelet Tie 
No. 1033 


Made to your order in colored calf as 
shown above. Also in patent leather. 
Carries 11/8 solid leather heel—Good- 


year welt. 
s g Si 
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Do Your Shoes Stand Scrutiny ? 


OMEN want good looking shoes but they want them to be as 
good as they look. Style will always appeal to the feminine 
mind. Women are learning, however, that style must have 
quality back of it. The time has gone forever when you could sell a 
woman any pretty shoe at any fancy price. In the war period she 
thought nothing of paying $18 to $20 for a pair of shoes. Today she 
will pay $8, $10, $12 and perhaps $15 but she wants to know there is 
dollar for dollar value in her purchase. She is scrutinizing shoes more 
keenly. She is asking questions about the maker, the quality, the 


workmanship. 


Cincinnati-made shoes will stand the test of woman's modern 
inquisition. 
Shun the Word “Cheap” 


Twenty-five years ago “Cheap John” stores were thriving because 
people had not learned to discriminate between quality and price. 
Today if you want to insult a man call him a “‘cheap skate” or a 


“cheap sport.”’ 


Women have a way of referring to each other in terms of “cheap- 
ness’ or “cheap clothes.” The American public have an aversion to 
things that are, seemingly, priced too low. They regard good mer- 
chandise, that which is sold at good prices. 


‘Not how cheap, but how good.’ A. T. Stewart's motto built the 
most wonderful store in New York many years ago. 


Shoes bought on a basis of price alone, will earn the reputation of 
““cheap''—the most disliked word in the modern vocabulary. You can 
depend upon Cincinnati shoes being priced in strict accordance with 
their values. Not too high, not “‘cheap,”’ but fair and equitable. 


Environment Counts 


It would be a revelation to 
you should you visit Cincinnati 
and inspect our shoe factories 
Not a poor one in the group. All 
modern, clean, modernl 
equipped naturally lighted and 
ventilated. Every convenience 
for the comfort and welfare of 
operators. 

Magnificent structures, planned 
to admit the maximum of sun- 
light and pure air. In such sur 
roundings it is easy to make good 
shoes. 


Watch for the Next Cincinnati Section in the June 21 Boot and Shoe Recorder 
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Stick to Good Lines of Shoes 


Cities Famed for their 
Products 


Sheffield is famous for steel 
and cutlery. Damascus blades 
are world known. Venice makes 
superfine glassware. Cincinnati 
is the greatest market for wo- 
men's fine shoes of the highest 
quality. After 80 years of re- 
markable development, Cincin- 
nati has won a place alongside 
other cities famed for their pro- 
ducts. Some of them required 
centuries to gain the prominence 
that Cincinnati has acquired in 
four score years. 


Swapping horses in midstream has always been considered bad 
practice. Swapping lines, trading around, seeking new connections, 
changing from one manufacturer to another has ruined many retail 
merchants. 


When a buyer discontinues a line and breaks a connection of years 
duration, both dealer and manufacturer suffer. Valuable knowledge of 
each others problems and aims is lost. Friendly understanding is 
thrown away. 


But worst of all the dealer must introduce new merchandise that is 
unknown to his trade. He begins experimenting and that is always 
hazardous. 


Stick to a good Cincinnati line and continue to prosper. 


Bread, Meat and Potatoes 


A famous shoe manufacturer was wont to preach “bread, meat and 
potatoe shoes,’ to his traveling salesmen. He knew, wisely, that 
success in business meant the handling of every-day, staple, con- 
tinuous sellers. Times have changed a lot since that man’s day, but 
bread, meat and potatoes are still the staff of life. Likewise the shoes 
that sell constantly, and repeat, are the staff of the shoe man’s life. 


We must have some spice and sugar and pie in shoes but a con- 
stant diet of delicacies will cause indigestion. Find your best sellers 
and size up. Don’t put too many cream puffs on your menu. 


Wisdom of the Ancients 


Centuries ago a wise man of Bagdad gave utterance to this saying: 


‘A thing that is bought or sold has no value unless it contains that 
which cannot be bought or sold—the honor and integrity of him who 
makes it. Consider his name before you buy.” 


This applies to the buying and selling of shoes today. Merchants 
should consider the name of the manufacturer and his reputation for 
honor and integrity. The reputation of the group represented in this 
section is known to most retailers. Investigation is invited. 


Watch for the Next Cincinnati Section in the June 21 Boot and Shoe Recorder 
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All-over patent “Tod” gypsy Sandal. Also made in 
Satin, White Kid and Suedes 


oy jyne cane 
SAY) 
“oat 
Black Satin Suede-trimmed “Madia™ step-in. Also 


in patent with dull trimmings, all colored kids and 
suede combinations 





TRADE MARK REGISTERED 


*‘A Shoe As Good As Its Name”’’ 


For 30 years we have earnestly 
maintained a definite standard of 
quality for the American Girl shoe. 


We are now introducing two of the 
newest members of the “American 
Girl” family as shown on this page. 
Welts — turns — McKays to retail at 
$5.00 to $10.00. 


If you are interested in seeing the 
entire “American Girl’ family, our 
representatives are now in their 
territories and a postal will bring 
them to your door. 


The Sam B. Wolf Shoe Company 








CINCINNATI 
Executive Offices, 


FACTORIES AT 


CINCINNATI 














SEYMOUR 
412-418 West 7th Street 








Makers of 
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$4.85 


Bright Tan Select Calf, Haig last. 
stay creased vamp, rounded edge 
sole. 6 to 11. B to C. S 


No. 222. Same in Gun Metal. 














No. 365 


Gun Metal Calf, new square last, 
tip, perforated. 6 to 11. C to D. US 


No. 372. Same Medium Brown. 
No. 362. Same Copper Brown. 











All Black Patent Chrome, new 
square dance last, light weight 
sole. Sizes 6 to 11. C to D. JS 











XN _ 


All are Goodyear Welts and have Good Half 
Rubber Heels 
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cA Great Line for MER! 


EN are not satisfied 

with “any old thing” 
—most of them have exact- 
ing likes and dislikes. CMSC 
Oxfords are fashioned and 
finished with the thought 
well in mind that Men de- 
mand comfortable hand- 
someness with quality that 
doesn't make them seif- 
conscious when their feet 
are in full view. 





No. 172 


Black Vici Blucher, straight full toe 
last, tip. 6 to 11. D width. 


No. 154. Same in Brown Side 


No. 173. Same, Black Vici, semi- 
hi-toe last, E width. 








\ 





THE 
CHARLES MEIS 
SHOE COMPANY 


Offices; Salesrooms; 806 WALNUT ST., 


CINCINNATI, 0. 


Our bright and busy factory located at Lebanon 
Ohio—30 miles from Cincinnati. 


FORTY-SIXTH YEAR 


Numbers bearing the Union Stamp are in- 
dicated by initials “ e 











(~ > 


No. 130 $4.85 


Black Patent Colt, square dress 
last. tip, ridge edge sole. 6 to Il. 
to C. US 


No. 136. Same in Select Gun Metal 
Calf 














No. 263 $3.50 


Black Patent Blucher, Haig last 
plain toe creased, 6 to 11. C to D 
US 








No. 266. Same, Gun Metal Calf 
q No. 262. Copper Brown Calf 








No. 164 $4.25 


Bright Tan cross grain Calf, brogue 
last, tip, “RAJAH"™ crepe sole 
and heel. 6 to 11. C width. US 








X 


These are only a PART of our Full In-stock 
Line for Men 
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(risey MANY ORDERS 
Gore COMING IN ON 
_ *CRISGT*’ 
Patent Leather 
Suede — Colors 


Calf —Colors 
Kid —Colors 
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PUSH ere niiiiiiiien 


et OLLI LHL LULL 


Sullivan Shoes sell so well to the public be- 
cause they represent a proper balancing of 
Style, Quality and Comfort at a proper 
price. A Sullivan salesman is coming your 
way. Write or wire us to tell him to call 
on you. 


Che P. Sullivan Company 


Makers of 
PRETTY SHOES FOR WOMEN 


Cincinnati 
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(The Shoe Dealer Broadcasts) 


ROTH’S But She Didn’t Come Back | 


















BW She bought one pair of fancy shoes, BUT 
SHE DIDN'T COME BACK. The novelty lure 
BUSINESS WOMAN got her and many more of my best customers. 
SHOE The good-will that took years of hard work and 





honest dealing was swept away in a season, and 
besides I hadto take abig losson the “‘carry-overs”’ 
of my treacherous novelty stock. Hereafter I'll 
stick to staples, the “salt of the business— 
staples like 


The B. W. 


(Business Woman) 


SHOE 


Then I'll be sure the good reputation I'm building belongs 
to me. I can depend on the B. W. Shoe. It has correct lines, 
fits perfectly and it steadily grows more popular with my 
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“Famous For Fit” 





In Stock— 


ready to ship—net 30 days 







Black Kid ¢ ve 

ack Kid Oxford 

WA eI qaargg nn Onl 
A" 410 5315 AA. 39 c 9 






E, 4-9 , $5.00 





















S—404 
Black Kid Oxford Brown Kid Oxford 
AAA (Asch Corrective) 10 (Arch Corrective) 
a a <a 
-10 D, 4-10 9 
E49 A. 49 D. 3-9 “Mn, yw 
$4.60 $5.20 Orr aaa 
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ry CINCINNA | 


There are no shoes better than Cincinnati-made shoes ; ta are none so good as RITH'S 


THE QUALITY SHOE i fi’ MARKET OF AMERICA 
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Beautiful 
That’s All 




















Friend Buyer :— ; 
The Marie is a style which | personally endorse. 
It has all the requisites of a quick-selling number: 
Its pattern is elegant. The last is just the thing—a 
splendid fitter. 
We make it in patent leather, satin trimmed in 
suede and in black suede trimmed in black calf. 
It is one of our V-L Process McKay beauties. 
these Cincinnati Market sec- We have completed the installation of additional 
tions. They are constructive, machinery and are now making deliveries from five 
and are written with the idea to six weeks. Our new early fall line is ready. Our 
of helping you to become a men are out. Place your orders early. 
bigger merchant. Read them 


carefully; they are full of 
good merchandising thought a 
President 


Walk and Be Healthy 


THe, Vonbman, Lawrence Co, 


STATION A 





We want to call particular 
attention to the editorials 
that have been running in 





DEPENDABILITY 


<< SON la . ow , 
THE QUALITY SHOE Ss MARKET OF AMERICA c 
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Get ‘em while they re young 


you can with this new children’s shoe 


The ARCH-DEVELOPER 


ORE than a shoe to sell—it’s a beautiful little shoe 

with a real sales story behind it. Think of being 
able to talk sales features like these to the mothers in 
your town: 


‘A sole that’s super-flexible—it bends as easily as a piece 
of rubber.” 


“A special design that permits proper growth of the foot— 
free circulation of the blood.”’ 


“Builds up the arch as it should be built up—by proper 
exercise.” 


“Insures a healthy, sturdy arch in maturity.” 


“Guards against the need for arch support shoes in 
later years.” 











All these points—besides the fact that this 
new Arch Developer Shoe for children is the 
product of The Scheiffele Shoe Company, 
for years makers of children’s fine shoes. It 
can be supplied now in all the smart new 
leathers and patterns, at prices that will 
permit you to retail it at $4.00, $5.00 and 
$6.00, with plenty of profit for yourself. 
For complete information, wire or write— 
a salesman will call 


Sample No. 224 


A mannish little Blucher Oxford 
of Sturdy Tan Grain Calf. 








The Scheiffelle Shoe Company 
Branch of The United States Shoe Company 


one-strap with clever cut-out CINCINNATI, OHIO 


design on the vamp. 


Sample No. 214 
A dressy Black Patent Leather 








NEW YORK OFFICE, 1404 Bush Terminal Bldg. 
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...And Quick Turnover Takes the Same Train 


The line of Holter’s style McKays for fall is on the way to you now. 
And Quick Turnover is riding on the same train. 

For it’s a fast moving line that will stay with you only long enough 
to turn in a tidy profit. Take a look at the “Polly "— it's sparkling with 
style from toe to heel. Yet these style McKays retail at from $6.00 to 
$8.50. They're shoes every woman wants at prices every woman can pay. 

The Holters line is on the way now—and with it comes Quick Turn- 
over and good profit for you. 

N B We make a line of lower priced Holters McKays too. 
° * These are manufactured in our Plant No. 2, Louisville, Ky. 


The HOLTERS COMPANY, Cincinnati, O. 
Branch of The United States Shoe Company 


The Polly Chicago Office Minneapolis Office New York Office 
210 Security Building 723 Boston Block 1404 Bush Terminal Building 
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‘A steel hand within a velvet glove’’ 


—such was Machiavelli's requirement of a diplomat. 





We, in designing the Arch Protector Shoe, laid down 
much the same requirement—and what is most impor- 
tant to you, we achieve what we set out to do. 


Hidden in the instep is a patented shank, a steel bridge 
providing perfect support and balance to weak arches 
and arches that do not wish to become weak. Yet the 
shoe in which this shank is placed is as easy and flex- 
ible as velvet; its lines are as 

beautiful as those of a light 

turn shoe. 


The illustration here shows 

you one of the attractive 

models in the Arch Protector 

Shoe. A line from you will 

bring a visit from one of our 

men who will show you what 

a sales-getter and _ profit- The Joan 

maker the Arch Protector An unusual two-strap of soft Black Glazed 


can be in your store. Kid with Gun Metal trimmings. Made 
with the special ‘“‘Arch-Protector™ features 





The Val Duttenhofer Sons Co. 


Branch of the United States Shoe Co. 
CINCINNATI, OHIO 


New York Office: Minneapolis Office: 
1404 Bush Terminal Bldg. 723 Boston Block 
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Have you a star in your line-up 
to draw the crowds? 








VERY day is a ball game for you, a 
contest with the other shoe stores in 
your town for trade. You can enter these 
contests with a line-up of average mer- 
chandise—fair styles, reasonable prices. 
Or—you can enter these contests with a 
star in your line-up, a known shoe that 
stands out above the others, that draws 
its own crowd—a Shoe with an Idea! 
That shoe is the Red Cross Shoe. It 
has been famous for a quarter century; 
behind it is the prestige of a generation of 
advertising. It is made 
over the famous Red Cross 
“limit” lasts, a feature no 
other shoe can claim. It 
fits the foot in action or 
repose, a talking point 
exclusive to this shoe. It 
fits the feet of hard-to-fit 


The Red Cross 
Arch-Tonein Turns 
.. . have you seen it? 
Another evidence of Idea Mer- 


chandise—the Red Cross Arch- 
Tone Shoe in light, airy, stylish 


women, and your town is full of them. 
It is a Shoe with an Idea—a shoe that 
builds and holds its own patronage—a 
star that draws its own crowds. 

Today, it is drawing bigger crowds than 
ever before, because The Red Cross Shoe 
is backed with the biggest national ad- 
vertising campaign in its history. Color 
pages in The Ladies Home Journal—ad- 
vertisements that compel attention in the 
most widely read woman's publication in 
the country! 

If there isno Red Cross 
Shoe shop in your city, 
you can cash in on the Red 
Cross Shoe Idea and the 
publicity behind it. Write 
us on your own letterhead 
and the details will be 
furnished you. 


turns. The first achievement of 
its kind in the history of shoe- 
making. It has already proved 
itself on the feet of women— 
many stores are now featuring it. 
Be the first in your town to 
show it—write today for infor- 


mation. 


The Krohn-Fechheimer Company 


(Branch of the United States Shoe Company) Cincinnati, Ohio 


RIGS 10€ 





THE 


QUALITY SHOE 





*“Watch for the next Cincinnati Section in June 21st Boot & Shoe Recorder’’ 
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More Activity Imperative in Advance Rubber 


Footwear Orders 


Indications Point to Insufficient Supply if Retail Merchants Expect 
Last Moment Orders to be Filled 


y ATE placing of advance orders for 
J rubber footwear by a large majority 
of retail merchants is resulting in a 
ndition that promises to become seri- 
ously felt by retail shoe merchants, as 
vell as by the manufacturer and whole- 
iler of rubber footwear. 

Advance orders received by makers of 
rabber footwear are reported to be con- 
siderably less than they were a year ago— 
even considerably less than they should be 
on the most conservative basis of esti- 
mation. 

There are two reasons for this: 


~ 


1. The open winter conditions which 
occured in the East and the late winter in 
the West, which resulted in the carrying 
over of a certain amount of stock on the 
retail shoe merchants’ shelves. This 
situation was, of course, unavoidable and 
is a part of the risk of business. 

2. In the fear that a somewhat similar 
condition is to be experienced during the 
winter of 1924 and 1925 is found the second 
reason for the retail merchants’ failure to 
order. This, of course, is faulty reasoning 
in the face of no facts. Few of us can recall 
two succeeding winter seasons of the mild 
or “open’’ type. The reverse is almost 
inevitably the case—a mild winter being 
followed almost invariably by a severe 
one. 

A futher study of the subject brings out 
the following facts: 

1. An open winter leaves the retail 
merchant wondering whether the coming 
winter will also be open. Having carried 
over a part of his stock, he becomes 
excessively cautious, and does not wish to 
purchase anything more even though the 
chances of a good consuming winter in 
1924-25 are as good as they ever were in 
the history of the industry, but should 
there be anything even approximating a 
more severe winter than we have just 
experienced, all the stock that has been 
carried over, plus all advance orders 
placed with all companies, certainly will 
be insufficient to satisfy more than a 
fraction of the public demand. This is not 
guesswork, but is founded on observation 
and intelligent estimates made by people 
who are closely in touch with the situation. 


Danger of a Shortage 


2. If advance orders do not permit 
sufficient advance production, it will be a 
physical impossiblity for retail merchants 
in general to obtain an adequate stock of 


goods for the coming winter with sufficient 
quickness when the public demand sets in. 
Rubber footwear is needed suddenly when 
it rains and when it snows, but retail mer- 
chants cannot wait until the minute it 
rains or snows before placing their orders 
and still have merchandise with which to 
do business. The mere physical limita- 
tions of time will make it impossible for 
any manufacturer in the country to take 
care of the retailers’ requirements if they 
are not expressed until this fall. If they 
pile up to a degree which seems inevi- 
table, judging from the limited orders 
already placed, a shortage must and 
will occur. While the individual retailer 
says that he is not interested in the 
general situation, and hopes and be- 
lieves that in some way he, as an indi- 
vidual, will be able to pick up his supply 
of rubber footwear even though his com- 
petitors may suffer, only an individual 
here and there will be able to do this. 
The chances are that two out of four 
dealers will be without stock. 


3. The situation above outlined would 
obtain even if manufacturers were to con- 
tinue this summer to build up stocks of 
merchandise from which retail shoe mer- 
chants could draw on demand. As a mat- 
ter of fact, however, such stocks cannot 
be expected to be built up for two rea- 
sons :— 

a. It takes money to manufacture 
goods for stock. When goods are manu- 
factured on advance order for retail mer- 
chants, they are shipped out anywhere 
between April 1 and December 1, with 
December Ist dating and 1 per cent per 
month for anticipation. The number of 
wholesalers and retail merchants who 
take advantage of the anticipation dis~ 
count must be large enough to help the 
manufacturer to carry the burden of 
summer production. Without adequate 
assistance of this sort, the amount of 
capital which the manufacturer has to tie 
up in stock produced in the summer time 
is so great as to make the manufacture for 
stock, on a large scale, prohibitive. 

b. Even if manufacturers had the finan- 
cial ability to manufacture rubber foot- 
wear in advance of the market, they must 
have information as to the style wants of 
the market. The only way they can get 
such information with reasonable con- 
creteness is to have the bona fide opinion 
of the wholesaler and retailer as far as 
styles, kinds and sizes are concerned. A 


certain percentage of advance orders are 
absolutely necessary for giving such in- 
formation to the manufacturer. Having it, 
he is able to manufacture additional 
stocks along these lines to back up the 
early orders placed by the retail merchant. 
Without it he cannot safely manufacture 
ahead. 


Risk Should Be Shared Jointly 


c. As in the case of any business de- 
pendent upon weather conditions for sale 
to consumers, there is always a large 
element of risk in the rubber footwear 
business. The manufacturer believes that 
he alone should not be called upon to 
carry the entire risk. As a matter of fact, 
he cannot afford to do so. The risk should 
and must be borne jointly by all factors 
in the industry—the manufacturer, the 
jobber and the retail merchant. If the 
manufacturer alone were to take the re- 
sponsibility of producing in large quanti- 
ties for stock (even though he were able 
to invest adequate capital in such pro- 
duction) it is obvious that with the added 
risk which he would be shouldering, he 
would have to add to his price in order to 
get sufficient insurance for his added risk. 
If, on the other hand, the risk is spread 
fairly over the industry as a whole, each 
factor assuming his just share, prices are 
kept at a minimum, because no one factor 
is required to carry that part of the risk 
which properly belongs to another. The 
manufacturer feels he has never asked the 
retail shoe merchant to carry too much of 
the risk. He does not expect that the retail 
merchant will cover his entire advance re- 
quirements early in the year. He does ex- 
pect, however, a reasonable advance plac- 
ing from which he can also judge the style 
wants of the coming season. The manu- 
facturer is entirely willing to stand his 
part of the burden. He does, however, 
expect the retailer to co-operate, and when 
the dealer refuses to stand his half of the 
risk, the manufacturer can do only one of 
two things, either shut his factories or 
invest more money in inventory, and by 
assuming a larger part of the essential risk 
of the industry add to his costs in such a 
way as to make for higher prices both to 
the dealer and to the consumer. 


Equality of Production Necessary 
4. What almost invariably happens 
when the retail merchant refuses to place 
adequate advance orders is that the rub- 
(Continued on page 114) 
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Mandarin 
Calf 


Chrome tanned, glazed and 
boarded, in four colors of 
demonstrated popularity. 


Dixie Calf 


Chrome tanned, smooth finish, 
in colors which have met with 
general style acceptance. 


Norwegian 
Veals and Calf 


A pronounced success for over a 
quarter of a century. 


Aztec Calf 


A smooth finished leather that is 
pliable, strong and pleasing to 
the eye. Offered in the Fashion- 
able shades. 


Viking Calf 


Available in black and five 
colors. A smooth finished leather 
of superior merit. 








The Customer Says: ““These 
shoes that I bought from you 
a year ago have given me 
genuine satisfaction. The lea- 
ther is particularly good. Can 
you fit me to another pair 
made of the same kind of 
leather.” 


a ee 


The Dealer Says: ‘‘We are 
pleased to know that you 
are pleased. That leather was 
made by Gallun of Milwau- 
kee, an old firm, famous for 
its fine leathers. We specify 
Gallun Quality Leathers in 
many of our styles. Sit down 
please.”’ 


“Always Standards 
of Excellence’’ 


A. F. GALLUN & SONS CO. 


MILWAUKEE, WIS. 


A. F. GALLUN & SONS, INC. 


H. A. ELY, MGR. 


11 EAST STREET, BOSTON 
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Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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HAT IS BEING The most popu- 
OUGHT lar leathers at 
1e present time are whites and blacks, 
id the light and fancy shades of calf 

d kid—white kid, white buck and 
Jf, patent leathers and black suede. 
ie darker shades of tan, brown and 
ihogany and red are selling well for 

n’s shoes. 

\ leading tanner of kid states that 
colors selling best right now are 
redale, pearl, jack rabbit, white, 
iwn and apricot. Other leading tan- 
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Whites and Blacks Most Popular Leathers 


Good Trade on Fancy Colors—Sport Leathers Enjoy Steady 
Demand and Promise to Be Stronger 





High Lights of the Week 


More buyers for glazed kid have 
been in the market. In addition to 
large domestic purchasers are buyers 
from Canada and Europe. 


Larger sales of packer hides at 
slightly advanced prices. Patent 
leather tanners principal buyers. 
Raw calfskins some easier in price. 


Although a buyers’ market, tan- 
ners are maintaining prices on leather 
commensurate with cost of produc- 
tion. 
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fairly optimistic. There is no essential 
change in prices, the top grades of 
fancy colored kid ranging from 65 to 
80c per foot, and choice tannages even 
higher; the medium selections from 35 
to 55c, with a fair demand. There has 
been a better export business of late, 
and some large foreign buyers are re- 
ported in the market now. This has a 
strengthening tendency on the local 
market. While the demand for white 
and colors has been good, there is also 
a demand for black in the medium 
grades. 








ners report about the same kind of de- 
mand, which indicates that colors in 
fancy shades are with us for some time 
to come. 


what spotty, with 
of users. 


Leather trading continues some- 


PATENT  Thecall for patent chrome 
LEATHER sides, colt and kid, as well 
as patent kip, continues to keep tan- 
ners and japanners busy. Their plants 


buying close te 











Sport leathers are in fairly good de- 
mand in the various grains and shades 
suitable for all kinds of out-of-door and sport footwear. This new 
field is enlarging all of the time, and promises even much better 


for the future. 


SUEDE The business on black suede calf and buck is 
LEATHERS showing considerable activity. The black shades 
are in much greater demand than the colors. White kip suede 
and white buck are in good call. Prices on suede calf do not show 
any change from recent weeks, the top selections being quoted 
from 50 to 60c per foot; medium grades, 40 to 45c. Tanners of 
suede leathers look for a better market as summer approaches, 
and believe that suede leathers have reached too staple a basis 
to fall back materially in demand. 


CALF Some improvement has been noted in the demand 
LEATHERS for calf in the past ten days. There has been much 
encouragement in the call for the light tan shades and tan colors, 
both for men’s and women’s footwear. The top selections of 
smocth finished calf in full grain colors are bringing 46 to 48c, 
and some tannages 50 and 52c per foot. There is also a consid- 
erable trading in the medium and cheaper grades of calf leather 
for shoes to be sold at what are called popular prices, or rather 
to meet the demand for a lower priced shoe. These tannages of 
calf range in price all the way from 25 to 38c per foot. The recent 
large importations of calf leather have caused considerable dis- 
cussion among our tanners, who would wish to see this business 
protected by a tariff on imports of calf and patent. 


SIDE UPPER Business in the aggregate is showing some im- 
LEATHERS provement. Shoe factories operating at fair 
capacity on medium and heavier grade shoes buy a considerable 
amount in the aggregate, although purchases are close to the 
needs of buyers. Some of the very large shoe manufacturers 
naturally buy in larger amounts, although frequently. Prices 
on leading tannages of chrome tanned colored sides range from 
26 to 30c per foot. The elk and sport leathers range higher, 
running from 30 to 42 and 46c for choice tannages. This also 
applies to buck leathers in white and colors. Numerous tannages 
of side upper leathers are suitable for various kinds of sport 
footwear, as well as shoes for industrial and agricultural pur- 
poses. 

KID Kid tanners are operating at about the same basis 
LEATHERS as shown in our last report. Some tanners are 
running at good capacity, and reports from leading tanners are 


while not all operating at capacity are 
at least considered busy as compared with some other depart- 
ments of the leather business. Prices continue on substantially 
the same basis, chrome sides being quoted at 40 to 42c for num- 
ber one; medium grades, 30 to 35c. Patent colt and kid are 
quoted on the same basis as given below. 


SOLE More interest is being shown in the sole leather 
LEATHER market, with at least a slight improvement in de- 
mand. Prices are fairly well maintained, and buying still con- 
tinues close to the needs of shoe manufacturers and sole cutters. 


Comparative Leather Prices 
Upper Leather (Price per foot, cenis) 


; Year Ago Today 
Calf, suede, top grade............... 55c @ 65c_ -: 55c @ 65c 
Calf, smooth, colors, top grade........ 45c @48c 44c @ 50c 
asin cea dbae sk ss éaree 30c @ 35c 30c @ 38c 
Side upper leather, colors............ 28c @ 30c 24c @ 30c 
Side upper leather, black............. 26c @ 28c 22c @ 26c 
SN ees ve cccdnecncdsoees 35c @ 48c 34c @ 44c 
Ws pein ws ba cg ckesncdadesis 35c @ 46c 34c @ 42c 
Kid top selection colors.............. 70c @ 85c 65c @ 80c 
Pa biccibe <0 oc cskwacven 40c @ 55c 35c @ 55c 
Patent chrome sides..............+++ 40c @ 45c 36c @ 42c 
A te ch otha s cecnands com aiae 60c @ 70c 55c @ 65c 
IN bg 5's + ono o buenas vo een 65c @ 80c 65c @ 75c 
SOLE LEATHER 
(Price per pound, cents) 
CNIS BOO Bs 6-0 6.0.00 kc cans un to 48c @ 55c 40c @ 44c 
GI BUG Ba disicd 3 siciccitecseee 55c @ 58c 40c @ 47c 





Selling Shoes 


Those associated with phases of the shoe industry other than 
fitting shoes to the consumers, selling the shoes and accom- 
plishing the last, yet most important step, often underestimate 
the hard work involved in selling shoes. Generally there have 
been many cases where big executives of shoe manufacturing 
plants have gone into the retail store and sold shoes. Nine 
times out of ten they have been frank to admit they never 
before fully appreciated the difficulties creeping into a salesman’s 


duties. 
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More Activity to Suede 
Calls in Chicago Houses 


CHICAGO—During the first three days 
of the week ending May 17 conditions 
were much the same as during the previous 
several weeks of comparative dullness. Ex- 
pericnced shoemen attribute conditions to 
the extremely unseasonable weather. 
There has been little spring weather in 
Chicago. 

Mr. Aldrich, manager of O’Connor & 
Goldberg’s East Madison street store, 
noted an increased demand for colored 
sueies, although he is inclined to believe 
tha: the demand has been created, or 
rather increased, by newspaper advertising 
and window display space. 


Foster’s Business Good 


When F. E. Foster opened his third 
Chicago shoe store in the North Shore 
suburb, Evanston, he felt that probably 
sales volume would drop off in his loop 
store and in his Drake Hotel shop. But it 
wasn’t the case at all. Mr. Foster caters to 
a class of people who might be termed the 
“super-conservatives.’’ They do not buy 
shoes merely because they are styleful; 
they do not buy ultra-fashionable shoes at 
all. They buy conservative patterns on 
conservative lasts in conservative leath- 
ers. Oxfords have always been popular 


with them, and so have colonials and one- ° 


strap pumps. Of course, in evening slippers 
they buy the finest and most stylish. Sim- 
plicityis the keynote of their dress, and Mr. 
Foster sees to it that that note is carried 
out in the shoes he offers for sale. 

The new store in Evanston opened on 
March 8. March sales in all three stores 
totaled far above March sales in 1923. 
April was the biggest month the Foster 
stores ever had. The total increase in sales 
over the same period the year before was 
from 30 to 35 per cent, and not counting 
the business done at the new store the in- 
crease over the previous largest month in 
their history was over ten per cent. 

On being asked what the “super-con- 
servatives” are buying now, Carl Berg- 
stahler, manager of the Chicago stores, 
said: “Tailored pumps, in tan and black 
calf, are very popular. Tan is probably the 
best. Oxfords are also good; we sell a world 
of them. Hosiery is sold to match in most 


” 


cases. 


Shoe Trades Association 
Meeting 


C. F. Sheldon, sales manager of the 
Griess-Pfleger Tanning Company, was the 
principal speaker at the monthly meeting 
of the Chicago Trades Association held re- 
cently. Choosing as his subject, ““Tanning 
Under Present Conditions,” Mr. Sheldon 


mentioned the difficulties confronting the 
tanner in making up leather today and 
gave his views on the outlook for the future. 

“Uncle George’ Van Pelt, Chicago’s 
original last manufacturer, was also pres- 
ent as a guest of honor and greeted his old 
friends in the trade. Further developments 
were reported on the membership drive 
which brought in two additional members 
at the April meeting. 
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Mr..Pocyna of the Gloria Bootery, 21 N. 
Wabash. avenue, increased his business 
very much by exploiting the advantages 
of the combination last. 

On his window cards he goes into detail 
and explains to the public just what a 
combination last is—its comfort and cor- 
rective advantages are described and a few 
lines of good copy added to lend force to 
the argument. 

Every shoe in Mr. Pocyna’s stock is 
built on the combination last. He carries 
one of the most complete lines of oxfords 
in the city and does a big part of his good 
business volume on them. 





Firmer Tone to Demand in 


St. Louis 


St. LOUIS—The retail shoe business 
throughout the downtown section for the 
week ending May 17 displayed a firmer 
tone, especially during the last half of the 
week when the weather cleared and be- 
came warmer. With cold and rainy days 
during the first part, little enthusiasm was 
evidenced by the buying public. The week 
as a whole, however, showed more activity 
than the previous one. There is still no- 
ticeable some hesitancy in the attitude of 
the public. A great part of this is attrib- 
uted to the weather which has been any- 
thing but favorable for business. 


Patent Leather Remains Strong 


Patent leather has shown some increase 
in the demand and appears to hold at least 
until the white season makes its debut. 
There are many who feel that this material 
will wilt when the hot weather comes, 
while others have high hopes for the shiny 
leather, especially in sandal effects. At 
present, patent has usurped some of the 
prestige of satin, but satin is going along 
nicely and will again become the popular 
material with the advent of warmer 
weather. 

Suede continues to decline, with some 








Splendid White Trade 


It has been surprising to find the 
demand that has been created for 
white footwear. One store and a big 
one, stated that on the previous 
Saturday as many white shoes were 
sold as there were black. While this 
report is not true in other stores, 
there is, however, an unusual de- 
mand for white kid footwear. 
Everyone predicts the largest white 
kid season yet experienced and the 
manner in which it has started 
indicates that this prediction will be 
a fact. 











Retail Business 


little activity being shown in airedale. But 
gray refuses to be revived and the few 
pairs in stock will have to be sacrificed or 
held over. Sandals are receiving consider- 
able patronage and a big season is antici- 
pated. Pumps look good and the demand 
reported in a number of stores is becoming 
more active. 

Tan calf in tailored effects is having 
some call, but the smart operators are all 
of the opinion that fall will find this vogue 
one of the most prominent in the style field. 


A Nunn-Bush Store 


Nunn, Bush and Weldon Shoe Co., of 
Milwaukee, closed a long-term lease for 
the store now occupied by the Newark 
Shoe Company at 706 Olive street. The 
company will feature its men’s line of foot- 
wear in the new store which will be opened 
shortly. 


Line Model Attracts 


Commencing Monday, May 19, and 
running for one week, Brandt’s had a live 
model demonstration in their window. 
W. S. Thomas, expert foot-fitter on Osteo- 
Tarsal shoes, spent the week here con- 
sulting and advising Brandt’s customers 
on the proper shoes to be worn. The win- 
dow demonstration created a lot of atten- 
tion and Russell Agnew, manager of the 
company, stated that the results of the 
effort were more than satisfactory. 


Retailers’ Meeting Postponed 


The St. Louis Shoe Retailers’ Associa- 
tion postponed its monthly meeting to 
have been held Wednesday evening, May 
21, to June 4. This was due to the Brook- 
lyn style show and it was felt advisable to 
wait for those who would bring back the 
latest information on the style situation. 
The principal speaker of the evening will 
be P. M. Fahrendorf, formerly advertising 
manager of Brown Shoe Company, who 
will speak on the advertising from the 
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A bottle of REPCO 
—~ with every pair of White Shoes 


A of white shoes is not complete unless it includes a 
bottle of Repco Heel and Edge Enamel. Every retailer who 
appreciates the possible profits of his findings case will find he can 
build up a pleasing business by pushing quality goods like Repco. 


This superior liquid enamel is easily applied. It restores the 
smooth, neat appearance to sole edges and heels. 


Repco Heel and Edge Enamel is made also in the colors of ivory, 
light gray, dark gray, champagne and Havana brown. 


Stock Repco, show Repco and you will easily sell Repco. 
For Sale by Shoe Finding Jobbers 


United Shoe Machinery Corporation, Boston 
San Francisco Branch, 859 Mission Street 


J. K. Krieg Company, 39 Warren Street, New York City 
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retail shoe merchants’ point of view. The 
meeting will be the last until fall. 


At Brooklyn Show 


Many St. Louis shoe buyers attended 
the Brooklyn style show. Some left St. 
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Louis Friday night to attend the Derby at 
Louisville and then proceeded to New 
York. J. J. Sensenbrenner, M.M. McCain, 
Sam Hinckley, Ralph Ellis, Arthur Ebbs 
and other prominent buyers were among 
those who sojourned to shoedom’s style 
fete. . 





White Season Is Formally 
Opened in Cincinnati Stores 


CI NCINNATI—The weather was very 
muc!: against the retail shoe merchants 
durin: the week ending May 17, and con- 
sequently business was not very satis- 
factory. However, it showed an improve- 
men’ over the previous week. Business 
in general has been slow, but merchants 
anticipate improvement with the advent 
of more favorable weather. 

The demand continues for black satins 
and patent leather and is scattered over a 
variety of patterns. One of the merchants 
states that there is more of a demand for 
patterns in view of the fact that blacks 
predominate. A woman coming into the 
store is not satisfied with one pattern, but 
wants to see a variety. Strap effects are 
their best sellers with gore effects, both 
the side and front, a close second. 


In New Office 


The Cincinnati Shoe Co. moved its 
Cincinnati office from 436 Sycamore 
Street to 317 Gwynne Building. 


Changes Firm Name 


The Gibson Boot Shop, located at 38 
East 6th Street, has changed its name to 
the John Walker Boot Shop. 


In New Location 


The Sports Shoe Mfg. Co., located at 
430 Oliver Street, Cincinnati, is making 
preparations to move into its new build- 
ing at 2159-61 Colerain Avenue. 


McAlpin’s May Sale 


While there has been no special sales 
on footwear in general, special offerings 
are being made from time to time by the 
various stores. McAlpin Co. at the pres- 
ent time is holding a May sale, and is 
offering at $6.85, a special price, shoes 
in white kid, black patent leather, and 
satins, and some colored suedes. 


Potter Company Meeting 


The Potter Shoe Co. held a very inter- 
esting weekly meeting on Tuesday, May 
13. Among some of the matters discussed 
was the advisability of giving customers 
business cards of the salesmen, and if 
they do not want to give a business card, 

] 


to put their service card in every package, 
so that customers may know who has 
waited on them. It was developed that the 
retail shoe business today is getting to be 
more of a personal transaction between 
buyer and seller. 


Co-operative Spirit 


Ernest Greiss of the Greiss Pfleger 
Leather Co. was the chief speaker at the 
May 13 Luncheon. of the “downtown” 
retail shoe merchants. Mr. Greiss lauded 
the co-operative spirit manifested by their 
getting together each Tuesday and dis- 
cussing their problems. The speaker dis- 
cussed the general condition of the shoe 
industry, and one of his most impressing 
statements follows: 

‘Retail shoe merchants should know in 
more detail the various factors that enter 





White Season Formally 
Opens 


The white shoe business received 
little co-operation from the weather 
man Thursday. The leading stores 
all ran large advertisements in the 
newspapers the evening of May 14, 
announcing the opening of the white 
shoe season on May 15, and shoe- 
store windows displayed white foot- 
wear. The temperature dropped to 
46 degrees in Cincinnati on Thurs- 
day, and consequently there was 
very little business done on the 
white shoes. However, they are be- 
ginning to sell, and merchants an- 
ticipate a big white shoe business 
during the warm weather. 











into the cost of producing and distribut- 
ing shoes, from the tanner down to the 
retail merchant.”’ 


Closing-Out Sale 


The A. B. Heilemann Shoe stores are 
holding a big closing-out sale of some of 
their merchandise at four stores, which 
are located in the up-town district. The 
purpose of this sale is to reduce some of 
their stock of shoes. 





In Milwaukee Patents Are 
Holding to Popularity 


MILWAUKEE—The feeling that cold 
and rainy weather has been holding back 
spring business during the greater part of 
May is quite general in Milwaukee and 
merchants throughout the city are hoping 
for warm weather which will open up late 
spring and summer business. Down-town 


_ merchants report fairly good business, 


while those in outlying districts are com- 
plaining. A number of local factories have 
laid off employees, a move partly due to 
the coming election, and outlying stores 
are feeling the effect of this action. 

Black patents and satins in straps and 
cut-outs are still favored, although colored 
footwear is selling in small quantities. Col- 
ored suede oxfords offered at a reduction 
brought a nice business to one store, and 
others report the sale of tans and grays in 
kid as well as suede straps and cut-outs. 
Even a few shades such as green and blue 
are selling. Attention has been drawn to a 
few sunset tan calfskin pumps and two or 
three button styles which have just been 
received at one store. 

Merchants are also watching the 
weather as a barometer for the white sea- 
son. With a warm June, a big white season 
is expected in Milwaukee. If, on the other 


hand, June is cool and rainy, whites will 
not be important until July or August 
when attention is turned toward fall foot- 
wear and whites are considered more or 
less of a risk. 


Men’s Business Better 


Men’s business is holding up fairly well 
although showing no gain over this period 
last year. A slight pickup about the middle 
of May was not general enough to be of 
particular note. Light shades of tan, even 
with a yellow cast, are popular, as well as 
darker shades and black. Plain styles with 
heavy stitching, perforation or pinking 
have been good and wide square toes pre- 
dominate. A wide round toe has been good 
for more expensive types. 


Helmbacher Appointed 
Chairman 


C. A. Helmbacher, manager of the 
Walk-Over shoe store, has been appointed 
chairman of the advertising committee for 
the Fall Promenade of Styles to be held in 
Milwaukee, September 17 to 22. All types 
of wearing apparel for fall and winter will 
be displayed at the Auditorium on those 
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are well balanced in 
every detail. They are 
the styles that women 
of fashion are quick 


to demand. 


They also contain the 
profit possibilities 
that successful shoe 
merchants must de- 


mand. 





E.-P-Reed & Co 


ROCHESTER ,N.Y. 


NEW YORK OFFICE 
299 BROADWAY 
W:D-F GIBSON, MGR. 


Dealer Influence is secured thru advercis:ng in the Boot and Shoe Recorder. 
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dates, with elaborate scenic and lighting 
effects. 
Hosiery Trade 


The hosiery situation presents little that 
is new. Both shoe and department stores 
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are pushing the sale of light shades and 
find that the variety presented for selec- 
tion increases the volume of business. 
Sport hose are beginning to sell with the 
opening of the golf season and are being 
displayed in a variety of checked and plaid 
patterns. 





Spotty Trend Reported 
in Columbus (O.) Stores 


COLUMBUS—There has been a decid- 
edly spotty trend to buying in the retail 
shoe stores. The weather as a whole has 
not been of the type to stimulate business. 
It has been cold and dismal. 

Many of the leading stores are featuring 
sport shoes at attractive prices. The 
golfing season having opened, golf shoes 
are displayed, white buck with a saddle of 
tan or black calf and crepe rubber soles. 
This style is being shown for both women 
and men. Retail shoemen report that this 
is the best seller for the golfer. Black 
patent cut-outs, fancy strap patterns are 
being sold very freely for both the women 
and misses. Black satin strap patterns are 
also going good. 

While there have been many “cut- 
price sales” of “new spring patterns’’ ad- 
vertised by the several department stores, 


trade has been very slow to take advan- 
tage of these so-called sales. At a recent 
sale, conducted by one of the local stores, 
which had been widely advertised in one 
of the local newspapers, it was very no- 
ticeable that few people took advantage 
of this sale. , 


Shoe Manufacturing Slow 


Quiet conditions exist in the shoe manu- 
facturing this month, the result of the 
completion of initial spring orders and the 
necessity of awaiting re-orders has caused 
this slow-down among the local plants. 
Future orders are coming in very nicely, 
according to reports from several manu- 
facturers. In-stock shoes are below the 
average for this time of the year and 
no effort will be made to increase the in- 
stock departments until the fall season. 





Cleveland Shoe Buying on 
Same Plane as Last Year 


CLEVELAND—Retail shoe business 
in Cleveland continued to be hampered 
during the week ending May 17, but the 
last two days were featured by better 
weather, and buying improved. Business 
continues at about the same rate as last 
year at this time of the year. 

When warm weather comes to stay 
there is certain to be an extra demand for 
sport shoes. Warm, hot days, with thou- 
sands of Clevelanders going to the golf 
links and other thousands going to park 
and playgrounds, are certain to bring in a 
demand for lightweight shoes that will 
eclipse all other rushes for these models. 

Special Sales 

Merchants in this city have commenced 
to offer at special sales, stocks of shoes 
that have not moved as rapidly in the 
pre-Easter buying. It is true, however, 
that the stocks carried over from Easter 
are not so large as has been the average. 

Merchants appear to be doing business 
on a smaller inventory, and making their 
turnover more rapidly. With the railroads 
and motor cars in fine shape to make deliv- 
eries promptly, they are able to do busi- 
ness on this plan. 


One of the best-known merchants in 
the city sized the situation as follows: 
“With the stocks low and merchants buy- 
ing closely, the condition is healthy. 
There will not be so many failures as if 
every one was buying heavily. When the 
political situation is cleared, and the timid 
fellows find that we are to have a safe and 
sane President for the next four years, 
there will be a great increase in business, 
and the merchants will be in a financial 
situation to profit by it.” 


Edward L. Burns is busy in his new 
post as assistant manager of the May 
Co. shoe department. He has proven an 
able assistant to the manager, Samuel E. 
Wilkinson. Mr. Burns, before coming here, 





Simple Stock Taking 


In one hour’s time every Mon- 
day the entire stock of the shoe de- 
partment of the May Co. is counted. 
It is one of the largest stocks of 
goods in the city, too. It hardly 
seems possible that the job can be 
done in such a short time, until 
Manager S. E. Wilkinson demon- 
strates the method that is pursued. 

These frequent inventories help 
Mr. Wilkinson to keep his stock 
moving, to keep abreast of the lat- 
est demands of the trade 

Mr. Wilkinson lines up his stock 
by lines. Six-dollar shoes are all to- 
gether in the shelves, and each box 
has a number. It is an easy matter 
to take the first and last number of 
a certain line and subtract the dif- 
ference, and you have the number 
of pairs on hand. He does not fol- 
low the course of some of the New 
York city stores, in counting weekly 
the sizes. Mr. Wilkinson says he has 
purchased shoes so long for this 
trade that he knows what sizes he 
can carry and not have too many 
left over. 

The count tells Mr. Wilkinson 
just when to make new purchases. 
For if he finds that he is selling an 
average of 100 pairs of shoes a day 
in a certain line, he ascertains how 
many there are of that line in stock, 
and then he can tell just how long 
it will last. He must, of course, take 
into consideration the chances of 
some other line coming in and. cut- 
ting down sales of the first models. 











had charge of the shoe departments of the 
Palace Royal, in Washington, D. C., which 
is his home city, and of the J. N. Adams 
Co. at Buffalo. He has spent approxi- 
mately 30 years in retailing shoes. 


Jirka to Open Store 


G. W. Jirka has made all arrangements 
to open a handsome new shoe store at 
4103 Lorain Avenue, on June 1. He has 
been busy buying merchandise. Mr. Jirka 
is one of the best-known young business 
men in the southwestern part of the city. 
He has a large acquaintance and will 
make his start under favorable cir- 
cumstances. 





Salt Lake City Stores 
Expect Big White Season 


SALT LAKE CITY—Retail shoe mer- 
chants are looking for the heaviest white 
season in years. This is largely because the 


demand for white footwear last year was 
slight, owing to the summer being two 
weeks behind. It was quite cold until the 
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CASH IN ON TODAY’S WONDERFUL 
INTEREST IN OUTDOOR LIFE 


Hunting, fishing, boating, camping, hiking, golfing, tennis and other 
outdoor sports are now followed by hundreds of thousands of ardent 
enthusiasts—every one of whom wants and will buy outing footwear. 


Russell’s Moccasin footwear meets their needs perfectly—in the Russell 
line there’s a type of shoe, boot or moccasin for every outdoor sport. The 
dealer who handles Russell's nationally advertised boots and moccasins 
is sure of mighty profitable business. 


“IKE WALTON” 


RUSSELL’S 
‘“‘APACHE”’ 


Made to measure from im- Formerly known as the “Scout Special,” 
ported waterproofed veal with choicest of genuine moccasins for camp and 4 
long-wearing Maple-Pac Soles. outing wear. Shaped to natural lines. Made in 
Staunch as a boot. yet flexible chocolate and gray elkskin with rubber or 


as a moccasin. 


Write for Catalog and Dealer Discounts 


The\N.C.RUSSELL MOCCASIN CO. 


927 Capron Si., Berlin, Wis. 


% Actual 
S 


MOVES DiRTanoSt#t 
“STORES ORIGINALS 


W. E. ELLIS CO, 





flexible, sturdy Maple-Pac Soles. 


Lf ones een 


It Colors :: :: 


Leather Men who know 
the difficulty of cleaning 
and coloring Suede 
leathers at one opera- 
tion, declare the ‘‘Staso”’ 
Suede Stick a Wonder- 
Worker. 





bove carton contains |2 ‘‘Staso” 


A 
Carried In Stock In All Standard Colors  sickclcsner sens cole ed con 


taining 36 sticks of 12 different colors 





The Staso Suede Stick is made from a new formula. It contains 
fine particles of a gritty substance that work dewn into the nap 
of the leather, cleaning the leather, at the same time carrying 
oe — 4 down to the body of the leather. not merely smearing 
the surface. 


The Stase Suede Stick is a very small, neat package, very or- 
namental in appearance, and one which every particular woman 
will take pride in using and showing to her friends. 


The Staso Suede Stick is made in all shades, and sample colo: 
cards will be sent on request. 
The Stase Suede Stick is carried in stock in all standard shades 
and immediate delivery can be made. Special shades will re- 
quire about one week. 
The Stase Suede Stick is packed |2 sticks in attractive counter 
display carton. 

$21.00 per gross, F. O. B. Haverhill, Mass., $1.75 per doz. 


Send for Sample Dozen Today 


(MANUFACTURERS) 


HAVERHILL, MASS. 








« 
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end of the first week in June. This year 
there is every indication that summer will 
come early, and for this reason the big de- 
mand for white shoes is anticipated. 


Blacks in Good Demand 


Black footwear is leading, especially 
patents and satins. But at some of the 
stores it was stated colors were selling 
more freely than they were two weeks ago 
and if they gained much more they would 
lead blacks. 

S. M. Solomon, manager and buyer of 
the women’s shoe department at the well- 
known Hirschman Shoe Company, had this 
to say regarding styles: “Satins and 
patents seem to be in very strong favor, 
the popularity of light hosiery making 
these shoes very much in demand. But we 
are consistently selling colored suede 
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shoes as warmer weather sets in. We are 
also finding a demand for high colors, red, 
green and blues in dress pumps as well as 
sandals. There is a little action on white 
kid.” 
Favorable Tone to Buying 

The shoe business is described as 
slightly below normal for this time of the 
year. Thisis due, tosome extent, atleast, to 
the big increase in competition. There are 
firms in the city, however, who report a 
nice increase over last year. Most of them 
are ahead of April. Taking the city as a 
whole the shoe business is in good shape, 
as good, at least, as other lines. Jewelers, 
opticians, clothing merchants and others, 
have been complaining. The industrial 
situation remains excellent, and it is some- 
what difficult to account for business in 
any line being slow. 





Promising Outlook to 
Colorado’s Shoe Trade 


DENVER—The outlook for good busi- 
ness during the coming months here and 
in other sections of the state is very bright. 
All things seem to be shaping themselves 
toward that end. A possible crop of 27,- 
088,000 bushels of Colorado winter wheat, 
more than twice the crop of last year, and 
the best season in ten years, is anticipated 
for the state for 1924. The estimate is 
based upon the May | condition of 94 per 
cent, which represents an equivalent of 
about 19.7 bushels per acre upon 1,375,000 
acres, the revised estimate of the area left 
for harvest. 

Building is also going ahead nicely in 
the state, mining is on the up grade and 
industrial plants are prospering. As a re- 
sult of these conditions shoe merchants of 
Denver are looking ahead and are making 
ready to care for increased business. 


Brown Kid Patterns 


Broadhurst-Young are featuring new 
Persian brown kid and Oriental pearl gray 
kid pumps. Each style has lizard collar 
and straps to match. 


Encouraging Report 


Business is good in the shoe department 
of the Gano-Downs store. The firm has 
been featuring the “‘Billie’’ Sandal with 
good results. It is being shown in two 
styles—an elkskin with trimmings of tan 
and a black satin with bands of lizard skin. 
Then there’s an all-white kid that sells for 
$12. 


Fuller Company Organized 


During the past week the James Fuller 
Shoe Company of Fort Collins, Colo., filed 
articles of incorporation with the secretary 


of state in Denver. The company is capi- 
talized at $20,000 and the incorporators 
are: Albert A. Fuller, Julia A. Fuller, Oscar 
E. James and others. 


Good Spring Business 


Robert Johnston of the Johnston Shoe 
Company states that spring business so 
far this year has been good and that the 
outlook for a good summer business is 
bright. The ““Yvonne’’ pump has been 
attracting attention at the Johnston store 
of late. 


May Company Addition 
Work on the proposed $1,000,000 addi- 
tion to the May Company store at Six- 
teenth and Champa streets, this city, will 
be started June 1. The company operates 
a large shoe department. 





New Shoe Stores 


Two new shoe stores have been incor- 
porated in Kentucky lately, one of these 
being the Fashion Boot Shoppe of Hazard, 
Ky. The company has a capital listed at 
$20,000, and naming T. A. Marcy and 
M. T. Veatch of Danville; and G. Elgin 
Morrison of Lexington, as incorporators. 
Another new company is the Douglas 
Jones Shoe Co., Lexington, capital $20,000; 
W. H. Douglas, M. K. and G. T. Jones, 
incorporators. 





Variety of Styles Selling 
in Louisville Shoe Stores 


LOUISVILLE—May has developed in- 
to a good month for the retail shoe mer- 
chants. Buying in women’s lines is spread 
over a wide range of materials and pat- 
terns. Blacks are holding up well and col- 
ored suedes are moving more freely. 

The Louisville Shoe Retailers’ Associa- 
tion held its annual meeting at the Eight- 
Mile House in early May, having what is 
said to have been the best meeting that 
the organization has held. Discussions at 
the meeting were principally in connection 
with recent conferences concerning direct 
selling of hosiery and shoes by out-of-town 
houses to Louisville consumers. It was de- 
cided that there was nothing that could be 
done concerning this matter at the present 
time, due to interstate features of the 
selling. 

Election of officers resulted in re-elec- 


tion of J. C. (Charlie) Fedler, of the Boston 
Shoe Stores, president; Fred B. Koehler, 
of Crutcher & Starks, vice-president; 
T.R. Brown, of Husch Brothers, secretary, 
and Edward Anderson, W. L. Douglas 
Co., treasurer. Mr. Brown succeeded G. B. 
Hays, of the Petot Shoe Co., who declined 
re-election as secretary, due to lack of 
time to take care of the office. Mr. Ander- 
son succeeded H. G. Schutz, of the Walk- 
Over store who declined re-election, as he 
has been treasurer for about ten years. 


Fiftieth Anniversary 


On May 7, Fred Feige, founder of the 
retail shoe business, now operated as Fred 
Feige & Son, and which includes three 
generations of Feiges, celebrated his fifti- 
eth anniversary in the retail shoe business 
of Louisville, announcing a special sale. 





Ready for Big White Year 
in the Indianapolis Stores 


INDIANAPOLIS—With cold, rainy 
and otherwise disagreeable weather pre- 
vailing since the first of the month, there 
has been a decline in the volume of retail 


shoe sales in Indianapolis in the first 15 

days of May, but with the promise of 

more sunshine and warmer temperatures, 
(Continued on page 113) 
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SO 


Boston Will 


Answer the 
Style 
Question 


A Pledge— 


The manage- 
ment of the Bos- 
ton Show pro- 
mises to every 
retail merchant 
a Business Show 
of Salable and 
Seasonable Num- 
bers, both in the 
booths and on 
the Style-Show 


runway. 


By July 14 you will be ready to pick the live 
winners for Fall profits. 

The BOSTON SHOW will collect them all 
in one place— Mechanics Hall—and at one time— 
July 14 to 17. 

To compare styles at short range and in wide 
variety at this show is to learn all that is most 
salable for Fall and Winter selling. The good 
buyer never misses the valuable comparisons 
offered at Boston. 


Our latch-string is out to every buyer of foot 


BESEEBSSs Ss wear! 


New England Shoe and Leather Exposition and Style Show 








~~ Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Volume of Retail Sales in 
New York Stores Lagging 


NEW YORK—A backward spring, to- 
gether with a great amount of general busi- 
ness uncertainty, has served to reduce the 
volume of shoe trade at retail in this sec- 
tion. A bright day at the close of the week 
ending May 17 furnished about the only 
action the retail shoe merchants had dur- 
ing the week, and while it was encouraging, 
it failed to bring sales totals up to the de- 
sired figure. 

New York appears to be going into an- 
other period of cut-price sales, not only in 
footwear, but in wearing apparel, furni- 
ture and a number of other items in the 
general list of consumers’ goods. Just how 
far the sales mania will spread cannot be 
foreseen at present, but a number of lead- 
ing retail shoe merchants are rather pessi- 
mistic on the outlook. The department 
stores are doing the sales stunt with more 
readiness than the regular shoe merchants, 
most of whom believe that cut-price sales 
now will do little or no good so far as build- 
ing up profitable volume is concerned. It 
is an admitted fact that several sales re- 
cently have failed to bring in any large 
number of customers. 

The general uncertainty in business is 
beginning to tell here in all retail channels. 
Business in the higher-priced stores, par- 
ticularly those along Fifth avenue, are re- 
flecting the dullness of Wall street and the 
lower values for stocks. Fifth avenue, more 
than any other shopping street in the 
country, is quick to show the varying 
moods of the stock market, since a great 
number of its customers draw their income 
from stocks, and a large number of them 
are brokers, or the wives of brokers, or 
others who make their living in Wall 
street. 

Taz Reduction a Factor 


Another feature of the situation is put 
forward by one of the leading shoe mer- 
chants here. In his opinion the failure of 
Congress to reduce taxes, and the small 
chance for a reduction going through at 
this session, has meant that many people, 
who had planned to spend some money, 
in anticipation of a reduction in their June 
tax payments, will now have to forego the 
spending. He reasons this out from his 
own experience and of some of his friends. 
The cumulative effect of such a develop- 
ment is bound to tell in retail sales totals 
next month, he believes, and already may 
have had some effect. 


Encouraging Outlook for Fall 
The situation, however, is not without 
its bright side. The shift toward plainer 
models in women’s shoes has given the 
retail shoe merchants considerable encour- 
agement in looking toward the fall season 
and also gives them a better feeling about 


the value of new goods on their shelves. 
Most of the leading retail shoe merchants 
here welcome the swing toward simpler 
shoes. 

New York women apparently have 
taken the lead in the drive toward less 
elaborate shoes. The best sellers right now 
are the plain one-strapped models, plain 
opera pumps, and quite recently plain 
Louis heeled turn oxfords, in tan calfskin. 
The vogue for tan calfskin is running 
strong, and this leather is seen on the 
streets in plain opera pumps with small 
leather or enamel bows, and in a variety of 
strapped models. 

Black patent and satin, however, so far 
have managed to maintain first place in 
women’s shoes, and in the opinion of most 
retail shoe merchants will hold strong 
throughout the summer. The call for 
whites has been limited so far, but what 
demand there has been, has centered 
largely on all white shoes in rather plain 
patterns. 


New Saks Store 


Considerable space will be given to de- 
partments for men’s, women’s and chil- 
dren’s shoes in the new Fifth avenue store 
of Saks & Company, now nearing com- 





New Plain Oxford 


The new plain oxford that has 
made its bow to the public here is of 
the short vamp, well rounded toe 
variety, with a high heel. It has a 
distinctly French look and goes well 
with the sand and tan shades in 
sport suits and skirts, usually of 
flannel, which appear to be in the 
way of a big vogue this summer. 











pletion. The store will open in September, 
according to present plans. In the person- 
nel of the new store announced this week, 
“Eddie’’ Cohen is slated to manage the 
women’s shoe departments for both the 
new and the old Herald Square stores, 
while Mr. Clark will act in a similar capac- 
ity in men’s shoes for both stores. 


Changes at Slater’s 


Some recent alterations have been made 
in the J. & J. Slater Fifth avenue women’s 
stores. Opposite the entrance from the 
Bonwit, Teller & Company store, recently 
cut through, is a handsome mahogany 
stock case, divided into three booths, with 
glass and carved mahogany display cases 
in front. Other cases and service tables 
have been moved to provide a more spa- 
cious area at this entrance to give the sell- 
ing room a better appearance. 





Seasonable Weather Acts 
Favorably on Shoe Trade 


BOSTON—Due to ideal weather during 
most of the week ending May 17, trade in 
the retail shoe stores was satisfactory. The 
last of the week was ideal as far as weather 
was concerned, but the first two days were 
rainy and retarded buying to a very great 
degree. 

Saturday was good, but did not measure 
up to the expectations of most of the mer- 
chants. The day was warm and gave 
every indication of acting as a powerful 
stimulus to shoe buying. But all in all, 
buying on that day was steady, but the $5 
stores and those retailing shoes at medium 
prices were somewhat disappointed in 
not finding a rush that compared with 
Easter shopping days. 


Some Nibbling on Whites 


There was little change in the demand 
for styles and materials in women’s foot- 
wear. Black materials held up very well, 
patent finding a splendid call. Colored 
suedes sold better, a concerted effort on 
the part of many merchants doing some- 
thing to psychologically reach the con- 
sumers. 


Whites are freely displayed and one 
store retailing shoes at $6 reported a very 
steady trade on this type of shoes. Kid is 
the most popular material and strap pat- 
terns are leaders. This same store stated a 
great run on operas in a diversity of mate- 
rials. However, most of the concerns re- 
ported only a “nibbling”’ on white models, 
expecting to enjoy a steady trade com- 
mencing in the latter part of the month. 

The business on men’s shoes improved 
during the week, but as a whole it is not 
as good as it should be. Merchants looked 
for a great run on light tan oxfords on 
Saturday, May 17, but although buying 
was steady, it didn’t measure up to ex- 
pectations. Not so many of the stores have 
the lightweight oxfords for summer. Thus 
far men show no preference for weight in 
shoes, expressing more interest in colors. 
The medium broad toe is most popular. 


F. M. Haynes Is 81 


Frederic M. Haynes, treasurer of the 
Boston Boot and Shoe Club, observed his 
81st birthday anniversary on May 23. He 
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This illustrates Snappy Ties, No. 55 in Gray Suede, 
Also made in Black Suede (No. 54). 


Stetson’s ‘‘Snappy Ties”’ 
IN DEPT. 5 
Snappy Ties in Dept. 5, 


Sc@ 
our shipments on sizing- 


in orders have demonstrated the unusual 
demand for these remarkable shoes. 


INCE our recent an- 
nouncement of carry- 
ing these two models of 


No other footwear fashion for women 
this spring has outdistanced this com- 
fortable, attractive model. 


Their popularity now seems indefinite. 
So aptly do they serve as a delightful 
variation from conventional oxfords 
and pumps that our own and our deal- 
ers stores are establishing interesting 
sales records with them. 


We again suggest promptness in ordering 


Snappy Ties from Dept. 5 


THE STETSON SHOE Co. 


INCORPORATED 


South Weymouth 90, Mass. 














ALL STYLES OF 


0, ha 
J = SHOE 


No. 692 
Black Calf Derby Ox- 
ford 


A-B, 7-11 C-D, 5-11 
No. 691—Same Style 
in Brown Calf 
No. 690—Same Style 
in Cherry Red Calf 
No. 525—Same Style 
in Brown Calf 
No. 526—Same Style 

in Black Calf pr 


NATIONALLY ADVERTISED 


THE SATURDAY EVENING POST 


are carried 


IN STOCK 


See our Phlexopedic advertisement in the 
May 31 issue—Sat. Eve. Post. 


OUR NEW YORK CITY SALESROOMS 
are now located in 


THE MARBRIDGE BUILDING 
Cor. 34th St. and Broadway 
Room 957 
We extend a cordial invitation to you to 


come in and visit us when you are in New 
York. A complete line of samples on display. 








Boston Salesrooms - - - - 60 South Street 


Send all orders and correspondence to 


M. A. PACKARD CO. 


BROCKTON ( 


MASSACHUSETTS 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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has enjoyed a long tenure as treasurer. 
Members of the club fittingly remembered 
Mr. Haynes as he received telegrams and 
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cards, testifying to the great esteem in 
which he is held. For 25 years he has acted 
in the capacity of treasurer. 





Whites and Patents Biggest 
Sellers in Shoe Factories 


PHILADELPHIA—Shoe factories con- 
tinue very quiet. Very few of them have 
any business booked beyond the immedi- 
atc present and at-once buying seems to 
have dropped off. One factory, which was 
being run at its capacity for two years, has 
now dropped down to 50 per cent. Whites 
and patents are the biggest sellers. Prices 
reinain fairly firm in spite of the general 
jul. 


Satin Slippers 


The Wanamaker store recently featured 
blonde and brown satin slippers to wear 
with lace or crepe de chine frocks. The 
blonde satin slippers were sandals with 
medium toes, open shanks, two-inch Louis 
heels, turned soles, and center straps. They 
were priced at $16. The brown satin san- 
dals, priced at $14, were the same pattern, 
but with fancy stitching and medium 
Spanish heels. A more conservative slipper 
of brown satin with medium toe, short 
vamp, three tiny instep straps, and two- 
inch Spanish heels was offered at $16. 


For the Bride 


Winkelman’s store reports quite a de- 
mand from brides for white satin slippers 
with hand-painted decorations to order. 
Black satins, white kid, and patents are 
all selling well. There is comparatively 
little demand for brown satin. Two-tone 
shoes are dead. Hosiery sales are very good. 
Quite a few opera pumps are being worn 
and trade in buckles is good. 


Wholesale Trade Dull 


Wholesalers report little buying. This 
condition started immediately after the 
Easter-buying period and various predic- 
tions about how long it will continue are 
being made. Some think that it is just a 
temporary condition which will soon be 
corrected, while others think a basic re- 
adjustment of styles and prices must take 
place before any improvement can be 
expected. 

Women’s shoes are selling in novelties 
with patents, kid, satins, and suede in de- 
mand about in the order mentioned. 

Men are buying light tans with a good 
bit of stitching but a minimum of perfora- 
tions. Soft box toes are selling well, as are 
crepe soles. Plain toes and trousers’ crease 
shoes are comparatively quiet. 

Children’s and growing girls’ shoes are 
active in strap effects and cut-outs in 
patents. White kid is selling and there is 


some demand for white canvas in the 
cheaper trade. Plain models seem to be 
rather quiet. Tan oxfords for boys are 
heavy sellers. Some few orders are being 
placed for fall delivery on staples for boys 
and girls. 


A. H. Geuting Returns 


A. H. Geuting, prominent retail shoe 
merchant, upon his return from a trip 
through England, France, Switzerland, 
and Germany reports conditions not as 
bad as they are frequently painted. He 
says that while there is a great deal of 
poverty and distress in Europe there are 
just as many poor in our large cities, and 
there is no reason why America should 
worry about Europe starving to death. 


To Manufacture Shoes 


Announcement has been made by the 
Capa Shoe Service, Inc., that it has 
started the manufacture of custom shoes. 
Heretofore this firm has devoted itself to 
high-grade repairing of all kinds of foot- 
wear. It owns a five-story factory down- 
town, has three stores on the best business 
streets in the central section, and one in 
West Philadelphia. It employs 75 repair- 
men, remakes 800 pairs of shoes a day, and 
does a business whose annual gross income 
amounts to a quarter of a million dollars. 





Hosiery Conditions 


John C. McKeon, of Laird, 
Schober and Co., points out the 
relation of the shoe market to the 
hosiery market. Women buy the 
color of stockings they like and then 
look around for some shoes which 
will contrast with them. This ac- 
counts in large measure for the cur- 
rent demand for a medium shade of 
tan shoe. Browns and blacks are 
expected to sell well in fall. Present 
demand is concentrated very largely 
on patents, white kid and tan calf 
turns and light welts. Strip pumps 
and short tongues are selling well. 
Tailored effects are in demand. The 
call for plainer shoes has resulted 
to a certain extent, according to Mr. 
McKeon, in the restoration of the 
fitting room balance which was very 
much upset by the advent of the 
fancy shoe. Mr. McKeon states that 
Laird, Schober and Co. during the 
past month has increased its cutting 
100 per cent. 











Open New Store 


Manfield and Sons, British manufac- 
turers, have opened their first American 
store at 922 Chestnut street. This firm has 
85 stores in London, Paris, and other Euro- 
pean cities. William T. V. Parfrement, 
formerly of the Regent street store, is the 
Philadelphia manager. Both men’s and 
women’s shoes are handled. Prices range 
from $6 to $20. Eighteen salespeople, three 
of them brought over from England, are 
employed in the store. The arrangement 
of the show windows and the store is after 
the English pattern. 





Blacks’ Popularity Wanes 
Slightly in Rochester 


ROCHESTER—Post-Easter business 
has not been up to expectations due 
mainly to 15 consecutive days of rain. 
Blacks still lead in the selling, with pat- 
ent leather and satins vying for popu- 
larity. Reports from local shoe stores 
indicate, however, that the present craze 
for black is showing signs of falling off 
and that the demand for lighter shades of 
suede and kid will grow as the weather 
becomes more seasonable. 


A Gore Model 


Sibley, Lindsay & Curr Co. are featur- 
ing a Kiltie gore pump for the junior 
miss which sells for $6.50. Patterns in 
black satin with black suede Scotch 
tongue, patent, black glazed kid, aire- 


dale and white kid are featured, all with 
the fringed Scotch tongue. 


Aid Near East Relief 


Rochester shoe merchants are planning 
a co-operative campaign for the gather- 
ing of old shoes to be sent to the Near 
East as outlined by the National Shoe 
Retailers’ Association. 

At a recent meeting of the Rochester 
Retail Shoe Dealers’ Association, plans 
for a co-operative advertising campaign 
were discussed and the officers of the asso- 
ciation were appointed as a committee to 
put over the plan of gathering and col- 
lecting old and worn shoes. As outlined by 
the National, barrels will be placed in the 
front of every shoe store in the city, which 
will bear a placard appealing to the public 
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BUYING FROM SHOE MANUFACTURERS’ LINES FEATURING ‘‘DALCO”’ 
ORNAMENTS ASSURES RIGHT STYLES FOR RAPID RETAILING 


TAILORED BOWS The popular front gore shoes are beautified by the well made and 
AND ORNAMENTS © #ttractive Dalco”’ tailored bows and ornaments. Samples and prices 


promptly given interested shoe manufacturers. 








COVERED BUCKLES Are extremely useful on front gore shoes. Colonial patterns are im- 
proved by their use. “Dalco”’ plain and fancy effects are popular with 
shoe manufacturers. 


f- 
| GET BEHIND “ pale ” ORNAMENTS FOR BETTER BUSINESS 


BEADED EFFECTS ‘Shoes shown at the recent Brooklyn Style Show carried “Dalco” 
plain and fancy ornaments. Possibly you saw them. Merchants writ- 
ing us will be told who make shoes “Dalco” equipped. 


“DALCO” SERVICE TO THE SHOE MANUFACTURER AND MERCHANT 
IS EVERYWHERE RECOGNIZED AS HELPFUL IN THEIR BUSINESS 


DALRYMPLE-DUDLEY CO. 


FORTY YEARS AT SHOE ORNAMENT MANUFACTURING 


HAVERHILL, MASS. 
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HERE IT IS!! fn ASK YOURSELF 
JUST WHAT YOU WANT FOR | THESE QUESTIONS 


RIGHT NOW BUSINESS 


y If you want the maximum of advertising 
ONLY $5.85 results, ask yourself these questions when 
In Gallun’s No. hog selecting mediums: 
ans Rests Se What is the evidence of READER 
AT ONCE DELIVERY INTEREST? 
Is the paper essential to its field? 
Is reader interest proved by volun- 
tary paid subscriptions? 
Are the paid subscriptions audited 
bythe Audit BureauofCirculation? 
(Twelve Thousand “Boot and 
Shoe Recorder” paid subscrib- 
APECK SHOEWITH “PECKS OF QUALITY” ers are audited by the Audit 
No. 880__Leather Sole, Gallun's No. 23 Light Col- Bureau of Circulation.) 
ee Is the character of the paper veri- 
IN ati. Sait tel hit. Cesk tee fied by the Associated Business 
Price os Papers, Inc.? 
No. ‘04. Crepe Sole, Gallun’s No. 3 Tan Norwe- 
STOCK rt ot Qulord. Brace Eyelets, Calf Lined (The character of the “Boot and 
Si Seles EE Shs Ce Shoe Recorder” is verified by 
izes and Widths, B 6-11, C and D the Associated Business Papers, 
Inc., of which it is a member 


F REDERICK Ss. PECK publication.) 


40 Thomas Street 
WORCESTER, MASS. 
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to give their old shoes for the benefit of 
sufferers in the Near East. 


Many New Buildings 


Rochester is enjoying a great building 
boom in the downtown section, and when 
the new buildings now under construction 
or contemplated are completed, the busi- 
ness section of the city will present a 
number of new buildings. 

Sibley, Lindsay & Curr Company are 
building an extensive addition to their 
store, which faces on North street and 
Franklin. The McCurdy concern is re- 
modeling its present building and erect- 
ing a large new building on Elm street, 
which will greatly increase its present 
floor space. B. Forman Company is build- 
ing a large addition to its store, and when 
the new building is completed it is re- 
ported that it will add a women’s shoe 
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department. The National Clothing Com- 
pany is building a new building at the 
corner of Main and Stone streets, which, 
when completed, will house many new 
departments, including a high-grade men’s 
shoe department. 


Sam Beeson Speaks 


Sam Beeson, sales manager of the 
Johansen Bros. Shoe Co., St. Louis, ad- 
dressed the May meeting of the Rochester 
Retail Shoe Dealers’ Association, held at 
the Hotel Rochester on Tuesday, May 
13. His subject, “Pitfalls to Avoid in Re- 
tailing Shoes,’ was so big, as Mr. Beeson 
expressed it, that he did not attempt to 
cover all the pitfalls that beset the shoe 
merchants today, but confined his talk to 
the advantage enjoyed by the “merchant 
planner” as compared with the plugger 
type of merchant. 





Promises of Good Orders 
in the Lynn Shoe Plants 


LYNN, MASS.—Occasional reports of 
good orders break the monotony that is 
common to the shoe business at this time 
of the year. Buyers are taking summer 
styles “as is.” Many orders are of the 
“hurry up” sort, either for shoes to be 
made and delivered at once, or that are to 
be filled from stock. Some unusually rapid 
shoemaking is being done. Fall orders are 
being booked, and, with some firms, they 
already total up in a most encouraging 
way. 

A score and more of Lynn salesmen 
were in New York during the week attend- 
ing the style show. Lynn is planning for 
an interesting demonstration of its shoes 
at the style show in Boston in July. 


The Cordwainer’s Oxford 


“Ed” Taylor of McNichol, Taylor, Inc., 
is developing ““The Cordwainer’s Oxford” 
for shoe manufacturing clients. As the 
name implies, this is a custom style oxford, 
such as the cordwainer of “‘ye olden days” 
might have made with pride. 

The last, by McNichol & Taylor, Inc., 
shows a broader toe than has been seen for 
many a day. Its vamp is three inches long, 
though it looks longer. The heel is 9-8 
high. The tread is rather low and flat. 


Gypsies and Gores 


Murphy, Gorman & Waterhouse are 
showing two new shoes—The “Lynn 
Gypsy” and “The Trio Gore.” The gyspy 
shoe, light and delicate of pattern, is piped 
up the gypsy front and along quarters and 
strap, the piping being of a color to con- 
trast with the vamp and quarter, as, for in- 
stance, a white kid shoe piped with black, 





a patent leather shoe piped with silver, 
and so on, through a score of combinations 
of colors. 

“The Trio Gore’”’ is a lattice style shoe. 
Gores are set into the three upper straps 
of the lattice on the front of the shoe. The 
gores are concealed by beads of glass. The 
lattice pattern is carried down the vamp. 
It is one of those easy slip-on shoes. Made 
of white kid, it is a beautiful shoe. 
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Leads on Lynn Styles 


Patents, satins and whites con- 
tinue to be the big three. 

Russia calf, kid finish, shoes show 
some gain. 

Strap and sandal styles continue 
favorites. 

But gore styles loom up surpris- 
ingly. 

Beads are used for concealing 
gores. 

Plainer patterns have appeared 
in cutting rooms. 

Cordwainers’, or custom, oxfords 
are sampled for fall. 











“The Garter Pump” 


“The Garter Pump” gets its name from 
the fact that it has a floating instep strap, 
which flexes like a garter. The gores are 
hidden in the strap. It is sewed down to 
the shank, on either side of the shoe. It 
may appear from under the strap a bit, 
when fitted to a foot that has an extra high 
instep. It is another of those easy slip-on 
shoes. It is made by the Travers Shoe Co. 

Gains on sales of white shoes are re- 
ported by this firm. Also, gains on welt 
shoes are reported, especially of ‘““The 12- 
Ounce Welts.’’ Patent leathers, however, 
continue to be favorites. A little more in- 
terest is shown in Russia calf shoes, with a 
kid finish. 





Most Activity on Sandal 
Types in Buffalo Stores 


BUFFALO—Unsettled weather, chilly 
winds and frequent rains offered no relief 
during the week ending May 17 for the 
shoe merchants. There is little consolation 
in the fact that kindred lines are equally 
affected by the unseasonable weather. 
What buying there has been, has been con- 
fined largely to the staple styles of oxfords, 
pumps and slippers with black the pre- 
vailing choice of color. 

In a subdued way there has been more 
of a trend toward sandals on the part of 
the “flapper’”’ and younger women gener- 
ally, which indicates that warmer days 
would stimulate considerably the demand 
for low-heeled footwear. With the beaches 
across the lake opening up on May 24, 
white shoes should begin to show signs of 
life immediately. 


Another Clay Store 


Having discontinued the store at 15 
West Chippewa street, the Henry Clay 
Shoe Company has opened another branch 





at 58 Seneca street. Another store is lo- 
cated at 256 Main street. 


Removal Sale 


In an effort to reduce their shoe stock 
for removal to a temporary location pend- 
ing the remodeling of the present depart- 
ment, Adam Meldrum and Anderson Co., 
are offering regular $7.50 and $8 shoes in a 
variety of styles and patterns at $4.65. 


Factory Store Moving 


The Factory Shoe Store, which has been 
located for several years on the second 
floor of the Brisbane building, will move 
about May 26 into a street level location 
at 607 Main street, near the corner of 
Chippewa. 


Two McAn Stores 


The Thom McAn shoe chain will invade 
Buffalo in a week or ten days. Two loca- 
tions, one at 1068 Broadway and the other 
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The Mark that speaks “Quality” 


Wherever its use has been practical, 
Gold leaf was used trade marks embossed in gold have al- 


by Greece in the 


ornamentation of ways been the distinguishing mark of 
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Sold beating ‘was quality. Your trade mark or name im- 
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Homer who lived printed in gold on every shoe you sell will 
insure a continuous demand for your 


shoes. 
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RAUSKOLB GOLD LEAF 
EF W. RAUSKOLB COMPANY 


16 FRANKLIN ST. MEDFORD, MASS. al 
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GREELEY BOUDOIRS—"S APPROVED BY 


MEDICAL MEN 


Pree 


Yes! Greeley Boudoirs are in a 
class by themselves. Testimo- 
nials substantiate our claims 
of quality. Your trade m wee. 
will respond quickly to Pa ys le 
the pretty patterns and ay ~ at complete oy canting 
perfect workmanship, 7 Phone Brockton 2133 
Greeley Boudoirs re- fer immediate ectica 


In Black or Colored veal. Sample them. Full B Y 
Kid. 36 pair lots only. rubber heels a feature. er om 


If Your Jobber Cannot Supply You, Write Us. 1156 No. Main Street 


yx A. W. GREELEY, Haverhill, Mass. a Brockton, Mass. 














Fine Calf Leathers “Fireproof Capacity 1000 | 
alae The Breakers 


Velvetta Calf— ATLANTIC CITY 
Tuscan Calf— i On the Ocean Front 


Dancing Concerts 
Russi _— 
ssia Calf Golf Privileges Cabinet Baths 


Strictly Pine Full-grain Calf Leather 
HUNT-RANKIN LEATHER CO. SPRING RATES 
106 Beach St., Boston, Mass., U. S. A. JOEL HILLMAN, President 
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at 52 Seneca street, are being remodeled 
for this purpose with unique fronts which 
will distinguish them from the average 
shoe store. 


Barton on Main Street 


C. H. Barton, who was located for many 
years at 456 Main street, is now settled 
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in his new store at 656 Main street, a much 
larger and brighter location with parking 
privileges that cannot be enjoyed farther 
down Main street. Mr. Barton features 
J. & T. Cousins shoes for women, French, 
Shriner and Urner shoes for men and other 
orthopedic lines in which this store has 
always specialized, among them the 
Ground Gripper line. 





Haverhill Manufacturers 
Report Orders Increasing 


HAVERHILL — Numerous manufac- 
turers and salesmen representing Haver- 
hill -hoe factories were in New York during 
the past week in connection with the 
Brooklyn Style Show held at Hotel Com- 
modore. The large number of shoe buyers 
from: all parts of the country, who were in 
New York the past week in attendance at 
the style show, were appreciative of 
Haverhill’s new styles. Orders for immedi- 
ate and future delivery were received by 
Haverhill manufacturers as a result of 
their meeting with the buyers. 

\ tendency toward tailored and orna- 
mented styles in women’s shoes is noted 
in these orders. Buyers from all the princi- 
pal cities of the United States, who were 
present in New York, were unmistakably 
optimistic, Haverhill manufacturers say, 
regarding prospects for late spring and 
early summer months. The trend toward 
practical and artistic styles is more notice- 
able. 


Reducing Factory Overhead 


With substantial cuts being made in 
labor cost at Haverhill factories, and re- 
duction of office and selling costs, Haver- 
hill manufacturers are making drastic re- 
ductions in their overhead expenses. These 
changes are of great importance to buyers 
of Haverhill-made shoes, inasmuch as they 
represent increased advantages to local 
men for meeting competition. New oppor- 
tunities are open for local manufacturers 
to meet the desires of buyers for lower 
prices, with added business for local fac- 
tories, and additional employment for 
Haverhill shoeworkers. 


Lewis to Move 


Herman E. Lewis, Inc., manufacturing 
women’s turn shoes, will remove its busi- 
ness to Northwood, N. H. The concern has 
been located for a number of years in 
Haverhill. 


At Exporters’ Convention 


Hazen B. Goodrich & Co., manufac- 
turers of women’s high-grade turn shoes, 
will be represented at the national foreign 
trade convention to be held in Boston 


June 4, 5 and 6. George W. Langdon, Jr., 
who is in charge of the foreign department, 
will represent the Goodrich concern. Ex- 
port trade in Haverhill footwear is receiv- 
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ing more attention of late than for several 
years. Increasing opportunities along this 
line are noted by local manufacturers, 
many of whom are planning to take ad- 
vantage of it. Hazen B. Goodrich & Co. 
have been for many years among the lead- 
ing exporters of Haverhill shoes, and have 
built up a large and constantly growing 
business in foreign lands. 


Will Locate in Newburyport 


Jaques & Welch, who have been manu- 
facturing shoes in Haverhill, have leased 
factory space in Newburyport. The con- 
cern will begin manufacturing in its new 
location early in June, making a high- 
grade line of women’s turn shoes. Edward 
Jaques and George H. Welch are the 
members of the concern. 





Room for Improvement to 
Shoe Trade in Syracuse 


SYRACUSE—Retail shoe business here 
has been in a slump for several weeks, due 
in part, merchants claim, to the inclement 
weather, which has undoubtedly held back 
sales, and partly to the reduced scale of in- 
dustrial activity throughout this part of 
the state. The spring season was not too 
good and the summer business has opened 
slowly. Incessant rains prevented any real 
resumption of prosperous business. Many 
of the bigger Syracuse industrial plants 
have reduced working schedules and for 
the first time in several years unemploy- 
ment is noticeable. Some factories are on 
part time operation, while a number of 
commercial places have reduced working 
staffs. 

This has reacted on retail business as a 
whole. Several stores here are now running 
behind, due to the slackening up in activ- 
ity. Sales have had little effect in booming 
business. Stores are well stocked with sum- 


mer goods. Merchants predict a good sea- 
son on whites and colors. 

In the women’s lines patent leather is 
selling freely. Colors have been particu- 
larly slow, due to weather conditions and 
the white sale has not opened. 


Stimulating Business 


Several Syracuse shoe stores recently 
tried gtimulating business, particularly 
juvenile trade, by gifts of hockey sticks, 
baseball gloves and balls and similar 
sporting goods. 


Staying in Business 
The Poehlman Shoe Co., Inc., at 317 
So. Warren street, which announced re- 
cently that it would liquidate, will con- 
tinue in business, according to a statement 
by John S. Gray, president. F. E. Welton 
will have charge of the business. 





Need of Steadiness to 
Stimulate Shoe Buying 


BALTIMORE—General reports indi- 
cate that retail shoe stores are not satisfied 
with the volume of trade in both men’s and 
women’s lines. Weather conditions have 
not been very good, particularly during 
the early part of the week. 

Some stores are holding special sales to 
dispose of the colored suedes and are ad- 
vertising extensively. Several are selling $9 
to $15 shoes at $6.50 to $7.50. Black 
satins and patents are still being sold. The 
white season has not yet opened. Shoe 
merchants expect, however, a big season 
on white shoes. 


At Brooklyn Show 


Many shoemen went to Brooklyn this 
week and attended the shoe style show 
there. 


Schendel with Gutman 


Max J. Schendel, formerly with Frank 
Bros., New York, and W. E. Blatt Co., 
Atlantic City, is now with Joel Gutman 
& Co., Eutaw street, near Lexington. He 
is buyer and manager of women’s and chil- 
dren’s shoes, also buyer and manager of 
the Dr. Kahler Boot Shop, 123 N. Eutaw 
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MERCHANT bought space in “the paper” because his 
friend Bill Smith was the publisher, and Bill said his | St 
paper was read by “nine out of every ten families in town?”’ 
Purely a friendly transaction with no thought of whether 
Bill’s statement was open to question or his judgment in 
error. 


Today the merchant wants to Know what returns the pub- 
lication will give as an advertising medium. Competition has 
forced him to buy space as he buys potatoes or sugar—not 
because the seller is a friend of his, but because he knows he 
will get the full quantity that is paid for, and that the 
expenditure will bring profitable results. 





In other words, selecting mediums for advertising has passed W 
from a haphazard procedure to an accurate scientific process. vo 


This has been brought about through A. B. C. reports. | oe 


The Audit Bureau of Circulations was organized nine years ame 
ago to provide verified circulation data for the use of adver- Daly 
tisers. It now has a large force of auditors who cover the $100, 
United States and Canada once a year auditing the circula- eis 


tion reports of over 1400 publisher members. 


A. B. C. reports containing full data on all circulation 
questions furnish the only means by which the advertiser 
can be positive that his advertising is reaching the prospec- 
tive buyers he desires. 


The Boot and Shoe Recorder is a 
member of the A. B. C. The latest 
report will be furnished on request. 


WRITE TO THE AUDIT BUREAU OF CIRCULATIONS, 202 SOUTH STATE 
STREET, CHICAGO, FOR A COPY OF “THE MEASURE OF YOUR MESSAGE” 
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strect. The latter is an annex of the Joel 
Gutman Co. This store was opened two 
years ago and report has it that the busi- 
ness has doubled in the past year. 


New Patterns 


A striking shoe at Gutman & Co.'s is a 
patent colt, gore pump with small oval 
guninetal buckle over instep, cut-out gun- 
metal saddle, 15-8 Spanish heel. This is 
also carried in blue kid, gray trimmed. 

The Dr. Kahler Shop is displaying a 
new white kid pump with four straps, light - 
weicht welted sole, 13-8 broad Spanish 
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heel. The same style comes in two straps. 

Frank Gilbert, buyer of men’s shoes at 
Hamburger’s, Baltimore & Hanover 
streets, reports better business this year 
than ever before. Hamburger’s has the 
Florsheim agency. 


Goodman’s Store Enlarged 


Goodman’s Men’s Shoe Store at 22 W. 
Baltimore street has been enlarged,— 
attractive new windows with genuine Cir- 
cassian walnut background have been 
added. There is another Goodman Shop at 
216 E. Baltimore street. 





Shoe Shipments in Brockton 
Showing an Upward Trend 


bh} ROCKTON—One of the most accu- 
ratc barometers in determining the progress 
of the shoe industry, weekly shoe ship- 
ments, showed a gain during the week 
ending May 17 over the corresponding 
week in 1923. There is more activity to 
shoe manufacturing, and indications point 
to increased production. 

Manufacturers and the labor leaders 
are holding conferences with the object 
in view of lowering production costs. 


Will Locate in Brookfield 


C. H. Daly & Sons Shoe Company, for 
several years manufacturers of Men’s 
shoes in the nearby town of Abington, is 
removing to Brookfield, Mass. The con- 
cern will be reorganized under the name of 
Daly Bros. Co., with a capitalization of 
$100,000. Factory operations will begin 
about June 1, the daily capacity of the 
plant being 150 dozen pairs. Preferred 


stock in the concern will be subscribed for 


by citizens of Brookfield. 


Splendid Service Records 


There are on the rolls of George E. 
Keith Co. 25 men and women who repre- 
sent a collective service of 1059 years. 
Each one of this group has a record of 40 
years or more with the concern. Two of 
them have reached the half century mark 
of service at the Walk-Over plant. All have 
seen the business grow from infancy to one 
of the largest in the world. 


Former Shoe Manufacturer 


Dr. Winslow B. French, formerly 
engaged in shoe manufacturing in Rock- 
land, Mass., died at his home in that town 
May 11. Dr. French had been in poor 
health for several years. He was born in 
Rockland, the son of Joseph E. French, 
who founded the shoe manufacturing busi- 
hess now conducted under the style of J. 
E. French Company. Dr. French was a 
gtaduate physician, and practiced for 


many years. He was later associated with 
his father in shoe manufacturing. 


Pageant for Anniversary 


Under the direction of a local authoress, 
Mrs. Suzanne Gruver, a pageant is in 
preparation to be staged in connection with 
the 50th anniversary in July next of the 
establishment of Geo. E. Keith Com- 
pany’s shoe manufacturing business in 
Brockton. 


Walk-Over Retail Merchants 
Meet 


Several Walk-Over retail shoe merchants 
held a meeting with the executives of the 
Geo. E. Keith Company, manufacturers 
of Walk-Over shoes, last week. It was the 
usual semi-annual meeting and subjects of 
mutual interest were taken up. 

Walk-Over retail shoe merchants who 
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attended included: President Irving B. 
Howe, Boston; Vice-President Sydney 
Stokes, New Haven; Secretary-Treasurer 
Al A. Stentz, Fort Wayne; and Messrs. 
Isadore R. Jacobs, New Orleans; Milton 
G. Harper, Philadelphia; Carl H. Fliess- 
bach, Chicago; A. M. Dawson, Evansville; 
Earl F. Woodward, Newark; E. L. Sea- 
man, New York; Geo. M. Keith, Minnea- 
polis and St. Paul; and W. Leslie Seaman, 
New York. This group together with Paul 
A. Jesberg, Los Angeles, constitutes the 
executive. committee of the Walk-Over 
Dealers’ Association. 





Alexander and Bliss on 
Organization 


Seaton Alexander of Wheeling, W. Va., 
president of the National Shoe Retailers’ 
Association, at a recent meeting in Boston, 
Mass., dwelt at length on the value of 
organization. “Give and take retail mer- 
chandising ideas,” he said. “It’s an ideal 
path to success in your store. For 52 
years I’ve been in the shoe industry and 
am still eagerly attending meetings of 
men interested in the same field. Without 
this environment the road to success is 
infinitely harder.” 

Elmer J. Bliss, president of the Regal 
Shoe Company, a leader in the manufac- 
turing phase of the shoe industry, re- 
cently addressed a meeting of live retail 
shoe merchants. He touched on benefits 
of frequént meetings. The Regal platform 
is a familiar scene in the Regal stores 
throughout the country. It is consistent 
with the policy of the company concern- 
ing application of the same successful 
merchandising principles in each of its 
stores. So can you benefit in the East, 
West, South or North by frequent meet- 
ings and exchanging of thoughts and ideas 
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Near East Relief orphans making shoes in their shop in a part of Southern Russia. Boots seem to be 
the vogue over there 


Americans Operate Largest Shoe Shop in 
Southern Russia 


in Southern Russia and only juvenile labor is 

employed: but the juveniles are not employed 
continuously all day long—in fact not more than two 
or three hours a day, the rest of the time being given 
over to acquiring the rudiments of an education with 
regular periods of recreation. 

Western methods of workmanship are revolutioniz- 
ing the shoe industry in Russia and this is largely 
brought about by relief workers. It was the Near East 
Relief, the organization chartered by Congress, that 
began shoe-making on a large scale at Alexandropol 
where 17,000 parentless’ children are under its care. 
The boys commenced to make shoes to supply their own 
needs. However, the community soon began asking for 
orphanage-made shoes. Gradually as the boys became 
more proficient, quite a large business grew up. This 
has been an important factor in lessening the cost of 
the orphans’ upkeep. Now the orphanage-controlled 
shoe-shop, the largest within a radius of several hun- 
dred miles, has an output of 4,375 pairs of shoes per 
month and 7,750 pairs of sandals. This does not neces- 
sarily mean new shoes. One of the important tasks of 
the boys is re-shaping worn and returned shoes given 
to the Near East Relief by American shoe manufac- 
turers. A much broader shoe is needed by Near East 
children than we require. No matter how old-fashioned 
shoes are from the American point of view, they can be 
adapted to the Armenian mode by the clever juvenile 
workman. 


\ MERICANS are operating the largest shoe shop 


Seeking Half a Million Pairs 


Near East Relief is appealing to American manufac- 
turers for a half-million pairs of shoes for the 460,000 
dependent refugees from Turkey seeking refuge in 
Greece. Provision for feeding and clothing is not made 
in the League of Nations loan which is to be used solely 
for rehabilitating the Greeks on farms and industries. 
In addition there are 100,000 Armenians in Greece, who 
are not provided for and who are wholly dependent on 
charity for their bare existence. The Near East Relief 
is organizing refugee industries and one of the tasks will 
be re-shaping the worn and unsalable shoes of Ameri- 
can manufacturers to suit the refugee needs. American 
shoe merchants are co-operating with American shoe 
manufacturers by asking their patrons for new shoes to 
leave their old ones to be sent to the unfortunate people 
of the Levant. 





Automobiles an Aid to Business 


Good roads and the universal use of the automobile 
strengthen the country merchant’s chance of doing 
business. The farmer gets to town a good deal oftener 
than ever because transportation with him is cheap 
and rapid. After a day’s work in the field, a trip to town 
in his car is a diversion. He can now avail himself of 
the advantages of city amusements. The advent of 
modern conveniences and appliances gives him just 
what he has lacked these many years—a chance to in- 
crease his conception of the world in which he lives. 
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Indianapolis 
(Continued from page 101) 

shoe merchants are expecting business to 

pick up considerably the remaining two 

weeks. 

The low temperature, accompanied by 
almost daily rains, has confined the buy- 
ing of footwear almost entirely to urgent 
needs and as a result the merchants have 
been forced to push their stock in order to 
make a normal showing. This time last 
year white shoes were being sold but now 
very few have even made their appearance 
in the show windows. 

Shoe merchants are looking foreward to a 
big white season and are arranging their 
stocks accordingly. It is the opinion of 
several of the merchants that all-whites 
will be the vogue this year. 

Some of the downtown shoe merchants 
are looking for an increased demand for 
tan calf pumps, especially in the lighter 
shades, and Colonials, up to the time of 
the opening of the white season. Black 
oxfords, pumps, and slippers have been 
holding their own fairly well during the 
period of bad weather. Gray leathers for 
everyday wear and suedes for dress also 
have been rather popular, considering the 
weather conditions. 


Peacock Shop Opens 


One of the latest additions to the down- 
town retail shoe stores in Indianapolis is 
the Peacock Shop, Inc., which has been 
opened at 4 West Washington street. The 
salesroom has been decorated in French 
Gray, with walnut woodwork and cases, 
peacock toned rungs and walnut arm 
chairs upholstered in blue. 


Milgram Co. Formed 


The Milgram Shoe Company is the 
name of a new concern that has been 
organized at Hammond, Ind., to engage 
in the wholesale and retail shoe business. 
The firm is capitalized at $25,000 and its 
directors are David H. Milgram, Sally 
Milgram and James G. Bertman. 


In Retail Field 


The Shoe Stores Company of Ft. 
Wayne has been incorporated under the 
laws of Indiana to engage in the retail shoe 
business in that city. The company is 
capitalized at $8,000. Its directors are 
Abe Lubell, Eugene Frank and Jack 
Frank. 


New Shoe Store 


A new community shoe store has been 
established in the postoffice building at 
Rural and Michigan streets, in the eastern 
part of Indianapolis. E. C. Taylor, pro- 
preitor of the place, has installed a full 
stock of high-grade shoes for men, women 
and children. 























HENRY LILLY Co. 
88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 
Every Wednesday and Friday 
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TRADE MARK REGISTERED 


Stock Dept. 5 

Is At Your Service 

THE STETSON SHOE CO. (Inc.) 
Seuth Weymouth, Mass. 













































Where to Buy ) 
Wanted Styles 


An extra Editorial Service to 
“Recorder”? readers, free for the 
asking. Write and tell us what 
you would like to know. 






















No matter what policy you may 

pursue in selling to the shoe trade, 

nevertheless, you need the 

Boot and Shoe Recorder 
ALL THE TIME 



























Fer the entire family 

No. 7300 Satin in = 

open piu, Ola Rose. 

B. Blue 

binsok Ts Taupe and Pink. 
Send for Price List 


> | ENGLAND SLIPPER CO. 
40 Green St., Worcester, Mass. 








PARISTYLE FOOTWEAR MFG. CO., mee. 
41-45 Washington Ave. Brooklyn, N 
HIGH GRADE MULES AND a eateg 


Made of Satin, Quilted Satin, Embessed 
Leather, Tinsel and Brocade 
Prices from $23.00 per dex. up 








FLEX IBLE Mek AYS with the comfort 
of Turns 
WOMEN’S COMFORT FOOTWEAR 
MEN’S ROMEOS, EVERETS and OPERAS 


Seid enly in case lots 
NORTHEASTERN SHOE CO., Inc. 
54 Auburn Street, Chelsea, Mass. 
Boston Office, 139 Lincoln Street, Room 212 











SLIPPERS i — WOMEN 
and CHILDREN 
ba and heuse 
Slippers in «a wide 
variety of styles and 
prices. 

SATIN SLIPPERS 

noted fer quality. 

FRANK H. PFEIFFER CO., Inc. 

24 Washington Square ot Worcester, Mass. 
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eS Specicdli 
all /tyle*s made of Do 
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Sam Davis’ Advice 


Sam Davis, field secretary of the 
National Shoe Retailers’ Associa- 
tion, a familiar figure to retail shoe 
merchants, always inspiring be- 
cause of his common-sense and 
sound talks, said: ““Too many retail 
shoe merchants today are leaving 
tombstones instead of monuments 
to their sons. They’re allowing their 
shoe business to run in dormant 
channels. They need to awaken— 
get togethér and meet with live 
shoemen and discuss the things 
having to do with their business.”’ 

More of Mr. Davis’ philosophy 
follows: 

“Don't say: ‘Why don’t they give 
me more money?’ Say: ‘How can I 
earn more money?” 

“Having the attitude of ‘What's 
the use?” kills your usefulness. When 
you lose hope, you're gone. 

“Do what you're told to do—and 
then some. “Then some’ get’s your 
pay raised. 

“Three minutes of think is worth 
a day of perspiration. 

“Five qualities necessary for suc- 
cess: ambition, alertness, ability, 
action—they lead to achievement. 
And all commence with A.”’ 


























More Activity Imperative in 
Advance Rubber Footwear 
Orders 
(Continued from page 91) 


ber footwear factories shut down or de- 
crease production in the summer time. 
This is bad for business in general, because 
the employes of rubber footwear factories 
are consumers of all kinds of goods. It is 
bad also because shut-downs and de- 
creased production invariably mean added 
costs of operation. Any industry operating 
on a basis of varying production is oper- 
ating on an uneconomical basis. The way 
to get the best quality of rubber footwear 
and to get it at the lowest price is to have 
the factories operating throughout the 
entire year with comparative equality of 
production from month to month. It is 
obvious that to the extent this program of 
continual production is jeopardized, to 
that extent there is the likelihood of in- 
creased costs and decreased service, both 
to retail merchants and to consumers. 





At a curling match in Quebec a Scotch 
spectator, disgusted with the poor playing 
of one of the participants, called out to 
him: “Mon, ye’ll never make a curler in 
this wurruld. An’ ye’ll have michty few 
opportunities in the next.” 


May 2%, 192% 





Colcord & Walker. Inc. 


Turn Footwear for Women 


HAVERHILL, MASS. 


Factory %4 DUNCAN ST. | 











FASHION FOOTWEAR 


Women’s Fine Turns 
and Novelties 
Our new models for 
faverable attention. Hand turn and 
pumpe in the latest pen Ege and fimest 
TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. 
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Phillips Shoe Co., Inc. | 


Makers of 
Women’s Turn 
Slippers 


276 RIVER STREET 
Haverhill, Mass. 


Boston Office 


207 Essex Street 





FOR NEWSPAPER ADVERTISING 
$1.25 EACH 5 FORS5.00 


ALSO HALFTONE ILLUSTRATIONS®L5OEACH | 


161 SUMMERST. 
BOSTON 


| The Nelson H.Grover' 
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INFORMATION 
for Shoe Merchants 
“WHERE TO BUY” constitutes a 


source of knowledge so that he who 
runs through pages may read 
—and learn. 
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“ELAM” 
Flexible Turn Shoes 


For the Jobbiug Trade Exclusively 


F. S. ELAM SHOE Co. 


ROCHESTER, N.Y. 
Boston Office, 16 Columbia Street 








AShoe for Boys 
That Wears 


Marston & Tapley Co. 











TURNS end SOFT SOLES 





"Bonite: Shoe * Baby] 





Ideal Dab aby, Shoe @Q 
Vensers. Caan A 
Ba Shoe 


ecialists 
SEND FOR CATALOG 


NEW YORE GFFIKR S20 FIFTH AVE. 





SHOES & STOCKINGS 
FOR INFANTS ,CHILDREN 
AND YOUNG LADIES 
DR.A.POSNER SHOES, INC 

140 W. BROADWay 





Soft Soles and Moccasins 


Ask r Jobber for our 
G We DO NOT sell 
the retail trade. 


Newcomb-Anderson Shoe Co. 











os 


PYERETO BUY 





Demand Dunbar Designs 


From Your Manufacturer 


AND BE ASSURED OF STYLE 
AND FITTING QUALITIES 
IN YOUR SHOES. 








Service Counts 


“Service is the big thing in sell- 
ing shoes,” said a young man of 
only a few months’ experience in a 
shoe store. Yet his statement car- 
ries much weight because of several 
years of experience in other angles 
of the shoe industry. He’s the type 
that will get ahead; the alert, ob- 
serving, conscientious kind. 


His first statement is very broad. 
In explaining it, the salesman in- 
cluded several things under service, 
most vital being courtesy. “I spent 
more than an hour with a young 
lady with a very hard foot to fit,” 
he said, in bringing out his point. 
“I made no sale, although the 
woman was in a very receptive 
mood and very appreciative of my 
attention. However, I got my com- 
pensation the next day. She brought 
her sister in, a person with a nor- 
mal foot, and the sale was easily 
made. Yes, service counts. It 
brings ’em back again,” finished the 
salesman. He’s tucked that ex- 
perience into his mental notation 
records. It’s a part of the back- 
ground of his sales psychology. 








Waterproof 
Leather That 
Takes and Re- 
tains a Polish. 


CREESE . coon. Cc 
jes at SeuthSe. ~~ 











COATED GEM DUCK 
ADHESIVE BACKING CLOTH 


Bubber and Leather 
Dry Foot Welting 





























Exacting Customers 


Among the vexing little things enter- 
ing into the day’s work of a salesman is 
how to handle the most exacting customer 
—the type that’s all ready to have you 
wrap up a pair of shoes after a trying 
period of “showing her more and more 
styles.” “Oh, I don’t want that pair. 
Get me another; there’s a spot on the 
tip.” This incident happened recently, 
and no doubt had many parallels the 
same day throughout the country. 

The woman didn’t want to accept a 
pair of airedale strap pumps because she 
thought she saw an objectionable stain 
on the tip. In order to quickly consum- 
mate the sale, the salesman with no 
questions quickly looked for her size in 
the stock. Not finding it, he returned and 
reassured her that what she saw was 
greatly magnified. He made the sale. 
Customers, particularly women, often al- 
low most trivial things to dissuade 
them from buying. 


George H. White Is Dead 


Brooklyn, N. Y., May 22—George H. 
White, president of the Griffin White 
Shoe Co., this city, died recently after a 
brief illness. He was a prominent figure in 
the shoe industry. He was 64 years of age. 


For the past 25 years he has been a resi- 


dent of Brooklyn. 








EVERY DOZEN 
PAIR INA 
DISPLAY BOX 


Robert E. Miller 
INC, 


Sele Mig. 
11 BROADWAY. 
N.Y. 


Detachable 
Heels New York City, 











T. W. GODSOE, Pres. _ F.E. JONES, Treas. 
W. G. DONALD, Vice-Pres. 


F. E. JONES CoO. 
FANCY COLORS 


MAT KID 


95 SOUTH STREET BOSTON, MASS. 
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in the World of 


Blach Glazed Kid 











Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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Shoo 





Yoru 
Deli aL “One 'W 


The H. L. as Co. 


52 W. 16th St. 
New York City 
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The mark of ™ 


600d shoc buckles 
ever since 1905 


- ALTERSON & CO. a7 
102 W $y m St. . New Yorh City N.Y 





Specialists in Embroidered Trimmings 
for Feit Slippers, Booties and Moccasins 
New, novel, low-priced yrighted, designs 
and patented anaes. ‘Abo Satin Quilting 
in fancy styles and designs. 
SWISS-AMERICAN EMBROIDERY WORKS 
241 Bergenline Ave., W. Hoboken, N. J. 




















BALLET SLIPPERS in Stock 


Be a 
BLACK KID SOFT TOE $2. 00° BOX TOE 3.00 
PINK SATIN BOX TOE 3.50 
Sizes 6 child's to 7 women's 


1. MILLER & SONS, Inc. 


One Carlton Ave., Brooklyn N.Y. 














Sumith 
SALLE s 


326 W MONROE ST 
CHICAGO 


W2 SUMNER SMITH 








BALLET SLIPPERS in Stock 


Black and Pink Satin, Black Kid officially adopted 
as the best made professional toe and ballet slipper in 
America by International Association Masters of 


Parmews 


from 6 small to 7 
large inall — 
Only one exclusive agency in « town 

















IN-STOCK 
BLACK BALLET SLIPPERS 

Childs $1.30 
Sizes 7 to 11 
Misses $1.3 
Sizes 11 to 
Ladies $1.40 
Sizes 24 to 8 

BLOG SHOE FINDING CO., INC. 

147 Duane St., New York, N.Y. 
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They Ask for This Salesman 


A lesson can be learned from the fair- 
ness of A.’s principles in selling shoes. For 
years he has been the leading salesman in 
a medium-priced shoe store in a large 
city. He had a chance to make a sale that 
would net him a P.M., but turned it 
down because he thought it wasn’t the 
right type of a shoe for the person. No 
doubt that is significant why they come 
back to him and wait for A. to sell them. 





Alertness Counts 


A young man, anxious to swell the fig- 
ures in his sales book, also eagerly does 
the numerous little things in a store. 
This is a specific case in an Eastern city, 
as told by a manager. The other salesmen 
aren't as energetic concerning doing 
things that have no place on their sales 
book. The energetic young man finds 
more money in his envelope. An indica- 
tion that hard work is always appre- 
ciated. 





Sam Davis to Speak 


Salem, Mass., May 22—George Ashton 
of the All America store is arranging for a 
meeting of retail shoe merchants of Essex 
county in Salem, June 2. Sam Davis, field 
secretary of the National Shoe Retailers’ 
Association, will address the meeting. A 
turkey supper will be served. It is expected 
that about 100 merchants will attend, and 
that each one will bring a clerk as his guest. 





Muskin Company Expands 


Baltimore, Md., May 20—Plans for the 
expansion of the Oliver street factory of 
the Muskin Shoe Company are now under 
way. At acost of about $50,000, another 
story is being added to the three-story 
plant. Beside the Oliver street plant, the 
concern has a factory at Pratt & Greene 
streets. About 550 employees are on the 
rolls of the company of which Hyman 
Muskin is president and general manager. 





H. P. Kivits Dead 


H. P. Kivits, one of the pioneer retail 
shoe merchants of Terre Haute, died 
recently at his home there after an illness 
of several weeks. He operated a retail 
shoe store at 328 Wabash avenue for many 
years. 


Store at Lumberton, N. C. 


Lumberton, N. C., May 21—Oscar 
Israel, for several years associated with 
A. Weinstein’s department store, will soon 
open a shoe store here. He will carry a 
broad range of styleful shoes. 





Current opinions are oftentimes shock- 
ing.— H. Devarco in “Direct Reflections.” 





HOLLYwoo 
HOSE 


Reg. U. S. Pat. Of. 
Guaranteed fullfashioned 
Let Your Jobber Carry Your Stock 
Harrington & Waring 
41 Union Sq. W. New York 











J. R. BEATON COMPANY, Inc. 


331 FOURTH AVE.. NEW YORK 
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FRANCISCO 


CHICAGO 




















Erie Ave. & Amber St., Philadelphia 
turers of 


ju 
Ladies’ Full Fashion ed Chiffon Hose 
THAT ARE SUPERIOR” 
New York Office, 358 Fifth Ave. 
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ATLANTIC PRINTING CO. 


Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 


201 South Street Boston, Mass. 
Telephone, LiBerty 8673 








ABELS arfjoe 
ASK FOR SAMPLES Cais 
He & y za —P nf mos Uf 

TOLMAN PRINT. INC. ‘ 


/~ UNIVERSITY =, 
EcrRowr FOUND DRY | 
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An extra Editorial Service to 
**Recorder”’ readers, free for the 
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N.S. T. A. Co-Operating with N.S. R. A. 


Helen M.H 


Associate Editor 7 . 


National Office and the Three Boston Associations Boosting 1925 National 
Shoe Retailers’ Association Convention 


HEN Seaton Alexander, presi- 
W dent of the N. S. R. A., Samuel 

A. Davis, field secretary, and 
reorge M. Spangler, secretary, came to 
Boston last week, for the purpose of “‘fir- 
ing the opening gun” and lining up the 
allied industries of the convention city 
for the big 1925 N. S. R. A. Convention, 
they found the men of the N. S. T. A. 
right in the front ranks of co-operation. 
\ big “get together” of the allied trades 
took place at the May meeting of the 
Massachusetts Retail Shoe Merchants’ 
Association, at which The National Shoe 
Retailers’ Association was represented by 
its secretary, Thomas A. Delany, and the 
Boston Shoe Travelers’ Association by 
its secretary, William Noll. 

The three Boston Associations—the 
B. S. T. A., the Southern Shoe Travelers’ 
Association and the Boston Shoe Asso- 
ciates — areall lined up to work their 
very best with the chairman of the Local 
Convention Committee, Irving B. Howe. 


Value of Organization 

Secretary Delany was one of the speak- 
ers at the meeting of the Massachusetts 
merchants. He took for his subject, ““The 
Value of Shoe Trade Association Co-opera- 
tion.”” The day after this meeting, Field 
Secretary Davis called at the National 
office and together the two secretaries 
talked over plans for a better co-ordina- 
tion of traveler-merchant effort in a 
greater service to the shoe wearing pub- 
lic. : 

President Alexander, Secretaries Span- 
gler and Davis congratulated the N. S. T. 
A. on the splendid work which they have 
been doing in legislative and other mat- 
ters for the good of the industry. 


““Jake”” Whalen ai Wheeling 


We said that the three Boston associa- 
tions were co-operating closely with the 





For BetterTrade ‘‘TeamW ork” 


Kipling’s words on good “team work"’ are 


symbolical of the sentiment at N. S. 
headquarters 


"Taint the guns nor armament 

Nor the funds that we can pay. 
Bat the clese co-operation 

hai makes us win the day. 

"Taint the individual 

Nor the army as a whole, 
Bat the everlasting team work 

Of every bloomin’ soul. 

















N.S. R. A. on its annual “meet”’ of 1925. 
And in this connection the National office 
is in receipt of a letter stating that re- 
cently John J. Whalen of Brockton, vice- 
president of the Boston Shoe Travelers’ 
Association, while in Wheeling, W. Va., 
was in conference with Seaton Alexander, 
president of the N.S. R. A., and extended 
to him the best co-operation of the mem- 
bers of the N. S. T. A. on the many 
activities for the good of the public in 








T. A. DELANY 


N. S. T. A. Secretary, who extended the hearty 

co-operation of the N.S.T. A. tothe N.S. R.A. 

when its “opening gun" of the 1925 convention 
was fired at Boston, May 14. 


which both associations are interested. 
Mr. Whalen also assured him of the best 
services of the Boston travelers in the 
plans which have already begun for the 
N. S. R. A. Convention, to be held in 
Boston the “Hub” next January. 


Dr. Winslow French Is Dead 


Dr. Winslow B. French, formerly asso- 
ciated with his father in the shoe manu- 
facturing business, and at one time selling 
shoes for the firm of J. E. French Co., died 
on May 12 last. He was fifty-four years 
old and a native of Rockland, Mass. 

Dr. French was a graduate of the Har- 
vard Medical School. Following two years 
of study in Germany, he became con- 
nected with the Boston Homeopathic 
Hospital. Later, owing to poor health, he 
was obliged to relinquish the practice of 
medicine and entered upon his career as 
shoe traveler. He served a term as chair- 
man of the Rockland school committee 
and at one time was interested in a ship- 
building concern at Sandy Point, Me. 

Dr. Winslow was a member of the Ma- 
sons and DeMolay commandery Knights 
Templar. He attended the Rockland 
Baptist Church. He is survived by his 
widow. 


Rule in East 

George W. Rule, who represents F. E. 
Adams Shoe Company on the Pacific 
Coast, has been at the concern’s factory 
in Seabrook, N. H., during the past week. 
Mr. Rule has some snappy novelties in 
the “Adora” line of women’s turns, which 
he believes will be productive of excellent 
business. Merchants who are handling this 
line, Mr. Rule reports, are re-ordering in 
a way which indicates good selling quali- 
ties, also satisfaction to customers. 

































































JOHN J. WHALEN 


Vice-President of the Boston Shoe Trarelers’ 
Association 


Hume Pensioned by Selby 


A. E. Hume, who for 38 years was 
traveling shoe salesman for the Selby 
Shoe Co., and whose successor in the 
Southland is A. L. Slavens, has been pen- 
sioned by his former house. In announc- 
ing Mr. Hume’s retirement and Mr. 
Slavens’ succession to Mr. Hume’s terri- 
tory, the Selby Shoe Co. wrote in part, 
under date of April 19, to Mr. Hume’s 
customers and friends, as follows: 


Thirty-Eight Years of Service 


“In recognition of 38 years of loyal, 
honorable and conscientious service to 
this company, we consider it a privilege 
to provide for the years that remain to 
our friend and co-worker, Mr. A. E. 
Hume. We therefore advise that from this 
date, Mr. Hume is retired from active 
service, and will be continued on the pay- 
roll of this company, but relieved of the 
exactions incident to an active business 
life. 

“His passing from the list of our active 
associates is not without a tinge of regret, 
but we feel compensated in a measure by 
the record achieved through so long a 
period of cordial co-operation, and we 
know that your best wishes will join ours 
that he may now enjoy many years of 
well-earned recreation.” 


Cahill Reports Optimistically 


Thomas Cahill of the Cahill Shoe Co. 
of Cincinnati recently made a trip through 
Minneapolis, Des Moines and Kansas 
City. He says that business looks good, 
with merchants much interested in the 
steady progress being made by the Cin- 
cinnati manufacturers. 
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“ED” M. COX 


Of Schwarz ¢ Ruggles, ‘Inc., Brockton, Mass. 
who covers larger cilies of the South and East 
for his house. 


“Ed” Cox Returns from 
“Dixie” 

“Ed” M. Cox, a member of the firm 
of Schwarz & Ruggles, Inc., and a former 
president of the Southern Shoe Sales- 
men’s Association, covers the larger cities 
of the South and East for his house. Mr. 
Cox recently returned to Brockton after 
a two-months’ trip through “Dixie 
Land.” 


Whitman with Alden Co. 

H. L. Whitman, with residence in Kan- 
sas City, formerly with Vollman-Lawrence 
Company of Cincinnati, prior to that time 
with Chapman, Minneapolis, is to repre- 
sent C. H. Alden Company of Abington, 
Mass., in the territories of North and 


South Dakota, Minnesota, Iowa, Ne- 
braska, Kansas, Oklahoma, Wyoming, 
Arkansas, Missouri and part of Texas. 
Mr. Whitman has covered this territory 
some years past. Incidentally, he is a 
former Boston boy, but has resided in 
the West for the last twelve years, having 
married a Western girl whose father is a 
ranchman. Mr. Whitman is the father of 
a lively little boy. 


Nylander with Holters 


Henry Nylander has recently joined the 
salesforce of The Holters Company, and 
will cover Iowa and Nebraska for that 
house. Mr. Nylander is a member of the 
Northwestern Shoe Travelers’ Associa- 
tion. 


Kitzman Adds Duttenhofer 
Line 
A. S. Kitzman, a member of the North- 
western Shoe Travelers’ Association, has 
added the women’s shoe line of the Val 
Duttenhofer Sons Co. to his “Acrobat” 
children’s shoe line. 








Ma) 
fo 
ba 
in 
he 
fo 
ni 
i 
b 
rf 
n 
I 
GEORGE GREGORY of 
Of the Cahill Shoe Co., Cincinnati. He is a well- W! 
known style man and sells women’s zhoes in the 
big cilies of the country. t 
to 
I 
George Gregory at Brooklyn 
Style Show 

George Gregory, style man and trav- = 
eler for the Cahill Shoe Co., attended the pl 
Brooklyn Shoe Style Show this week he 
George visited some of his customers in - 
the large cities en route from Cincinnati de 
to the big metropolis. th 

Beautiful and Practical al 

He states that it is his opinion that - 
while the ladies still want beautiful shoes, P 
that these shoes must be, not only rich 
in design but practical. Tailored shoes to of 
be popular must be made from good ma- fo 
terials and be made well. George also be 
states that for fall he predicts, in line with re 
the tendency for more conservative pat- ge 
terns, light tan calf in Dixie ties, plainer ta 
straps and gore effects. te 

entuiineainnn he 

Trimblay Joins Alden Co. 

LaFayette Trimblay, formerly with the : 
C. A. Eaton Shoe Industries of Brockton, “ 
Mass., is to represent C. H. Alden Co. of di 
Abington, Mass., in the following states: ~ 
Washington, Oregon, California, Arizona, T 
New Mexico, Texas, Nevada, Idaho, . 
Utah and Montana. His home is in Man- t] 


chester, N. H. While this is new territory, 
Mr. Trimblay with his experience will, 
undoubtedly, win many friends and 
orders. R 


Randolph Travels for Cahill h 


Uric Randolph, or “Randy,” travels as 
West Virginia and Western Pennsylvania u 
for the Cahill Shoe Co. He knows practi- d 
cally every merchant in that territory, as u 
he has been covering this section for 25 
years or more. “Randy” is popular with " 
his trade and is a successful order taker: fi 
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“Peppy Play Ball’ Brings 
Business 


J. H. Todd, manager of footwear sales 
for the Tyer Rubber Co., “started the 
ball rolling”’ businessward by first bounc- 
ing it. Then an idea occurred to him and 
he wrote to his salesmen about it, as 
follows: 

“One day recently, while talking to a 
merchant, I drew from my pocket a 
‘Peppy Play Ball’ which I kept turning 
round in my hand and bouncing it .on 
the floor while talking to the shoe dealer. 

“Not having anything else in my mind, 
but trying to sell some rubbers, I was 
somewhat surprised by the request of the 
dealer. ‘Say, Todd, why don’t you send 
me in some Peppy Play Balls?’ To which 
| made the reply, ‘What the —— do you 
vant with Peppy Play Balls in a shoe 
sore?’ “Well, I'll tell you, Todd. The sale 
of my high-grade tennis shoes was some- 
what slow last year and I think I can use 
them by giving them as a premium with 
tennis shoes I sell.’ Naturally, I saw the 
point immediately. 


How the Idea Works 


“Does it not often occur, when Tommy 
wants a pair of shoes, he goes home and 
plagues his mother until she decides she 
had better get them for him. Then she 
says, ‘Come along, Tommy, we will go 
down to John Smith’s and get them 
there.’ This is not all to Tommy’s liking 
and he says, ‘No, mother, I want to go 
down to Jones’ because I can get a Peppy 
Play Ball down. there.’ 


“This is only human nature with all 
of us. We are always wanting something 
for nothing and it is especially so with a 
boy. When he sees something he wants 
real bad, he certainly makes it a point of 
getting it, and I believe the dealer cer- 
tainly saw a point of merchandising his 
tennis shoes much more rapidly than if 
he did not give the premium at all. 


“While the retail merchant pays only a 
small amount for the ball, he is really 
giving away an article that costs ten 
cents more. They are put up in attractive 
display cartons which can always be used 
as ‘Silent Salesmen’ and counter displays. 
This also helps to bring in the boys. We 
want to help our dealers in merchandising 
their goods. Think it over and see what 
you can work out along these lines.” 

A letter to the above effect was sent 
out about three weeks ago to the Tyer 
Rubber Co. salesforce. “I am wondering 
now,” writes Mr. Todd, “whether I have 
footwear salesmen or specialty salesmen, 
as a large percentage of the dealers called 
upon sense the possibilities and are pur- 
chasing balls to help move the stock which 
they have on their shelves. 

“You will gather from the above that 
we are not only helping the dealer but are 
finding a new outlet for a sundry item.” 
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ALDEN K. WOOD 


In charge of the selling and finances of the new 
Wood-Stevens Company of Salem, Mass. 





Violette with Ault-Williamson 


Newt W. Violette, who has covered the 
great Northwest for so many seasons, is 
now with the Ault-Williamson Shoe Com- 
pany. Newt is meeting with big results in 
the distribution of “Constant Comfort” 
shoes throughout his territory. 

Newt is a big fellow with a big heart, 
and he has friends galore among both 
retail merchants and shoe travelers. He 
is a native of Missouri, but now makes 
his home in Seattle. Mr. Violette has six 
inspirations for his success on his extensive 
territory—namely, Mrs. Violette and the 
five little Violettes. 


Osler Doing Very Well 


Charles Osler, who covers Illinois, part 
of Indiana and part of Wisconsin, for the 
Stanley Duttenhofer Shoe Co., Cincin- 
nati, was at the factory last week, and 
states that his business with the Stanley 
Duttenhofer line has been extremely 
good. “Charley”’ is one of the best known 
men on the road today. He says he has 
no doubt but what business will be good 
for the rest of the year. 


Clapp Off to Coast 


Charles A. Clapp travels for Marston & 
Tapley Co., Danvers, Mass. He left May 
17 for a six-weeks’ trip to the Coast, with 
the complete line of Lincoln shoes for 
boys and girls. 

Mr. Clapp has been handling the Mar- 
ston & Tapley line for several years, and 
for a quarter of a century has covered 
Buffalo to the land bordering on “Old 
Father Pacific.” 


George A. Legler Dead 


George A. Legler, for a quarter of a 
century star salesman for the Krippendorf 
Dittman Shoe Company of Cincinnati, 
passed away at his home in Beroin, IIl., 
on May 13. Mr. Legler for several years 
suffered with diabetes. 

The funeral, held Wednesday, May 14, 
was largely attended. Among those who 
were present at the funeral were Milton 
Rubel, president of the Chicago Shoe 
Travelers’ Association, and Charles Heil- 
born, secretary of the same organization. 
The Chicago sales force of Krippendorf 
Dittman Shoe Company acted as pall- 
bearers. Mr. Legler is survived by his 
widow and one son. 


Hargraves with Herman Shoe 
Company 


Fred Hargraves, who formerly repre- 
sented the Hamilton-Brown Shoe Com- 
pany for the Herman Shoe Co. of Millis, 
is now covering Pennsylvania. Mr. Har- 
graves is energetic and a good worker. 
He carries with him to the Keystone state 
the best wishes of a large number of 
friends. 


Powers Covers New England 
for Williams-Clark 


Edmund J. Powers, who for the past 
five years has been in charge of the fac- 
tory stockroom of Williams, Clark & 
Co., left Boston last week to cover New 
England territory, formetly covered by 
Vernon Dickson. Mr. Powers has a wide 
acquaintance among New England buy- 
ers. Mr. Dickson will cover Pennsylvania. 


McLean Jojns Union Co. 


R. S. MacLean, formerly of Stetson 
Shoe Co., now represents the Union Shoe 
Co. of Brockton, with a line of popular- 
priced shoes for men. Mr. MacLean will 
cover Pennsylvania, New York State and 
part of New England. He has covered this 
territory for a number of years, and is 
well and favorably known therein. 


Umback Has Louisville 
Headquarters 


George A. Umback now covers Louis- 
ville, Nashville and Knoxville for the 
United States Rubber Co. from the Cin- 
cinnati branch, with headquarters in 
Louisville, Ky. Mr. Umback comes from 
the Chicago branch, with which he has 
been associated for 17 years, 15 years as 
city salesman. 


‘Uncle Jim’’ Richardson Ill 


The many friends of “Uncle Jim” 
Richardson, oldest traveling salesman in 
the world, will be sorry to learn that 
“Uncle Jim” is confined to his bed with a 
threatened attack of pneumonia. 
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BUSINESS REVERSES 


Santa Ana, Cal.—Sam D. Barker, Barker's Shoe 
Store, reported petitioned or petitioner in 
bankruptcy. 

Hartford, Conn.—Morris Kravetz, shoes, etc., 
reported petitioned or petitioner in bankruptcy. 

Macon, Ga.—Mrs. A. N. Gans, Bargain Store, 
general merchandise, reported offering to com- 
promise at 20 per cent. 

Chicago, Ill.—Ben Barnett (4013 Lincoln avenue) 
shoes, etc., reported petitioned or petitioner in 
bankruptcy. 

Samuel Gordon (349 E. 3lst street) general 
merchandise, reported assigned. 

Louis Payne (3046 and 3106 E. 92nd street) 
shoes, etc., reported petitioned or petitioner in 
bankruptcy. 

Batavia, [ll—Oscar Brenner, shoes, etc., 
assigned. 

Caldwell, Kan.—S. F. Allenbaugh, general mer- 
chandise, reported petitioned or petitioner in 
bankruptcy. 

Sedgwick, Kan.—C. Y. Taylor, general merchan- 
dise, reported petitioned or petitioner in bank- 
ruptcy. 

Collinston, La.—William A. Page, general mer- 
chandise, reported petitioned or petitioner in 
bankruptcy. 

Haynesville, La.—Goorge W. Wynn, general mer- 
chandise, reported petitioned or petitioner in 
bankruptcy. 

Chelsea, Mass.—Braude-Goodman Shoe Co., manu- 
facturers, reported offering to compromise at 25 
per cent. 

Newburyport, Mass.—Port Shoe Co., 
turers, reported assigned to J. H. 
Haverhill, Mass. 

Salem, Mass.—Miller Shoe Co. Inc., shoe manu- 
facturers, receiver applied for. 

Fairmont, Minn.—Fairmont Mereantile Co., 
general merchandise, reported petitioned or 
petitioner in bankruptcy. 

Leseeed, Minn.—Leonard Trading Co., Carl O. 

poo ee general merchandise, report- 
be petitio or petitioner in bankruptcy. 


reported 


manufac- 
Laurie of 


Mount bap ye Mo.—George F. Arnold, Ash 


avenue and Independence road, shoes, reported 
petitioned or petitioner in bankruptcy. 

Waverly, Mo.—Samuel Giles, shoes, etc., 
petitioned or petitioner in bankruptcy. 

Long Island City, N. Y.—Louis Schneider (57 
Astoria avenue) shoes, reported meeting of 
creditors called. 

New York city—Bruckner Bros. (2711 Webster 
avenue) (2858 Third avenue) (129 E. Fordham 
road) shoes, reported meeting of creditors called. 

Henry Rothenberg Mercantile House (271 
Canal street) wholesale and retail shoes, reported 
offering to compromise at 30 per cent. 

Leo Margelies (1330 Wilkins avenue) shoes, 
reported petitioned or petitioner in bankruptcy. 

Princeton, N. C.—W. C. Massey, general mer- 
chandise, reported petitioned or petitioner in 
bankruptcy. 

Olmsted, N. D.—Frank E. Fee Co., general mer- 
chandise, reported assigned. 

Osnabrock, N. D.—Ole K. Brandvoid, general 
merchandise, reported offering to compromise at 
50 per cent. 

Massillon, O.—Adolph C. Kuttner, shoes, etc., 
reported petitioned or petitioner in bankruptcy. 

Shawnee, Okla.—Caldwell Bros., Texas Store, 
shoes, etc., reported petitioned or petitioner in 
bankruptcy. 

Clarksville, Penn.—Burton Zilber, general mer- 
chandise, reported petitioned or petitioner in 
bankruptcy. 

Conshohocken, Penn.—Paul S. Milman, shoes, etc., 
reported petitioned or petitioner in bankruptcy. 

Philadelphia, Penn.—Barnet Dorson (2929 Ken- 
sington avenue) shoes, reported petitioned or 
petitioner in bankruptcy. 

Morris Stomel ( No. Second street) general 
merchandise, petitioned or petitioner 
in_bankru: 


ptcy. 
Harry ~ Swartz, Konqueror Shoe Co., shoes, 
petitioned or or petitioner in bankruptcy. 


reported 


Meadow Lane, Penn.—Max Talausky, general 
merchandise, reported petitioned or petitioner in 
bankruptcy. 

Punxsutawney, Penn.—United Shoe Co., shoes, 
reported petitioned or petitioner in bankruptcy. 

Scranton, Penn.—Clark Bros. Stores, Inc.— 
department store, reported receiver appointed. 

Steelton, Penn.—P. Harrison (Army & Navy 
Supply Stores) general merchandise, reported 
petitioned or petitioner in bankruptcy. 

Providence, R. I.—Army Surplus Sales Co 
(William 1. Schwab, proprietor) (42 Richmond 
street) general merchandise, reported petitioned 
or petitioner in bankruptcy 

Carpenter, S. D.—C erpenter 
general merchandise, reported 
petitioner in bankruptcy. 

Memphis, Tenn.—E. N. Harwood, shoes, etc., 
reported offering to compromise at 25 per cent. 

Petersburg, Va.—Blackwell Shoe Co., shoes, re- 
ported petitioned or petitioner in bankruptcy. 

Chipewa Falls, Wis.—E. R. Tietz, general mer- 
chandise; reported petitioned or petitioner in 
bankruptcy 


Mercantile Co., 
petitioned or 


BUSINESS CHANGES 

Bessemer, Ala.—P. D. Johnson, general merchan- 
dise, died. 

Huntsville, Ala.—Max Myerson, Myerson Shoe Co. 
reported selling or sold out. 

Los Angeles, Cal.—John & C. E. Conner (664 
hk Drive) shoes, reported succeeded by 
J. R. Bohannon. 

Nathan Lenson (1513 W. llth street) shoes, 
reported sold out to J. B. Kludijian. 
Mountain View, Cal.—Anna Regli (238 Castro 
street) shoes, etc., reported succeeded by J. M. 

Pihl. 

Wilmington, Cal.—G. 
Ansheim street) shoes, etc., 
by Frank M. Cannon 

+ — Cal.—Prosser Shoe Store, William R. 

‘oprietor, shoes, reported succeeded by 
Gautier Parson. 

Argyle, Ill.—W. T. Long, general_ aa handise, 

reported succeeded by George M. C 


E. Russell & Son (116 E. 
reported succeeded 


A view of the entrance to the Canal Street store 
Walk-Over Stores are now in three buildings. 


Rampart Street. 1. R. J 
manager of the men's store. I. R. J 


ya's of the Cana: EB. 
is a director of the National Shoe Retailers’ Association 


May 24, 1924 


Chicago, Ill—James J. Lippin (3614 S. State 
street) shoes and repairing, reported sold out to 
Cc. C. Correa. 


Elizabethtown, I.—C. M. Belt, general mer- 
shandise, reported sold or closed out business. 
Fort Wayne, Ind.—The Falk Shoe Co., shoes 

incorporated $10,000. 

Des Moines, Ia.—Alexander & Sandberg, Inc.. 
wholesale shoes and findings, reported succeeded 
by William J. Sandberg & Co. 

Maquoketa, Ia.—Geilser Shoe & Clothing Co 
shoes, etc., reported sold out to C. B. Krepps. 

Ruthven, Ia.—O’Brien & Gorman, shoes, etc 
reported partnership dissolved and succeeded by 
John C. Gorman. 

Sioux City, Ia.—Louis Killian Co. (509-513 Fourth 
street) shoes, etc., reported incorporated $50,000 

Wichita, Kan.—J. F. Lambert, Cinderella Bootery, 
shoes, reported succeeded by I. V. Leasure. 

Chelsea, Mass.—Northeastern Shoe | Co., 
manufacturers, stock increased by 5,000. 

Salem, Mass.—Lynch Bros. Leather Co., tanners 
P. J. Lynch died. 

North Brookfield, Mass. 
manufacturers of shoes, H. C. 
retired 

Newark, N. J. 
avenue) shoes, 
Yellin. 

Bayonne, N. J.—D. Sklar (567 Avenue C) shoes, 
etc., reported selling or sold out. 

Brooklyn, N. Y.—Samuel Feinberg (192 Columbia 
street) shoes, reporte 4 sold or closed out business 

New York city—Concourse Bootery, shoes, in- 
corporated $15,000. 

> ted Corp., 


$50,000 
Lea - -—s Co. 


Olympic 
porated $20.00 
Jaska Vincent. (418 E. 73rd street) 
reported sold or close 1 out business. 
Shirley's Bootery (1677 Madison avenue) shoes. 
reported sold out wo Meyer Dickman. 
Oriskany Falls, N. Y.—Walter Bros., 
ported succeeded by W. T. Walter. 
Pine Plains, N. Y.—Charles A. Kupperman, shoes, 
etc., died. (Continued on page 123) 


shoe 


-H. H. Brown Shoe Co. 
Brown, president 


~Abraham Yellin (251 Springfield 
reported succeeded by Isadore 


shoes, etc., incorporated 


leather goods, incor- 


shoes. 


shoes, re- 


bay Walk-Over 
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1 time 7 times 





13 times 26 times 52 times 
$3.50 $3.00 $2.50 


lim.........$5.00 $4.00 

2 im.........10.00 8.00 7.00 
8 Misis. issia 15.00 12.00 10.50 
4M... sss ca9 20.00 16.00 14.00 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


Recorder rates for space less than one-eighth page per 


6.00 5.00 i . 
9.00 7.50 — Seas sen 
12.00 10.00 ae ouabe sent under letter postace. 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


to their address, each word 
advertisement and paid for accordingly. Aaswers 











SALESMEN WANTED 





SALESMEN WANTED 





SALESMEN WANTED 








CG! LESMEN—For yor fine line of leather, satin 
“ond felt slippers. G proposition for right men 
acquainted with retail trade. All territories. 
Strictly commission basis. Applications confidential. 
Address K-651, care Boot Shoe Recorder, 127 
Duane St., New York. 





LESMEN WANTED to sell extensively ad- 
\ vertised line of window display fixtures on the 





side. Liberal c mm; no ples to carry. Sell 
from our catalog. Every store a prospect. Address 
E-20, care Boot and Shoe Recorder, 207 South 


Street, Boston, Mass. 





Q\LESMEN for old established line of boys, 
’ Goodyear Welts and McKays for Middle West 
South, and Brooklyn and L. I. 6 per cent straight 
commission basis. Stock proposition. AddressE-827 
care Boot and Shoe Recorder, 207 South Street , 
Boston, Mass. 


EASTERN PENNSYLVANIA SALESMAN 

4 WANTED — Well-known manufacturer of 
Men's better-grade shoes has an opening for 
Eestern Pennsylvaina territory. A nationally 
advertised line. Applicants must have established 
trade and a clean, straight and forward record. 
For further particulars Address E-828, care Boot 
and Shoe Recorder, 207 South Street, Boston, Mass. 











ticulars, giving references. 





WASHINGTON, OREGON, IDAHO, LOUISIANA 
WISCONSIN, OKLAHOMA 


We want experienced salesmen to cover the above territory on commission. We make 
unlined UNION STAMP WORK SHOES in Blucher, Outing and Moulder. Write for par- 


NORTH LEBANON SHOE FACTORY 


banon, Pa. 








GALESMAN WANTED—For New York City, 
~ Long Island and state of New Jersey. To sell 
Children’s shoes made by the flexible welt process. 
Smart patterns and attractive leathers; sizes 2-5, 
5-8 and 84-11. Short complete line. Extraordinary 
selling arguments. Splendid commission arrange- 
ment for a high grade salesman. Write, giving all 
facts. Correspondence confidential. Address E-822, 
care Boot and Shoe Recorder, 207 South Street, 
Boston, Mass. 


E will have a number of good territories open 
after July first. Our line consists of high-grade 
work shoes and outdoor sport shoes. Only men of 
roven sales ability will be considered. Chippewa 
ng Manufacturing Company, Chippewa Falls, 
is. 











retailing at $8.00 and up. 


old accounts. 


facts and figures in his first letter. 


sarily be conducted. 


St., Boston, Mass. (Department 9). 





Can You Qualify? 


We know of a decidedly unusual opportunity for an experienced, suc- 
cessful and ambitious shoe salesman in the prime of life to become per- 
manently and profitably identified with the sales organization of a well- 
known, long established and amply financed manufacturer of men’s shoes 


Although his requirements are rigid, the compensation and oppor- 
tunity offered by this manufacturer are such as to make the proposition 
decidedly attractive to such a man as can qualify for the position. 

To do so he must not only have proved his ability to sell shoes in vol- 
ume to well rated accounts in the larger cities, but also be able to convince 
this manufacturer that, with a proposition adapted to the requirements 
of his customers, he can continue to sell at least a fair percentage of his 


All answers to this advertisement will be held in the strictest con- 
fidence by us so that any man who is interested can write us freely and 
without embarrassment. In no way will he be jeopardizing his present 
position. His name will be given to no one. 

The name of this manufacturer will be given to any salesman who will 


substantiate his claim for consideration by giving us all the necessary 


This will make it possible for him, if he wishes, to get in direct touch 
with the manufacturer with whom all further negotiations must neces- 


Address, Geo. W. R. HILL, care Boot and Shoe Recorder, 207 South 





WANTED— Experienced salesman to show, as a 
side line or otherwise, some thirty samples of 
popular-priced women’s arch support shoes to 
retail at $5.00 and $6.00, also novelty shoes. 
Quick selling. All shoes in stock. Eight per cent 
commission paid weekly. References_ necessary. 
Westcott Whitmore Co.. Syracuse, N. Y. 


SIDELINE OPPORTUNITY—Hard hitting con- 

ucers to sell a of 
fort = "Oni 25 - 4 and 4, pared pum- 
. sam = 
bers carried 4 ttractive commission 





SALESMEN TO REPRESENT A 
STITCHDOWN SHOE MANUFACTUR- 
ER FOR SANDALS, BOOTS AND FELT 
SLIPPERS IN THE FOLLOWING 
TERRITORY: 


West Virginia Colorado 

Southern Virginia Illinois 

Kentucky Wisconsin 

Tenessee New York 

South Dakota Pennsylvania 

North Dakota Maryland 
Washington New Jersey 
Washington, D. C. 
New England States 


Oregon 
Montana 
Utah 


ADDRESS K-648, care Boot and Shoe 
Recorder, 127 Duane St., New York 








Salesmen wanted to carry as side 
line Rau-Craft Shoes & Sandals for the 
retail trade. Give full particulars and 


references. Territory open 


Alabama—Louisiana & Miss. 
Oklahoma & Arkansas 
Kansas—Nebraska 
Missouri—Illinois 


Indiana 


S. RAUH & CO. 
310-318 Sixth Ave., New York City 








Several salesmen to sell in case lots our 
= of flexible ry men’s Saoee 

. ai vereitts, retailing 
at $2.50 ‘To $3.50. Desirable for men 
located in the larger centers. Liberal 
commission. Give all information in 
first letter. A Prouty-Daniels Co., 
Everett, Mass. 
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SALESMEN WANTED 


BUSINESS OPPORTUNITY 


MISCELLANEOUS 








Lynn facturer . 


staple, novelty and mh FE welts 

wants two experienced salesmen. 

for New York ( City. One for New Eng- 

land. Line already well established. 

Twenty numbers in stock. Commission 

coe only. Address E821, care Boot and 
hoe Recorder, 207 South St., Boston. 





Exceptional opportunity for exception- 
al salesmen to sell the Ogden line of 
men’s medium-priced Milwaukee dress 
shoes in several territories on the most 
exceptional compensation plan ever 
offered. Inquiries invited. Ogden Shoe 
Co., Milwaukee, Wis. 














POSITION WANTED 


BOOKKEEPER, cashier, years’ experience in 
shoe line, Credit checking. Collections. Capable 
taking full charge. Address K-650, care Boot and 
Shoe Recorder, 127 Duane St., New York. 








Syoanss Room Forelady long experience in 

le novelties wishes ition. Quality 
anit = uction guaranteed. Address E-830, care 
| md and Shoe inSoueder, 207 South Street, Boston, 





GTORE ANSCRD—Gerhing greater oppor- 
tunity for advancement. Thoroughly experi- 
enced in selling high grade footwear. Five years’ ex- 
perience and now employed. Married. Will go any- 
where if the opportunity is in sight. Address K-647, 
care Boot and 8 hoe Recorder, 127 Duane St., New 
York City. 


ANAGER AND BUYER, Ladies—Open 

for position after June Ist. At present part 
owner of one of the most up to date Boot Shops in 
middle west. Excellent style man—conservative 
buyer and can handle help or trade. Address E-823, 
care Boot and Shoe Recorder, 207 South Street, 
Boston, Mass. 








LINE WANTED 


a A LAND SALESMAN OPEN _ 
MEN'S LINE— Well-k s 
with Yret class established trade is for a line of 
women's shoes for New England a Hudson River 
territory. Present firm has decided to ate. 
Best of references furnished. Address E-824, care 
ee and Shoe Recorder, 207 South Street, Boston, 
ass. 








ANT GOOD LINE FOR NEW ENGLAND 
AND NEW YORK STATE—Have covered 

this territory for five years for a 
Shoe factory. Have made a good record for myself. 
; of sales force 


id 
and Shoe Recorder, 207 South Street, Boston, 
Mass. 








BUSINESS 
OPPORTUNITY 


Iam thei fi 





“~ and turer 
of an “on scientific lines’’ improved 
arch supporter, bined with entire 
mew features that positively assure 
relief of weak or fallen arches and that 
is a comfort to any foot where other 
arch supporters fail. To introduce and 
sell this article, I should like to con- 
nect with a reliable party, capable and 
experienced in distributing and selling 
and who possibly is quai d with 
the trade and who, at the same time is 
willing to put up a few thousand dol- 
lars needed for the manufacture of 
stock. Address E-826, care Boot and 
Shoe Recorder, 207 South St., Boston. 














New and Used Chairs 
Always on Hand 


Prices from $2.00 each up 


Crown Motion Pictures Supplies 
138 W. 46th Street 
New YorkCity - - - N.Y. 











FOR SALE 


Fe SALE—Ladies’ Novelty Shoe Store located 
the heart of Main Street large “ot of Penn- 

aylvania, population and ——. a 000. 

Stock abou tft, 000 of new popul 

lease in a. fixtures new. Good .. m= = 

Wonderful opportunity; act at once. Address E-814, 

care Boot and Shoe iecorder, 207 South Street, 

Boston, Mass. 











WANTED TO PURCHASE 


THE NEW YORK EXPORT 
POE mnoaDwn CORPORATION 


. 


sow ane care 








WILL 

BUY. | SRLS SbOCKS | CASH 

Saeuine & im shoes always on hand for special 
sales and bargain basements 








CASH PAID 


We will send a repr ative to inv 
and make offer upon request. 
Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York City 
Phone Spring 5160-5161-5162 











Milbradt Rolling 
Step Ladders 


ere made in a al 
many styles to all 
kinds wr and 
shelving. They bar! eo- 
to get along 

with aap save the 
wear and tear on your 
shelving, and help the 
of your store 

subject to ap 

proval and satisfaction 

teed. 














Milbradt 
Manufacturing Co. 
2416 No. 10th Street 

ST. LOUIS, MO. 




















CASH PAID 


lus stocks of 





KIRSCH-BLACHER CO., Inc. 


622-624 Broadway, New York, N, Y, 
Phone Spring 1443 





FOR SALE 


IR SALE—Controlling interest in Chain of 

Retail Shoe-Hosi Stores Corporation. Good 

~~ well financed, with A-l credit at 

Requires about $17 ,000.00. Negotiations 

with financially res ible parties only. Give 

financial references. Address E-825, care and 
Shoe Recorder, 207 South Street, Boston, Mass. 











HIGHEST CASH PRICES rAID 
tocks. W: 























FOR SALE 


Shoe store, men’s and women’s, A-1 
N. J., doing $40,000, 
rent $3600, 4-year lease. All modern 
fixtures and windows. With or without 
stock. Apply W. Gibson, Room 1111, 
299 Broadway, New York, N. Y. 

















No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 


Boot and Shoe Recorder 
All the Time 
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—| ~ Why Business is GOOD hth meaner 






by the 


BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 


(Incorporated under Massachusetts Laws) 




















leu le Firt tn Vatoe of Lend 
"at 


—In Prosperous 









CAPITAL $150,000 








ADVERTISING RATES—Card of Advertising | 
Rates furnished on application. For rates for 
Wants, For Sales, etc., see Want " 

































Every wearetion t is saben the BOOT AND 
SHOE” COR. printing any 
statement ae ~ misleed i ts readers. The 
publishers reserve the right oo waees eny 
° advertising or reading matter w not 
plies line with this policy. 
This is one of the methods employed to cali attention to Iowa's progress in industrial fields. Ii was 
q part of a full-page advertisement printed in the ae Tribune. A few words from the reading 
- ¥. matter of the apm ” oy WS ay F po _— any vig — — rte 4 to buy OFFICES IN 
your goods, or so abundantly le to pay for m. posits o; individuals in the stale banks 
alone increased over $48,000, ,000 during the last year, while savings in the 45 Federal Reserve member BOSTON OFFICE: 207 South Street 
a pe 7 d th om ge th i By 224 Moraine St. Gee. 
nks in Iowa have increased more than nine per ce luring the same peri W. R. Hill suerte 
olling CHICAGO OrFict fw: oo Madison St. ew 
ders Brooklyn, N. Y.—William Reimer (387 Bridge 4, —4i. OFFICE: Leather i — 
£ = - treet), shoes, repor meeting of creditors NEW YORK OFFICE: Room 101, a Bl 
_ oo S{. CHANGES IN BUSINESS ¥ Pe - St 9 tiie dean thie Mie phone Whiteball 7 Walter Scott. Manager, T: " 
os and ; Street), shoes, etc., reported petitioned or PHILADELPHIA 
peti- OFFICE: Suite ——J Widener 
yk North Tonawanda, N. Y.—A. E, Childs, Child's Pores: doy ae : Peery canta. S 
n Shoe Store, shoes, repor sold out to J. M. anna aus Jackson, eral mer- 
hk Tondrowski. chendice, reported eigned. Sous ge National Bank Bide. Geo. 
elp the ort Byron, N. Y.—William P. Stilwell, shoes, etc., Rutland, N. D.—C. W. Barger, general merchan- CINCINNATI Menage CE: Second National Bank 
ar store died. dise, reported assigned. ldg. H. M. Bowen, (B. C. Bowen, 7g 
* S, Syracuse, N. Y.—The Hamilton Shoe Co. (56 Ryder, N. D.—Henry Snippen, general merchan- ROCHESTER OFFICE: 626 Lowes Bid 
ion South Ly street) shoes, reported will in, a —— —. M eC — a we, Telepisons Stove 1135. York yt 
continue business. ntlers, a.—Antlers Mercantile Co., 1 e Stone 
latest p : : ao rey reported petitioned or titioner in LYNN. ‘OFFICE. F annon. 
ag 18 6 eee een - MILWAUKEE OFFICE: Leouned E. Meyor (B 
as well —_« - “4 Goddard & © , Johnstown, Pa.—Hamin Hassell (107 Franklin C. Bowen, Manager), 405 Broadway. T home 
tures Maryville, Tenn.—C szoddar o., genera Street), shoes, etc., reported petitioned or peti- 827. 
t ng” wor | = . : . ™ Come bankruptcy. soe WASHINGTON Oo William L. Daley, 26 
Kennedy, Texas— ailey, general merehan- esquehoning, Pa.—Joseph Cohen, shoes, etc., ackson PI 
Cc dise, reported succeeded by Bennett's Depart- ed petitioned or petitioner in bankruptcy. — OFFICE: 2 Rue des Italiens. L. Hubbard, 
ng Lo ment Store. McKeesport, Pa.—Jacob L. Nayhouse (715 Fifth ioneae. 
Avenue), shoes, etc., reported petitioned or peti- LONDON OFFICE: P. V. Curtiss, Manager- 











Smithfield, Utah—King & Kelly Co., general mer- 
chandise, incorporated $12,000. 

Philippy, W. Va.—Hauser & Harris, shoes, etc., 
reported succeeded by Ira Harris & Co. 

Milwaukee, Wis.—Stein & Callin, (Morris Callin) 
404 National Avenue, shoes, etc., reported 
succeeded by Jack T. Gilles, Inc 


BUSINESS REVERSES 


Albany, Ala.—S. E. Ory, shoes, petitioned or peti- 
tioner in bankruptcy. 

Anniston, Ala.—C. |V. Boutwell, shoes, petitioned 
or petitioner in bankruptcy. 

Clio, Ala.—David Abramson, The Fair, general 
merchandise, reported petitioned or petitioner in 
bankruptcy. 

Troy, Ala.—H. Sacks, shoes, etc., reported offer- 
ing to compromise at 33 1-3 per cent. 

i. Ariz.—Studer Bros., general merchan- 

dise, reported assigned. 

Bell, Cal. —A. A. McCormick, formerly of Hunting- 

ton, Cal., shoes, etc., reported assigned. 

Griffin, Ga.—J. H. Beeber, Southern Government 
Store, shoes, etc., reported offering to compromise 
at 33 1-3 per cent. 

a Ky.—Dresswell Shoe & Tailoring Co., 

C. Gordon & Son, shoes and tailoring, re- 
3... petitioned or petitioner in bankruptcy. 

Alexandria, La.—Dan E. Man, general merchan- 
dise, reported petitioned or petitioner in bank- 
ruptcy. 

Lucknow, La.—H. W. Earle & Son, general mer- 
chandise, reported petitioned or petitioner in 

ptcy. 

Lake Charles, La.—Loes Holtzman, shoes, etc., 
ported petitioned or petitioner in om ohm 
Boston, Mass.—Paul Karol (Dartmouth and Stuart 

Streets), shoes, reported assigned. 

Fitehburg, Mass.—Alfred Orva, shoes, reported 
assigned . 

Holyoke, Mass.—Benjamin Levine, shoes, etc., 


tioner in bankruptcy. 

Philadelphia, Pa.—Barnet Dorson (2929 Kensing- 
ton Avenue), shoes, reported offering to com- 
promise at 25 = cent. 

Edward J. Bluebond (529 So. 60th Street), 
reported petitioned or petitioner in Saaiepter 

Wilkes-Barre, Pa.—Samuel Weisber, 
Sample Shoe Store, shoes, 
compromise at 20 per cent. 

Manitowoc, Wis.—Joseph A. Buchner, shoes and 
repairing, reported petitioned or petitioner in 
bankruptcy. 


BUSINESS CHANGES 


Brunswick, Ga. i Schrieber, shoes, etc., re- 

succeeded by Sam Schrieber & Sons. 

E esdevie, Ill. Abe. Shupack, shoes, ete., re- 
oorted succeeded b 7? ole. 

es Ind.—Josep Z. Levy & Son, shoes, etc., 

selling or sold out. 

Ly a4 Mass.—Mrs. Harry D. Benson, shoes, Ideal 
Boot Shop, re liquidating. 

Salem, Mass aniel Glover Shoe Co., shoe 
manufacturers, reported succeeded by Wood- 
Stevens Co. 

Spencer, Mass.—W. L. Harris Co., manufacturers, 
name changed to Klevan Shoe Co. 

Staples, Minn.—I. T. Hermanson, shoes, etc., re- 
succeeded by Baer Clothing Co. 
Brooklyn, N. Y.—Manuel 8S. Noguiera, Boston 
Shoe Co. as ae Avenue), shoes, 

selling or sok 

Columbia, 8. é ~Besadway Sample Shoe Store, 
M. L. Sauls, eeeenae, © shoes, reported sold or 


closed out business 
L. Davis & Co., shoes, etc., re- 


Snyder, Texas—H. 
is.—J. Chuchman (619 Chestnut 


cently incor ae 
Milwaukee, 

Street), shoes, etc., reported sold or closed out 
business. 


aisles & 





New Shoe Stores 
Royal Boot Shop, Earl Goldenberg, 


11 Haymarket, ion, S. W., 1. . 
AUSTRALIAN OFFICE: Ca Le lins St. 

Melbourne. G. Jerv Manager 
CONTINENTAL SEFICE. “Wiliam Soloman, 


I. Adlergasee 12, Austria 
ARGENTINA: Buenos Aires, yh 2721. 


Gerente. 
BRAZIL Ge =. John S. Fitch, 33 Rue General 
Camara, 88 Sob 
CHILE: Santiago, Las Roses 1123-1127. Otto- 
Fuhbrimann te. 
bap Mr. H. Gomes, Corrales 2A, Havana, 
uba. 
JAPANESE OFFICE: Yokohama. J. F. Wager, 


Manager. 
SPAIN: Gerente, Leoncio de Miguel. Librere 
Editor. 20 ak Madrid. 





MISCELLANEOUS 





Winpow DIsPLAy FIXTURES 
4-3 e216)’ an Ge -OP-Ge ele 


i712 O-1e-4°20). 1.45, 0@8) 


47H ST. CINC INNATI.© 





11 WT 





reported petitioned or petitioner in bankruptcy. 4 1732 4 s N 
M " Midwest Shoe C proprietor, Dryaden Street, ew e 
OTF ym North), Ghotenin dhtens Orleans. La Information for Shoe Merchants 
offering to compromise at 40 per cent. id ; “Where to Buy” constitutes a source of of 
Greenwood, Miss —_Besun's Restery, W. w. St. Charles Shoe Store, 440 St. Charles so that he who runs through these 
—_ Foy Bn ~~ Ee eee — Street, New Orleans, La. aw ana 


compromise at 20 per cent. 
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Ask for Shoes 
With Lacing Hooks! 


TUBULAR RIVET & STUD COMPANY 
UNITED SHOE MACHINERY CORPORATION 


SELLING AGENTS 
205 LINCOLN ST., BOSTON, MASS. 











BOOT AND SHOE RECORDER 


May 24, 192% 














SUMMER NOVELTIES 
BLACKS 


\ 


WHITES 


THE SEASON’S BEST SELLERS 


B4214—Patent Leather Imitation Turn, Pe 
Cuban covered heel. B and C. $3.90 
epdiions illustrated. White Kid. B and 
$4.00 
sania illustrated. Light Russia Calf 
B and C , $3.90 


B4560—Patent Leather Turn, 16/8 full cov- 
ered Spanish heel. A to C $5.00 
B4561—As illuscrated. Patent Leather, 13/8 
Cuban covered heel. A to C $4.75 
B4562—As illustrated. White Kid, 16/8‘ full 
covered Spanish heel. A to C. .$5.00 
B4563— As wy White Kid, 13/8 “ie 
covered heel. A ; 


B4740—Patent{ Imitation Turn. B to C. .68.35 
B4741—As illustrated. Airedale Buck, Field 
Mouse Kid Saddle and Strap. B and C. .$3.60 
B4742—As — - uray Buck, Gray Kid 
Saddle and Strap. B and C $3.60 
B4743—As illustrated. All White, Blue. Res 
and Green Kid. B and C... $2. 


The largest line of 
fastest selling shoe 
novelties in America. 
As usual, Rogers has 
the “‘live ones” first. 
Patterns especially 
adapted to the new 
shades of hosiery. 
Every one a “wrap- 
up” and 


FOR IMMEDIATE 
DELIVERY 


Terms: 
2% 10 days, Net 30 
F. 0. B. Boston 


Order without delay 
while our stock is 
complete. 


25 cents extra per pair for 
these shoes, when shipped 
from our San Francisco 
branch. E 


25c. less in 36 pair 
lots. 
Note— References required 


on new accounts, in order to 
avoid delay in shipment. 








nee WY A eae Imitation Turn, *e 

covered heel, A . 4.50 

os rina “All White Kid. ie to 
50 


ae As illustrated. ‘Light ‘Renele Calf. A 
to .34.50 
14665 — As illustrated. “AU Black ‘Ooze Calf. 
A to € . $4.50 


No. B 4654—Blk. Satin, Bik. Uoze inm, 
an, Turn, 13/8 Cuban Heel. A to C.. $4.50 

No. ~< \-eee Illus., Pat. Lea., Gun rma 
Trim. At 


ie. 
. B4666—As Iilus.. Black Satin, a 
Sendo Trim, 8/8 Cov. Heel. A toC $4.50 


B4725—Patent Leather 
Turn, 6/8 leather heel. C 
B4726—As illustrated. Black Vici Kid.C ‘cam, 


B4727—As illustrated. All Gray Airedale. 
C width $3.25 


B4730—All White Kid, also Red, Green ont 
Blue Kid. C width $3.3 





Po BROS. SHOE CO. ) 





59 LINCOLN ST. BOSTON MASS. 5 


» PACIFIC COAST BRANCH, 135 BUSH STREET, SAN FRANCISCO 











4, 1924 
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OUR SALESMEN ARE OUT 


WITH SHOES LIKE THOSE WE SHOWED IN NEW 
YORK AT THE RECENT STYLE CONVENTION 


— i, pe 
NAS 





PUMPS | 
OUR SHOES meet 
require- 


GORES these style 
| ments. They are made 
of the best of materials 


NARROW STRAPS by expert craftsmen 


and— 


Patent Leathers, Black Satins, Brown | — PusERAny ot 
Satins, Imported Bronze Kids, Silver or | 
Gold Brocades and Russia Calf shoes _ $7.50 to $19.00 


predominate. 








Address all correspondence to the factory 


EF. E 7 wn Shoe Compan 


me | N. HL 
Chicago 


New York 
215 ee as Marbridge Bldg., Room 433 Chicago Bidg., Room 810 


SALESMEN 
Pacific Coast—Geo. R. Rule New York—Frank Harris Southern States—Ernest and Harry White 
New England—Louis Bonin Chi District—Frank Parker Eastern States—Frank Law 

Middle States—Chas. Reedholm 
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Vat. 85, No. 11. Published every week by the Boot and Shoe Recorder Publishing Company, 207 South St., Boston, Mass. Entered as second class mat- 
ter April 15, 1922, at the Post Office at Boston, Mass., under the act of Congress of March 23, 1879. Subecription price, $5.00 per year. Printed im U.S.A. 
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Women who can well afford to 
pay more than the Creighton Price 
still insist on wearing Creighton 


Styles. 






































Weaver siyiuence is secured thru advertising in the Boot ana Shoe Recorder. 
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NE AYORE sales—with less 
. space! More profit 
— with less invest- 


Follow the Creighton Line! 
Follow the Creighton I[n- 
Stock Department — and 
your sales and profits will 
increase. 


Russia Calf is now in vogue 
as the style leather in better 
grade lines. We present here 
two smart Russia Calf 
styles from our ever-grow- 
ing stock department. 


A. M. CREIGHTON 


Lynn :: :: Massachusetts 





_— 























No. 320 
Sunset Russia Calf 
“BARBARA” 


Flexible Sewed—13/8 Covered Heel 
Widths A to D 


PRICE, $4.35 


Style318 
Sunset Russia Calf 
“AERIO” 


Flexible Sewed—13/8 Covered Heel 
Widths A to D 


PRICE, $4.75 











Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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LITTLE JOURNEYS TO AND FROM FAMOUS 
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Monument Hill 


























Monument Hill—nis historic eminence was first known as Powderhouse Hill 
later as Flagstaff Hill. History is brought up to date by the captured German cannon at the 
left. The Army and Navy Monument at the right was completed in 1877, only a few years 
before we made our first “ Policemen’s Lifts” to ease the fatigue of long haute of ail 

These were the forerunners of our three famous brands—Bull Dog, Vim and Ever ro 
each carefully adapted to the particular grade and kind of shoemaking for which it is “don oP 


BOSTON WOVEN HOSE & RUBBER CO. Cambridge, Mass. 
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Fave\ OU the Snap Judgment 
toGraspa Big Opportunity? 


WRITE FOR DETAILS OF 


SOLID LEATHER SHOES 


Offin On Quick as a “Flash 
For Dealer's Benefit 


The thought uppermost in the mind of Mr. Janke is to what greater 
extent can the dealer be benefited. Accordingly he has outlined a very 
attractive proposition, which the live merchant will recognize im- 
° . No. 1610—Men’s 16 inch Chocolate 
mediately as the opportunity to make real profits. In other words, Waterproof Moccasin Pac. 


No. 1630— Moccasin 16 inch Tan 


Mr. Janke’s consideration of himself is of secondary importance— Chrome Retan. 
All shoes and Hi-cuts are Goodyear 
the dealer first! Welt with Single Heavy Oak Soles, 
Full Vamp, Grain Stock Gussets, 4 
inch Rubber Heels, Solid Leather con- 
struction thronghout. 


First Come-first — 
You Know the Rest 


Timesaver shoes, in which the world’s famous Hookless Fastener 
has been incorporated, invite your most rigid scrutiny. Check up 
on our statements of quality supreme as to materials and workman- 
ship. Then ask yourself, whether you can afford to delay writing 
Mr. Janke for his preferred agency proposition. A day's delay gives 
your competitor the right of way. 





No. 560—Men’s 6 inch 
Chocolate Elk Blu. 
No. 570—Men’s 6 inch 


Tan Chrome Retan Blu. MANUFACTURED BY 


ewer: JANKE SHOE MFG.CO. 


ae MILWAUKEE, WIS. 
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Shoes by 
Premier Shoe i 
$808 Driggs ve. 

Brooklyn, \. Y. 

Made of Vode Kid 

Color 170 Orienta! Pear 

with Color 340 Cloisonn 

Blue trimming, Quarv 

lining of Cobr 1 

Oriental Pear! 


























Shoes by 
Premier Shoe Co., 
808 Driggs Ave., 
Brooklyn, N.Y. 
Made of Vode Kid 








Color 51 Fawn, Quart 
lining of the same. 
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jlored Kid---the Best Invitation 
to Buy 








: Compare in your mind the old-time shoe store window monotonously 
de kid filled with black shoes, with the present sparkle and liveliness of the 
ta! Perl’ modern shoe store display. What wrought the change—principally 


Chi ™@ colored kid. 


} '. 
“Vode Kid colors, as every shoeman knows, have more than done 
their bit to give that invitation to buy, which has meant so much in 
making sales by attracting the passer-by. 


There is a life, richness and warmth to shoes made of “Vode Kid 

Colors that makes all the difference between a sale lost or won. Prove 

this by specifying “Vode Kid in your next order. 

Right Now “You Kid Colors W hich Are Selling Most 
Freely Are the Following: 


Color 51 FAWN Color 70 JACK RABBIT Color 17 AIREDALE Color B GOLDEN BROWN 
Color 770 ORIENTAL PEARL Color 112 APRICOT Color 114 HAZEL = Color 4 HAVANA BROWN 


Of the Correct (Colorful Shades, These Are the Most 


Favored: 
Color 46 RED Color 340 CLOISONNE Color 740 LIGHT BLUE Color 67 YUICHI Color 56 LACQUER 


A decided finishing touch to the shoe—quarter linings 
t Co. of GRAY, WHITE and FAWN shades of “Vode Kid. 


A. The Standard Kid Co. 


209 South Street, Boston, Mass. 





Branch Offices Agencies 
100 Gold Street Chicago Cincinnati 
New York, N.Y. — — - a 
: Montrea ochester 
0 North 4th Street and all leather centers 
Philadelphia, Pa. of the world 















































BOOT AND SHOE RECORDER 


“‘We are going to rebuild the lire 
on the leathers that made its 


former success’ 


The sales manager of a large and long- 
established firm of men’s shoemakers 
said this just recently to our sales 
manager. 


In looking back over a period of several 
years past, he discovered that his firm 
had drifted away from the use of leath- 
ers on which they built their reputation 
for leather quality, and substituted 


others which they felt might be just as 
good. 


Realizing the keen competition of today 
and the improved knowledge of leather 
on the part of the retailer, they have de- 
cided that the substitutes they have 
been employing cannot take the place 
of Creese & Cook quality, one of the 
principal leathers on which this line was 
formerly built. 


[Tis most gratifying to observe how often those men who sometimes 

experiment with substitutes for Creese & Cook leathers come back 
to us in a short space of time. Comparison is sufficient to restore their 
confidence in our standards. 


TONY TAN 


is continually increasing in popularity as the demand for a lighter shade of brown 
progresses from the metropolitan centers to the smaller cities. 





TONY CALF LEATHERS 


Reg. U. S. Pat. Off. 


RED BROWN 


TAN BLACK 





CREESE & COOK COMPANY 


TANNERIES 
DANVERSPORT, MASS. 


SALESROOMS 
95 SOUTH ST., BOSTON 







P. A. HENRY & CO. 
706 Broadway, Cincinnati, O. 
Leather Trades Bidg., St. Louis, Mo. 






SAMUEL WOLFENSTEIN 
39 SPRUCE STREET 
NEW YORK CITY 


May 31, 1924 





























Dealer Influence is seoured thru advertising in the Boot and Shoe Recorder. 
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Reputation 


( Soon *repstation can be gained only by a constant adherence to 


== a high ideal of service. 


The product mu 


Throughout our 





89 BEDFORD ST. 








BOSTON SALESROOM 


st be satisfactory in every sense—made in a work- 


manlike way—of dependable materials—shipped on time— 
with every detail of the order faithfully carried out. 


years of manufacturing shoes—since 1891—we have 


endeavored always to live up to such an ideal. How well we 
have succeeded is reflected by the continued appearance on our 
books of the names of so many of our customers. 


Quality Shoes—Popularly Priced. 


BROPHY BROS. SHOE CO. 


SOUTH BOSTON, MASS. 


NEW YORK SALESROOM 
755 MARBRIDGE BLDG. 
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‘The Crawford 
Arch Supporting Shank 
keeps the Arch Young 





Misshapen shoes and shoes that break 
in the shank after they are worn are 
detrimental to health and comfort. 





The Crawford Arch Supporting Shank 

keeps the shoe in shape and holds the 

foot in its proper position during the life 

of the shoe. The Crawford Arch Sup- 

‘porting Shank prolongs that youthful, PO et Flak Mee 

springy walk in those who are leaving the shank to the insole, and which is 
flush with the insole, you will find this 


youth behind. trade mark. Look for the trade mark. 
It is your protection. 


A valuable talking point for the retailer 
is the shoe with a Crawford Arch Sup- 
porting Shank. 


Sithied tan 
The Crawford Arch Supporting Shank le say 
is built right into the shoe — fitted be- 

tween the inner and outer sole and 


locked to the insole. It cannot abrade 


the skin. Nothing in the Shoe hut the Foot 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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There Are Plenty 
of Shoes That 
Look Good on the 
Surface. 

It’s Easy to 
Make Sales with 
Them—But Not 
So Easy to Clinch 
Repeat Business 
Unless They Are 
Good All the Way 
Through. 

Utz & Dunn Shoes 
Are Honestly 
Made. 


= 
ADI Cb 


77-24 (197-28 
WZ Zz 
> > 


£ 


ORAS 


aN 


2 
3 
= 
TIN 


4 
wW 











NYY 
W 
FS 


WY 


Net 30 Days 


i 


A—5 w8 
B—4% to7% 
C—4 to7 


DENVER OFFICE 
218 Charles Bidg., Denver, Colo 
TIGER & McNUTT 
Representatives 


. 





Women’s White Wyclo Cloth One-strap Oakmont 
Sandal, black kid trim, McKay sole, Berkeley last, 
white ivory sole, 134-inch white ivory Cuban heel. 











B 449-A $6.35 


Net 30 Days 


Women’s All White Kid Double instep Strap, one- 
strap Dulcy sandal, McKay sole. Savery last, 13% - 
inch covered Cuban heel. 


AA—5 w8 
A—4\% to 8 
B—4 w8 

C—3% two 8 


$3.50 





June Is the Month 
of Weddings, 
Graduations and 
the Beginning of 
Vacations, and 
All of These 
Occasions 
Demand White 
Shoes. 
Therefore It 
Would Be Wise 
to Have Your 
Stock Complete. 











$4.25 
Net 30 Days 


Women's White Calf Quarter, vamp and center 





IN STOCK | 








NEW YORK OFFICE 


. Bush Terminal Sales Building 


130-132 West 42nd St., Room 1521 


S. A. McOMBER, Representative G. 





strap, white calf ball strap, one-strap Skipper 
sandal, McKay sole, Sheik last, one-inch white 
ivory military heel 


with rubber top lift. 


A—4\% to 8 
B—4 tw8 
C—3\% to8 


54 Styles In Stock—Send for Catalog 


UTZ & DUNN CO. 


ROCHESTER «NEW YORK 


LOS ANGELES OFFICE 
709 Forrester Building 
Los Angeles, Cal. 
C. McATEE, Representative 
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Ideal for 
Ladies’ 
Tailored 

Shoes 


BARNET’S 
New 


GLASSTAN 


TAN, BROWN, RED, BLACK 


Made in Lynn 


J. S. BARNET & SONS, Ince. 


Tanneries Salesrooms, 75 South St. 
LYNN, MASS., U. S. A. BOSTON, MASS., U.S. A. 


CABLE ADDRESS - - - ““TENRAB” 


‘Maintain a Standard Reputation” 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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No. 152—Black Satin Lizette One- 
Strap, Black Suede Cut-Out Trim, 
Single Sole. Military Wood Covered 
Heel. Newport Last. AA to C. Price, 
$4.35 


No. 284—Levor White Kid Lizette, 
Cut-Out Trim, Single Sole. Military 
Wood Heel. Newport Last. AA to C. 
Price. . : . $4.25 


No. 285—Same with Full Baby Span- 
ish Louis Heel. Price. .. $4. 


No. 165—Patent Lizette. One-Strap, 
Dull Kid Cut-Out Trim, Single Sole. 
Full Spanish Wood Covered Heel. 
Beacon Last. AA to C. Price... .$4.40 


No. 162—Same in White Kid. 


BOOT AND SHOE RECORDER 


The Lizette 


A one-strap pattern which has taken 
the trade by storm. Carried in stock 
in Patent Leather, Black Satin and 
White Kid. Full Louis and Military 
Wood Covered Heels. 


We are not 
connected with 
any other 
shoe 
manufacturer 


No. 149—Patent Lizette One-Strap, 
Dull Kid Cut-Out Trim, Single Sole. 
Military Wood Covered Heel. New- 
port Last. AA to C. Price...... $4.25 


No.163—Black Satin Lizette One-Strap, 
Black Suede Cut-Out Trim, Single Sole. 
Full Spanish Wood Covered Heel. 
Beacon Last. AA to C. Price... . $4.50 


Complete Line on display at the South Eastern Retailers’ 
Association Convention at Charleston, S.C., June 9, 10, 11 


THOMSON -CROOKER SHOE CO. 


BOSTON 


18-26 STATION STREET 


Dealer influence is secured thru advertising in the Boot and Shoe Recorder. 
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There is no slack season 
with Grip Sures 


"THEY are dandy, all-year-round sport shoes, in summer for 

camping and hiking, in fall as a school shoe, in winter for 
basketball and gym work, and in spring for baseball and all out- 
door sports. The patented suction cup soles are an exclusive 
Grip Sure feature. 

Your tomers will want Grip Sures because in every sport 
the suctionm-cups give them the added advantage of speed with 
safety. From the soles of new, live rubber to uppers of sturdy, 
long, fibré‘égnvas duck, Grip Sures are as good as can be made. 

Men, ’s, and women are asking for Grip Sures by name. 
Backed by a strong advertising campaign in the Saturday Eve- 
ning Post, American Boy, Bsoy’ Life and Association Men, there 
has grown a demand that no progressive dealer can afford to 
overlook. 

You will find that all over the country Grip Sures are the leader 
for all sports wear. Write to our nearest branch for particulars. 


BEACON FALLS RUBBER SHOE CO. 
Makers of Top) Notch Rubber Footwear 
Beacon Falls, Connecticut, U.S. A. 


Branches at 
NEW YORK BOSTON CHICAGO MINNEAPOLIS 


106 Duane Street 241 Congress Street 208-12 So. Jefferson St. 426-432 2nd ‘Ave. No. 


KANSAS CITY SAN FRANCISCO 
926 Broadway 530 Howard Street 


TOP NOTCH 


GRIP jj SURE 
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SHOES 





Howa 


THE SEASON’S SPEEDY SELLER 








THE “CORTEZ” 







MADE FROM IMPORTED TAN CALFSKIN 
NOTICEABLE AND UNUSUAL 







Our Salesmen are now out with the Complete Line for Fall 1924. 






OUR IN-STOCK CATA- BOSTON OFFICE 


|.OGUE IS NOW IN THE 183 ESSEX STREET 
MAIL. IF YOU HAVE —— ; 
vorseceveo'oxe J —IOWar oster Lo 

“ RITE FOR IT. e NEW YORK OFFICE. 


MARBRIDGE BUILDING 





ADDRESS ALL COM- i ee 
MUNICATIONS TO THE Brockton, Mass ° CHICAGO OFFICE 


FACTORY. SECURITY BUILDING 















Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 


Giving You Leathers Worth Sticking To 


HE wisdom of holding fast to 
that which is good has been 
demonstrated over and over again. 


It is our business to give our allies, 
the shoe manufacturer and the shoe 
retailer, leathers that will not only 
be as good as experience and ability 
can produce—but (more important 
still) to hold them as nearly as 
possible the same, year after year 
in shoe after shoe. 


John R. Evans & Company 


CAMDEN, NEW JERSEY 
(Branches in all Principal Shoe Centers) 


The number of shoe men in both 
branches of the trade who now 
STANDARDIZE ON EVANS 
BRANDS causes us more than 


profit and pleasure. . 


It makes us even more vigilant 
and keenly alive to our responsi- 
bility to those who depend on 
EVANS LEATHERS for the same 
standard beauty and value year 
after year. 





O far as we are aware, there is no other 
tanning organization just like this. 
It’s something like a department store— 
a collection of individual tanneries, each 
specialized on one particularEVANS BRAND, 
and with its own heads and operatives, who 
never work on anything else. 


All closely concentrated together for the 
limit exercise of economy in buying and 
operation. 


\ 





: tandardize on . 
Evans Brands 
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*‘l bought character—not 
circulation’’ said 


Mr. Frank Munsey 


HEN Mr. Munsey bought the New York Mail 

he neither asked for nor received a circulation 
statement from the publisher of the Mail, although its 
circulation records were under fire at the time. Com- 
menting on this part of the deal, Mr. Munsey said: 


“IT bought character, not circulation. Bought 
circulation may not stay sold, but character 
forms the basis of circulation that will increase 


and stay.” 


Although the public records of the Audit Bureau of 
Circulations shows the Boot and Shoe Recorder as 


possessing more paid subscribers than any other busi- 
ness paper in the shoe and leather field ever had, I know 
we are not as proud of this quantity as we are of the 
quality it represents. 


The confidence with which over Eleven Thousand 
Merchants read the Boot and Shoe Recorder each 
week is the best evidence of the character of this publi- 
cation. It is a constant source of pride to the Boot and 
Shoe Recorder organization that we have been able 
to inculcate this splendid body of men with the spirit 
of confidence and loyalty for the publication which is 
always so much in evidence. 





For this reason, I know the great circulation of the 
Boot and Shoe Recorder will always “increase and 


Treasurer and General Manager 
BOOT AND SHOE RECORDER 
BOSTON 





CHICAGO NEW YORK PHILADELPHIA ROCHESTER CINCINNATI ST. LOUIS 
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LEATHERS THAT MAKE STYLE-HISTORY 


In the fashion centres of the modern world, as through all 
history, Style is ever served by creations of beauty and 
distinction. As expressed in the footwear of today, “‘time 
cannot wither nor custom stale its infinite variety,’ when 
presented in the preeminent Patent Leathers. 


Sterling Colt Sterling Hid 


Sterling 


BRISTOL PATENT LEATHER COMPANY - -- BOSTON, MASS. 
CANAD ORO A O01 AO OR DEON OO COL FO OUR IONS 


. ea) 
YOO: 


SIRACANOC 
APO OTAITAD. 








bid bs} 
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Lacing~ Hooks are “}(: Modern Time Savers 


Ask for Shoes 
With Lacing Hooks! 


TUBULAR RIVET & STUD COMPANY 
UNITED SHOE MACHINERY CORPORATION 


SELLING cAGENTS 
205 LINCOLN ST., BOSTON, MASS. 





19%4 May 31, 1924 BOOT AND SHOE RECORDER 


" THE -HOOD> CALENDAR J5 





i, 


Camping 1 | . 
( 


oe ee ae Se ee eee ee eee 








Gym Work 





7 MARCH 





Indoor Track 








This HOOD Calendar should give the shoe buyer 
a new idea of the growing relation between HOOD 
Shoes and the public, and of the great year-around 
market which exists, and which is increasing. 

At this time when the factor of sudden style change 
must be considered, HOOD Shoes should be of partic- 
ular interest to the buyer who wants to increase his 
staple business and attract steady customers. 

A stock of HOOD Shoes is an asset and not a lie 
ability. 

Mornings or at times when the store can spare a 
man, plan to make calls on the High School, Boys’ 
Clubs, Boy Scouts, Y. M.C.A., Y.W.C.A. and the 
local professional and amateur clubs devoted to vari- 
ous sports. Let these organizations know that you 
carry a line of HOOD Athletic Shoes. The volume of 
good business which can be secured in this way is 

ws suspeisingly large, and will prove be a good adver- 
; % tisement for the progressiveness of your store. 
NOVEMBER ait The conclusion that will be reached by every live 
shoe retailer is that HOOD Shoes have the widest 
kind of public appeal; that HOOD Shoes are an all- 
r-round proposition, and that HOOD Shoes give 
ittle, if any, concern about style stability. 

















6 


é 








HOOD RUBBER PRODUCTS CoO., Inc. 
Watertown, Massachusetts 











Handball 








D Dealer Influence is secured thru advertising in the bout ana Shoe Hecorder. 








BOOT AND SHOE RECORDER May 31, 199% 


RAJAH Soles = siti: met 
Quality re 
Beyond Imitation by ang he “do del boar 


A? makers of the sole that originated the 
crepe sole vogue we realize our obliga- 


tion to keep RAJAH SOLES beyond 


imitation. 





When we tell you that RAJAH Soles are 
even better than they were a year ago we 
want you to realize our purpose to keep 
them always ahead. 








The RAJAH Brand is more than an iden- 
tification. It is our pledge to you of the 
highest procurable quality in crepe rubber 
soling. 


ALFRED HALE RUBBER CO. 


ATLANTIC, MASS. 
Established 1837 


Laing, Harrar & Chamberlin 
Philadelphia, Pa. 
Exclusive Distributor for the United States to the Leather and Findings 
Dealers for RAJAH SOLES 
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Chicago Made Stitchdowns from 


‘| SINBAc 


All solid construction, combination lasts, chrome 
retanned soles, best drill: linings and carrying 
white welting. 





Patent—Pearl Calf Trim oeeei.eare ve a 
R4188—Child's, 8% tol1,C,D.. . $2.40 R4128 Sizes. 51% ——, 
R4189—Misses’, 1114to 2,B,C,D 2.75 R4129—Sizes, 814 to 11.C.D 





Pearl Calf—Patent Trim R4158 am. Oe ne 


R4197—Child’s, 844 to 11, C, D.. '$2.40 ee a 
R4198—Misses’, 1115 to 2/C.D... 2.75 Raise See BILE. 


Pearl Calf 
Beige Calf—Patent Trim _«¢ 
R4173—Sizes, 8'44to11,C,D.. a 40 name ee 514 ae 2° cp D.. 
R4174—Sizes, || 4%to 2,C,D.. 2.75 R415514—Sizes, 814 - ce.. 
Tony Red Calf 
Grey Calf—Blue Trim R4152 —Sizes, 3 
R4171—Sizes, 844to ll, oo HF ix: 40 R4153 —Sizes, 5% to 8. io 
R4172—Sizes, 114%to 2,C,D..... 2.75 R415314—Sizes, 8% to 11.C,D.. 
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Can You Beat It? 


Such a record as this is_ 125 Cases (36 pr.) of 
Patent Leather 


coming very close to ideal cho. Almost 
patent leather. Without a Repaired 


And this is only one of more and Tip. 
more such instances that arecoming 4, enthusiastic user of 


constantly to us from users of DONKEY COLT showed 
the shoes to our represen- 


OUR NEWLY PROCESSED tative. 


Out of the lot there were only 
one or two shoes per case 
which showed the least 


damage in lasting. 


You may have this re- 
Px markable patent leather 
in your shoes without 


increasing the shoe cost. 


TOLMAN, Dow & Co., INC. 


176-180 Lmo0LN ST. : BOSTON, MASS. 
Rochester, N. Y. ss Greater New York 
Mr. Charles L. Kirk Leathers New Castle Leather Co. 
100 Gold St. 


22 Andrews St. ‘ 
St. Louis, Mo. that Bring Cincinnati, Ohio 
Mohr-Holters Sales Co. 


™ =—=—_, Re-orders’’ 202 E. 7th St. 


General Representatives for Continental Europe, New Castle Leather Co. 
Headquarters, Paris, France 


| One Toe Bright 
—the other Dull—Why ? 
When a customer returns a pair of patent leather 
shoes complaining that one toe has become dull in 
contrast to the brightness of the other, it is almost 
always due to the fading of dressing applied in’ the 
factory to cover a break that occurred in the lasting. 
DONKEY COLT WILL HELP 
YOU MINIMIZE SUCH COMPLAINTS 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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CET YOUR ORDER IN NOW FOR EARLY FALL 


Be Ready for School Trade 


You can build good-will in your 
boys’ and girl’s shoe business only 
by delivering the utmost in wear 
and good appearance. 


KREIDER’S Korry Krome Shoes will satisfy 
the most exacting demands for sturdy wear. 


The Genuine Korry Krome soles deliver the sort of 
service that your customers expect—but seldom get— 
because Korry Krome Soles lengthen the life of the 
shoes. 


KREIDER Korry Krome Shoes outwear and outlast any 
boys’ or girls’ shoes in their class, because— 


We have made them to make friends and customers for you. 


Write for samples—or salesman. We’ll send either. 





OUR GUARANTEE 


“This Korry-Krome genuine 
sole leather is guaranteed to 
give the wearer absolute sat- 
isfaction as determined by the 
wearer himself. If it does not, 
you are instructed and au- 
thorized by us to have them 
resoled with first quality 
Korry-Krome full soles free 
of charge. We make no guar- 
antee or assume any respon- 
sibility for any other portion 
of the shoe as we supply only 
the soles.”’ 


J. W. & A. P. Howard Co. 
Corry, Pa. 
U.S.A 
















MeAeS raider Co. 


Exclusive Makers of Best Shoes for Boys, Girls and the Babies 


Distributing Houses 
312-318 W. Monroe St., Chicago, Ill. 
51 No. 3rd St., Philadelphia, Pa. 





123 Duane St., New York, N. Y. 
923 Penn Ave., Pittsburgh, Pa. 
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MECCA LOTUS CALF. A light shade of brown in a glazed and boarded 
chrome tanned calf leather. A leather that will shed water and take an excep- 
tionally high polish. Bearing the P & V trademark guarantees it as a leather 
that will give the maximum in service and satisfaction. 
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A= Shoes 
<=—" Sor Boys and Girls 


The New Children’s Shoe Sensation 


Are you satisfied with your children’s shoe business? 

Do not overlook the fact that the most important part of your 
shoe business is the children’s end: 

First—Children’s shoes must represent the highest quality. 

Second—They must be at popular prices and must give service. 

Third—They must be good fitting lasts. 

Fourth—They must be backed up by advertising. 

Our children’s shoes are “Solid Leather” throughout. The 


larger percentage are made over the famous foot-shaping last 

which our organization has perfected and advertised for years. 
We are now prepared to give you one of the most complete and 

attractive advertising propositions known for children’s shoes. 
Our representatives, 115 in number, cover the entire United States. We are going to have 

an agency handling “Robin Hood” shoes in every town. If you desire to be our distributor in your vicinity, write 

or wire us and we will have our representative see you at once with our complete line of samples and go over our 

advertising proposition with you. 

“Robin Hood” shoes are carried in stock in desirable widths and sizes. 




















Visit the sales room nearest you—located in the following cities: 














Omaha, Nebr. Indianapelis, Ind. Dallas, Texas Cnicinnati, Ohio Detroit, Mich. 
406 Arlington Block 833 Meyer-Kiser Bank Bldg. 1015 Commerce St. 68 Wiggins Block 403 Lafayette Building 
New Orleans, La. Knoxville, Tenn. Birmingham, Ala. Kansas City, Mo. Los Angeles, Cal. 
305 Eureka Building St. James Hotel 402 Chamber of C ce Bidg. 817 Central St. Hotel Angelus 
Milwaukee, Wis. Memphis, Tenn. Cleveland, Ohio Chicago, Ill. Seattle, Wash. 
403a Caswell Block 227-8 Winfry Building 349 The Arcade Building 406 Security Building 1220 Second Ave. 










CENTRAL SHOE G 






















St. Louis U.S. A. 








Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 





BOUT AND SHOE RECORDER May 31,1948 ™ 


& S cherers Px 


PILOWIEIR CILY IK IID 


Beauly Brown 


G HOE fashion experts tell us this 

Scherer origination is just the 
new brown shade they have been 
hoping for. 





Only your own hands and eyes can 
give you a just appreciation of 


BEAUTY BROWN. 





Ithas allthat warmth of color, deli- 
cacy of texture and richness of tone 
that critical shoe men expect from 


Scherer’s Kid. | 


Oscar Scherer & Bro., Inc. 


Originators of and leaders in Fancy Color Kid 


29 Spruce St., New York 
Factory at Newark, N. F. 
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’ | ‘HIS is a good-sized page—but not one- MTTER SHOES PRoreRLY FrrTED 
tenth large enough to hold all the MUTCHNOn, eabsas 
names of merchants we've heard from. cones o* 


“Thoroughly satisfied with the results of Feeture- Ginsburg X Soloway 
Arch Shoes,”’ says Balis & Company, Somerset, Pa. Pistia tom 

““We have been selling your famous Feeture-Arch 
line since you first put it on the market, and we 
have had wonderful success with it.""-—Thompson 
& Nance, Petersburg, Iil. 

“Absolutely a gold mine,”’ says Wolock & Bauer 
of Chicago. 

““Best corrective and orthopedic shoe on the market 
today.”"—P. T. Matthews & Co., Chillicothe, Ill. 
“Easily sold and a great asset to every progressive 
RAY’S shoe store, since it constitutes both the rigid and 

ag arch.”"—Schey's Bootery, Albuquerque, 


Bovesbder 5, 1923. 


sHOE STORE Oct 29%" 


Just a sample of the regular mail. 

Ln shoe € The secret is this—there is no secret. 

Pe —~™ These merchants simply display them 
well, “‘talk them”’ well, and sell them well 


. . ANY 
enough to write and tell us all about it! puBors MERCANTILE comPi 
. 





. 
ornare mencnano® 
«n 


Nowcan’twe tell you?—a postcard brings wove, 1OAHE 
—Sechlers Shoe Store— all the interesting money-making facts. "O72 1/2» 


W8 SOUTH aim craceT 


FORT Scorr KANSas 
October 30,1923 


OHANSEN 


FEETURE ARCH SHOES 
They Have Made Fashion Comfortable 


— 


aw trade mark 
\s feeture Arch 4 


—— 
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NORTH PLATTE NEBRASKS Uy 
wOV 
Booterte | oeive LY 


s sno8s 


wous® KANSAS cerry. MO 


=t 
not TRE! Le. 
ww COMMERCE qTROST © 
ol 


1 STYLE-LO pmces 
1038 © Srecer 
3 LINCOLN NEBRASKA 
onansen Bros. sn, 0. 
+ Shoe Mfg. ctober a7 
St. Louis, Missousr./8* >. + 1923, 
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C.H.ALDEN CQ 


U.s.% 





An Alden Style 


that can be 
delivered promptly 


Lot No. 130 
Medium Light Shade Brown 
Chrome Calf Oxford 
Lot No. 140 
Glazed Calf Oxford 
840 Last 
Rubber Heel 


A 7-11 C 6-11 
B 6-11 D 6-11 








The past four years during which we 
have concentrated upon a limited 
range of standard styles, leathers, 
lasts and patterns have proven beyond 
doubt that the economies we have 
effected have greatly assisted Alden 
dealers in giving better value, at no 
sacrifice of profit. 








Our plan also includes quick 
delivery service on certain lines 
altho’ this 1s not an in-stock 
proposition. 





¢* ¢ ¢ 


C. H. ALDEN CO. 


FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH ST. 
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Goodyear Wingfoot Heels 
are guaranteed to outlast 
any other heels—a new 
pair free if yours do not. 











WENGEOOT 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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This Style at $3 50 Ce six stock stylesfare truly repre- 


sentative of the traditional WEBER 
IN STOCK NOW Quality. 


as well as 5 others 
Ne. 683—SSedines To retail at $5 to $7.50 these famous 


Tan Kip, Marvel e 
Last, Single Sole, (union made) shoes for men present a 


Half Wingfoot 


» C600 realjopportunity for volume sales and 
satisfied customers. 


eS . Weber Bros. Shoe Co. 


styles and prices,sent NORTH ADAMS, MASS. 


on request. 


New York Office,'H. Harris, 1328 Broadway, Marbridge Building 














Trade Mark Reg “Smooth Inside as a Miller’s Wing” 


DON'T SCOFF FIRST OF ALL 


No. 461—First Step Tackless Don't think of the The first requisite in a children’s shoe must be 


Win Ten, or Smoked Fis, profits from soft- sturdiness. MILLER’S, being carefully made 


ee See oe soles and first-steps from the best materials, have this necessary 
15.06 too lightly. Many characteristic in large measure. 


children’s depart- Stitch-fastened only—no metal used, except to 
ments do a good vol- attach rubber heels. 

ume of business with You bet they are good sellers! 
“IDEALS”-and be- ee OO Se 
sides they bring par- Spots} 302— 84-11 Leb 
ents into your store — st0— 2h 8 218 


c 810— z4- 8 2.15 
No. 21—Infants’ Soft so  10Fr Shoes for all the 


One-Strap, White Washable c ; 
Kid Top and Patent Vam family. 
Per Doz $12.00 


5 ri 

2 2 i eee ote 

May we send our catalog of other IN-STOC K styles? whit {33 Mi ae of 
SAMPLES OR CATALOG GLADLY SENT 


Ideal Daby.,, Shoe Company MILLERSHOECOMPANY 
, ) CHlassachusetts SALEM J. E. DAY, Mgr. MASS. 


NEW YORK OFFICE 320 FIFTH AVE. 
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NEW YORKS MARKET 


for NOVELTY FO OTWEAR 
INL STO CK 


== = Pe ye eS ee ——— 

















7 An Innovation In Stitchdowns! 


rhe st: of a turn combined with the appearance and durability of a 


Goodyear Welt. The new perfected process using the channelled stitch A GOOD WHITE NUMBER 
and close wal od edge gives it smart- 


FOR SUMMER 
ness and fae wear. Snug fitting and 


trim at the ankles. No. 805—Genuine White Kid 0: 
Meta Strap, with cut-out throat, 15- 
Ss heel $3.85 


7300—Patent. .. $2.50 
with Airedale Vici Kid 


7305— Washable bai 
-60 throat, with cut 148 | 
7306—Airedale Kid ‘won ‘tea i a 


2.50 
Sizes 24 to 7 Many aan so home 


H. MALEIN'S SONS, B. FRIEDMAN 
Established 1880 


A CHARMING WINNER! 


THE SEASON’S NEWEST 
NEW YORK CITY OFFERING 
‘¢-MOONLIGHT’’ !| No. 0458—AMl Patent Leather, 16-8 
Our Newest Parisian Novelty Pump No. 0457—Same with 12-8 Cuban Heel. 
NOW IN STOCK No. —— = =. Suede Trim- 
: 1 panish 
No. 3107—All white Cabretta, 15-8 ming, 
Spanish Covered Heel ie, Oe-Same with 12-8 Cuban 
No. 3108—Satin Quarter and Vamp 


with suede cross bars and 


trimmings. | LEVEY BROS. SHOE 2 145 Duane Street, New York City 


Sizes 3 to 7 rs House of Values’ 


Mota Shine @ 


14-116 WEST BROADWAY 


C and D Widths. Sizes 3 to 8. 











STILL GOING STRONG 
**“JAZZ BABY’’ 
itchd i 
Style Show Our Stitchdown Sensation! 


No. 982—High Grade Brooklyn IN STOCK IN 
bckey, Posse oS Red Grey 
ut-Outs on Vamp an art j - 

Gray lined, Medium Round Toc 5 —_— 
16/8 Span. Heel. 
No. es above with 12/8 Box 
or L ‘ ALL ONE PRICE 

CIALLY PRICED Send for 

$5.50 $2.25 Samples 


KIMMEL & MARBACH SHOE CO., 136 W. B’way, New York 


“My Sweetie”’ 


The Hit of the New York 


Write or Wire Your 
5 at Once. 


M. J. SAKS SHOE CORP., 
= 





157 Duane St., New York 





Bs 














HERE IS A WRAP-UP! 
IN THREE LEATHERS 


No. 139—Patent Leather, Imitation Turn. 
eee lined. 9/8 heel. Rubber 
t 





“Adrienne” 


No. 147—E: actly ee 
47— Ex as above in 
White Levor’s Kid hite 


Single pairs 25 cents extra. 
THE L. B. SCHINDLER 
SHOE CO. 


148-50 Duane Street 
NEW YORK, N. Y. 











A CHIC, New Pattern 
That Will Please Your Customers 


‘*MARIGOLD” 
No. Lg ny | Patent Colt 


McKay. Cham lined. 13-8 Mili- 
Sy Leather Heel. Rubber Top Lift. 


No. 8811—Same in Russia Calf. 
Sizes 3 to 7. “D” Wide 
Write for Samples 
LION SHOE CO. 


107 Reade Street 
New York City 


Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Chas. W Dens _ 


Mr. Alfred W. Donovan 


President 


E. T. WRIGHT & CO., Inc. 
ROCKLAND, MASS. 


“*JUDGE IT BY ITS USERS’’ 
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Open Letter 


To ALFRED W. DONOVAN 





— 






Mr. Alfred W. Donovan, 
E. T. Wright & Co., inc, bg 
Rockland, Mass. 









Dear Mr. Donovan: 






When we ask our representatives how business is on the South Shore, we 
know in advance that they are going to name E. T. Wright & Co. as one of 
the factories that are running ‘‘full.” If we had no way of confirming this — 
report, we should still feel safe in assuming it, judging from the size and 
frequency of your orders for New Castle HAVANA BROWN KID. 










The sales records which you have written for “Just Wright” and ‘‘Arch 
Preserver’’ shoes for men are common trade knowledge. They must be 
credited to your ideals for quality, and an alert merchandising policy. 











We can assure you that it is very pleasurable to us to feel that New Castle 
HAVANA BROWN KID has been able to assist you in giving your cus- 
tomers that Jeather satisfaction which your standards always demand for 
them. 








Very truly yours, 






NEW CASTLE LEATHER COMPANY 





t 


President 


NEW CASTLE KID 
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No. 57714—Gold \ Sen eel 
” aoe = No. 15 — Golden 
an Lal. 


No§567!4—Black'Vel- 
ot alf. ena an : Frenchy (144) Last 
Last. Flat Brass FE Brass Eyelets, Rubber 

; ye- D; 5% 
lets, Goodyear Heels: ms Heels. B, C, D; 5% 
B, C, D:5% to I to Il. 


$55.00 5 $4.60 


ae w zn 
Bewtsoln. 


as 


2 eG 


5 “© _ 


“=: 
eS 








$5.00 


No. 569—Black Velvet Calf 

No. 581—Sunset Tan Calf. Rialto 
(164) Last; Flat Brass Eyelets; Good- 
year Heels; B, C, D; 51% to II. 














TEMPT THEM WITH 
SUMMERY STYLES 


- 
er 

eles : S 
FAK 3 = | oo — a 


All the new numbers that are going big now can be 
shipped daily out of our stock department. Fill in and 
add new life to your window appeal. See our catalog 
and ask for samples. This service means the real success 


of your business. 


Diamond HhoeG: 


196 Church St. New York 


Two Factories: Brockton, Mass. 


: 
Se 





“eg Mu 
AS 
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a. “ee mea 


_) 
— « 




















BOOT AND SHOE RECORDER 























Can You Remember 
"Way Back When... 


MERCHANT bought space in ‘‘the paper’’ because his 

friend Bill Smith was the publisher, and Bill said his 
paper was read by ‘“‘nine out of every ten families in town?” 
Purely a friendly transaction with no thought of whether 
Bill’s statement was open to question or his judgment in 
error. 


Today the merchant wants to Know what returns the pub- 
lication will give as an advertising medium. Competition has 
forced him to buy space as he buys potatoes or sugar—not 
because the seller is a friend of his, but because he knows he 
will get the full quantity that is paid for, and that the 
expenditure will bring profitable results. 


In other words, selecting mediums for advertising has passed 
from a haphazard procedure to an accurate scientific process. 
This has been brought about through A. B. C. reports. 


The Audit Bureau of Circulations was organized nine years 
ago to provide verified circulation data for the use of adver- 
tisers. It now has a large force of auditors who cover the 
United States and Canada once a year auditing the circula- 
tion reports of over 1400 publisher members. 


A. B. C. reports containing full data on all circulation 
questions furnish the only means by which the advertiser 
can be positive that his advertising is reaching the prospec- 
tive buyers he desires. 


The Boot and Shoe Recorder is a 
member of the A. B. C. The latest 
report will be furnished on request. 


WRITE TO THE AUDIT BUREAU OF CIRCULATIONS, 202 SOUTH STATE 
STREET, CHICAGO, FOR A COPY OF “THE MEASURE OF YOUR MESSAGE” 


) 
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TO THE TRADE 
P I G S K I N " Kom Fut Arch Supports are constructed by an organization 
—— of specialists in treating foot ailments. Our entire efforts are 
devoted to the scientific study of this problem and its proper 
It’s tanned solution. 
e Our line comprises fourteen different models, each designed 
Especially for for a specific purpose—to bring the foot back to normal. Any 
° ? of your customers with fallen or weak arches can be instantly 
Fine Footwear and properly fitted no matter in what shape their arches may 
be. Only top grade materials are put into our supports, and 
Learn the trick of writing into your orders each pair is guaranteed to give satisfactory service. 
“made of Roser’s Pigskin.” “Feel-Easy,” pictured below, is an example of our ability to 
For many merchants have learned it makes build supports that are scientifically correct. 
distinguished shoes more distinctive—with an Send Today for Samples and our New Booklet Just Issued 
added style appeal that quickens sale. 
This Johnston & Murphy Shoe of Roser’s 
Pigskin is a particularly fine example of fine 
shoes made finer by the leather in them. 


M HERMAN ROSER & SON Inc. 


x GLASTONBURY, CONN. 








Kom-Fut Arch Support Co., Inc. 
N Ernest W.Worsdell H. 0. Richards & Co. |\ 107 Duane St., New York 


Co. Inc. . 48 Lincoln St. 


nous.rwra/ see | om A | ARCH SUPPORTS 


Goon oo oe doo Do oo oon ooopoooodooo0n 
ANNOUNCING HOTSPUR CREPE RUBBER! 


A particularly fine grade of Ceylon Plantation Rubber especially Na Penal 


@ Phtehnemses prepared for the requirements of the American Shoe Manufacturer Brown, Red, Orange, 
Gray, Yellow, Pur- 


R’te%*x” HERMANN WW E B E R bk, Green, Bisck, 


REPRESENTING RUBBER INDUSTRIES, Ltd. Snow White, Jaz 


606-610 NEWARK STREET, HOBOKEN, N. J. (mized). 
IMPORTERS OF FINE RUBBER 


+e bE EECEEGCEECCECEECECEECECEECEECEECEEEEEELLEH 



































Fine Calf Leathers | Pm. GREELEY BOUDOIRS— 


Yes! Greeley Boudoirs are in a 
Manufacturers of class by themselves. Testimo- 
nials substantiate our claims 
Velvetta Calf— of quality. Your _— 
will respond quickly to 
Tuscan Calf— ‘ - the pretty patterns and 
° periect workmanship, 
Russia Calf— « STOCK Greeley Boudoirs_re- 
In Biack or Colored veal. Sample them. Full 
Strictly Pine Full-grain Calf Leather Kid. 36 pair lots only. rubber heels a feature. 
HUNT-RANKIN LEATHER CoO. If Your Jobber Cannot Supply You, Write Us. 


106 Beach St., Boston, Mass., U. S. A. 3 yc A. W. GREELEY, Haverhill, Mass. 5X 
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DECIDEDLY BROCKTON SHOES 


are the finest men’s welts 
you ever saw to retail at $5, 


$6 and $7. 





SS ql 
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DID) 


ization | 

rts are | 

proper | e 
| They are low-priced shoes 

signed . 

Lay | made of high-grade ma- 
nt y . 

e may || terials. 

ts, and | 


Our 7,000 pairs daily pro- 


duction is the answer to 
“How do you do it?” 


A volume business on a 
close margin of profit pleases 
“us more and benefits our 
trade more than a limited 
turnover at correspondingly 
high costs of production. 
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Our pictures portray 


| 
| 
| 
| 
| 








RS the perfection of our s — Our new French Brogue 
r, Blue, lines. . : made in’ any high grade 
range, \ calfskin. Heavy back sole. 
+, Pur- > ’ Rubber heel. Price $4.50 
Black, 
Jazz 5 
: 
—— £2 
za) 
D 
“x < 
ATE 
na 
ms |# BROCKTON SHOE MANUFACTURING CO. 
ade 10 BROCKTON MASS. 
1 
7 : Boston Office and Sales Department, 117 Lincoln Street 
re- ; 
= Nis Duane St. é NiFourt ee Security Bldg. 438 Peachires Avcade 801 Russell Building 
lay 
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‘lhe Shoe that breathes 





Proving by the “Smoke Test” tha 
“Vento Shoes” will take in air and exp 
it through the patented vent holes in th 
toe. This is done even more thoroughl 
and evenly by the natural flexing of th 
vamp by the foot in walking. 


FE. offer to the most progressive merchant in each city and town the 

exclusive sales right of the “Vento” Shoe. Here, at last, is a ventilated 

shoe for men which is so perfect that its salability will be gratifying indeed 
to every merchant who is alive to the great demand existing for a shoe which 
cures over-heated burning feet. 


For the convenience of our dealers we will carry the Vento Shoe in stock in 
four popular styles. 


If you have not already investigated this great advancement in shoemaking, 
why not do so now? 


VENTO SHOES IN STOCK 


The 
REFRESHING 


IT BREATHES 
TRADE MARK 
Stock No. 1300 Stock No. 1250 
Kid Oxford, Sterling Last Colored Calf Oxford, Hague Last 


THE PRESTON B. KEITH SHOE COMPANY 


BROCKTON y Campello Station $3 MASS. 
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Meet the BIG Demand for $4 and $5 Retailers 





Here’s Our Newest 


IN STOCK IN STOCK 
ons 


IN STYLE : IN STYLE 


No. 852—Black Cedar-Cliff Satin Suede Trim, Lattice 
Front Strap, E’ Ladd pesters, a? Full Spanish Heel 
imt. Turn. B and C. Code “Gab $3.50 
No. 853—As above with 12/8 Cuban Heel. Code “a 


18 and 36 Pair Orders Only on This Number 
Order now for June 10th Delivery 











Biggest 
Values 


on Fabric 
Footwear 


835— Black Cedar-Cliff Satin, Suede Cut-Out Front 18 and 36 Pair Lots 


Strap. Imt. Turn, 12/8 Cuban Heel, C width only. Given Preference in 884—Black Cedar Cliff Satin, Suede Cut-Out Front 
Code “Carlyne.”. $3.25 ss eg Imt. Turn, 9/8 Military Heel. C width. 
834—Same as above with 14/8 Full Spanish Heel. Shipment ode “Suzy.” $2.75 
B and C widths. Code “Charlotte. .$3.50 see “Same as above with 14/8 Half Spanish Heel. 
$2.75 


ANNAHSON 


881—Same as above with 12/8 Cuban Heel. C 
$2.75 
HAVERHILL MASS. 


width. Code “‘Zella,’ 


SPECIALIZING 
IN WINNERS 





550—White Whipcord, White Kid Cut-Out Front 
Strap, Imt. Turn, 12/8 Cuban Heel, C width. 


Code “‘Mazi”........ . $2.35 299—Genuine Silver Brocade One Strap—Front 
259—As above except “white washable cab. C Strap imt. Turn, 15/8 Full Spanish heel, to D. 
width. Code “Patria” ... $3.75 : Code “Newport” $4.50 
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and perforated vamp 
and tip, stitched heel 
seat, sizes 6-10, 
widths B-D 


$5.75 


Style 1621—Educa- 
tor Broadway bal 
boot, Imported black 
calf, perforated vamp 
and tip, stitched heel 
seat, sizes 6-10, 
widths B-D. 


$6.00 


Style 1657—Educa- 
tor Varsity Oxford, 
imported black calf, 
spaced stitched vamp 


tp. soft toe, 
10, widths 


$5.75 


Style 1660—Educa- 
tor Varsity bal boot, 
Russ calf, space 
stitch vamp and tip, 
stitched heel seat, 
brass eyelets, soft 
toe, sizes 6-10, widths 
B-D. 


$6.00 


Russia Calf, per- 
forated vamp and 
tip, sizes 6-10, B-D. 


$5.75 
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RIcE & HUTCHINS 


INCORPORATED 
13 HIGH ST., BOSTON, U.S. A. 


DISTRIBUTING BRANCHES 


Rice & Hutchins Atlanta Co. 
Rice & Hutchins Baltimore Co. 
Rice & Hutchins Chicago Co. 
Rice & Hutchins Cleveland Co. 
Rice & Hutchins New York Co. 
Rice & Hutchins St. Louis Shoe Co. 
Atlas Shoe Co. Boston, Mass. 
Jos. I. Meany & Co:, Inc., Phila., Pa. 
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Style 1618—Educa- 
tor Varsity Oxford, 
teny tan calf, space 
stitched vamp and 
tip, soft toe, sizes 
6-10, widths B-D. 


$5.75 


Style 1661—Educa- 
tor Varsity bal boot, 
imported black calf, 
space stitch vamp 
and tip, stitched heel 
seat, brass eyelets, 
soft toe, sizes 6-10, 
widths B-D. 


$6.00 


Style 1617—Educa- 
tor Varsity Oxford, 
lack calf 


sizes 6-10, 
B-D. 


$5.75 


Style 1620—Educa- 
tor Broadway bal 
boot, ussia calf 
perforated vam 
tip, stitched 
sizes 6-10, wid 


$6.00 


Style 1687—Educa- 
tor , cir- 


brass eyelets, sizes 
6-10, widths B-D. 


$5.75 
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Changing Parlor Methods to Practical 
Shoe Store Ways 


HE experiment of the parlor 

shoe store has been tried in 

many parts of the country. 
As a diversion from the regular stock 
racks and paraphernalia of shoe stores, it was thought 
to be in line with progress in merchandising to make 
the store interior look as different as possible from the 
customer and practical. Because style had come into 
shoes, it was thought necessary to put style into the 
place where shoes are sold. 

Many merchants, therefore, invested thousands of 
dollars in beautiful rugs, mahogany furniture, tables, 
sofa cushions, gold mirrors and apparatus indicative of 
the drawing room merchandising of shoes. 


Taking the Fluff Out of 
an Intensely Serviceable 
Business 


As an experiment in high tone 
shoe selling the parlor store has 
demonstrated two things; one that 
the customer has come to believe 
that she is paying for all the scenery; and, second, that 
the practical feature of fitting the foot is not considered 
with as much energy as the idea of fitting the eye. 


Parlor Stores By No Means Passé 


There will undoubtedly continue to be high grade 
stores with parlor ideas. The stunt goes well with shoes 
from fifteen dollars up, but those merchants doing a 
business in shoes from five to twelve dollars, should 
seriously consider the extent to which they may be 




















BOOT AND SHOE RECORDER 


May 31, 1924 


The Cobbler and His Helpful Wife 
(A classical painting by Brekelenkam, in the Musee of Amiens, France) 


impelled to depart from the practical and typical shoe 
store atmosphere. It has taken generations to develop 
a standardized form of shoe store. It is the accepted 
thing in the public’s mind to buy shoes in a store where 
shoes are racked on shelves and customers are served at 
a fitting stool. The polished salesman with one knee on 
the sofa cushion may have his place in deluxe shoe stores 
but the average, profitable and successful shoe store 
sticks to the fitting stool as the emblem of store service. 


But Times Are Changing 


For these reasons many a merchant is changing his 
parlor store back to a regular line shoe store with 
fitting racks and the outward and inward visible signs 
of his business, namely, shoe cartons and fitting stools. 

To make the store still more practical and profitable, 
he is bringing back the idea of the repair department. 
It may not be a whole mechanical kit of machinery, 
lasts and tools, but he is making a start in that direction 
by getting a practical shoe man who can not only 
repair shoes, but can make minor repairs of stitchings, 
readjustment of straps, new button holes and perhaps 
insert a front line strap on a shoe making it an up-to- 
date sandal. When a customer comes in after having 
worn crepe rubber soles and finding an inch at the tip 
has worked loose, a little cement and pounding on the 
tip sends the pleased customer out of the store again. 


Correcting Complicated Straps 


With complicated styles there are so many oppor- 
tunities of minor defects appearing after wearing that 
the store having a competent repair man on the prem- 
ises is able to make the shoes as good as new while the 
customer waits. 

The attachment of heel lifts on covered and block 
heels is another department of the work that has proven 
so valuable in having repair men on hand instead of 


around the corner or three blocks away. Some of these 
skilled repair workers are doing miracles with shelf 
warmers. They are making over old styles through the 
addition of a cut out, or simple front line strap. 


A Fore-runner of Repair Shops 


The prediction is made by many merchants that the 
expert cobbler and craftsman brought back to the 
store is simply a fore-runner of a new day when every 
store will again have its repair department. If auto- 
mobilies require service stations, how much more does a 
shoe store need to render real service in footwear and to 
cement customer contact. 

The parlor shoe store does practically no business in 
findings, dressings and profitable supplies. The most 
practical of shoe stores make in these features a con- 
siderable portion of revenue to pay their overhead 
expenses. 

An Adjacent Store for Repairs 


Where it isn’t possible to put a service department in 
the rear of a store, why not try the stunt profitably 
featured by a Pacific Coast merchant who has in the 
adjacent store set up an up-to-date repair department 
with an entrance from the street and an additional 
entrance from the side of his store. The reason for 
putting the repair store next door is that many a cus- 
tomer does not bring into a shoe store footwear which 
she may have bought somewhere else in town, whereas, 
with the repair department along side, she has a feeling 
that it is a separate institution. She therefore brings 
her work to the repair shop and has it completed and 
delivery made as if doing business with an independent 
concern. The customer that does come into the store 
for repairs is able to transact business with the repair 
shop management over a counter that is between the 
two stores. 
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Making New Styles Out of Old 


“Many a merchant having a ‘sick,’ or slow-moving 
stock, knows that the ‘shoe hospital,’ is the place 
where a ‘cure’ may be effected,” says W. H. Daley 
head of the shoe repairing house of Da'ey-Williams Co , 
114 Bedford street, Boston. 

And a large number of shoe “patients,” with a 
varying list of maladies, are constantly being received 
and discharged—revitalized. 

One of the most interesting operations for “‘re- 
juvenation”’ which my shop recently turned out was in 
the case of a large lot of patent leather oxfords. These 
had been stitched with white thread at every available 
point of decoration, including the welting. Our job was 
io convert the white stitching into black, without spoil- 
ing the patent leather in the dyeing. 1 am pleased to 
report that the result was most satisfactory. 


Wanted Good Black Dye for Suede 


“We have many reds, greens, and other bright colors, 
in calfs and kids, to dye black and this work proceeds 
swiftly and successfully. But the dyeing black of 
colored suede has always been a very delicate operation 
and one which we do not recommend. If the customer 
insists, we go ahead and do our best, but the result 
has almost invariably been a mongrel shade of bluish, 
or grayish black, any shade rather than the midnight 
black which is wanted. Right here let me state if 
some one could invent a black dye which would not 
‘lay’, or disturb, the nap of the suede and yet give it 
a good black, it would really be a great achievement. 

“Another dyeing job which my shop recently had 
was to dye black, bright red kid inlays. The idea was 
to make the shoe all one color. And speaking of cut- 
outs, we have had orders to change cutouts into in- 
laid effects. 
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Plain Pumps “‘Fussy” 


‘Whereas a few years ago, every one wanted straps 
attached to opera pumps, now the opposite demand 
prevails. We have many orders to detach straps— 
sometimes one-straps, sometimes cross-straps. One of 
our large orders recently was the conversion of a two- 
button Colonial strap pump, with two little buttons 
on either side, into a plain pump. We are also getting 
work on the conversion of fancy into plain oxfords. 
The once popular Mary Janes have come in for slash- 
ing to pump models. 

“When strap pumps are to be converted into plain 
pumps, there is often a very difficult. piece of work 
ahead of the shoe repairer. A common fault with the 
plain pump is that it is sometimes made very much 
too full and gaps at the sides. With strap pumps, this 
looseness does not make much difference, but when a 
plain pump is desired, it is necessary for the repair 
man, if he would do a good job, to look out for any 
slackness of lining which may exist. A strap pump 
should never be made over anything but its own 
last—otherwise a correct fit around the top is impos- 
sible. lt is very often necessary for the repairer to pull 
up the lining of the quarter as much as an inch; it 
must then be stitched tightly and rebound at the top. 
For the rebinding, the repairer must always have on 
hand a plentiful supply of 3-8 inch silk cord. With 
some of the strap pumps, we find that a deeper cutting. 
at the throat is necessary, so that they can clear the | 
rise of the instep. 

“One of our recent jobs on pumps was to remove a 
broad, fringed, flapper tongue from a front gore pump 
and replace it with a plain tongue, pointed upwards. 

“The general rule on repairing pumps is to rebuild 
them so well that there will be no looseness as to lin-. 

(Continued on page 56) 





No one knows where the shoe pinches but she who wears it 
(A elassical painting by Farmer, in the Victoria and Albert Museum, London) 
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Recorder Ad-Visor Plans a Sandal Week 


As Logical a Seller for Hot Weather as Rubbers in Wet 
Weather—Why Not the Last Week in June? 





AUERKRAUT is be- 
coming Americanized, 
paint, the savior of 

American homes, and raisins, 
the promulgator of the world- 
renowned American “pep.” 
Advertising is giving each 
a personality; sauerkraut is 
being translated into health; 
paint’s value is being reck- 
oned not alone in appearance 
but in lengthening the life of 


Sa 


Common sense staxts a 
nation wide style movement 


Gathering Points of Interest 


The less one wears the bet- 
ter for health. That is, more 
than anything else, the rea- 
son for the exit of the volumi- 
nous skirts. They not only 
picked up myriad germs, but 
prevented proper skin venti- 
Jation and once women had 
experienced the better feeling 
of lighter apparel they were 
won to it, all claims of “‘flap- 





whatever surface to which it 


perism” to the contrary not- 











is applied; raisins instead .of 


withstanding. That is why 














just a delicacy are now a 


the porous knit underwear 














vital part of the day’s food 


has put the old red flannels 











in supplying energy. 


out of the running. 











The florist “says it with 


There is one real univer- 





flowers” and uses sentiment 
as a business getter on 
“Mother’s Day.” Lumber 
dealers are planning to give 
hardwood a new significance 


STREET 





Your Name 


sally understood and desired 
attribute that the idea may 
be based on. Every one feels 
better when their skin is 
allowed to “breath,” and 


TOWN 








as a building material. They 
will make it more than just 
wood. 


Giving the Sandal an Identity 


The same principles that 
apply in forming opinions on 
a national scale are appli- 
cable in the case of local 
opinions. Unity of effort, con- 
centration on the idea and 
shoe in newspaper, window and direct advertising, 
and the shoe advertised become an instrument of 
especial use. 

Taking the three methods of advertising as a single 
unit they will become stronger individually and carry 
impressions through the first weak stages to the point 
of sale. 

A sandal advertised in the newspapers attracts those 
who are interested in sandals, to begin with, and they 
are led to investigate the advertiser’s sandals. If a per- 
son gets a letter telling of the advantages of wearing 
sandals during hot weather, then picks up the news- 
paper and finds more information about sandals and 
again finds a big window display of sandals upon going 
by the store, begins to think there’s something to 
the idea of wearing sandals, and that’s just what is 
wanted. 


ing the hottest day. 


When the old Roman charioteer took his crust of 
bread for sustenance during a long race and wore 
sandals he knew what to do to keep in the race. 

This is just our way of saying that sandals are com- 
fortable, for if any race knew all about ease and 
luxury it was the Roman. 

The sandal is the one type of shoe that will give 
one the comfort that comes with the changing from 
heavy unwieldy winter clothes to light summery 
things. It gives you in summer just the joy of the 
change in the spring from winter clothes. 

Have you got your pair? See our windows for 
youthful, airy models to keep you fit and fresh dur- 


through the advertising of 
apparel manufacturers they 
have been educated to de- 
mand clothes of certain man- 
ufacture. 

Right in the shoe business 
the same thing holds true. 
Leather is used principally 
for footwear because it is a 
skin and, therefore, has pores 
that allow some ventilation. 
No other product fills the bill so well. Yet it is an addi- 
tional skin covering that is really needed to protect feet 
from harsh elements, and once the weather softens the 
less foot covering worn the better. 

Again, getting away from reason and considering the 
eye. Sandals have always been associated with youth. 
The youngsters enjoyed the fresh feeling of barefoot 
sandals in hot weather long before the grown-ups, so the 
sandal is essentially, through this very fact, an unusu- 
ally youthful style. And where is the woman who is not 
interested in youth? 

Those two things are all that is necessary to have 
as part of any article to sell to women. Then comes 
the popularizing of the style. to the extent that every 
woman will feel that she is foregoing a deal of foot- 
wear satisfaction in not having a pair of sandals 
to wear. 








ly 
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The Direct Advertising 


The letter allows a little more room for explanation 
as to the preparations made for fitting every woman 
with a pair of sandals. Something like the following 
letter might be used. 

‘“‘Women are giving us their shoes to send home. 

“Once they try on a pair of our sandals they refuse to 
take them off. The sandal vogue is about the best thing 
that has struck Blanktown for some time. It’s so sen- 
sible to give your feet a ‘breathing spell,’ and so stylish 
because the sandal is so youthful a type of shoe. 

“Smart little cutouts that let your hose peek through 
and dainty straps that have the effect of making ankles 
slimmer. It makes no difference whether you select a 
suede, a patent, a black or a color you have a shoe that 
matches perfectly the summerish lightness of your 
frocks. 

“If you haven’t a pair now you don’t know what 
you're missing. 

“We'll send your shoes home, too, if you'll come in 
for a fitting. We know you'll never give up their smart- 
ness, their coolness, and their youthfulness while the 
sun is hot.” 

Sincerely yours, 


For a second follow-up letter during the week use: 
“Do you want to look years younger? 
“Then wear a sandal in 
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“Sandal Week.” Not too many sandals, but a repre- 
sentative showing of styles and leathers with a central 
message as a selling thought. 


“The Style That Is Sweeping America.” 

‘American Women Combine Smartness and 
Comfort in the Sandal.” 

“A Treat for Your Feet.” 

“*You Can’t Change the Weather, but You Can 
Change Your Shoes.” 

“For a Week a Surprise in Sandals.” 


The clippings of the newspaper ads ought to be 
pasted in the window. A clipping showing several styles 
might be featured in the center of the window with 
ribbons running from the pictured styles to the actual 
styles. 

Show a map of the United States with one sandal 
on it with the display card, “America’s Hot Weather 
Shoe.” 

The one big feature is the planning of the entire 
thing beforehand and starting everything at once. The 
very simplicity of the idea of doing everything at once 
contains the secret of boosting sales, but the simplicity 
is likely to be the cause of its being overlooked. 

New national feeling is being created daily for one 
product and another by trade associations who are 

spending money in national 





your favorite leather with a 
jaunty Cuban heel. 

“For this week we have 
made it a point in price, 
quality and style to give 
every woman plenty of rea- 
sons for wearing a sandal and 


sandal 
WecRo 


campaigns. Simultaneous ac- 
tion throughout the country 
gets results over the entire 
country, but local business is 
done in proportion to the 
amount of co-operation given 
these various movements by 


the interest in this common- = nye. & (enaviets the local merchants. Ma- 
sense hot-weather style has megihie hekatuibes » i terial is supplied each mer- 


more than exceeded our ex- 
pectations. 





chant which carries the ideas 














in the national advertising, 

















“There isn’t a style in the 


thus giving the merchant a 











whole of shoedom that offers 


valuable tie-up. The mer- 

















chant operating on his own 








so much real enjoyment from 








every point of view. 


hook doesn’t get this, so the 











necessity for planning for 





“Women exclaim, ‘It feels 











as though 1 were barefoot!’ 
and that tells you why you 
should have a pair. 

“Tf you want to feel fresh 
as a daisy—if you want to 
wear a youthful, becoming 
shoe—then you want to wear 
a sandal. 











STREET 


an economical {handling of 
the individual case is ap- 
parent. 

There is nothing highly 
original in all this. It has 
been done before in many 
parts of the country which, 
in itself, is proof of the 





TOWN 





“Be sure to try on a pair— 
THIS WEEK.” 


Sincerely yours, 
For the Window 


Just sandals in the window. 
A big display of the wording, 


you’ve worn a 


Why do you see so many sandals being worn? 
Just for the same reason that one changes into a " S 
straw hat when the se begins to ride high a rome own community, setting any 
There’s as much difference between a sa a : 
an oxford as there is between flannel and linen. Once date j which may oes best 
ir you'll see the Sirseee agree provided the one given in 
Yesterday the temperature was . We predict ‘ 
unusual sandal weather. Yours is in our windows, the heading does not seem 
but they’d better be on your feet. suitable? 


soundness of the theory. 
Why not try it out in your 
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FALL STYLES ISSUE 








No Over-Night Changes 


HE only permanent thing in fashion is change. 

In this one sentence we give you the strongest bit 
of advice that we could put into eight words. We 
could write a book and not say more. It is to be ex- 
pected that when people won’t buy what you are 
offering them, to change to something else may 
loosen the purse string. We had the trade’s greatest 
example of this fact on May 19 and 20. The era of 
pretty shoes came in and Louis heel boots went out. 
There were a lot of merchants, even presidents of asso- 
ciations, who objected to our recommendations to 
clean out at any price the old numbers. 

We are fortunate in having no sharp break in style, 
like that we had in 1920. The divide was so marked 
between eighteen-inch boots and Theo ties that there 
was great danger when the break came. The tidal 
wave swept through the stores, destroying all in its 
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path. The style opinion was changed almost over 
night. 

We have no such situation to face today. The in- 
dustry controls its own destiny. We have a few too 
many freakish types of shoes, but the public is still 
calling for them. The really beautiful shoe has grace- 
ful lines and very handsome straps, cut-outs, gores and 
overlays. 

Don’t misunderstand the term simplification. Don’t 
think it means rushing into plain, high-heel patent- 
leather oxfords and plain pumps. The styles that we 
are moving into are happy styles, smart and attract- 
ive, with more emphasis on the materials than on the 
intricacy of pattern. 

Style moves on like a broad stream. The customer 
has in her mind a definite shoe, good for June and 
July, and when a new number is put in the line and 
she comes in for a purchase in August, her selection 
will be for a strap, gore or cut-out that is in the same 
family, but a more favored sister of style. She is not 
leapfrogging from one extreme to another. 

The merchant in his stock adds a new number: it 
becomes a new talking point for the salesman; it pro- 
gresses along the same stream of style and is profitable. 
He should make his selection such that one style melts 
into the next, and no number automatically destroys 
the profit of the stock that he has on hand. 

This is the sane way of stepping from one season to 
the next, and frem one type of stock into another. It 
is the only way that we recommend a merchant to 
organize his buying and selling programs. He has 
several months ahead of him to sell sandals and fancy 
cut-outs. He should not spoil his customer’s taste for 
these fancy shoes by showing too many simplified 
shoes before September. 

Let the merchant get all that he can out of the stock 
on his shelves—and also those sandals and cut-outs 
that every woman needs for her colorful costume and 
contrast hose in June, July and August. 


a | 
Not Our Error—Weather Did It 


EW YORK is no positive barometer of style the 
L country over. An item in a recent issue empha- 
sized that men’s Scotch grain, double-sole, double- 
welted oxfords in brogue and regular patterns were 
enjoying a very steady demand in New York. We might 
well blame it on to the weather, because fur coats and 
ulsters were worn more days in the month of May in 
New York than in any previous year. 

One of the leading merchants of Texas calls our 
attention to the subject “‘of Scotch grain leather for 
men’s wear in May.” He advocates strenuously a dif- 
ferent type of oxford during the summer than what is 
worn during the winter. He says that, if the practice 
continues, together with our mention thereof from 
market centers, men will wear one type of oxford 
the year round and reduce the per capita consumption. 
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We acknowledge all this, but answer it briefly, “It 
is still winter in the merry month of May, but we look 
forward to a summer so hot as to make men rush into 
barefoot sandals.” 

Women may wear hats and shoes out of season, 
straws in February and felts in June, but consistent 
manhood holds to seasonable attire. 

Automatically with the first hot day we nationally 
recommend, on his advice, plus that of our own, for 
all merchants to take out of their windows and their 
regular stocks all heavy types of oxfords; to instruct 
their salesmen not to show heavy shoes in midsummer 
and to work hard on the light weights. Then automati- 
cally, when the fall opens, push the heavier types. 
Certainly two seasons can be made by national agree- 
ment in footwear. It exists in hats—why not shoes? 


— we | 
An Orderly Style Program 


GENERAL belief that beauty and some gradual 
A trend towards simplicity in patterns (which 
can be applied to certain appropriate leathers in few, 
rather than many, varied colors) makes for a stabil- 
ized buying program of utmost importance to the 
health of the whole shoe trade. 

Great progress has been made in the co-ordinating 
of shoe styles. One more important factor in shoe 
styling should be considered by style designers in 
making plans for the future, and that is the taking into 
consideration by those who have to do with style- 
making of the problems of material production. 

In the past there have been many new styles orig- 
inated, which were brought forth with little thought of 
the problems of the material manufacturer and which, 
by their sudden appearance, have made for uneconomic 
conditions which extend all through the whole shoe 
trade. 

Interdependent as are all three branches of the 
shoe industry—the leather tanner, the shoe manu- 
facturer and the shoe retailer—upon the general pros- 
perity of all, it is to be hoped that those who have to 
do with the making of style will, in the future, progress 
upon lines which are for the benefit of all three allied 
industries. 

The intelligent style designer, who plans the styles 
of the future, will do so with an eye to creating orderly 
rather than chaotic merchandising conditions. Such 
an important influencer of style should have full in- 
formation regarding sources of raw material supply 
and other important limitations upon the manufacturer 
of materials—above all, the realization that it takes 
time to make leather. 

Different kinds of raw material are required to make 
different kinds of leather, and there is no magic proc- 
ess whereby the leather manufacturer can suddenly 
adapt himself to a call for a kind or color of leather 
which is born over night in the mind of a style creator, 
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trying to originate a style with no regard for the source 
or selection of supplies. 

In other words, the creator of style should inform 
himself in advance as to the effect of the styles he 
creates. If this thought is added to the present general 
healthy trend of style stabilization, untold good will 
accrue to the allied shoe industries. 


oe | 
Sell "Em Whites 


ITH the advent of June forget all about the 

psychology of the weather retarding your white 
sales. May is gone; generally it was characterized by 
unfavorable weather, which acted as a brake on white 
shoe buying. Inasmuch as this was a national con- 
dition, you’re even with the other merchant. 

The best month of the year for selling whites is 
ahead, and the success of this type of merchandise in 
your store depends on how you handle it this month. 

Here and there a white model, trimmed with a color- 
ful piping, appears, but the fact that an all-white sea- 
son is going to be enjoyed appears to gain strength as 
the white season advances. 

During May, particularly when the weather was 
cold and curbed interest in whites, now and then a 
woman expressed interest in white models, but added 
that she would buy when the weather was warmer. 
This sign is indicative that many have held off until 
June, another reason why the month should be good 
for white footwear. 

It’s a sorry state of affairs when merchants get 
cold feet on footwear before the public has a chance 
even to see the shoes in the windows. The courage to 
show and sell what you have when the public ought 
to “have ’em” is to be recommended. 


a | 
Start “‘Hiking’’ Clubs 


UR hats are off to the “Evening World” of New 

York City. It has been encouraging “walk and 
be healthy.” It has a special department reserved for 
lovers of the outdoors. It has organized the “Evening 
World’s Hiking Club” with no dues and no limitations 
or restrictions as to membership, but members have 
the privilege to ask about routes, camps and equip- 
ment. The manager of the department, Jim Gilbert, 
outlines a hike and hundreds of people go over the 
route in club form or in individual groups. 

This service is an outstanding contribution to good 
health with the added features of good feet, good 
footwear and good times. 

Tell your local paper to fall in line with the big 
movement of hiking clubs. Before long we will have 
torch-light political processions, and the training will 
come in handy. This is the time of the year to get back 
to nature, and to do it on foot. 
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**Getting More Shoes Sold Right”’ 





Miniature, Yet Big Enough to Keep You Informed on What Is Presented 
in This Issue—and Other News 





Patents and Satins 
Cleveland, May 29—Up to 
the early part of this week the 
weather was a retarding factor 
in the retail shoe business. 
Patents and satins are selling 
freely in spite of the fact that 
whites are shown in window 
trims. The season has held 

back white trade thus far. 


Tan Calf Strong 

New York, May 28—Wo- 
men’s tan calf shoes are selling 
very well with the tailored 
costumes. Inasmuch as_ the 
weather has not been of the 
type to stimulate interest in 
whites, this business was slow 
to start. 


Striking Window Trims 

Buffalo, May 27—The win- 
dow trims of shoe store were 
particularly inviting this week. 
Colored suedes and whites 
were generously displayed, 
tending to add an air of bright- 
ness to the surroundings. 


In White and Pinks 


Boston, Mass—A very 
dainty effect in pinks and 
whites was shown in one of 
the shoe windows of Wm. 
Filene’s Sons Company this 
week. The dresses were hand 
made pink voiles and cotton 
crepes; the shoes were one 
straps, mostly, of white can- 
vas and kids; the hosiery was 
white. 

Beaded Gores 
Points 

New York City—Among the 
new effects shown on the new 
women’s shoes for July and 
August deliveries at the Brook- 
lyn Shoe Style Show were 
beaded front gores and “‘scis- 
sors” points. For illustration, 
in the latter case, a black 
patent leather, high throat 
pump, might have collar of 
gold kid, with five, or more, 
long points extending from 
throat over vamp. 


100,000 Sides a Week 


Production of patent leather 
is going on at the rate of 100,- 


**Scissors”’ 


000 sides a week. Bright shoes” 


are popular. 


Men’s Sport Shoes 

Detroit, Mich., May 29— 
Men are buying sport shoes 
earlier this season than in 
former ag tee hiage -- ap- 
pealed to men wing 
smart-looking modal in dis- 
play windows. 


Grays Featured 

Boston, Mass., May 29— 
Several of the shoe stores 
showed attractive window 
trims featuring gray shoes this 
week. Whites are generously 
displayed and shoe merchants 
expected the holiday to act as 
a stimulus to white sales. 

Style Revue 

Salt Lake City, U., May 28 
—A shoe style revue was held 
at the Booterie recently. There 
was much interest manifested. 
Attractive live models wore 
the latest shoe creations. The 


Blacks and Whites 

Portland, Ore., May 30— 
White kid models, carrying 
13/8 and 14/8 block heels, are 
selling freely here. Black satins 
and patents are holding up 
very well and merchants ex- 
pect this condition to con- 
tinue. 


Stitchdown Welts 
Boston, Mass.—Stitchdown 
welts are a new grade of shoes, 
such as sandals for play and 
slippers for house wear. Fore- 
parts are sewed by the stitch- 
down process; and heels are 





duri 


With the coming 
steady demand nationally. 


types. 





June Should Be Good 


The advent of June will mark a welcome event in the 
shoe stores throughout the country. Weather conditions 
May in all parts of the United States were decidedly 
unsatisfactory. Cold weather retarded sales of every type 
of shoe, holding back the demands on whites. 
of June, there is a more optimistic 
feeling that whites and colored suedes will meet with a 


An all-white season seems to be the most common 
opinion of shoemen, although a late report from a women’s 
shoe manufacturing center says whites, with colored pip- 
ings of various shades, will be worn by women who have 
a dash of color on their costume. The color of the piping 
will match color in the costume. 

Women interested in golf are buying tan oxfords with 
crepe rubber soles. It looks like a good season for sport 








hosiery trade was stimulated 
as well as the shoe sales. 
Satins and patents are sell- 
ing very well and the white 
season is going along smoothly. 


Whites Moving 

Los Angeles, Cal., May 29— 
Warm weather has done a 
good deal to stimulate the shoe 
trade in stores. Whites are 
going along at a satisfactory 
rate and indications point to a 
good season. 


Leather Notes 

Boston, Mass., May 29— 
More activity in the calls for 
calf leathers was a most re- 
cent feature of buying by 
manufacturers. Black calf as 
well as the various colors sold 
well. Sport leathers are meet- 
ing with steady calls. 


Men’s Fall Styles 
Boston, Mass., May 29— 
Men’s shoes for fall are very 
striking. New shades of tan 
leathers are being used and 
they are lighter than the 
materials used in fall models 


in former years. 


nailed like a heel on a welt. 
Since these shoes have no ex- 
tensions on the heels, rubbers 
may be slipped on over them as 
easily as over other kinds of 
shoes. 


Fancy Stitchings 

Brockton, Mass., May 28— 
Several rows of stitchings are 
used in adding dash and 
swagger to men’s fall shoes. 
Perforations are used mostly 
in tips. Pinking is applied also 
on tips and to some extent on 
foxings and vamps. 


Spiked Golf Shoes 
Sateen, ee H. 
an Company is m 
ral shoes, with spikes, as we 
as with cre and cup 
soles. Some clubs have raised 
the ban against spiked shoes 
on their courses. 


Lightweight Models 
Boston, Mass.—Lightcolored 
patterns for college boys are 
offered here, and light welt 
shoes, with novelty uppers, 
such as pearl buck, trimmed 
with alligator. 


12-Ounce Welts 

Lynn, Mass.—Goodyear 
welt shoes, weighing 12-ounce 
to the pair, are made here, on 
a regular run. They are patent 
leather novelty pumps. It is 
believed that these are the 
lightest welts yet. 


Tan Oxfords Good 

Chicago, May 29—Airedale, 
jack rabbit and other colors i: 
suedes, according to most o! 
the retail shoe merchants here. 
needed warmer weather than 
that which prevailed durin; 
most of May, to move them 
freely. Men are more inter 
ested in tan shades in oxfords. 

New Novelty 

Chicago, May 28—O’Connor 
& Goldberg, at their Costume 
Bootery, recently featured a 
new e and front strap nov- 
elty model in several colors, 
including: red, blue, green, 
brown and white. 

Operas Gaining 

Cincinnati, May 28— Women 
are not expressing a call for any 
specific pattern or material. 

lacks, tan calf and colored 
suedes are moving along in the 
order named. Opera pumps 
have shown more strength in 
recent weeks. 


Gore Style Shoes 
Haverhill, Mass.—There is 
a theory among some shoemen 
here that gore style shoes will 
be worn Suhe the fall and 
winter, pores because they 
can be slipped onto the foot 
with ease and , and 
partly because arctics will fit 
over them with unusual smooth- 
ness. 
Pigskin Linings 
Genuine pigskin linings are 
used in men’s golf shoes. 


Sports Shoes Featured 

Des Moines, May 28—Sev- 
eral retail shoe concerns have 
ut stress on sport shoe styles 
‘or this season. One firm had 
an excellent display, showing 
sport numbers for every sum- 
mer occasion. 


Styles for Fall 

The Northwestern Shoe Re- 
tailers’ Association recently se- 
lected the style leaders for fall. 
The report covered men’s, 
women’s and children’s types. 
In full it is printed in the 
Minneapolis department of 
this issue. 
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Up the Ladder 





There’s Opportunity in the Shoe Industry 
for Retail Shoe Salesmen 


(Ne eae 
=P Toro eee 
| 


of Achievement 


are the logical ones to take up the reins when those leaders, now in command, decide 


\ N 7 HO are the future shoe store operators of the country? You as retail shoe salesmen 


to look for competent men to succeed them. 

Throughout the country today there are hundreds of prosperous retail shoe merchants 
who have built up their trade by hard work and alertness to conditions. They’re looking for 
somebody to carry on. They aren’t going to allow their life’s work to die the moment they stop 
taking an active part. You, as a retail shoe salesman, have an unlimited field in which to de- 
velop as a shoeman. There’s opportunity in the shoe industry.‘ It’s up to you to impress the 


“boss” that you're a prospective shoe merchant. 


N exchange of experiences concerning the most 

important problems in retail shoe merchandis- 
ing is a simple expression of the function of ““The 
Ladder Club.”’ For the first meeting on June 2, 
which will have been held when most of the sub- 
scribers read this number, “Style Confusion’”’ was 
the subject. No doubt an exchange of experiences 
brought out numerous constructive thoughts to 
those attending. 

“The Ladder Club” is a simple arrangement. If 
your store has not already enrolled, do so at once. A 
leader presides at the meetings. He doesn’t have to 
be the same person at every meeting. A brief sum- 
mary of what you accomplished at the meetings 
should be sent to the Boot and Shoe Recorder in order 
that the most valuable results can be broadcasted 
through the editorial pages to other members of 
“The Ladder Club.” 

The experiences of a salesman at a “Ladder Club” 
meeting in telling how he matched a woman’s gray 
dress with gray hosiery and shoes, and then sold her 
a pair of patent leather pumps to contrast with the 
gray hosiery, shows that there are many opportuni- 
ties to sell extra pairs. His way of selling the extra 
pair may not correspond exactly to your ideas, but 
probably one or two little things may be incorpor- 
ated into your methods for future application. 

Extra sales ideas exchanged by Ladder Club 
members will be one of the best means of making the 
organization valuable. 


It is attention to details that leads 
to mastery of responsibilities. Your 
first duty is to sign and send in this 
application. 


| 


We have a special prize for the retail shoe sales- 
man, who is a member of “The Ladder Club” and 
who sends in the best idea for making two sales de- 
velop where apparently there was only one. 


How to Organize 


There’s nothing complicated about getting 
started. For the next meeting on Monday, June 16, 
the subject: “Arrangement of Sizes” will be dis- 
cussed. Questions and an outline on the subject will 
be printed in the June 7 issue. Choose a leader as 
presiding officer for the session and have a member 
record the most important notes and send them to 
the Recorder. For the following meetings, a new 
leader may preside. Conduct the meetings along the 
open-forum plan. Remember an exchange of retail 
shoe merchandising experiences by those on the 
floor is the most valuable way for getting ahead. 





Application for “‘Ladder Club’? Membership. 


“Ladder Club” Editor 
Boot and Shoe Recorder, Boston. 

The Store wants to join 
“The Ladder Club,”’ with members. 
Send free copies of Arthur L. Evans’ 
The Retail Shoe Salesman each month, 

It is understood that membership to “The 
Ladder Club”’ will cost us nothing except real 
interest, enthusiasm and consistent cooperation. 
Signature 
Address 
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What Buyers Think of Style Trend 


A Country-Wide Survey Made in New York 
During the Brooklyn Show 


HE hundreds of merchants who attended the Brooklyn style show in New York last week 
left with the very definite impression that, in high-grade lines at least, fall shoes will be 
simpler in pattern and will exhibit a wide diversity of materials. 


They also resolved, however, that this trend shall not influence their summer sales to any 
great extent. Pretty shoes now on their shelves—cut-outs, sandals, straps, etc.—will be sold at 
regular prices with perhaps a few of the simpler patterns as an extra pair proposition. 


What they say about styles and how they interpret the Brooklyn showing is re-told in the 
following inquiries secured by a Recorder representative during the progress of the show: 


A, W. Smith, Buyer for Browns will be very good 
Strawbridge & Clothier, this fall. I find some indica- 
Philadelphia tion of it now in the Quaker 
City, but I find more indication of it here in New York 
than elsewhere. We have not been able to get browns 
going, because of the popularity of patent leather, in 
cut-out patterns, which show so well the light-colored 
stockings. I think that brown satin for fall will be very 
good. Brown shades combine pleasingly with wood 
shades of hosiery. I think the sunburn shade of hosiery 
will be much worn with browns. We have been selling 
white washable kid very freely, as well as white glazed 
kid. I expect a big white season, with canvas and linens 
to follow the kid and calf a little later. I also expect to 
sell white buck in sport shoes—we are having a very 
fair business on that now; even with adverse weather 
conditions. Just as soon as the weather gets warmer, we 
will go right into the white shoe selling in great shape. 
Straps, I believe, will continue to be favorites. There 
will not be such elaborate cut-outs sold as formerly, as 
I believe that the people are getting tired of them. The 
public want shoes on refined lines. 


eee 8s 
Joe Glaser, Buyer for the Frank The ladies still love 
and Seder Chain and for the pretty shoes. White 
National Department Chain will be good for 
summer—also tans and browns—and “everything” 
snappy will sell. 


Maurice J. Yoskin, of Children’s shoes will be 
Geuting’s, Philadelphia, very smart for fall— 
Chairman of the N.S. R. A. more like the grown- 
Children’s Style Committee ups than ever—and so 


we shall see light tan Russia calf for the kiddies. These, 
I think, will be very big in grain effects. I note a tend- 
ency toward gore and Colonial fittings for children. 
These, to me, look big for this coming fall. I believe that 
many light tan Russias will sell before fall. Patent 
leather for dressy effects will be good. There will be an 
unusual demand for crepe soles for children’s shoes— 
the little folks will wear them as low down the scale 
as 6’s. There will be much white footwear worn by the 
children, and you will see crepe rubber soles on white 
elk shoes. 


e*e¢ 


W. A. Geuting, This is going to be a big white year. 
of Philadelphia There is a real revival today of tan. 
We came here chiefly for the purpose of getting into 
the atmosphere. There is something electrical about a 
big get-together of buyers. Every mind in the vast 
assembly is concentrated on the “best bets.”” We may 
not place an order at the time; our ideas are coming so 
thick and fast that we may not be able to classify them, 
but all of these beautiful offerings have made a distinct 
impression upon us; they have sunk into our sub-con- 
scious minds, and we intuitively know now what to 
order for late summer and fall. 


E, A. Clark, Buyer for For fall in a dress shoe, black 
the Stone Shoe Co., suede will be good—also all 
Cleveland, Ohio shades of browns in all ma- 
terials. White shoes are moving fairly now—should 
move better with the weather. Straps will be best sellers. 
Pumps, plain, or with dainty trimmings, should be 
bought only in highest grades. Watch out for pump 
fittings. 
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J. J. Sensenbrenner of the Tan calf looks today 
Senac Shoe Co., St. Louis like the outstanding bet 
in oxfords and gore effects. There will be some fancy 
oxfords. Toes will be bought according to location— 
either full French, modified, or a tendency toward 








C. B. Klingensmith, My trade wants straps and 
of Youngstown, Ohio box heels, up to 16/8. White is 
selling well-—also patent leather. Cannot see brown for 
fall. Black suede will be good for fall; also patent 
leather; also satin. I believe that the women and children 





pointed toes. I bought some 
evening slippers here. 


David B. Hughes, Buyer 
for Gladding Dry Goods 
Company of Providence 

I bought some shoes here 
mostly in plain effects for 
June delivery, with block 
heel. The block heel is the 
best bet now, and I believe 
will continue. Patent leather 
is good right now, also black 
satin and white kid. Tan 
Russia calf is beginning to 
sell. I bought a few oxfords 
with inlays for July 15 de- 
livery, to sell for fall. I think 
that oxfords in fairly short 
vamps, modified French toes 
and high heels, will be good. 
We alwayscarry opera pumps 
and I bought quite a few 
here. Our store is very high 
grade and that is the reason 
we sell them. Pumps must 
always be bought in the high 
grade makes if you would 
make satisfied customers. We 
use many buckles with our 








A Tribute to American-Made 
Footwear 


High tribute is paid to American-made 
shoes by A. H. Geuting of Philadelphia, who, 
with C. K. Chisholm of Cleveland, and F. E. 
Foster of Chicago, has just returned from Eu- 
rope. “Our purpose,” says Mr. Geuting, ““was 
to learn all we could about styles. Frankly, the 
United States surpasses Europe from every 
point of view—lasts, patterns and originality 
of ideas. 


“I attended the races at Longchamps and 
St. Cloud and looked over the shoes at Peru- 
gia’s, Greco’s, Hellstern’s and Julien’s and I 
have seen many of those which have been im- 
ported into this country—and there is nothing 
in them which need frighten any American 
manufacturer. Nine out of ten of the well-shod 
women I saw turned out to be Americans. An 
American woman begged me to open a store in 
Paris. 


*“*There is no real talent in the retail shoe 
business in Europe. Most retail shoe salesmen 
do not know how to fit a foot properly. Manu- 
facturers are anxious to bring the shoe indus- 
try in line with that of this country, but do 
not have the retail organization to carry out 
their wishes. There are just two widths—full 
sizes and E widths.”’ 








of Youngstown will want 
some tan Russia calfs, but 
mostly in oxfords and strap 
patterns. He is selling some 
brown kid today. What sells 
in New York City and Cleve- 
land is usually in demand in 
Youngstown, Ohio, about six 
months later. It does not do 
to keep too far ahead of your 
buying clientele—a shoe mer- 
chant must diagnose the 
tastes of his own section. I 
believe that I will do a nice 
business in low heel, welt 
oxfords, with some few cut- 
out effects in turns and light 
McKay oxfords for fall. 
Welts will be the largest sel- 
lers in 9/8 to 12/8 heels. 


H. A. Baker, Buyer for 
Frank Werner Co. of San 
Francisco 

Bought light tan Russia 
with plain tongues with 12/8 
block-covered heel for August 
delivery. Am now purchasing 
for fall. One cannot over- 
look gore pumps this year. 


pumps. Our trade is not buying white shoes as heavily 
as is the trade in other sections. The 8/8 heel is the 
best selling heel; 12/8 or 13/8 block heels are also good. 
Straps are the biggest sellers—in plainer patterns. I like 
side gore pumps. I think that the front gores are apt to 
hurt the ankle. I am going to buy some side gore pumps 
for fall. 

I would ask the buyers to remember that to my 
way of thinking the public will always want something 
new—we are still in the “millinery” game. 


e®e¢e¢ ¢@ 


E. D. Gildersleeve, Jr., Black patent will be just as 
of Poughkeepsie, N. Y. good for fall as it is now. 
White kid is going to be a big summer seller. Gore 
pumps with buckles in 14/8 heels are going to be big 
sellers. 


Straps will be in demand in simpler effects and the low 
heels will continue to be favorites for a while longer, at 
any rate. Patent leather, black satin and black suede 
will be good for fall. Opera pumps are big on the Coast, 
but, of course, they are only popular in the best makes. 
Whites will be very big this summer. San Francisco is a 
big white town. The 14/8 box heel will be a favorite. 


eee s6 


Ad Aymer, of Halle The hosiery people set the styles, 
Bros., Cleveland regardless of what the shoes are 
to be. The matter of toes depends on the location. As 
to vamps—there will be more short vamps worn in 
Chicago and New York than in Ohio. As to heels, the 
general tendency just now seems to be for the 10/8 to 
15/8 heel. The tendency toward the Louis heels, as 
high as 17/8 is increasing. As soon as warm weather 
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As a grand finale to the Brooklyn Style Show of 1924, members of the Shoe Manufacturers’ Board of Trade presented a 
ten-o'clock style show, full dress banquet and stage frolic in honor of the shoe buyers of the country, on Wednesday, May 
21st, at the Hotel Commodore. 

The hosts were: J. Albert ¢ Son, Inc., Algier Shoe Mfg. Co., American Shoe Co., George W. Baker Shoe Co., Cornell 
Shoe Co., J. ¢ T. Cousins Co., John Cramer ¢ Son, Degen-Lipp, Inc., A. Garside ¢ Sons, Inc., Andrew Geller, Inc., 
Griffin-White Shoe Co., Julius Grossman, Inc., Horn Shoe Mfg. Co., F. S. Kauder Shoe Co., Kozak ¢ McLoughlin, 
Inec., Kurz ¢ Lapidus, J. J. Lattemann Shoe Mfg. Co., Inc., Lax § Abowitz, I. Miller ¢ Sons, Inc., Perfect Shoe Mfg. 
Co., Pincus ¢ Tobias, Inc., Dr. A. Posner, Shoes, Inc., and Strassburger-Stiles, Inc. 

Shoe and leather men from all over the country attended and the style show was made an evening footwear display and 
staged immediately following the big banquet. A thousand seats were reserved and more were needed before the ten-o’clock 


bell rang. 
In the stage frolic which followed the following stars performed: Eddie Cantor, Fanny Brice, Phil Baker, Hilda Ferguson 








and others. It was staged by Ned Wayburn and music by Paul Whiteman. 





comes we shall see a letting off on the blacks, and whites 
will come to the fore, also tans, the sales on which are 
increasing. A glazed gun metal calf with buckle will be 
good. Brown is the logical fall color and I believe will 
be much worn in our section. 


H. C. Volreath, of H. S. Black suede, patent leather, 
Pogue Co., Cincinnati and black satin will be good 
for fall; 15/8 and under, heels, will be good for walking 
heels, and for evening the high heel, to as great a height 
as 2 1/8 inches. All white this summer, with white kid 
leading, and the favorite heel will be a 12/8 block. 
There will be some monogram pumps. In high-grade 
shoes, pump effects are best. Dark brown ooze and 
brown satins in various shades will be the best ever 
as soon as the weather is favorable. 


e#eee 
C. P. Willard, of | Tan Russia, in higher heels, will 


Gloversville, N. Y. be fine in high-grade shoes. At the 
present time, the 13/8 and 14/8 heel is good. Black 


suede and gun metal will be good for fall. Brown kid 
and satin, and black kid will be good for fall. You will 
also see some smart, square toe, “doggie”’ oxfords. I be- 
lieve that the women like an 8/8 heel. Do not think 
that white kid will be as good as darker shades, on 
account of the light-colored hosiery. 


E. Roy Smith, Instep gores are going to be 
Assistant Buyer of the popular shoes for fall in pat- 
Jordan Marsh Co. ent leather and light tan 
Women’s Shoe De- Russia calf, with modified 
partment, Boston French toes and higher heels. 


ees 

George H. Wirth, I anticipate a big white summer. 
of the Geo. H. I believe light tan Russias will 
Wirth Co., Boston soon commence to sell in large 
numbers. For fall we shall again find black patent popu- 
lar, with black satin and suede. Refined patterns are 
most in demand by my trade and I sell always some 
plain operas. 
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N.S. R. A. Committees for 1924 














Appointed by President Seaton Alexander 


By-Laws 
H. A. Rosenbach, Chairman, Chicago. 
Howe, Boston. 


Langston, Fort Worth. 


a 
N. 
. J. Sensenbrenner, St. Louis. 


A. 
B. 
N. E. Jacobs, New Orleans. 
L. E. 
a. S. 
Erecutive 
John Slater, Chairman, New York. 
C. K. Chisholm, Cleveland. 
Fred E. Foster, Chicago. 
Harry W. Hahn, Washington. 
Percy E. Hart, New York. 
Finance 
C. E. Williams, Chairman, St. Louis. 
Otto Hassel, Chicago. 
Chester Herold, San Jose. 


Freight and Transportation 
C. Ludebuehl, Chairman, Pittsburgh. 
Cal Mensch, Pittsburgh. 
Martin Murray, Wilkesbarre. 


Grievance 
A. E. Taylor, Chairman, Chicago. 
Carl Burgstahler, Chicago. 
Harry Silver, Chicago. 


Insurance 
Victor Vaile, Chairman, Kokomo. 
John J. Baird, Columbus. 
N. E. Jacobs, New Orleans. 
Fred S. Stewart, Atlanta. 
W. W. Willson, Boston. 
Legislative 
Harry W. Hahn, Chairman, Washington. 
Arthur Burt, Washington. 
A. B. Caspari, Milwaukee. 
J. C. Fedler, Jr., Louisville. 
H. J. Rich, Washington. 
Roy E. Stevens, Ottumwa. 
Membership 
Reuben Stiefel, Chairman, Memphis. 
M. M. McCain, St. Louis. 
Frank P. Meyer, Danville. 
D. F. Sullivan, Fall River. 
K. W. Watters, Buffalo. 
Publicity 
W. W. Willson, Chairman, Boston. 
Chester Herold, San Jose. 
L. E. Langston, Fort Worth. 
C. Ludebuehl, Pittsburgh. 
Roy E. Stevens, Ottumwa. 
K. W. Watters, Buffalo. 
Chas. E. Williams, St. Louis. 
Rubber Committee 
D. F. Sullivan, Chairman, Fall River. 
F. E. Ballou, Providence. 
Gus Fenner, Port Huron. 
R. Metz, Chicago. 
Chas. T. Miller, Poughkeepsie. 
S. A. Schulein, Spokane. 
Frank F. Wulff, Colorado Springs. 


Styles 
H. C. McLaughlin, General Chairman, Cincinnati. 


Women’s 
Maurice A. Weiss, Chairman, New York. 
O. G. Adams, Chicago. 
Elmer A. Clark, Cleveland. 
W. A. Geuting, Philadelphia. 





Women’s Advisory 
Maurice A. Weiss, Chairman, New York. 
E. Amar, Cleveland. 
T. Henry Black, Portland, Me. 
John G. Buckley, Houston. 
F. H. Bush, Los Angeles. 
Harry Cantrovitz, San Francisco. 
J. C. Fedler, Jr., Louisville. 
Harry A. Gibson, San Francisco. 
I. R. Jacobs, New Orleans. 
W. A. Knight, Portland, Ore. 
A. LaRose, Cleveland. 
Harold McNeil, Boston. 
C. B. Miller, Columbia, Mo. 
Charles E. Petot, Cleveland. 
Geo. A. Pierce, Minneapolis. 
Milo A. Slade, Des Moines. 
Fred S. Stewart, Atlanta. 
Harry C. Vollrath, Cincinnati. 
H. H. Watson, Texarkana. 
Carol S. Wills, San Francisco. 

Men’s 

A. E. Taylor, Chairman, Chicago. 
Jesse Adler, Vice-Chairman, New York City. 
Geo. N. Geuting, Philadelphia. 
B. H. Orr, Cincinnati. 
Chas. Voller, Cincinnati. 


Men’s Advisory 
A. E. Taylor, Chairman, Chicago. 
Jos. Berberich, Washington, D. C. 
Morris Ellis, Nashville. 
Irving B. Howe, Boston. 
Dave Kempner, Little Rock. 
William Kaufmann, San Francisco. 
R. S. Love, Memphis. 
George E. Peirce, Providence. 
I. S. Rosenberg, Joplin. 
Thomas Sherron, Sanghis. 
W. S. Strycker, Omaha. 
Children’s 

Maurice Yoskin, Chairman, Philadelphia. 
Ralph Baker, Los Angeles. 
Carl Burgstahler, Chicago. 

Children’s Advisory 
Maurice Yoskin, Chairman, Philadelphia. 
L. J. Bergmann, Columbus. 
Fred R. Brusing, Youngstown. 
George P. Bussey, Macon. 
Albert K. Cohen, Little Rock. 
H. 8S. Gordon, Cincinnati. 
W. H. Griffith, St. Joseph. 
Joseph Hart, Helena. 
A. F. Herden, Ft. Smith. 
David B. Hughes, Providence. 
George Mouat, Bedford. 
Chas. W. Rainsberger, Pittsburgh. 
R. W. Sturgeon, Des Moines. 
Clyde Taylor, Cleveland. 
F. G. Wright, Louisville. 

Ways and Means 
A. H. Geuting, Chairman, Philadelphia. 
C. K. Chisholm, Cleveland. 
A. C. McGowin, Philadelphia. 
John O’Connor, Chicago. 
J. P. Orr, Cincinnati. 
John Slater, New York. 
1925 Convention Committee 

Irving B. Howe, Chairman, Boston. 
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St. Louis Plans to Hold Big Style Show 


January 5, 6 and 7 


Manufacturers Agree to Show Practical Styles Which Can Be Delivered in 


Shoe Manufacturers’ and Wholesalers’ Associa- 
tion has announced that a St. Louis Shoe Style 
Show will be given January 5, 6, and 7, 1925. The entire 


A FTER some weeks of discussion, the St. Louis 


Statler Hotel has been taken 
over by the association for 
these dates and will be re- 
served exclusively for the St. 
Louis manufacturers. 

The style show will be 
given in the elaborate ball 
room of the hotel and admis- 
sion will be by invitation 
only. 


To Participate Also in August 
Show 


The St. Louis manufac- 
turers, with the wide experi- 
ence gained from the mag- 
nificent Pageant of Fashion 
held each year in August, 
contemplate a shoe style 
show that will grow to be of 
national importance to the 
retail shoe trade. They will, 
however, participate in the 
Pageant of Fashion held in 
August as in the past. They 
feel that this August show 
meets the requirements of 
the merchant visiting the 
market for his fall buying. 

The January date was de- 
cided on to give retail shoe 
merchants throughout the 
country an opportunity to 
purchase shoes which can be 
delivered in time for Easter. 


Time for Easter Selling 











Europe Feeling Better 


Milwaukee, Wis., May 28—Better business con- 
ditions throughout Europe, with but few exceptions, 
are reported by Fred Vogel, Jr., president of the 
Pfister & Vogel Leather Company here, upon his 
return from a trip of several weeks abroad. Intro- 
duction of the rentenmark has given stability to 
values in Germany and has completely checked the 
wasteful spending of money that was once universal 
in Europe, Mr. Vogel claims. 

“Business in England is improving,”’ said Mr. 
Vogel. “Unemployment is growing less and less; 
there is an optimistic feeling throughout the island. 
Export business is growing slowly. The income and 
outgo of national expenditures is headed in the 
right direction and a small surplus has been achieved. 
France has had the problems of the reparations and 
with the decline in the value of the franc had 
reached the point where it looked as though the 
country was going through the same process as had 
Russia, Austria and Germany. 

“The financiers with whom I talked believe that 
the franc at five and one-half cents is the fair basis 
for France to do business on at the present time. 
There is no unemployment in France. Many foreign- 
ers are coming to France and they are welcome. It 
may be that this influx will make up for some of the 
deficiency in the French birth rate. Business in 
Switzerland is very much depressed. Their export 
trade has suffered greatly because of the high values 
of their circulating medium which makes it difficult 
for them to compete with surrounding countries. 
Italy under the dictatorship of Mussolini, is making 
rapid progress. They hope to be able to balance 
their budget before a great while. In Spain business 
was fair.”’ 








The St. Louis show will not be sectional in scope. 
Publicity which is being planned will cover the shoe 
trade throughout the United States. The St. Louis 
market is determined to set the pace for shoe style 


shows, froma practical stand- 
point, in that it will give the 
merchant an opportunity to 
buy and see the shoes that 
will be worn and can be de- 
livered in time for Easter. 

Cal. West, president of the 
organization, stated that the 
committees that will func- 
tion in producing the show, 
will be the same as the stand- 
ing committees of the organ- 
ization just appointed for the 
coming year. 


Changing Parlor 
Methods to Practical 
Shoe Store Ways 


(Continued from page 45) 


ing; that they be shaped 
gracefully and are not pitched 
too high at the throat. The 
shoe repairer wants to give 
the retail store salesman all 
the help on fitting that he 
can. Some years ago, when 
pumps were made long in 
the vamp and narrow in the 
toe, it was practically impos- 
sible for the short, fat foot 
to obtain a fit in same, but 
now with the full, French 
toes and shorter vamps, bet- 


ter results may be obtained in this direction. 
“Turn shoe resoling is difficult, but it can be accom- 





Practical Styles on the Runway 


One of the most important points stressed at all the 
conferences was that shoes shown on the runway must 
be practical and manufacturers must be in position to 
make deliveries in time for Easter selling. 


To Be National in Scope 


While no definite program has yet been formed, it is 
probable that the usual N.S. R. A. Convention special 
will be organized for the Boston show. 





plished and very satisfactorily, if the repairer is an 
expert. 

“As to heels, our principal work is to lower them. 
The baby Louis heel is often chosen—also the Cuban 
heel—all heights averaging 12-8 or lower —are popular 
and a broad base is necessary. (Strange as it may 
seem, we did not get many high shoes with Louis heels 
to renovate—nor to cut down, for that matter—the 
merchants evidently having sold these in the various 
bargain sales.) 
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SHOE STORE SERVICE 


SECTION 


A “Department of theBoot and ShoeRecorder 





Devoted to Findings, Fixtures and the Proper Display and Control of Merchandise 





The Call of the Great Outdoors Makes 
JUNE a Month of Opportunities 


the month in which colleges and 

schools matriculate their graduates 
and which sees the end of another school 
year. June—the month of occurrences. 
Happiness and joy prevail everywhere, 
and in the home and business world things 
are stirring with a renewed vigor. To the 
shoe man this month has big possibilities. 
With so much going on, graduations, 
weddings and social events, avenues of 
distribution are opened up that do not 
occur every month in the year. Yet the 
greatest possibilities for business this 
month do not lie in any of the above but 
in the outlook for the sale of recreation 
shoes. As the days of the month lessen, 
the desire to leave the noise and hum- 
drum of the city become stronger and the 
family prepares to depart for the great 
outdoors by steamship, railroad or auto- 
mobile. This is the time to benefit 


J UNE—the month of brides and roses, 


and in most cases the shoes your customer 
bought last year need replacement. If you 
have a repair department it is good busi- 
ness to drop a card to your customer call- 
ing attention to the need of fixing up last 
year’s hiking or fishing boots to make them 
serviceable for the coming season and in 
this way get acquainted with the cus- 
tomer who spends the summer months 
away from home. 

The old shoes need oiling and often re- 
soling; that is, the ones the parents or 
older members of the family use as the 
children usually manage to wear out their 
summer shoes far enough to need new 
ones the next year. Showing your customer 
that you take an interest in the service 
they are getting out of the shoes they 
bought from you last summer you will 
greatly strengthen their good will and 


make them receptive to suggestions on 
other shoes to buy now. 

Take these various types in considera- 
tion and note the vastness of business 
possibilities on sports footwear. Begin 
with the Golf shoe. Practically the entire 
country operates its links eight months of 
the year and the South all year round. 
That portion of our northern territory 
open only eight months is the source of 
supply to fill up southern links the other 
four months, so both North and South 
should have Golf on hand twelve months 
in the year. The big demand, however, is 
in June when courses are at their best and 
the tendency on the part of business men, 
employer and employee, to relax is en- 
couraged by favorable weather and an 
anxiety to take off the superfluous weight 
accumulated during the winter months. 
Women, too; are just as keen to 
take advantage of the Golfing 





yourself—when preparations are 
being made. After departure has 
been made it is too late; you must 
sell them their footwear needs 


Recorder Merchandising Calen- 


dar for June 


season and the possibilities of 
providing suitable footwear, shoes 
and hosiery, must not be over- 





before they go. The opportunity 
is big to sell advance styles on all 
types of summer footwear of 
which shoes for outdoor wear pre- 
dominate. 


How About Athletic and Sport 
Shoes? 


To begin with, look over your 
present stock and orders placed to 
determine definitely just how you 
are prepared to meet the demand 
on athletic and sports footwear. 
Now revert back to sales of last 
year on the various types of these 
shoes and see how much business 
was done on shoes for Golf,Tennis, 
Baseball and other sports and out- 
door recreations. Compare these 
figures with stock on hand and in 
order and make sure you have 
bought wisely. 

Keep in mind that shoes for 
outdoor wear receive rough usage 








June 1 to 7—Time to clean out all odds and ends 
which you want out of the way before the July lst 
inventory. By all means do this if you don’t do 
another thing because if sold this month it will 
bring either a profit or at least cost. Give the sales 
force definite orders on end sizes and also impress on 
them the opportunity of selling extra pairs as told 
in another column. Read it pe | act! 

June 9 to 14—Colleges and seminaries close this 
week. Be ready for this business with appropriate 
windows. Remember, hosiery is a big item this 
month as well as shoes. In many places the bathing 
season opens about this time. Be on the job. 

June 16 to 21—Schools close this month and 
children’s shoes will sell readil ly. Go after volume by 
helpful advertising. The Ad-Visor service will help 
— do big things. Be a go-getter. Have souvenirs on 

and for t the children. 

June 23 to 30—Prepare for July lst inventory. 
Carefully select every shoe that lesie like dead tim- 
ber and put a price on it for the July Ist sale. You 
have now come to the end of the first half and must 
look ahead to the finish. Consequently map out your 
method of procedure now and stick to it. 

Collect all outstanding accounts and pa - 
accounts you possibly can to make as good a 
ing as possible on your statement of July Ist. This 
is a month of responsibilities and hard work. 








looked. 


Vacationists Should Have Semi- 
Boots 


Next in importance to the 
adult members of the family is 
the Outing or Hiking shoe or semi- 
boot. Both men and women have 
of late years developed a longing 
to spend at least two weeks or 
more in the great virgin territory 
of our northern states and Can- 
ada where they can become a part 
of Nature, enjoy the song o the 
birds and dispel the smoke of the 
city by enhaling the scent of the 
pine and balsam. Then, too, the 
lakes and streams are most allur- 
ing and invite the devotee of the 
rod and reel to try his or her luck. 
All this is most enjoyable if proper 
provision has been made for the 
comfort of the body by suitable 

(Continued on page 73) 
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The illustration shows our 
New Way Sedional and 
Interchangeable wall type 
shelving for women’s shoes. 
Made also in the low center 


type. 


Other types fer men’s shoes, 
also Show Cases, Counters, 
and Bargain Tables shown 
in our Shoe ipment Cat- 
alogue—send for a copy. 
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Please give us information about items we 


have checked. No further obligation whatever. 


_] Seétional New Way Shelving for Women’s Shoes. 
C) Seéional New Way Shelving for Men’s Shoes. 

C) Show Cases. () Interchangeable Hosiery Units. 
() Explain Your Store Planning Service. 

C) Send Your Shoe Store Equipment Catalog. 
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New Way Shoe 


Store Equipment 
a Real Economy — 
—— DOUS production ona large 


scale makes it possible to offer an extremely 
high quality produc at attractive prices—prices 
which invite comparison when considering fixtures. 


Being sectional and interchangeable, New Way 
Shoe Store Equipment can be quickly installed and as 
easily shifted or relocated. It can be added to at any time 
with uniform appearance and because of its interchangeable 
feature does not lessen in value as is the case when solidly 
built-in shelving is torn down and rebuilt to fit a new 
location. 


Standardized construction permits the addition of 
New Way Sectional, Interchangeable Unit Stacks at any 
time, thereby caring for hosiery and other additional lines 
of merchandise. 


Illustrations and Prices Sent Upon Request 
GRAND RAPIDS SHOW CASE CO. 


World’s Largest Designers and Manufadturers of Store Equipment 
FACTORIES: GRAND RAPIDS, MICH. - PORTLAND, ORE. 
OFFICES IN MOST PRINCIPAL CITIES CONSULT TELEPHONE DIRECTORY 


May 31, 1924 








Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Ward’s Shoe Store, Philadelphia, has exceptionally good lighting without ceiling fixtures. 
Lamps are concealed in the ornamental p 


A New Era in Store Lighting 


destals sho 





and in covers above the fixtures. 


So Says a Lighting Engineer of the Present Tendency Toward Increasing 
Volume and Decreasing Harshness of Light 


° TORE LIGHTING,” said J. L. 
S Stair, a well-known illuminating en- 
gineer, “is a subject of universal 
interest. Not only to people who have 
something to sell, but to those who buy, 
also. All stores use arti- 
ficial light—some almost 
altogether. Inasmuch as 
it is necessary to use arti- 
ficial light, there natur- 
ally is a desire to get 
best results from it. Our 
work is merely an effort 
to get better store light- 
ing. f 
“Of course, some store 
owners don’t believe 
strongly in the need for 
good lighting; they are 
willing to get along with 
makeshift lighting. They 
are not necessarily sav- 
ing money, and often 
they know it; they are 
merely unwilling, for 
some reason, to spend 
the money necessary for 
better lighting. Others 
want good lighting, have 
paid for it, but never got 
what they want because 


of the technical errors that someone made 
when the particular merchants planned 
their store lighting. 

“It is not too much to assume that all 
merchants want lower cost for lighting, 


This Weatherby-Keyser store, Los Angeles, is pleasingly lighted with 


luminous bowls 


and that they want the kind of lighting 
that will make selling easier. If we can 
cut the cost for current and at the same 
time give the store better lighting, we 
havefaccomplished a twofold advantage. 

“To save money on 
current, the best thing 
to do is use bigger lamps. 
The lumens (or amount 
of light) that we get 
from the regular 60 
watt lamp is 620 from 
each. Let us assume that 
five such lamps will 
light a certain store 
fairly well, but not 
brightly enough. Alto- 
gether they produce 
3,100 lumens from the 
300 watts divided so as 
to come from five 60 
watt lamps. That would 
lead us to assume that 
one 300 watt lamp should 
give off the same num- 
ber of lumens that the 
five sixtys do. 

“Such is not the case 
at all. The 300 watt 
lamp, from the same 

(Continued on page 73) 
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A LACE THAT OUTWEARS 
BY MONTHS ORDINARY LACES 
STAYS TIED AND NEVER LOOKS| 
SHABBY. 



































Good Shoes Are Bettered 
By Being Cordo-Hyde 
Equipped 


GEE that every order you send to your shoe 
manufacturers cerries the instructions: 


‘USE CORDO-HYDE LACES IN THESE 
SHOES.” 


Remember *“CORDO-HYDE”" has nothing in com- 
mon with ordinary laces -- it is not a leather lacing 
-- but it is a scientific answer to what a satisfactory 


shoe lace should be. 








For your customers sake, see that the shoes you sell 
have CORDO-HYDE laces and feature this worth- 
while shoe lace in your Findings Department. 


LACE DIVISION 


O. A. Miller Treeing Machine Co. 


Brockton, Massachusetts 








Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Shoe Store Service Means More Than Fitting 
Shoes—It Means ‘“‘Servicing’” Them 


It Is the Dealer’s Duty to Educate 
Customers on the Proper Care of 
the Shoes They Buy from Him—In 
So Doing He at Once Increases His 
Immediate Sale and His Prestige 


HERE would the automobile in- 
dustry be today if not for Service? 
As every motorist knows, those 
makes of cars on which it is easiest to 
obtain prompt service enjoy the largest 
sales and the highest re-sale values. What 
ihat word “Service’’ means to the auto- 
mobile dealer it means also to the shoe 
merchant who grasps its full purport. 
The most important factor in mer- 
chandising shoes today is that of “‘Service- 
ing’ them—that is, taking pains to pro- 
vide all essentials for the proper care of 
all shoes sold so that they will give maxi- 
mum satisfaction, building prestige and 
clinching the customers’ repeat business 
for the store that sold them. 


Protect the Appearance of Shoes 

The appearance of good shoes should 
not be jeopardized by the use of poor 
dressings. The dealer should know just 
what type, what make and what shade of 
dressing is best suited to each shoe. He 
should bring this to the attention of the 
customer and explain why he recommends 
its use. 

Shoes last longer than laces. A lace 
breaking often causes the customer in- 
convenience and sometimes embarrass- 
ment, which may result in the dealer 
being remembered in anything but kindly 
thoughts. An extra pair should be sold with 
the shoes, particularly. when they are of a 
shade not commonly sold at notion 
counters. 


Shoe Trees Are Important 

Some people abuse shoes by not using 
them enough. They will let them stand 
idle for weeks and months at a time. 
When neglected in this way the best of 
shoes will curl up, lose their original shape 
and sometimes crack. Most people give no 
thought to this fact until they see them do 
it and then oftentimes feel that the shoes 
are at fault. The time to bring this to their 
attention is when they buy shoes, and 
then sell them a pair of shoe trees not only 
for the shoes they are buying at the time, 
but for every other pair of shoes they own. 


Sell Extra Shoe Ornaments 


A woman sometimes raises as an objec- 
tion'to a pair of shoes with fancy buckles or 


other ornaments that, owing to the orna- 
ments being rather conspicuous, the style 
of the shoes may look a bit “stale” after a 
short time. Then why not suggest as a 
remedy for this another style of ornament 
which can be put on in change with the 
one which originally came with the shoes? 
This suggestion, properly demonstrated 
with the suitable ornament for the pur- 
pose, is more than likely to save the day 
for that particular pair of shoes, making 
an additional sale besides. 


That Extra Pair of Shoes 


Many people, particularly men, have a 
habit of wearing the same pair of shoes 
every day for a considerable time, then 
letting them lie by for another consider- 
able length of time while they wear an- 
other pair of shoes. This does not make for 
economy, nor for comfort, nor for best 
appearance. Everyone should have at 
least two pairs of shoes in good condition 
and alternate them from day to day. 
Here and there you find a shoe salesman 
whose sales run much higher than those 
of his fellows, largely due to his having a 
diplomatic way of getting this fact across 
to all of his customers and in many in- 
stances selling two pairs of shoes where 
the purchase of only one was intended. 

Findings should be prominently and 
attractively displayed in the shoe store 
and mentioned to the customer at the 
conclusion of every shoe sale. The re- 
building of shoes also should he solicited 
because it provides the occasion for 
people to come into the store when they 
otherwise would not—and it is well 
worth while to get them into the habit of 
coming in. Moreover, the repair work is 
profitable in itself and is an added source 
of revenue. 


Appliances Increase Sales Revenue 


At the Convention of the National 
Leather & Shoe Finders’ Association at 
Indianapolis, May 5 to 8, some very in- 
teresting points were brought out relative 
to the importance and volume of extra 
sales that the shoe dealer can make on arti- 
cles other than shoes. Mr.'A. Hartung, Sales 
Executive of the Scholl Manufacturing 
Company, laid emphasis on certain facts 


that are particularly worthy of note. Mr. 
Hartung said, in part: 

“The Shoe Buyer for the Robert 
Simpson Company, Toronto, recently 
told me that last year they did a business 
of twenty-five thousand dollars on foot 
appliances on a five hundred dollar stock; 
and had sold an additional twenty-five 
thousand dollars in shoe laces and polishes; 
making fifty thousand dollars in sales for 
his department during the year. 

“He stated, however, that his findings 
counter occupies a very prominent space 
in the store, the merchandise being very 
attractively displayed. 

“The salespeople on the floor are 
taught to suggest foot appliances, polishes 
and shoe laces when selling shoes to the 
customers. 

“Surely this fifty thousand dollars in 
additional business has gone a long way 
toward reducing the sales cost and promot- 
ing additional profits for this department. 

“The drug stores of the United States 
sold sixteen million dollars of corn reme- 
dies in 1923. This sixteen million dollar 
field is being overlooked by the shoe trade. 
Isn’t it a fact that the shoe dealer had the 
first whack at this sixteen million dollar 
market—that these customers went into 
the shoe store with corns that hurt and 
through the mere power of suggestion and 
display an additional sale could have been 
made? 

“Let us take into consideration the 
small one-man store. The smallest num- 
ber of customers that he can possibly exist 
on is about three thousand a_ year. 
Statistics show that 70 per cent of the 
people entering his store have foot 
troubles. If he could only sell each one of 
these people having foot troubles a 35c 
package of corn pads, it is easy to see how 
this store could increase its business to 
the extent of about $700 annually. 

“Many dealers overlook the fact of 
competition. Each one seems to think 
that competition merely exists among the 
shoe dealers in his particular shopping 
radius. This, however, is not the case. He 
is in competition with every retailer in 
his particular community. If Wool- 
worth’s, the drug store, the grocery store 

(Continued on page 73) 
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‘‘Fixtures That Increase Sales” 


hy HOE merchants, who take pride in adding to the attractiveness of 
their store equipment, have found that individual armchairs bri 
a certain air of distinction and refinement. The better class o 
amare “os the store that is comfortably and adequately 


Chairs made by Reischmann are all that can be asked for in the form of correct 
equipment. Handsomely finished in quartered oak, birch or solid mahogany, 
they improve the appearance of any store. 


The fitting stool illustrated is another piece of Reischmann equipment that will 
enable you to give better and quicker service to your customers. It is equipped 
with Hart’s standardized shoe gauge, that simplifies shoe fitting to a marked 
degree. Available in several different styles. 


ASK FOR OUR BOOKLET JUST 
OFF THE PRESS, WHICH GIVES 
FULL DETAILS AS TO OUR 
STORE FURNISHINGS AND 





WILLOW AVENUE © 135™ ST. NEW YORK 








Display Fixtures ; 
P J . That Are Selling Shoes The right sort of 
, iittala Display 
——— 5 Fixtures 
= oi | : : at the right prices 
Bey f Write for 


Catalogue No. 301 


ARTISTIC WOOD 
TURNING WORKS 


511 N. Halsted St. CHICAGO 


Successors to Poiay Fixture Service 
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ATLANTIC CITY _ 
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On the Ocean Front of th 
Dancing Concerts merc 
Golf Privileges Cabinet Baths Play: 
A Hanover Window, Broadway and 31st St., New York—Fixtures by more 


J. R. PALMENBERG’S SONS, Inc. SPRING RATES rs 


Founded 1852 
63-65 WEST 36th STREET, NEW YORK JOEL HILLMAN, President -~ 
BOSTON CHICAGO BALTIMORE SAN FRANCISCO 
26 Kingston St. 204 W. Jackson Blvd. 122 W. Baltimore St. 11 First St. dise ¢ 


Fireproof Capacity 1000 
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Fig. 1—Just now it is worth while to devote a whole window to footwear for the bride’s 
trousseau. Here is an attractive special setting that can easily be made in the basement 


of the store 


June Brides, Graduates, and Vacationists 
Give Atmosphere to Windows 


tourings, vacations and sports make it 

possible to secure a greater variety in 
the appearance of the windows, as well as 
alarger business from the displays of mer- 
chandise peculiarly suitable for these 
events. 

Footwear, in itself, is attractive, but it 
is only attractive to those who are look- 
ing forward to an immediate purchase. 
When several shoe merchants display 
footwear in the same conventional way all 
the displays are alike—so much so that 
often people mistake one for the other. 
The unconventional display stands out 
from the rest and attracts the attention 
more particularly to the store and its 
merchandise. 


J UNE weddings, graduating exercises, 


How Many Functions Has a Window? 

A window display has more than one 
function to perform, although it has been 
stated many times that the sole function 
of a display is to sell merchandise. Some 
of these functions are overlooked by shoe 
merchants who only see value in the dis- 
plays that effect direct sales. Some of the 
more important functions of a window dis- 
play may be summed up in the following: 

1. It advertises the location of the 
store. 

2. It advertises the class of merchan- 
dise offered for sale by the store. 


By A. E. EDGAR 


3. It informs the public of the new 
styles as they are received. 

4. It educates the public as to new uses 
of merchandise. 

5. It creates a desire to possess the 
merchandise on display. 

6. It builds up a prestige for the store. 

7. It leads to immediate, or direct, sales. 
































—— 


Fig. 2—For the Sweet Girl Graduate 


Value of Interchangeable Units 


If a window display is to function 
properly it must have attention. It takes 
time to make displays that are good busi- 
ness getters. It also takes a certain amount 
of money to keep the accessory fixtures 
and decorations up-to-date and in good 
condition. Time and money that are 
judiciously spent on displays are not 
wasted, but become an investment of 
great value. 


The shoe merchant who will make up a 
set of the Interchangeable Units described 
in the Recorder during the past few months 
will be in a position to save both time and 
money and at the same time be able to 
install attractive displays that will ac- 
tually create prestige and make sales. 
The background suggestions illustrated in 
these pages are built up of these units, 
showing the wide range of variety the 
shoe merchant can get from their use. 
Those merchants who have not prepared 
a set of the units may do so gradually, 
preparing the necessary units, a few at a 
time, if he wishes, to build up the back- 
grounds he may select for his purpose 
from those illustrated and described in the 
Recorder each month. 

Each unit is built of wall board, cut the 
size and shape decided upon. This unit is 
then strengthened, to render it rigid, by 
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Trying to run your 
business without 
accurate records is 
like stopping a clock 
to gain time. 
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PROTECT YOUR 
BUSINESS BY 
KEEPING A CLOSE 
CHECK ON IT. 


Is Your Business Growing ? MAIL THIS COUPON TODAY! 


There is just one way to do a thing and do it BOOT & SHOE RECORDER 
right. Arranging an ordinary set of books to fit Shoe Store Service Department 
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the needs of a store demands the services of B60 W. Madison Strest, Ciiteage, I. 
an expert in retail shoe merchandising as well as Serres eeeeeen pepald STORE RECORDS 
an expert accountant, that is if it is to be done If at the end of ten days I am pleased with this 
right. system, I will mail you my check $17.50; other- 
STORE RECORDS SIMPLIFIED has been Se a ae ee 
prspeses by ts retained by the BOOT & 
HOE RE ORDER. It is another one of the 
RECORDER'S services to the retail shoe mer- 
om, and will help you conduct your business 
right. 
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Your worst business losses come from records that do not record. Be sure of every move you make. 
Buy Right! Sell Right! 


The Recorder “Store Records Simplified” keeps your fingers on the pulse of your business. Simple— 
accurate. No complicated bookkeeping. You know how you stand at a glance. 


a eae oe 


“Store Records Simplified” is the Recorder's own system—worked out by Recorder Experts. 


BOOT & SHOE RECORDER 
WESTERN SERVICE DEPARTMENT, 189 W. MADISON ST. CHICAGO, ILL. 
Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. “4 
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STORE FRONTS 
Here is what Paul O. Kuehn of South Bend, Ind., says of 


' his new Kawneer Store Front: “I can tell just what 
items are shown in the windows by glancing at the 
sE cash register tape at night.’? Ryan & Remick of 
Passaic, N. J., write: “It draws the public to our store 
in a most practical way and experience has proven to us 
that the Kawneer Front was a wise asset attached to our 
— store.” Do not take our word for the selling power of a 
modern Kawneer Front. Just step out and ask the man 
behind one what he thinks of his as a profit builder. There 
are thousands of Kawneer Fronts now in use. Let 
us refer you to several in your locality. If you plan to 
build or remodel, you should send for these two books. 
You will find them interesting. Just pin the coupon to 
your letterhead. 








Kawneer fronts pay for themselves 
in increased sales and profits— 


1413 Front Street, 


uk This Free Book Tells Why Nile, Michigan: 


Please send me, without | 


rel patel fo ) it NOW obligation, your new Book of 


Designs of Modern Store Fronts. 





Caduly C ile Us POL 


as in the finest works of art 
ra 


— 
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Leauly of Design 


To properly display merchandise, show windows must act 
as a frame for the picture. A correctly designed Kawneer Store 
Front does just that. Kawneer Store Front construction was 
designed by an architect. Every curve and every line was put 
in to be sure that the finished Kawneer Store Front would have 
that beauty of design that will make people stop, look and 
purchase your merchandise. Back of this attractive appearance 
you will find in Kawneer Store Fronts rugged strength and other 
important features which will assure you long and satisfactory 
service. Proof of these statements will be found in the tens of 
thousands of Kawneer Store Fronts now in daily use. 


PERMANENCY 


me back 
numbers 

of inserts 
yn Superior 
20ints of 


Kawneer 


STORE FRONT . EASE of JNGERAAADION 4 
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Fig. 3—Design for a white shoe background, made 
interchangeable units. 


with *‘Recorder”’ 


me ins of a frame of wooden strips which is 
attached at the back, where it will not be 
seen. They are then finished in the color 
an’ manner described in each case. When 
the units are completed, the assembly of 
the background in the window is a simple 
pre cess. 
Welcome the June Bride 

The June bride will come in for a great 
share of publicity during June. The shoe 
merchant will find it profitable to install 
at least one window in her ‘honor. The 
more original and attractive the display 
can be made the greater the amount of 
publicity the store will receive. Prestige is 
created by displays that show the mer- 
chant to be alive to passing events and to 
the trend of the times. 4. June bride dis- 
play will indicate to all that the merchant 
is awake to the needs of the hour. 

The background illustrated in Fig. 1 is 
composed of the Recorder Interchangeable 
Units, A, B, H, N, U, V and Z. Those who 
have not made the units mentioned may 
use a center panel of wall board, and side 
panels cut in the peculiar shape shown, or 
in some other pleasing shape. The top- 
piece is easily cut from the same material. 
The supports at the corners of the window 
are made from four to six-inch boards, to 
which the cross-pieces at the top are at- 
tached. From these cross-pieces tissue 
paper bells, symbolizing the wedding 
bells are hung. The entire setting may be 
painted with water paint in ivory or 
cream, or covered with paper of the same 
colors. A very light buff may be used for 
the supports and cross-pieces at the cor- 
ners if it appears desirable to have two 
colors in the color scheme. 

How To Vary 

This setting may be set up in front of 
the permanent panelled background, or a 
drape may be hung over it to give a softer 
effect. The drape should be of some light 
color, rather than a dark one. 

A June bride window would not be per- 
fect without the June bride. She may be 
introduced, as illustrated, as a decoration 
on the panel, either painted or a printed 


Your Setlings 
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Fig. 4—Delightful summery effects are obtained by 
the use of lattice strips and seasonable artificial 


flowers. Note the bench. 


poster pasted on the panel. A beautiful 
effect, can be secured by having a richly 
framed picture or photograph of a bride 
hung in place of the poster, a few sprays 
of orange blossoms adding to the sym- 
bolic meaning of the picture. 

In a large window a wax figure, dressed 
in a bridal costume, the feet shod with 
evening slippers of silver or gold; or lack- 
ing that, a white brocaded slipper, would 
add much to the eye-catching qualities of 
the display. If a life-size figure cannot be 
procured a miniature bride may be made 
of a large doll, the costume being that of a 
bride. By all means have a bride in the 
display. 

The Use of Symbolic Displays 

Another symbolic display would in- 
clude a bridal veil, or a-length of tulle to 
represent it. This should be gracefully 
draped over a pedestal or plateau, upon 
which a bridal bouquet may be placed, 
having long ribbon streamers attached. 
Hearts, cupids, doves, and other symbols 
of love may be introduced to add to the 
symbolism of the display. A very pretty 

















Plate Xl—Described on page 77 of 
the Dec. 29 issue of the Boot and 
Shoe Recorder 


IES 


Plate X2—Described on page 140, 
Feb. 23 issue 











effect may be secured in such a display by 
having the floor sprinkled sparsely with 
confetti. 

The footwear may be displayed in 
units of a single pair each. On each a card 
should be placed to indicate clearly the 
use of the particular pair shown. The 
bridal slippers, the traveling shoes, the 
morning shoes, the sports shoes, etc., may 
all be included in the display in this way. 
A great deal of discussion could be aroused 
by such a display by adding a central 
card with the question, ““How many pairs 
of shoes should a bride have?”’ 


Hail the Girl Graduate! 


A Sweet Girl Graduate display will be 
profitable in many cities, and even in 
some of the smaller places, especially if 
there is a large graduating class from a 
high school or other local educational 
institutions. The setting used in Fig. 1 
might be utilized for such a window by 
substituting a poster of a graduate for the 
bride. In Fig. 2 such a poster is suggested. 
The addition of the mortar-board cap, the 
diploma, the school books and pennants 
and to the symbolic atmosphere of the 
setting. 

In smaller stores it may be possible to 
combine the two displays by dividing the 
window into two parts, one devoted to the 
bride, the other to the graduate. In this 
case a show card similar to that illustrated 
in Fig. 6 may be useful. 


A White Shoe Setting 

It is predicted that the coming summer 
will be a “big white season.”’ A very at- 
tractive setting for white shoes is illus- 
trated in Fig. 3. This is composed of the 
Recorder Interchangeable Units, A, B, H, 
M, T and V. To produce this without the 
units the shoe merchant has only to pre- 
pare a central panel, two flank-pieces and 
two corner pieces, and a plateau. The lat- 
tice panel may be omitted if some other 
lattice decoration of suitable construction 
is used in its place. The poster landscape 
may be borrowed from the art depart- 
ment of a friendly store. 
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If this setting is posed before the 
panelled background of the window the 
color scheme of the setting may be white, 
light buff, or cream. The lattice may be 
painted a dead black and the flowers and 
folixge may be black and white. The 
artiicial foliage and flowers, if black and 
whi‘e are not chosen, should be of the 
more delicate tints of green, pink, laven- 
der. etc. Black show cards with white 
leti-ring always set off a white shoe dis- 
pla. and should be used if possible. 

‘| his setting may be used for the regular 
dis;ays, of course, and may be re-decora- 

nany times in different color schemes. 


asy to Paint Mottled Backgrounds 


\labastine is used as a finish a beauti- 
ful uottled effect may be secured with 

experience in handling the water 
paint. This effect is called Opaline effect 
anc is obtained in the following manner: 

the panel a coat of Alabastine and 
alloy it to dry. This is the background 
color. The mottled effect is given the panel 
by ‘abbing, or pouncing another color on 
the background using a coarse sponge 
which has been cut to form a flat surface 
instead of a brush. Two colors are usually 
applied in this manner to secure good 
effects. 

The setting illustrated in Fig. 3 may be 
treated in Opaline effect, and the following 
colors are suggested as suitable fora sum- 
mer background in which all colors of 
shoes may be displayed: The central 
panel to have a background of white, with 
the Opaline effect produced by using 
mauve and light green. The flank-pieces 
and corner pilasters may have a ground 
color of buff with the Opaline effect in 
putty and terra cotta. The more beautiful 
effects are secured by giving the back- 
ground a very delicate tracery of the colors 
producing the mottled effect. 


Light Colors Preferable 


As a usual thing the decorator is apt to 
give the backgrounds too dark a hue. This 
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Fig. 5—In working out this de- 

sign, wall paper can be used to 

cover the disc, white tape for lat- 

tice strips and colored paper for 
the lantern 


is something to be avoided as the lighter 
colors will give the display a more cheery 
appearance, and show up most colors of 
footwear to better advantage than will the 
dark shades. 

The background illustrated in Fig. 4 is 
composed of the Recorder Interchangeable 
Units, A, C, E, G, H, M and T. As this 
background is similar in composition to 
that already described it will be hardly 
necessary to give further particulars as to 
its construction. The floral decoration on 
the disc is added after the disc is finished. 
Short wooden strips about one inch in 
width compose the lattice. Almost any 
artificial flower may be used, but it is 
always best to have these in season. 


Benches Easy to Make 


The bench shown in this setting is a 
very useful decoration and every display 
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man should endeavor to have several of 
different designs for use in his displays. 
This bench may be constructed entirely of 
lumber. The size of the bench should be 
such as not to occupy too much space in 
the window, yet it must be large enough to 
be useful. The top is just a board an inch 
or more thick, or two boards if one suf- 
ficiently wide cannot be secured. The box 
may be composed of lighter boards, the 
lower edge having an indention of some 
kind to relieve it of plainness. Square 
blocks may be used as feet in place of the 
turned ovals shown in the illustration. 
This bench, like the backgrounds, may be 
re-decorated in different color schemes, 
adding to its life and usefulness as a dis- 
play fixture. 


A Very Simple Unit 


Fig. 5 illustrates a method of securing, 
without artistic experience, a very beauti- 
ful effect. The disc is first covered with 
wall paper of the desired color, and it is 
preferable that a delicate floral design be 
used. White tape, either paper or fabric, is 
then pasted on this to form the Chinese 
lattice effect illustrated. By breaking some 
of the lines, as shown, the effect with the 
under floral pattern will be very attrac- 
tive. 

If this decoration is applied directly to 
the panel as a decoration the lantern 
shown may be also pasted to the panel. 
The cord from which it is suspended will 
be represented by using black tape. A 
circle of orange paper is then pasted at the 
proper place to form the globe, and the 
top and bottom of the lantern, cut out of 
maroon or black paper, is to be pasted 
tast of all to the upper and lower part of 
the circle, forming the entire pattern. 
The effect is heightened by using a silken 
tassel attached to the lower part of the 
lamp and hanging loosely on the panel. 

The display man can think of many 
beautiful effects similar to this which can 
be made without artistic ability, but by 
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Dress up your show cards ty pasting appropriate illustrations on them 
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Are Your Windows Loafers? 
Good Show Cards Pull the Customer Inside 








Your most valuable salesman is the one who is most con- 
stantly on the job as well as the most consistent in his sales 
argument. Show Cards are ALWAYS on the JOB. They never 
sleep. RECORDER Show Cards are ALWAYS consistent — 
they never falter. By using them you will INCREASE 
SALES, add to the BEAUTY of your display and thus 
realize more and more on the selling value of your windows. 


All for 


$ 4.00 


PER 
MONTH 


ono 





The First Issue: Eight beautiful display mats (four large 
and four small) each with YOUR NAME HAND 
LETTERED across the lower right-hand corner, six- 
teen hand designed cards to insert in the frames—a 
liberal assortment of price tickets to match the cards— 
patent pen and ink with our simple instructions for 
hand lettering. 

Each month: Sixteen new hand designed cards to in- 
sert in the matboard frames—seasonal and up-to-the- 
minute and a fresh assortment of price tickets to match 
the new cards. 


WRITE US FOR SAMPLE CARDS 
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SHOW CARD SERVICE DEPARTMENT 
189 W. MADISON ST. CHICAGO, ILL. 
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Meine ine nel neni nen elie ieniiiineliiuimeliiimueniliimeliiel ct 
Influence is secured thru advertising in the Boot and Shoe Recorder. 





Do you want 
information on 
Equipment? 


(‘sk the SHOE STORE SERVICE 
DEPT. of the Boot and Shoe Recorder 


‘ossibly you want something in the line of dis- 
lay fixtures or decoratives for window or interior 
ff the store and would like information on the 
lifferent types, designs and finishes that are 
.vailable within a certain price range. 


You may wish similar information on seating. 
show cases, shelving or office equipment. 


The Shoe Store Service Department of the Bool and 
Shoe Recorder aims to keep posted on what is being 
produced by leading manufacturers of all equip- 
ment and supplies listed in the coupon below in 
order that subscribers may use this department 
as a central source of information. This service 
is gratis. 





Are You Interested in 
How LEATHER Is TANNED ? 
Write for Interesting Booklets—FREE 
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1 Sign. 
That Bids You | 
Welcome | 


Whenever you are in Chicago you 
are welcome at the Western office of 
the Boot and Shoe Recorder—in the 


Security Building on the southeast corner of 


Madison and Wells Streets. 


We want you to come in and feel at home 
—and to avail yourself of any service or in- 


formation that we can give. 


Mail This Coupon for Manufacturers’ Catalogs and Literature 


0 The Hosiery Survey O Special Backgrounds 
0 Booklets on Leather 0D Show Cards 

0 Show Cards O Rugs 

0 Store Record System 0 Pillows 

0 Bookkeeping System 0 Valances 

Store ~ pengnt O Decorating Plush 

0 Store Front Construction © 

O-Show Cases 0 Adding Machin rr 

O Counters Oo Bookisepies Sy Syeteme 
O Shelving O Stock Record System 
O Ladders 0 Check Protector 


0 Seating 
5 Fitting Stools 0 Sales Check Books 


© Shoe Mirrors Merchandise 
0 Cash Registers O Hosiery (kind) 
0 Cash Carriers O Arch Supports, metal 
- ee ae oe. sea 0 Arch Supports, non metal 
easuring Devices © Shoe Trees 
° ae Ray Machines a Ce 
Window Equipment 0 Repair Equipment 
O Permanent Backgrounds Day feow ipment 
0 Shoe rag wd Fixtures © Duplicators 
0 Hosiery Display Fixtures 15 Stock Boxes 
0 Color Reflectors 0 Carton Labels 
Decorations O Leg Forms 
0 Floral Decorations 
0 For Men 


oAdvertising Novelties } 0 For Women 
- 0 For Children 


O For Men 


O For Children 
Address Shoe Store Service Department, Boot and Shoe Recorder, 189 W. Madison Street, Chicago 


OSouvenirs 0 For Women 


Remarks 





























City and Slate 


. 4/26/24 
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‘Put the Kick’ 





ILWAUKEE CHAIRS aare for 
the shoe merchant who really appre- 
ciates the sales value of the right 
sort of a “‘setting”’ for his business. 


Customers, and especially women 
customers, buy more willingly in 
surroundings that are attractive and 
pleasing — and MILWAUKEE 
CHAIRS have that distinctive ap- 
pearance that creates this ‘“‘atmos- 
phere.” 


tie Ti tel le | 


MILWAUKEE CHAIRS are manu- 
factured masterpieces of the?chair- 
makers’ craft. Their designs‘are cor- 
}rect and their special and exclusive 
/ construction gives them a perma- 
nence that is almost unbelievable. 


aie il it Ti tl i eel | 


Write for our attractive catalog 


THE MILWAUKEE CHAIR CO. 
624 South; Michigan Ave. CHICAGO, ILL. 
For Over Half a Century 
MAKERS OF FINE CHAIRS 
Largest Manufacturer of Office Chairs in the World 
MILWAUKEE CHICAGO NEW YORK PORTLAND MINNEAPOLIS 


Capezio Shoes—1634 Broadway, NewYork 


A “Pittsburgh” Windo-Spot, used when occasion 
demands, gives plus value to the show window 
lighted with “Pittsburgh” Silvered Reflectors. It 
puts a real “kick” in the display by bringing out 
the feature to be emphasized. When the display 
justifies it, add “Pittsburgh Color-Lite. 

For many years we have specialized in show win 
dow lighting and have a fund of information that 
will help you. 


“Pintsburgh” 


SHOW WINDOW LIGHTING 


deserves first consideration from shoe merchants who aim at 
the best results. Not a single “Pittsburgh” reflector made 
since August Ist, 1916—over 7 years ago—when we began 
using our secret process of backing, has ever been reported to 
us as having the silvering tarnish‘or discolor, or the backing 
crack,check orpeel. This unequalled 7-year record is backed 
by our-5-year absolute and unconditional guarantee. 

Send us a rough pencil sketch of the floor plan of the win- 
dow to be lighted, marking on it the length of the glass, the 
distance from glass to background, from floor to ceiling, from 
floor to transom bar [if any}, and height of background. We 
will then offer suggestions for the proper lighting of such a 
window and send an estimate of cost. 

Write for a free copy of our booklet, “Show-Window Lighting” 


Pittsburgh Reflector & Illuminating Co. 
404 Bowman Building - Pittsburgh, Pa. 
NEW YORK OFFICE— CHICAGO— 
1452 Broadway 565 West Washington Street 
PHILADELPHIA— SAN FRANCISCO— 
235 South Eighth Street 90 New Montgomery Street 
TORONTO, ONT.—Wilson Ilumination Co., 237% Yonge Street 
LOUISVILLE—Nicholson Electrical Sales, 307 Keller Building 
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$3071 F. L.—Italian Gothic. Height of back 
from seat, 1744 in. Width, outside measure- 
ments, 1814 in. Made in Birch—Mahogany 
or Walnut finish. 

Quartered Oak, Solid Mahogany or Walnut. 


$3072 F.—Fitting Stool to match $3071 
F. L. Length over all, 25 in. Height, 141 in. 
Corrugated Rubber Foot Rest. Made in 
Birch—Mahogany or Walnut finish. 

Quartered Oak, Solid Mahogany or Walnut. 
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employing the simple art of the kinder- 
garten principles. The finished product is 
sometimes more beautiful than painted 
decorations. 


Appropriate Show Cards 


\{ this time when the shoe merchant is 
endeavoring to educate customers to a 
wider use of footwear, the campaign for 
“4 particular shoe for every occasion” 
ma» be helped along by the use of show 
cards indicating the various shoe styles 
for particular occasions. The show card 
illvirated in Fig. 7 is general, but em- 
ph::-izes the idea that the same shoe should 
not be used all the time. 

iis card is produced by pasting shoe 
illu trations on a band of color at one side 
of te show card. The manner of giving a 
ba kground to the shoe adopted by the 
art.-t. in a recent issue of the Recorder may 
be iollowed in this with good effect. 

ihe show card illustrated in Fig. 8 is of 
a ivpe that must be used with caution. 
Satirical sentiments must be so general as 
to Lit no particular person, or the store’s 
business will suffer. It is good business, 
however, to occasionally inject a little 
humor and satire in the window through 
the use of this type of show card. As long 
as the phrasing of the text can be turned 
to point a moral in favor of the shoe mer- 
chant without harm to an individual it is 
safe to use a card of this nature. 


Don’t Overlook Flag Day 


Flag Day, June 14, should be recog- 
nized by the window display. A silk flag 
unfurled in the background of the window 
will be all that is necessary, although a 
card giving briefly the history of the first 
flag would be educational, and act as a 
“stop” signal to the public. 


Emphasize Sportswear 


Towards the end of the month the win- 
dow displays should feature sport lines 
more importantly. Vacations and sports 
are at hand. The window display should 
reflect the store’s readiness to supply all 
needs. 


The Call of the Great Outdoors 
Makes June a Month of 
Opportunities 


(Continued from page 57) 


apparel, particularly in footwear. No- 
where are comfortable, sturdy shoes 
more appreciated than when on a hike or 
in camp. To be dry shod means to be 
healthy and what could be sweeter while 
out in the wilds than good health in body 
and mind. Here, then, are opportunities 
for June business. 

Golf and hiking shoes help add volume 
to sales. But do not overlook the uses 
these shoes have for domestic or daily use. 
\ golf shoe can be worn in perfect taste 
for business if harmonized with proper 
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coat and trouser; in fact, when warm 
weather sets in, many business men 
will wear their entire golfing outfit this 
year as they did last. A golf shoe is stylish, 
comfortable and serviceable, so why should 
it not be used in daily occupation? 

The hiking boot also has its uses outside 
of the vacation period. Snow and slush of 
winter and early spring days lose their 
power for developing sickness when the 
system is protected with this type of 
shoe; and what man cannot find use of a 
shoe of this kind in working about the 
home or in the garden? 


Juniors Clamor for Sport Shoes 


Then there is the big army of boys and 
girls who wear the athletic type of shoe. 
Baseball and tennis are popular summer 
sports, each requiring their own type of 
shoe which they also use for daily wear. 
Many children accompany their parents 
to the country for the summer and this 
necessitates heavy, sturdy shoes in addi- 
tion to the city sport shoe. Sight must not 
be lost of the fact that children wear out 
several pairs of light summer shoes in the 
season and it will pay to either sell your 
customers their summer requirements 
before they leave or else drop them a line 
after they have been away three or four 
weeks. A record of shoes sold to each one 
in the family will make it easy to sell the 
next shoes by mail, if necessary. Every 
customer should be on your mailing list 
and followed up at the beginning of each 
season. 

Another source of income, and in some 
cases this is quite large, is through the 
sale of bathing slippers. Not all retailers 
can merchandise this article to advantage, 
but in many towns bathing slippers prove 
very profitable. In Chicago, for instance, 
it is estimated that the bathing beaches 
will be visited by at least three millions of 
people this summer. Wherever there is a 
beach, be it on the ocean or inland lake or 
river, there is sure to be a use for the 
bathing slipper and dealers should not 
overlook the chance to get this business. 


Felt Slipper Should Be Taken on Trips 


Paradoxical as it may seem, the felt 
slipper, so popular in the winter months, 
is almost a necessity for the outdoor tour- 
ist. No one—man, woman, boy or girl— 
should ever think of migrating to summer 
resort or hotel without a pair of warm felt 
slippers. They are handy to slip on the 
first thing in the morning and cozy to 
creep into on a wet day when returning 
from a hiking or fishing trip. This is an 
opportunity dealers must not overlook 
since it affords them the chance of selling 
off their odds and ends on this merchani- 
dise. 


Generally speaking, people can be 
divided into two classes, the notables and 
the not-ables. 
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Shoe Store Service Means 
More Than Fitting Shoes 


(Continued from page 61) 


and variety shops carry, which they do, 
shoe polishes and laces, they are in direct 
competition with the shoe store for this 
branch of the business. 


“If the retailer does not grasp the 
opportunity of making an additional sale 
at the time he is selling a pair of shoes, he 
is overlooking the additional profit as he 
is allowing these customers to go into 
other stores outside of the shoe field for 
their findings’ needs. 

“What is the potential market in the 
foot appliance business? 

“Government statistics show that there 
are approximately one hundred and ten 
million people in the United States. 
Seventy per cent of this number have 
foot trouble, or seventy-seven million 
people need one or more of the appliances 
or remedies that the shoe dealer should 
bring to their attention. This represents 
one of the biggest and most stable mar- 
kets in the country. 

“Judging from the trend of the shoe 
business, 1924 will not be an easy year for 
the average shoe retailer. Mortality, 
through failures, according to our Credit 
department has been great. He, however, 
can make these profits if he will only 
realize the tremendous potential market 
that is drifting away from him because of 
the lack of effort on his part to secure 
business that rightfully belongs to him.” 


A New Era in Store Lighting 


(Continued from page 59) 


amount of current, will give off 50 per 
cent more light; it will produce 4,900 
lumens. The saving obtained from using 
the one big lamp in place of the five small 
ones is at once apparent. 

“Suppose, though, that a merchant dis- 
cards his five small lamps and hangs up 
the one big one in the center of his store 
and turns the switch. With no shade at 
all the result would be dazzling, blinding 
brilliancy. 

“This painful light would be a lot 
stronger than the five sixty watt lamps, 
and the current consumption would be 
no greater. The store owner would be 
saving money—but at a prohibitive cost 
in unpleasantness for everyone who 
stepped in the door. 

“Now we may either remove the un- 
pleasantness and continue to save money, 
or we may go back to smaller lights. Re- 
moving the unpleasantness is merely a 
matter of controlling the light. That may 
be accomplished in a variety of ways, 
some only moderately successful; others 
completely so. 

“The earliest development, perhaps, 
was really before lamps of very high power 

(Continued on page 96) 
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The Old Dependable Cake ae im, 


Dressing for White Shoes 


‘‘The Name Blanco Is Signal of the Best 
Available White Cleaner”’ 


LAING, HARRAR & CHAMBERLIN 


Sole Distributors for the United States 


ae Se alee = nteminnaeo mei 


Carried Also in Khaki 
and Web 


43 North Third Street Philadelphia 
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NU-SHIN 


Your women customers appreciate Nu-Shine. It is easy to apply and 
renders a beautiful lasting shine. 


Nu-Shine preserves and keeps the leather soft and pliable. It is resistant 
to moisture and dampness. Prevents perspiration from cracking 
leather. The shine will last a week or more with ordinary wear. 
Makes your shoes give better service and satisfaction. 


Nu-Shine is a ready seller, and the quality resells it. 


Colors: White Canvas, White Kid, Light Tan, Nut Brown, 
Cordovan and Black. Nu-Clean for silk, satin and suede. 


Popular price 25c-$2.00 per dozen. $24.00 per gross, freight 
allowed. If your jobber cannot supply you, order 
direct, giving jobber’s name. Attractive dealer 
help with each order. Order now. 


THE NU-SHINE 
COMPANY 


E. Market Place, Reidsville, N.C. 











BOOT AND SHOE RECORDER 








Vane 
ee | aI 
= pif? Netty 
baie 4.3 9 OY 


ou can stretch shots safely 
on Repco Stretchers. 


VERY shoeman knows that great care 

must be taken in stretching shoes. Sud- 
den pressure inside a shoe will break even 
the most responsive leather. 





The regular, easy action of Repco Stretcher elimi- 


nates sudden and jerky pressure and assures safe 
stretching. 


Repco Shoe Stretchers contain no springs, arrows 
or other delicate or easily injured parts. 


The blocks are made of fully seasoned maple, care- 
fully shaped and smoothly finished, and are held 
together by a strong steel hinge. 


The stretching action is by means of a toggle joint, 
controlled by a square-threaded screw of large pitch. 


Every shoe store should be equipped with the 
entire nine sizes of Repco Shoe Stretchers. 
No. GOO down to No. 6. Corn and bunion 
plates are packed with every stretcher. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON 
SAN FRANCISCO BRANCH, 859 MISSION STREET 
J. K. KRIEG COMPANY 


39 WARREN ST., NEW YORK 


UNITED SHOE REPAIRING MACHINE COMPANY 
BOSTON 
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it has the kick at In nm 
for dancing and dress wear 


THE LAST WORD IN FOOTWEAR FASH- 
IONS FOR MEN. SOFT BOX TOE AND SNUG 
ANKLE-HUGGING SILK GORING, LIGHT, 
AIRY, AND A WONDERFUL FITTER. 


THERE IS A LIVE DEMAND FOR THIS 
SHOE THAT YOU SHOULD MEET. IT IS 
READY NOW—AND CAN BE SHIPPED 
AT ONCE. 


TUXEDO LAST Terms 3% 30 days, 60 


7“ No. 700 in Patent days net. An additional 
Stock No 701 in Dull charge of 25c. per pair 
Calf will be made on all orders 


Price $5.75, either style. for less than three pairs. 











Represented at Room 1112, 299 Broadway, New York, 
by Mr. Harry Thall. 








J) ALDEN.WALKER& WILDE INC. ; 


. Cher EAST WEYMOUTH. MASss. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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More Stable Tone Develops 
in the Chicago Shoe Stores 


CHICAGO—There were no complaints 
regarding the shoe business during the 
week ending May 24, in spite of the fect 
that the weather was most unfavorable 
an’ unseasonable. This condition is prob- 
ably to a great extent responsible for the 
slow movement of colored shoes. Weather 
conditions have so far not justified their 
being worn. Most merchants are of the 
opinion that only a nice stretch of warm 
seaconable weather is necessary to g*ve 
the colored shoe business an impetus 

ly colored shoes we do not mean high 
colors such as red, green and blue. They 
are considered passe in Chicago for the 
most part. We mean suedes in the new 
shades, airedale, jackrabbit, etc. Black 
satin, some brown, and patent leather 
continue to be the most popular materials 
in women’s shoes. The men’s business is 
nearly all being done in patent leather 
and light tans. 


O-G Features Novelty 


O'Connor & Goldberg are featuring in 
their “Costume Bootery”’ on East Madi- 
son Street a new ankle and front strap 
novelty. It is shown in ted, blue, green, 
brown and white. A myriad of small 
slits around the vamp and over the tip 
give the woven effect to the entire upper 
stock of the pump though it has the ap- 
pearance of better stability than the 
actually woven ones which have been 
shown by several local merchants during 
the past season. 


Childrens’ Business Good 


Mr. Kogan of the Kid-Land Children’s 
Bootery at 3445 Roosevelt Road reports 
that the children’s shoe business has 
shown a tendency to return to normal. 
“All sorts of fancy patterns are popular,” 
said Mr. Kogan. ““The infants’ business is 
also getting better. That may be expected, 
though, as this is the season of the year 
when mothers like to be outdoors with 
their babies.”’ 


Loss by Fire 


Recently a fire broke out in a tailoring 
establishment on the second floor of the 
building at 1269 Milwaukee Avenue, the 
result of which is the complete loss of 
the stock and fixtures of Meyer & Levin- 
son’s shoe store, which occupied the store 
room beneath. 

The total loss in stock and fixtures is 
estimated roughly at $60,000. The loss is 
covered by insurance. Mr. Wolf, manager, 
said that they expected to open again in 
the same building about the middle of 
June. 


Sell Suedes on Warm Days 


A. L. Kallis of the Meyer Bros. & Kallis 
store at 3250 Lawrence Avenue, is of the 


opinion that a few warm days with prom- 
ise of more will bring about some quick 
movement in colored suede shoe stocks. 
“Even with the weather as uncertain as it 
is,’ said Mr. Kallis, ““on warm days we 
do an excellent volume of business on 
those numbers. Whites are also going 
good, although black satin and patent 
leathers are leading.” 





Satins and Patents Going 
Along Well in Cincinnati 


CINCINNATI—There was little change 
in the retail shoe business during the week 
ending May 24. The demand is still spread 
over a variety of patterns. Materials are 
playing the more important part. Black 
patents and satins are having the call, 
with some preference being shown for 
light shades of tan calf, and a few calls 
for colored suedes. Opera and regent 
pumps are beginning to make their ap- 
pearance and this style is meeting with 
good success. One of the leading merchants 
states this style will be popular through- 
out the summer with a swing back to 
straps in the fall. 

The white shoe season didn’t commence 
very auspiciously because of prolonged 
unfavorable weather. 


New Wolf Plant Opens 


The Sam B. Wolf Shoe Co. has its 
Seymour Plant under complete operation, 
turning out 350 pairs of medium grade 
welts every day. The concern expects, 
within the very near future, to increase 
the output to 500 pairs daily. 


Merchants Meet 


Retail shoe merchants held their weekly 
luncheon and get-together at the Business 
Men’s Club on Tuesday, May 20. Mr. 
Kraus, the chief speaker for the day, at- 
tempted to “drive home” the fact to the 
retail shoe merchants that it is not the 
space that you use in advertising that 
attracts the attention of people today, 
but it is what you put into your ad. 


The speaker said that, although you can 
see direct results from a big sale adver- 
tisement, the best way to advertise is to 
do it persistently. 

Those present agreed that the sale of 
white shoes was increasing steadily. 


Personal Notes 


F. D. Gerber, former assistant manager 
of the shoe department of the John 
Shillito Company, is now manager of the 
Walk Over Shoe Company at 521 Vine 
Street. 

George Vollman, president of the Voll- 
man Lawrence Co., and his sales manager, 
Ray Meyers, have been in New York for 
the past two weeks picking up styles for 
fall. 

Ed Wenstrup, secretary and treasurer 
of the Stanley Duttenhofer Shoe Co., is 
speedily recovering from a recent opera- 
tion for appendicitis. Mr. Wenstrup is 
expected to be back in the harness soon. 

John Gregg of the Feder Gregg Co. 
wag recently at the New York office with 
the company’s representatives, W. L. 
Costello and Fred E. Kirkman. He re- 
turned with orders for early fall delivery 
and stated that “some buyers for the 
larger stores have placed business for 
August delivery.” 


Cahill Company Very Busy 


The Cahill Shoe Co. recently received 
three large orders, which will run them 
well into July at full capacity, salesmea 
in all sections reporting good business. 





May Measures 
with Same Period in 1923 


DES MOINES—May was a satisfac- 
tory month generally speaking, although 
the retail shoe merchants expected more 
steadiness to prevail. Compared with the 
corresponding period a year ago, May 
will show an increase in most stores. 

The weather generally has been much 


Favorably 


cooler than is usual at this time of the 
year and April showers have been run- 
ning about a month late. 

Therefore the sale of white shoes has 
been retarded and only during the week 
ending May 17, there was a little demand 
for white shoes. The commencement ex- 
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Popular Two Straps 


Patent Leather—Suede—K id 








Rubber Heel, Light Colored Lining Sizes 
4.4% to 8; B.3% to 8; C.3to 8:D.3 to8 


No. 54 Price, $4.50 
Black Suede Calf Two-Strap. Brighton 
Last, 13-8 Rubber Heel, Light Colored 
Lining. Sizes A.4'_ to 8;B. 349 to 8; C.3t No. 52 Price, $4.00 
8; D.3 to 8 

i ej Surpass Fine Black Kid Two-Strap, Strand 
Light W eight Last. 13-8 Rubber Heel. Light Colored Lin- 

W | ‘ ing. Sizes A.5 to 8; B. 4% to.8:C.3 to 9 
elts D.3 to 8, E.3 to 9 
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| No. 53 Price, $4.00 
Patent Two-Strap. Wellesley Last, 13-8 
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A TESTIMONIAL TO OUR SERVICE 











Thursday, May 22, 1924. 


Wise & Cooper Co 
Auburn, Me 
Gentlemen: 

‘I simply want to take the opportunity to thank you for the quick 
service you give on orders. It certainly means a great deal during 
these times when everybody is playing so close on stock. I mailed a 
letter to you Monday of this week—you couldn't have received it 
before Tuesday morning and I received my shoes this morning, 


which t gre atly appreciate.” 
Very truly yours, 
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Unusual Values for \ 
Service, Fit and ! 
Style | 
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No. 5 = 
No. 50 Price, $4.00 Bleck Kid Eicher, hey fonor rw 
to 


Black Kid Lace Oxford. Combination Last. 11-8 Rubber Heel. 

Cushion Sole, Arch Support Counter, 11-8 Send for In-Stock Folder to 8; B Sine to 9, e. > Mee to8! $b. i bea E,3 
Rubber Heel. Sizes AA. 41% to 8; A. 4 to8; to 8. 

B.3 44 109; C.3% to8; D.3 Mfto 9; E. 3 t08. 


Wise & Cooper Co. 
Auburn “Makers of Good Shoes Since 1883" Maine 
Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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ercises in the schools and universities dur- 
ing the last of the month stimulated 
white buying. 


Features Sport Shoes 


The Elwell-Field Shoe Company re- 
cently featured a number of sport shoes. 
Footwear for men, women, and children, 
for riding, golf, tennis, rowing, swimming, 
baseball, gymnasium, lockerroom—in fact 
a shoe for every possible purpose was on 
display. 


New Style Tendency 


There is a marked tendency toward 
pain types of footwear. This is particularly 
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true in young men’s shoes where plain 
patterns in light tan shades are the lead- 
ing numbers. 

In women’s wear, cut-outs in patent 
and light colored suedes are good. How- 
ever, oxfords in plain patterns are having 
a good call. Sandals in bright colors are 
also selling well. 


DubuVue Wants Convention 


According to reports in Des Moines at 
the present time, Dubuque wants the 
Iowa Shce Retailers’ Association Conven- 
tion next year. Some lively competition 
will probably be displayed later to obtain 
the convention for next year. 





Continued Popularity of 
Black Patents and Satins 


MILWAUKEE—Business_ conditions 
showed some improvement during the 
week ending May 24, but retail shoe mer- 
chants still complain about the weather. 
(,ood and poor days in business coincide 
with similar days in weather, and clouds 
and rain have had a detrimental effect dur- 
ing the past few weeks. Due to this fact, 
late spring and early summer business has 
been held back considerably and no 
definite assurance as to what types will be 
popular for summer can be given. 

The continued popularity of black 
patents and satins still holds good. Beige, 
tan and gray are important shades in 
colored footwear which is selling in both 
suede and kid. Strap effects or fancy cut- 
out Colonials are important styles, al- 
though a wide variety is selling. For sport 
wear, one store notes the popularity of 
low-heeled tan calf sport oxfords, while 
another finds a conservative crepe soled 
oxford very good for golfers. 

Business in men’s shoes, which has been 
rather quiet since Easter, picked up dur- 
ing the week. One day was reported as the 
best this season at one store. In general, 
only a limited improvement was noted. 
This business, as with women’s shoes, de- 
pends greatly on the weather. Men are 
now buying both black and tan oxfords, 
but an increasing tendency toward light 
shades of tan is noted as summer ap- 
proaches. Tan oxfords are selling in a 
heavier leather than the black. 


Although a number of light colors in 


hosiery such as powder blue, and shades — 


running to yellow and orange are being 
shown in local shoe stores, business still 
clings to more conservative shades such as 
French nade and tan bark. This business 
improves in the same degree as the shoe 
business, although department stores do 
a good volume regardless of these condi- 
tions. 


Discuss Salary Salesmen 


An argument as to the relative merits of 
salary and commission salesmen was 
brought about as a result of a talk before 
the Sales Managers’ Association of Mil- 
waukee by Robert C. Fay, Chicago, 
manager of the sales promotion depart- 
ment of La Salle Extension University, 
who said, ““A salesman who is anything of 
a salesman won't work on a salary.—He 
should have a chance to make as much 
money as he can on commissions.”” Ex- 
ception to this statement was taken by 
T. L. Johnson of Soldiers’ home, who de- 
clared that his experience as a salesman 
tended to show that salary men were more 
conscientious and loyal. This brought 
forth an answer from L. G. Everson, 
secretary of the United Commercial 
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Travelers’ Association, who pointed out 
that out of 1,400 salesmen in and about 
Milwaukee only a few are working on a 
salary basis, and that many energetic men 
work only on a commission basis. 


Report of Factories 
“Shoe manufacturers report a fairly 
active demand, with some improvement 
over the last thirty to sixty days,”’ states 
the report on local business conditions 
given out by R. H. Wittig, resident 
manager of R. G. Dun & Co. The report 
states, “There has been a general clearance 
of all wearing apparel and shoes, all of 
which has influenced prices to some ex- 
tent and the distressed merchandise 
offered some cheaper. A general slowing up 
in retail trade and a restricted buying in 

wholesale staple lines is a feature.” 


Make Dollar Go Farther 


The slogan, “‘Use your car to make your 
dollar go farther, not faster,’’ was played 
up in a circular letter which was sent out 
by the Golden Rule Shoe store, 143 
Twenty-seventh Street, of which U. 
Mahler is proprietor. The letter points out 
the fact that an outlying store has much 
less overhead than the down town store 
and mentions the advantages of no park- 
ing restrictions. It urges the use of a motor 
car to make the shopper independent of 
down-town high rent districts.” 


To Encourage Factories 

Plans for assisting the establishment of 
new factories as well as for lending any 
possible aid to those already located in 
DePere, Wis., are being made by shoe mer- 
chants and other business men of that city 
through the DePere Civic Association. 
Paul Halline was elected president of the 
association at the annual meeting. 





Splendid White 


in Los 


LOS ANGELES—Early in the spring, 
retail shoe merchants predicted the biggest 
white season in years. The sales of the last 
few weeks on white kid slippers and pumps 
of all kinds are proving that they were 
right. The weather has warmed con- 
siderably, and the temperature one day 
was around 90. People are flocking to the 
beaches and this, of course, is what the re- 
tail merchants want, as it increases the 
demand for summer footwear in dress 
shoes as well as sport styles. 

Colors are still problematical. They are 
displayed in all of the stores, but Mr. 
Greene, manager of the C. H. Baker Com- 
pany’s Seventh street store, says that no 
one can tell just what the trend in this 
respect will be, as so many women are 
wearing colored hosiery with white kid 


Business 
Angeles Stores 


and black patent slippers that it seems to 
him that they will rather take the place of 
the colored slippers. This is also the 
opinion of Mr. Black of the College Boot 
Shops, although he adds that it is just as 
likely that colors may sell well later on. 
Business in his store has been very good, 
and the sales on white shoes are running 
ahead of last year. White oxfords, with 
contrasting colored laces, are quite 
popular. 

The Innes Shoe Store recently held a 
sale on whice oxfords, with low and mili- 
tary heels. Wetherby-Kayser also held a 
sale on white Hollywood pumps. 

The Ville had a striking window dis- 
play of black satin and patent slippers and 
also showed white kid slippers and pumps, 
black and white hosiery and accessories. 
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WALK-CROFPT SHOES ARE 
— GooD SHOFSsS~ 
THEIR UNIFORM QUALITY 

IS DEPENDABLE. 


“Walk-Croft, 


-SMART SHOES FOR WOMEN ARE MADE BY 


BANCROFT WALKER COMPANY 
AT THEIR FACTORY IN BOSTON 





























PICK A GOOD LENE AND STICK TO IT | 





(Copyrignted 1924, Bancroft Walker Co.) 
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Men’s Sport Shoe Business 
in Detroit Is Very Good 


DETROIT—Sales of sport shoes are 
-atisfactory, although the general busi- 
ness in shoe stores is slow and disappoint- 
ag. The large number of sport shoes 
hown in men’s lines indicate that sales in 
hese lines must be large or stocks will re- 
1ain on the shelves. 
R. H. Fyfe & Co., find golf and sport 
hoes moving more rapidly. This firm has 
»uilt up a sport shoe business on a firm 
y»undation through the medium of a golf 
chool, which is maintained throughout 
the winter on the fifth floor of the store. 
5‘. J. Jay, manager of the men’s depart- 
ent, reported plain toes with saddle 
straps, either in self color in tan or 
.moked elk with tan as the best sellers. A 
“Back to Nature’’ oxford is of heavy, but 
very soft calf, vamp and foxing in one 
piece, and has a crepe sole inset in a 
leather sole, and a plush inner sole. 


A Sport Shoe Window Trim 


The E. & R. Shoe store, 124 Michigan 
avenue, is going out strongly after the 
sport trade. In a recent trim of sport shoes 
a mechanical golf player amused the on- 
lookers and crowded the large vestibule 
of this store until it had finally to be re- 
moved from the window to prevent a tie- 
up of street traffic, and to relieve the 
blockade of the store’s doors. The golf 
player in miniature took three or four 
swings before he hit a ball, which was 
lofted to a green, and then rolled into the 
hole. Automatically another ball was 
brought into position on the tee ready for 
another drive. At this store the sale of 
sport footwear was reported good. 


Patent Leads the Materials 


In women’s lines patents still lead in the 
sales of all stores. Gray and sand shades 
are selling in small numbers. Satins are 
holding up well. Whites are coming 
stronger all the time, and many buyers and 
merchants look for a big movement in 
whites as soon as favorable weather ar- 
rives: The backward spring has retarded 
the sale of colors and all kinds of foot- 
wear. The day this article was written the 
women of Detroit wore winter wraps. 
Black suedes are apparently dead, but 
most sales of colored shoes are in this 
leather, kids being shown in a few numbers. 





Retail Notes 


Danto’s, 201 State street, is discon- 
tinuing men’s lines. A general line of 
women’s shoes will be carried as formerly. 

Smith’s Boot Shop, 232 State street, a 
few doors further down, are also selling off 
all their men’s lines. This business is soon 
to be reorganized and known as Clement's, 


Inc. A special line of women’s $6 shoes will 
be handled at that time. 

Mondry & Tripes opened a shoe store 
at 6786 Warren avenue, West. A general 
line of shoes for the entire family is being 
handled. 


Casey Goes to Boston 


Frank J. Casey, president and manager 
of Carrinton Inc., Washington Boulevard, 
has tendered his resignation and goes to 
Boston to manage the Nettleton Shops 
there. Harry W. Jones, his assistant, will 
be promoted to manager of Carrington’s. 

Mr. Casey came to Detroit five years 
ago to manage the business when Thayer- 
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McNeil took it over. The business was 
later reorganized under the name, Car- 
rington, Inc. 


Gregg Opens Department 


Earl C. Gregg, who has had charge of the 
basement shoe department of the J. L. 
Hudson Company for the past six years, 
severed his connections with that firm to 
open a leased shoe department in the store 
of the newly organized Tailor-Elliot Com- 
pany, Woodward Avenue. Ladies shoes will 
be handled. 


Good Advertising 


R. H. Fyfe & Co. supplied the footwear 
at the recent Style Show and Revue held at 
the Arena Gardens. As there was ap- 
proximately 500,000 admissions this was 
good advertising for this firm. 





Northwestern Association 
Selects Styles for Fall 


MINNEAPOLIS—The shoe styles com- 
mittees of the Northwestern Shoe Retail- 
ers’ Association recently submitted style 
reports for fall. Joseph A. Langley is 
president of the association. In women’s 
shoes the following styles were recom- 
mended: 

Street wear—straps, oxfords, tailored; 
colors and leathers: black calf, tan calf, 
patent, black suede, black kid, brown 
kid. 

Sport wear—oxfords, straps, Southern 
or novelty tie effect; colors and leathers: 
plain calf in black and tans, golf grain 
leathers. 

Afternoon wear—straps, strip pumps; 
colors and leathers: satins, patents, me- 
dium shade or colored kid, black suede. 

Evening wear—straps, strip pumps; 
colors and leathers: silver, gold, metalic 
brocade, black satins, colored satins. 

The report was submitted by H. W. 
Currie of The Booterie, St. Paul. Mr. 
Currie explains that the styles and colors 
appear in the report in the order in which 
they were favored by the different mem- 
bers of the committee. 

Children’s and Misses’ Styles 

Children (Dress)—for early fall, patent 
lace high shoes, patent pumps with one 
or two straps. For play: Elks, brown, welt 
sole construction in lace. 

Sizes 84% to 11% (Dress)—patent 
pumps, patent oxfords and patent lace 
models. For play: browns and tans, all 
Elk, flexible soles to carry out same idea 
as smaller children’s shoes. These are in 
high shoes. 

Sizes 114% to 2 (Dress)—patent one 
strap and Grecian straps and some patent 
oxfords. School wear: brown and tan 





brogues in oxford effects. Few brown high 
shoes later in fall. 

Growing Girls (Dress)—patent, satins 
and black suedes in one and two straps. 
About same styles will predominate as for 
women. For school wear: brown and black 
brogues. Report submitted by Herman 
Alexander of the Mannheimer Brothers 
shoe department. i 

Men’s Shoes | 

Oxfords to predominate over high shoes 
at ratio of 70 to 30. Early fall—light- 
weight calfskin oxfords in light and me- 
dium shades of brown and tan, with 
broader toes and shorter vamps will be 
favored by young men. 

Late fall—Scotch grain, Moor calf and 
heavier leathers in black and tans will be 
worn. A good many of these will be shown 
with reverse or storm welts. 

High Shoes—styles will not change to 
any extent. 

Dress—patent and dull, mostly oxfords 
with fuller toes. 


Poppe Lowers Prices 


President W. H. Poppe of the Nicollet 
Booterie has announced a change in the 
price policy of the store. Heretofore the 
shop has been selling at a $20 top. An 
approximate average reduction of 30 per 
cent has been made, with $14 the new top. 


Shoemen Meet 


The Twin City retail shoe merchants 
and salesmen recently met at a dinner 
meeting on May 15. P. J. Nelson of 
Minneapolis, president of the Minnesota 
Retail Dry Goods Association, gave the 
principal talk. 
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IN STOCK 

No. 786 
A one button strap sandal made in 
White Kid over our No. 141 last — 
the best selling last in this season's 
line. Carries a 13-8 covered Cuban 
Heel. Simple perforation and stitch- 
ing as shown. A Wilson Process 
Sandal. 


\A—5 to7% 
A—4'4 0 7% 
B—3! 9 to 7 
C—3 to7 


Price $5.00 - Net 30 days 


MOORE- ATAFER’ 
‘HOE “MFG *°CO°* 
BROCKPORT. N.Y. U.4A. 


NEW YORK OFFICE 545-547-549 MARBRIDGE BL06. BWAY AT 34ST. 
JACK E.JESTER, MGR 
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Encouraging Future Ahead 
for the St. Louis Concerns 


ST. LOUIS—With the weather for the 
weck ending May 24 about as impossible 
for retail business as can be imagined, the 

ail shoe merchants reported that busi- 

<s was Trolling along at about the same 
it has displayed for the past few 
wecks. This can be taken as an en- 
couraging sign, as to the path just 
ahead when warm, sunshiny weather 
makes its appearance. With rain and 
coo! days, business held up well. 
While it proved spotty throughout the 
dis rict many stores on Saturday were 
kept busy. The Recorder correspondent 
ha; pened into a popular store and heard a 
cus‘omer remark, after looking at a pair of 
$11.00 white pumps, as follows: “I won’t 
take them today, but as soon as the 
weather gets warm I want a pair.”’ This, 
is the trend of the general shoe buying 
public with reference to white shoes. 

\lthough white is being sold to some 
small extent, the total volume of business 
is expected to increase rapidly when the 
business on white shoes will be added to 
that which is being done every-day in all 
stores. 

Patent leather and satin are out-strip- 
ping all other styles. Women seem to prefer 
patent instead of satin and this choice 
gains momentum each week. Many are of 
the opinion that just as many patents and 
satins will be sold during the stimmer as 
white shoes. This view however may be 
caused by the unusual demand for these 
materials at this time due to the weather. 

Tailored effects in patterns-continue to 
increase in the leading stores. The women 
have shown a decided preference for this 
type of shoe, which is expected to be more 
popular in the fall. Pipings as well on 
these shoes are being received enthusias- 
tically. 


Holden to Manage Brandt’s 


FE. Holden, formerly assistant manager 
of Pocock-Wolfram of Cleveland, Ohio, 
will manage the new Brandt's store 
located on Olive Street, according to an 
announcement made by Russell Agnew, 
general manager of the St. Louis Store. 
Mr. Holden has had a wide retail shoe 
experience and started his shoe career 
fifteen years ago in St. Louis with the C. 
E. Williams Shoe Company. 


C. B. Miller Dead 


Cc. B. Miller, one of the most widely 
known Missouri retail shoemen, died at 
his home in Columbia, Missouri, on Sun- 
day, May 18th. He was one of the organ- 
izers of the Missouri Retail Shoe Dealers’ 
Association and one of its first vice-presi- 
dents."He was always active in organiza- 


tion affairs and attended all conventions. 
His store in Columbia was one of the 
finest in the state doing a large business in 
novelty shoes. He catered to the student 
trade at the Missouri University and his 
opinion was sought by manufacturers as 
to his style judgment. 


To Make Women’s Shoes 


John Meire Shoe Co., for more than 50 
years makers of men’s shoes, is preparing 
to manufacture women’s shoes besides 
men’s. They will begin cutting their new 
line of women’s popular price McKays 
and ““The Doctor’’ shoe for women about 
June 15. This new branch of the business 
will have Andrew Quigley in charge of 
manufacture and Harry Schroeder as 
style man and designer, both of whom have 
been identified with the manufacture of 
women’s novelty shoes for many years. 
A. W. Meier will direct sales. 

The McKay line will embrace all lasts 
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and patterns of approved styles for fall. 
“The Doctor” line for women will have 
but one last, built on the same principle as 
“The Doctor” shoe for men; it will, how- 
ever, be developed in black and brown 
leathers and satin. 


W. B. Huette Ill 


Walter B. Huette president of the W. 
B. Huette Shoe Company in St. Louis, has 
journeyed to Rochester, Minnesota, for 
treatment at the famous Mayo Santarium. 
Huette has been ailing for some time and 
determined to take the trip with the view 
of establishing the correct diagnosis of his 
illness. 


Mauldin Returns 


Thos. L. Mauldin, president of Creel, 
Mauldin & Chambers, Iac., returned from 
a trip to Chicago, Milwaukee and Fond 
Du Lac where he was gettiag better 
acquainted with tanners from whom his 
company is buying leather. He reports 
the planc at Highland, Illinois, running at 
capacity with a good supply of orders in 
hand. 





Sandal Types in Cleveland 
Finding Very Steady Calls 


CLEVELAND — Retail business in 
Cleveland generally was at a fairly active 
rate during the week ending May 24. The 
weather continued inclement through the 
week and that had a tendency to retard 
buying. In the shoe stores, merchants re- 
port buying also was fairly active, al- 
though the great bulk of the demand for 
summer shoes as well as spring shoes is 
thought to be ahead. 

Industrial and general commercial con- 
ditions in the city are good and credit 
associations report that payments are 
about up to the average. 

Merchants selling wearing apparel have 
been handicapped, however, by weather 
that is about one month late, and with 
seasonal temperatures a better buying 
period is expected. 


Whites Selling Very Well 


Patent sandals are the leaders in the 
present season, and they are preferred in 
the 12-8 heel. Quite a few are purchased in 
the 10-8 and 9-8 heels. There seems to be 
no let up in the demand for these models 
and merchants figure they are to continue 
to sell for some time. 

White shoes are being sold in a fairly 
good rate. White kids are sold to a large 
extent, the canvas models moving slowly. 

That the consumer is anxious for a 
change was demonstrated quite clearly to 
the management of the Petot store in this 


city, when the center display was deco- 
rated in white shoes. Although very few 
straw hats are seen on the streets, every 
one wears an overcoat and temperatures 
are more nearly the first of April level, yet. 
when these white models made their ap- 
pearance in the Petot window, quite a run 
was started on the shoes. It has continued 
for several days. 

Other merchants report quite heavy 
sales of white shoes for the various chil- 
dren’s functions that are held at this sea- 
son of the year. 


Sport Sandals Strong 


Sport sandals are being sold for street 
and outdoor wear at a fairly good rate, but 
the bulk of this business is ahead. Here 
again the weather has had the wrong in- 
fluence, and the stock is going to move 
later than it has in previous years. 


Merchants have been placing orders for 
fall shoes and there seems to be a strong 
conviction that suedes are going to have a 
fairly good run in that season. The nut. 
shades in suede, as well as the black 
suedes, with cut-out models, are regarded 
as business-getters. Fancy oxfords and 
black velvets are regarded as desirable 
models also. : 
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HAGERSTOWN SERVICE 


together with quality, style and price, have enabled us 
to satisfy Thousands of customers 


OUR STOCK DEPARTMENT INSURES PROMPT 
SHIPMENT 


Join the ranks by mailing us an order today 


Stitchdowns | IN STOCK 


No. 873H 5-8 814-11 11%-2 244-8 


773—Patent Sandal 1.10 1.20 = 1.35 
873H—Patent Sandal, Eng. 2.00 


69—Patent Sally, vamp and 
side cutouts 2.00 2.30 


169—Patent Sally, vamp and 
side cutouts, English 
toe 2.30 2.65 


PROMPT SHIPMENT 


5-8 819-11 11%4-2 
719—Cherry Moccasin Oxford 1.15 1.35 1.60 
814-11 1114-2 2144-8 
52—Patent Strap, foxed gray 
quarter and strap 1.60 1.80 


152—Patent Strap, foxed gray 
quarter and strap, Eng. toe 1.80 


ORDER NOW 


916-6 
=)2 
25—Vox Mahogany Elk Ventilated Oxford 1.75 
814-11 11%-2 2 

67—Patent Strap, 2 button fawn 

strap, patent inlay 1.65 1.90 
167—Patent Strap, 2 button fawn 

strap, patent inlay, English toe 1.90 


DO NOT DELAY 


Your stock is low—delay means lost business. Complete stock list on request 


Hagerstown Shoe & Legging Co., Inc. 


HAGERSTOWN, MARYLAND 


eS ee Te NT NES | 


Dealer Influence is sosured thru advertising in the Boot and Shoe Recorder. 
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Men’s and Women’s Trade 
in New York Is Only Fair 


NEW YORK—The retail shoe business 
here continues under normal for this time 
of the year. Better weather conditions 
have stimulated trade to some extent, but 
the business as a whole lacks the snap 
that it should have. A few of the larger 
stores are doing a fairly good business, but 
the smaller stores, particularly in the 

»siriential sections, are suffering. 
» make the situation still worse, a 
tain amount of price-cutting has 
en out. It promises to become rather 
nt and some of the larger merchants 
ing drawn into it, despite their as- 
tions that price-cutting is not the 
er to the present problem. 
iat this is true apparently is supported 
the evidence found in the experience 
tores that are selling shoes at one 
price only. Such stores are doing a good 
business at present. Their ranks were 
joined by a newcomer last week, the John 
Ward men’s shoe stores, who, however, 
went only part of the way. The Ward 
stores, conducted by the Melville Shoe 
Corporation, has eliminated its $8 line of 
men’s shoes and is now selling all its shoes 
formerly priced at $8, at the new price of 
$7. This, it is explained, was done to cut 
down the number of lines, to work toward 
greater standardization and economy, 
both for the store and the consumer. 


Marked Trend to Simple Lines 

Simpler styles are being demanded in 
both men’s and women’s shoes at present 
and the types of shoes shown in the recent 
Brooklyn style show are the types that 
the best-dressed New Yorkers are wear- 
ing at present. A survey of shoes actually 
worn on Fifth Avenue shows the trend 
toward simpler patterns. A large number 
of plain opera pumps are being worn, 
some with small decorations in the form 
of bows or buckles, plain and fancy ox- 
fords and neat strapped patterns. The 
observer also is struck by the large num- 
ber of light tan calfskin shoes that are 








Expect Big Sport Shoe 
Season 


The sport shoe season has not 
opened up fully as yet, but it holds 
great promise, largely due to the fact 
that the apparel people are moving 
large quantities of sports attire for 
the spring and summer season. In 
sports shoes there appears to be 
no one predominating type. It is 
evident, however, that the crepe 
rubber soles will go stronger this 
year than ever before, in both men’s 
and women’s shoes. 














worn on the streets, not only with tailored 
suits and frocks, but with more dressy 
types of apparel. 


Shoemen Are Active in New 
Feature 


The shoe trade here is taking an active 
part in the formation of a Merchants’ 
Section of the Better Business Bureau 
of New York, which has been operating 
in financial circles here for the past two 
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years. Such well-known merchants as 
Michael Friedsam, head of B. Altman & 
Company, Jesse Isidor Straus of R. H. 
Macy & Company, C. P. Perrie of James 
McCreery & Company and Franklin 
Simon represent the department stores 
and specialty shops. John Slater of J. & J. 
Slater is the representative for the retail 
shoe trade, and Emil Weil of S. Weil & 
Company represents the New York shoe 
manufacturers. 

The division already has held two meet- 
ings and as soon as financial matters are 
straightened out, the bureau will begin 
to function along merchandise lines. A 
rigid censorship of all advertising of mer- 
chandise either at retail or wholesale will 
be exercised, it is expected. 





Fairly Good Tone to the 
Retail Demand in Boston 


BOSTON—There was no decided im- 
provement in the retail shoe trade in the 
stores during the week ending May 24. 
Buying was only fair and the early part of 
the week was characterized with cold, un- 
favorable weather. This fact slowed busi- 
ness considerably and the volume of trade 
was mostly governed by the temperature. 
Saturday was warm and generally trade 
was reported favorable, but it didn’t 
assume as steady a condition as merchants 
expected. 

Black materials held up well, patents sell- 
ing very freely. lt was the same story con- 
cerning demand for materials. Whites 
gained a little, but the erratic weather held 
back this type of shoe. Generally, mer- 
chants look for white kids to sell best of all. 
Before the white season starts in earnest, 
there must be a marked change in the 
weather. 

Low-heeled patterns are going good, 
especially to the young women trade. 
Many of the shoemen attended the Brook- 
lyn style show in order to get a line on 
style trends for fall. 

Colored suedes showed a little more 
strength, but grays are far behind their 
expected volute. Concerted efforts on the 
part of shoe store operators did some good 
in adding more life to the gray demand, 
but as a whole, this color has not been a 
free seller. The great run on blacks early 
in the spring is attributed as the main 
reason for holding back grays. 

Now that June is right ahead shoemen 
expect more activity to buying. For weeks 
they have been injured by periods of cold 
unseasonable weather and point to this 
reason as important in slowing buying. 

Davenport in Europe 

H. W. Davenport, head of the Export 
department of C. D. Kepner Leather Com- 
pany, of Boston, is now in Europe visiting 


his firm’s various representatives and 
clients. He writes very interestingly from 
Brussels and also encouragingly as to the 
future of business as he finds it abroad. 


H. W. DAVENPORT 


Mr. Davenport will remain in Europe 
for two months more, and during his ab- 
sence will visit France, Italy, Austria, 
Czecho Slovakia, Germany, Egypt and 
probably Norway and Sweden. He has 
already visited England, Holland, Belgium 
and Switzerland. 


Readey’s Opens 


A new store, Readey’s, at 204 Massa- 
chusetts Avenue, opened recently. Men's 
and women’s shoes, selling between $5 and 
$12, are carried. The interior is very 
attractively finished. Windsor chairs add 
an air of refinement. 
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SUEDE, SATIN and PATENT STRAPS 
IN STOCK 


At Popular Prices 
“EVANGELINE” and “AMERICAN BEAUTY” 


(Goodyear Welt) (Flexible McKay) 








No. 5872—Black Suede One Strap, Good- No. 5928—Black Suede Strap Sandal, 
— Talon ttealt ' Flexible McKay, 9/8 Covered Heel 


Welt, Mili Rubber Heel. Widths 
year Welt, Military Rubber - Widths C, D. Price 


et ence eee he we de eee $4.00 
No. 5870—Same, Patent. Price... .$3.75 No. 5927—Same, Patent. Price... .. $4.25 


4 
7 
e 
° 
e 
° 
e 
° 
e 


No. 5912—Black Suede One Strap, Black No. 5930—Black Satin One Strap, hg 
Kid Collar and Strap, Flexible McKay, Suede Collar and Strap, Flexible 

unior Louis Covered Heel. Widths C, Covered Cuban Heel. Widths B, roi 
rice. Pe ret $4 ee PE Le ti neta kn cwerns dectweoen $4.00 





MADE BY 


A. H. Berry Shoe Company 


186 Lincoln Street, Boston Portland, Maine 
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Dealer iulicones is a thru ocr in the Boot and Shoe Recorder. 
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Most White Shoes for the 
Summer Season Untrimmed 


PHILADELPHIA—Some of the fac- 
tories have finished work on their lines of 
white shoes. Several of them made fair- 
sized quantities of white canvas shoes and 
have disposed of all of them to the jobbing 
and retail trades. Most of the whites made 
were untrimmed, and while they were in 
strap and cut-out effects they were not 
exiremes. Tan calf oxfords are reported to 
be in demand and one factory is making 
some reds in children’s shoes. While the 
talk of plainer patterns is in the air nearly 
every factory, except those which have 
always made staples, have some fancy 
m dels going through and are getting them 
ff their shelves with comparatively little 
di‘liculty. Prices are said to be holding firm 
in spite of the general lull in the trade, 
though one or two jobbers report they are 
able to get reductions of 5 per cent due to 
re juction in factory wages and the eager- 
ness of factories to get some business. 


The I. Miller store reports a good de- 


mand for black in patents and satin. - 


Whites are selling in kid as are also grays 
and champagne. This store has a few reds, 
greens, and blues, but is not looking for a 
very big run on them. All whites with 
crepe soles will be good. There is no de- 
mand for lizard or alligator shoes. Orna- 
ments and buckles are in fair demand. 


Crocodile and Lizard Shoes 


The new store of Mansfield and Sons is 
showing pumps of genuine crocodile at 
$13, genuine gray lizard at $13.25, and 
‘rocodile, in oxford style, with leather heel 
at $17.75. A lot of plain whites with crepe 
rubber soles are also being shown. All of 
the shoes handled by this store are made in 
the Mansfield factory in England and 
shipped direct to Philadelphia. 


White Shoes Featured 


The Strawbridge and Clothier store is 
showing a lot of white shoes, many of them 
exclusive patterns from Laird, Schober 
and Co. Included in the showings are step- 
in pumps for general summer wear of fine 
white Sea Island duck, patterned with an 
open-work collar effect of white kidskin. 
They have 1 34-inch covered Spanish heels. 
Another feature is the ‘“‘Heather.”’ It is of 
genuine white buckskin with kiltie tongue 
held down by a buckled instep strap. It has 
an elastic gore under the tongue, covered 
boxwood 14-inch heel. Other offerings 
include two-strap pumps of white glazed 
kidskin with an intricate weaving of tiny 
straps about the ankle, 174 Spanish heels. 


For the bride this store is offering 15 
models of white kid footwear. 


Winkleman Buys Store 


The Winkleman firm has bought the 
premises at 1626 Chestnut street from the 
Bellerich Realty Company for a price said 
to be close to $300,000. The purchasers 
will occupy the building as an additional 
shoe store. 


49th Anniversary 


Weimer, Wright & Watkin, of this city. 
recently celebrated appropriately both in 
the downtown store and at the factory 
the anniversary of their 49th year in 
business. 


Wholesale Trade Inactive 


There is little activity in the wholesale 
trade here. They attribute this situation to 
the seasonal decline after Easter and to the 
two weeks of almost continuous wet, cold 
weather. Some demand for plain patterns 
in the better grades of footwear is reported 
but there is comparatively little trouble in 
getting rid of fancy models. In men’s shoes 
light tans predominate. Crepe soles are 
very good. Trouser crease shoes are quiet 
and the only demand for plain toe shoes is 


in boys’ numbers. One jobber has been 
able to sell a lot of grays. He is selling 
patent leathers and whites, also—in spite 
of the weather. While the bulk of the de- 
mand for whites is expected to fall on calf 
and kid there is a feeling in various quar- 
ters that canvas shoes will get their share 
of the white business a little later. 





Retail Association Meets 


The Philadelphia Shoe Retailers’ 
Association held its regular May 
meeting on May 21 in Cherry’s 
store in Germantown. George Mc- 
Laughlin, president, presided. R. S. 
Wood, manager of the shoe depart- 
ment of Cherry's, spoke on the 
building up of good-will through fair 
dealing, courtesy, and having the 
right kind of fogtwear for your 
neighborhood. Following this, there 
was an inspection of a number of 
skins which had been sent to the 
meeting by one of the leather houses 
together with descriptions of them 
and a letter stating which shade the 
leather firm was selling most freely. 
Following the meeting, sandwiches 
and coffee were served. A number of 
new members were taken into the 
association. Among them was Wil- 
liam T. V. Parfrement, manager of 
Manfield and Son’s new store, in 
which the June meeting of the asso- 
ciation will be held. 














More Orders for Summer 
Shoes Received at Lynn 


LYNN—Some additional orders for 
summer shoes were booked by Lynn manu- 
facturers in the New York market follow- 
ing the style show, also by salesmen travel- 
ing far and wide. There are some busy 
shops in Lynn, but, in the main, volume of 
business is not as large as it might be. 


In summer footwear, styles continue to 
sell as previously reported. Whites are 
gaining, as might be expected; gores have 
gained more than was expected, and pat- 
ents and satins continue to sell; also some 
suedes. The run on oxfords for summer 
has not materialized; strap styles and 
sandals, including gores, continuing well. 

Manufacturers, developing fall sample 
lines, are working along two lines—one 
made up of Goodyear welt oxfords of Rus- 
sia calf, Scotch grain, and boarded calf 
leathers, gun black, gun metal calf, and 
some brown kid leather; the other line 
being made up of pumps, or plain and 
novelty styles of suede leathers in blacks 
and neutral tones of brown and gray, 
patent leather, satin and velvet. Some sur- 


prise styles for fall will be shown at the 
Boston exposition in July. 


Crimped Sandals 


Some fine sandal style shoes for growing 
girls have crimped vamps. They are of 
patent, white calf and other leathers. The 
vamps are crimped in a crimping machine, 
or, in other words, shaped to the pattern 
so that they will better fit the last. They 
have cut-outs in the vamps, too. The man- 
ufacturer figures that the crimping of the 
vamps enables him to last shoes more 
accurately, and, also, helps to hold the 
vamps, including the cut-outs, in better 
shape. 


Are Feet Fatter? 


Some handsome pumps are of the plain, 
strip, seamless or opera types. They differ 
slightly in pattern. But they have no 
straps to hold them on. 

“What about that story that feet are 
spreading out and getting fatter from the 
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Salesmen Wanted at Once 


Popular-Priced Men’s Slippers 


An opportunity to sell one of the best bets 
from now until December 15th. This is a 
manufacturers in-stock proposition (28 
samples)—one of the most popular-priced 
lines of men’s slippers in the market made in 
both McKays and turns. Territory will be 
assigned to those who are capable of selling 
only in volume. We pay 6% for selling ; settle- 
ment made once each month on all shoes 
shipped. 

Experience and references will be expected in 
first letter. 
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Address E 831, Care of Boot and Shoe Recorder 
207 South Street, Boston, Mass. 
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3 W's ARE SALABLE! 


Vacation days are coming and good, dependable shoes for girls, 
growing girls and women are in demand. 3 W’s Lenox footwear 
has won an enviable reputation and following among parents who 
desire the best. Are you ready? We are—to serve you from our In- 


Stock Department. 
for 


Growing Girls 
Misses 


\, 
THE . % Children 
“WINNER “SYLVANIA” — "a . 


A Misses’ English Last, McKay, Instep Strap, 


Rubber Heel 
6670— Misses’, Patent Chrome, Smoke Elk 


Trimmed, Lenox Last, 11% to 2, ~ 5 IN STOCK 


6671—Same, 8% to 11, D and E. 
6675— Misses’ an Calf, Smoke Elk 


’ eee Lenox Last, 11 is to 2, D and 
ae ree Girls’ Pat Leather, 2% 


omiing 


Turns— 
7041—Tan Calf, 4 to 8 ; 
7040—Pat. Leather, 4jto 8..... 
6474—Pat. Leather, 8 }¢ to 11. 
7044— White Calf, 4 to 8 : 
6479—White Calf, 84 to ll 
7042—Red Kid, 4 to 8......... ane 
6480—Red Kid, 8% to ll.............. 
7043—Champagne kid, 4two8 
6481—Champagne Kid, 8 4 to 11 
McKay Sewed 
6611—Pat. Leather, 8 4 to 11, D and E. ee. % 
6610—Pat. Leather, 11 4 to 2, C, D and E 


oI ee esesnses2 


CBYBY (BY (SV /BY [BY BY /BY/BY/BV/BY/BY/BY/BV (BV BY BV By BY BY BY BY BY BY BY/ BY 8/8 BY By 8071 WATT Wi 


a, Weimer, Wright & Watkin Co. 


fic See cand ni wi 25 39 South Second Street PHILADELPHIA © 
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Dealer pene is secured thru advertising in the Boot and Shoe Recorder. 
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long wearing of low shoes? I would like to 
hear more about it from fitting clerks. I 
doubt if it is so. But I hear it time and 
again. If feet are fatter, then we have got 
to make allowances for the extra flesh, es- 
pecially when it comes to fitting the skin- 
ticht fitting pumps. 


Slipper Business Slow 


Business in men’s slippers is coming in 
slowly this year. Some orders have been 
booked. But the making of them has not 
yet been started. It’s a bit early to sound 
te slogan: “Buy your Christmas slippers 
€ rly.” 


Stitchdown Shoes 


The Litch Shoe Company is busy on a 
new type of stitched sandals for growing 
girls, misses and children, which it has 
c:eated. Also, it is showing samples of 
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Brockton district and elsewhere to the 
shoe manufacturing trade. These plants, 
operating at full capacity, produce goods 
to an amount which at the present time 
. cannot be absorbed. In former days the 
Some Kiely Welts export trade made an outlet for the sur- 
Some samples of welt shoes, made at the plus. At present this trade is cut in half. 
factory of T. J. Kiely & Co., show custom So far as the United States is concerned, 
style lasts with square toes and low heelsof the country has not yet grown up to the 
leather or rubber. Uppers are of Russia large production of shoes which has been 
calf, Scotch grain or gun metal calf. Soles going on during the last few years. 
are medium. These oxfords are for wear 
with tailored gowns. They combine plain 
styles with plenty of service. 


men’s stitchdown slippers. It has an im- 
proved method of making stitchdown 
shoes. 


Concerns on Sound Basis 


An editorial in the Brockton Daily 
Enterprise, commenting on the disturbed 
condition of the shoe business in all parts 
of the country, with many consequent 
liquidations and failures, adds in reference 
to the local conditions: 

“In a way, there is cause for some con- 
gratulation in Brockton. There has been 
no list of failures and liquidations. Al- 
though business has been dull, Brockton 


““Bobbed Boots” 


Here’s a thriller! Bobbed boots are men- 
tioned. They will be low cut, or short tops. 
They will be buttoned or laced, or, if de- 
signers can find a way, they will have gores 
in the sides. 





In Atlanta Much Life to 
White Trade Is Reported 


ATLANTA—The retail trade reports 
the volume of shoe sales continued on a 
very satisfactory basis during the latter 
part of May, with the white goods season 
beginning to open up in earnest, and the 
outlook for the latter giving promise of 
an excellent season in all white goods. 

Wholesale merchants report more ex- 
tensive buying by retail shoe merchants 
for summer trade. Some buying for fall 
is being done. 


To Enlarge Department 

The Carlton Shoe & Clothing Co., 36 
Whitehall Street, is holding a special shoe 
sale this month, preparatory to remodel- 
ing the shoe department. The department 
is to be greatly enlarged, and many new 
fixtures installed, at a cost of several 
thousand dollars. 


Shoemen Elected 


J. H. Sutton, identified for some years 
with the credit department of the J. K. 
Orr Shoe Co., of Atlanta, manufacturers 
and jobbers of shoes, was elected first 
vice-president of the Atlanta Association 


is not so badly hit as many other shoe 
places. Shoe organizations here are intact, 
they have the complete confidence of the 
trade and they are all set and ready for 
taking full advantage of a turn in the 
tide.” 

of Credit Men at the recent annual meet- 
ing. Penn Crockett, connected with the 
credit department of the Richardson- 
Crockett Shoe Co. of Nashville, Tenn., 
well-known shoe jobbers, was elected 
president of the Nashville Credit Men’s 
Association at the recent annual meeting 
of the organization there. 


Changes New York Office 


M. A. Packard Co., makers of the Pack- 
ard Shoe for men, which has had a New 
York office and sample room at 127 Duane 
Street for many years, now has its New 
York City office in the Marbridge Build- 
pete AL ing. M. J. Collins and George E. Dilling- 
Selling Stock ham, Jr., who cover greater New York, 

are in charge. 

The bankrupt stock of the Varsity 
Boot Shop, 77 Peachtree Street, is being 
disposed of this month at sacrifice prices, 
and no definite announcement has been 
made. 


At Charleston Convention 


Shoe manufacturing concerns in the 
Brockton district will which exhibit at 
the convention of the Southeastern States 
Retailers’ Association, Charleston, S. C., 
June 9 to 11, include: E. T. Wright & 
Co., Inc., Rice & Hutchins, Inc., Rock- 
land, Mass.; C. A. Eaton Shoe Industries, 
Field & Flint Co., Brockton; Stetson Shoe 
Co., South Weymouth, Mass. 


Buys Princess Shop 


Max Horowitz, formerly a shoe buyer 
with the Bass Dry Goods Co., of Atlanta, 
and for some time conducting a retail 
shoe store on Mitchell Street, Atlanta, has 
purchased the business of the Princess 
Boot Shop in the Peachtree Acrade Build- 
ing. This is a new shoe store, only opened J ersey 
in Atlanta a comparatively few weeks Harry A. Smith of Smith’s Shoe Shop, 
ago. Patterson, N. J., was a recent visitor in 
the Brockton market. Mr. Smith’s house, 


Visiting Merchant from New 





Manufacturer’s Analysis 
of Economic Conditions 


with the argument that the country would 
soon grow up to its money. This, he says, 
has some point today in regard to factory 
production. Wartime activities caused Edwin Clapp & Son Inc., East Weymouth, 


BROCKTON—A manufacturer, in 
speaking of conditions in the shoe trade, 
compares the present time to that follow- 
ing the Civil War. Then, he said, there 
was currency inflation. Efforts to curtail 
the money in circulation were opposed 


which has been established for about 18 
years, sells men’s popular-priced shoes 
exclusively. He has had long experience 
in shoe retailing. 


Shoeman Elected Bank Presi- 
dent 


Horace R. Drinkwater, treasurer of 


Mass., was recently elected president of 


over-building and over-production in vari- 
the Braintree, Mass. National Bank. Mr. ° 


ous lines, with special reference in the 
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Vodel Room of the Dunbar Pattern Com- 
pany at Brockton, Mass. There are siz 
such rooms in other cities: New York, Bos- 
ton, Chicago, St. Louis, Montreal, Toronto. 


In the creation of new designs the Dunbar organization renders its first and perhaps its most 
important service to the industry. 

After the shoe manufacturer has selected his new design there comes a number of processes 
in model making and manufacturing which call for the most exact and minute treatment on the 
part of highly trained and experienced men. 

After the first pair of shoes is made on a trial pattern it is returned to one of our model rooms. 
Here the widths are graded and the first set of designs prepared for our manufacturing department. 

The extent of Dunbar Service is suggested by the fact that at least three of our branches 
maintain modelling and manufacturing facilities which are larger than those of any other pattern 
maker. These extensive facilities insure dispatch in the handling of all work and guarantee that 
certainty and reliability which have made Dunbar the standard of the Shoe World. 


Absolute integrity is a cornerstone of the 
Dunbar business. Your designs are safe 
and secure as your own exclusive property 
when locked in the Dunbar Treasure 
Chest. 


DUNBAR PATTERN CO. 


SHOE PATTERN MAKERS 


A a 
~ 


a Wa, 


BOSTON ~BROCKTON ~NEW YORK gui tT) Pere every ST. LOUIS ~CHICAGO ~ MONTREAL _, 
yo A: 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 





y 31, 1924 
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Drinkwater has served as vice-president 
of this institution since its incorporation. 


Going Abroad 


George N. Gordon, Brockton District 
Manager of the United Shoe Machinery 
Corp., accompanied by Mrs. Gordon, will 
sai! from New York, June 7, for Europe. 
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Mr. and Mrs. Gordon are delegates from 
the Porter Congregational Church of 
Brockton to the World’s Sunday School 
Convention in Glasgow, Scotland. Mr. 
Gordon is widely known among the trade 
from his long connection with the com- 
pany with which he is associated, and has 
many friends who will wish him and Mrs 
Gordon a pleasant trip and a safe return. 





Haverhill Manufacturers 
Find Good Novelty Trade 


HAVERHILL—‘It was pretty thor- 
oughly demonstrated at the Brooklyn 
show,” remarked a Haverhill manufac- 
tuer, “that novelty styles in women’s 
shes are going strong, and will continue to 
de so. The plain styles, about which we 
hear so much, are well suited for women 
with long, slim feet. The tailored shoe is 
adapted particularly to the women who 
pay from $15 to $18 a pair for their shoes. 
The demand from the every-day girl or 
woman, however, is in my opinion, for the 
novelty styles, both in the medium as well 
as the better McKays and turns. The 
‘flapper’ wears short. skirts, and wants 
pretty shoes. This demand is country-wide 
and calls for a continuation of the novelty 
styles with which Haverhill has built a 


world-wide reputation.” 


Whites and Colors 


Haverhill manufacturers are sensing a 
considerable call for bright colors in 
women’s shoes. The white season, which is 
close at hand, will see, in the opinion of the 
trade here, a great many white shoes 
“dolled up” with bright colored orna- 
ments, these latter conforming to the orna- 
mentation of white gowns. Mills are busy 
making bright colored flannels for wom- 
en’s summer gowns, which manufacturers’ 
say, will bring about a demand for colored 
footwear in corresponding colors. It will be 
a big white season with a lot of brightening 
up as regards touches in the way of color 
ornamentation. 


To Make Exhibit 


Collins & Staples, Haverhill manufac- 
turers of women’s novelty turn shoes, will 
show the “C. & S.”’ line at the convention 
of the Southeastern Shoe Retailers’ Asso- 
ciation, Charleston, S. C., June 9-11. 


\ member of the Haverhill shoe manu- 
facturing trade, looking through a rating 
book to find the credit standing of a pros- 
pective customer, found the rating to be 
$500,000 to $600,000, second credit. In 
commenting on this rating, the manufac- 
turer said: ‘““This seems a favorable rating, 


yet I would prefer to sell a merchant whose 
rate is $15,000, first credit, than one hav- 
ing a much higher financial standing, with 
second credit. It is seldom that a merchant 
with small capital is given the second credt 
with small capital is given the second 
credit rating. On the other hand, you will 
occasionally note a concern with large capi- 
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tal and second credit. In the .atter case, 
it often occurs that capital is tied up with 
consequent slow payments. The mer- 
chant with small capital and first credit 
rating is usually free to turn his money 
over and thus pay more promptly than a 
concern with higher financial standing, 
but with lesser opportunities for making 
prompt payments for merchandise.” 
Wage Cut 

The Haverhill Shoe Board of Arbitra- 
tion has rendered a decision granting to all 
McKay factories here a net reduction of 
20 per cent. The plan is similar to that 
made previously for turn shoe factories. 
Wage cuts vary concerning plain and fancy 
shoes, the latter receiving the greater pro- 
portion of reduction. The McKay business 
in Haverhill factories is second tu turn 
shoe production, representing about 25 
per cent of the total factory output. There 
has been a substantial increase lately in 
the local output of McKay shoes. 





Zest to the White Shoe 
Business in Lynchburg 


LY NCHBURG—White shoes are sell- 
ing very freely in most all shoe stores. For 
commencement purposes, the college 
students are selecting whites. Kid material 
is most popular; in fact about 95 per cent 
of white sales are on kids. 

Women are purchasing black patent 
leather and colored hosiery. The contrast 
looks good and is gaining in popularity 
among the college girls here. 


Broad Toes 


For men, fairly broad toes are in 
demand. One store ordered a consignment 
of such shoes. The toes are almost square 


in Men's Styles 


Light tans and blacks continue popular, 
with light tans being stronger. 

Sport shoes for men have not started to 
sell yet but will probably pick up soon. 


Bell Store Gets Lease 


The Bell Shoe Store has signed a lease 
for the ground floor of the Gilliam building 
on Main street, The concern will occupy 
the building about July 15. The store, in 
addition to carrying lines of Lynchburg- 
made shoes, will install a department for 
the handling of Lynchburg job lots and 
samples. 





Women’s Shoe Demand in 
Rochester Shows No Change 


ROCHESTER—The retail shoe trade 
in Rochester was retarded during the week 
ending May 24 by the cold weather which 
held down the volume of business in all 
retail lines. 

The vogue for tailored clothes has not 
yet been noticeable in Rochester and in 
footwear, the demand is practically the 
same as it has been all-season—for straps, 
cut-outs, Colonials and gore patterns. 
Patents and satins are still the most 
popular materials. 


Wilson Shoes Selling Well 


Local manufacturers, who are making 
Wilson Process shoes, report that the 


shoe trade likes this type of light, airy 
footwear and that business is good. 
Wilson Process shoes are being made by 
the following Rochester firms: Joy, Clark 
& Nier, Inc., John Kelly, Inc., C. P. Ford 
& Co., Le-Hy Shoe Manufacturing Corp.., 
and Moore-Shafer Shoe Manufacturing 
Company of Brockport, N. Y. 


Sterling Secures Lease 


The Sterling Shoe Stores leased a store 
on South Clinton street, opposite the 
Seneca Hotel, which will be opened as an 
exclusive women’s shoe store as soon as 
alterations are completed. Representatives 
of the Sterling firm were in town last 
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SPEEDSTER— 

A mannish KIN KIN Oxford for well-dressed boys. 
Sells on its good looks—re-sells on its still better service. 
Boys’ B, C, D... $3.35 
Youth’s B, C, D.. 3.10 
Little Men’s C, D, E.. 2.85 
Vulcrepe Sole, Size 1 to 6—Leather, 1044 to 13%. 


IN STOCK 
FOR AT ONCE DELIVERY 


Newspaper ad plates and colored inserts for mail and 
counter distribution supplied. 





Qe, WAUPUN ~ WISCONSIN 
—-:- 











TEEPLE SHOE CO 








MERRY WALKER 


HOES FOR CHILOR 














QUICKER TURNOVER 
BETTER PROFITS 


“Merry Walkers” have been life-savers for 
many a sluggish children’s shoe department, 
and the backbone of numerous modest begin- 
nings that have grown td handsome profit 
producers. 


IMMEDIATE DELIVERY! 


There is a Place in Your Store for This 
Line 
Ne. 2222—Pat. Lea. Bal Ox. with Smoked Elk Lace Stay and 
Collar, Wingfoot Rubber Heel. 
No. 2221—Same as Te) with Gray Elk Lace ya and C ollar. 
11! 2.50 


Sizes 5-8. . $l. 84-11 $2. 

No. 2220—Mah. C alt Bal “Ox. with Smoked Elk Lace Stay ‘and 
Collar 

Sizes 5-8 $1.70 81,-l1l....... 


Write for Catalog 


WOBST SHOE COMPANY 
MILWAUKEE, WIS. 


$1.95 114-2 2.20 


May 31, 192% 


Get Acquainted 


With Our Line of Reason- 
ably Priced Women’s Shoes 


For this purpose we have just 
completed our Fall Catalog 
and will be pleased to send 
you a copy upon request. 


A 


C. S. GIBBON COMPANY 


56 N. Fourth Street 
Philadelphia - Pa. 


“Make Our Stock Room Yours” 








HERE IT IS!! 


JUST WHAT YOU WANT FOR 
RIGHT NOW BUSINESS 


ONLY $5.85 


In Gallun’s No. 23 
Light Russia Calf 


AT ONCE DELIVERY 


APECK SHOEWITH “PECKS OF QUALITY” 


No. 880__Leather Sole, Gallun's No. 23 Light Co!- 
ored Artec Calf College Oxford, Blind mpetate, 4 
a. Price ...... $5. 
881__Same, onl 
IN Bi Bel C'S 
Price 


No. 841__ Crepe Sole, Galiun’s No. 3 Tan Norwe- 
STOCK ian College Oxford. Brass Eyelets, Calf Lined 
Coach Last. Sizes and Widths. B 6-11 Ce yl 
Ne we ‘Sole, Coffee Elk Cube Oxford 
a Last. Sizes and Widths, B 6-'1. C D 


FREDERICK S. PECK 


40 Thomas Street 
WORCESTER, MASS. 


>: Gun, ‘Metal Calf. on h 
%-11, D 5-11. Coach Last. 
$5.85 
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week and it is reported that they are also 
considering opening an exclusive men’s 
shoe store if a suitable lease can be 
obtained. 


Near East Relief Plans 


John Schmanke, president of the 
Rochester Retail Shoe Dealers’ Associa- 
tion, has been working on plans for the 
coliection of old shoes for Near East 
Relief as outlined by the National Shoe 
Reiailers’ Association. He reports that 
ey: -y downtown shoe store and practi- 
cal. vy every neighborhood shoe store will be 
inn the plan and that beginning June 1, 
a! wrel for the collection of shoes will be 
in «very store. Co-operative advertising 
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will be used to acquaint the public with the 
cause. 


Good Boys’ Trade 


Stores selling Endicott-Johnson’s Hi- 
Kicks report a good response on the part 
of the youngsters to Hi-Kick Week which 
was held May 24 to 31, during which time 
a 50 cent baseball was given free with 
every pair of Hi-Kicks. 


Moccasin Golf Shoe 


Cosmos Dispenza, manager of Wm. 
Eastwood & Sons’s men’s store located in 
the Powers Hotel, reports a hig demand 
for a moccasin type of shce with a crepe 
soles. 





Cold Weather Holds Back 
Business in Buffalo Stores 


;UFFALO—The reported pick-up in 
sales of footwear in the eastern coast cities 
has not made itself particularly manifest in 
this city, according to Buffalo shoe mer- 
chants. The given is that the 
weather has averaged considerably warm- 
er along the coast than it has in this 
vicinity so far this spring. 


reason 


Trade during the week ending May 24 
was not what could be called “‘brisk’’ by 
any stretch of the imagination. While 
there was less rain than the week previous, 
the warmth of the sun’s rays was offset 
by a raw wind off the lake which was not 
conducive to comfortable shopping. 

\s one prominent downtown shoe mer- 
chant remarked, “It is 
buying of shoes which makes real activity 
in the trade—and women will not buy 
summer footwear until they can wear 
summer gowns. 

“So far as I can judge from my experi- 
ence, the Spring shoe trade here and every- 
where is very much a matter of the wea- 
ther, other conditions being resonably 
equal. Just so long as the weather remains 
cold and wet, discouraging the wearing of 
Summer clothing, the women will post- 
pone buying Summer shoes. 

Local style sharps are predicting an 
early change to plainer types of women’s 
shoes, believing that Milady is growing 
tired of strap effects. These men who make 
a study of fashion’s foibles foresee within 
the next two months a marked trend 
toward stripped pumps with Cuban heels 
and with tan the most popular shade. Just 
plain boredom will cause women to turn to 
more conservative models, the style ex- 


the women’s 


perts predict. 
White Season Tardy 


This week was expected to mark the 
opening of the white wear season, pro- 
vided the weather warmed up. The beach 
resorts opened on May 24 although 


Decoration day marked the official 

inauguration of the summer season. 
Irrespective of the weather, local shoe- 

men are anticipating one of their best 


seasons in June in graduation footwear for 


both girls and youths as the number of 


students who complete their courses this 
year exceeds that of any previous semester. 


Thomas Shop Closes 


The Thomas Boot Shop, which for the 
past two years has served as an outlet for 
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the Burows line of women’s footwear and 
which for a time handled men’s footwear 
as well, has closed its store at 11 West 
Chippewa street where it was unable to 
meet the competition of Main street stores. 


New Shoe Store 


John A. Turski, proprietor of the chain 
of Standard Shoe Repair sheps in this 
city, which also handle footwear, has 
opened a store on Main street between 
Tupper and Chippewa streets, known as 
the Schwartz shoe store. Through the new 
store Mr. Turski hopes to dispose of his 
surplus shoe stock, broken lines, etc. 


Styles Spread Like Magic 


Lynn, Mass.—*‘There is no mystery to 
me in the making of styles,” says a shoe 
manufacturer, “for I know from where 
they come. But it is a mystery to me how 
the styles spread as swiftly as they do. It 
looks to me like magic. Scarcely does my 
New York salesman report that the style 
A is selling in New York than our mail 
begins to bring in reports from all parts of 
the country, East, West, North and South, 
that the same styles have appeared in their 
localities. There is nothing surprising 
about a style appearing in one city. But 
when that same style appears in a thou- 
sand cities and towns, from the Atlantic 
to the Pacific, at almost the one and same 
time, well, I simply have to hold up my 
hands and marvel at one of the wonders 
of our modern merchandising system.” 
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A very inviling atmosphere prevails when one looks at the windows and entrance of the Blumberg, Inc., slore 
al Bridgeport, Conn. It is located in the Stratfield Hotel building. The entrance lobby is deep and altraclire. 

















Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 


Brockton, Maas. 








BOSTONHANS 


Commonweatta Snot & Leatuer Co 











Carried Stock 


“Che 
COTS hoe 


FOR MEN 


BROCKTON 
CO-OPERATIVE 
BOOT & SHOE 
COMPANY 


F 
Brockton, 














SHOE 


(P) ror MEM (P) 
M.A.PACKARDCO. Makers 
—__..__. BROCKTON 





NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
Syracuse, N.Y., U.S. A. 
MEN'S FINE SHOES EXCLUSIVELY 











HOWARD & FOSTER CO. 
Men’s and Women’s Welts 


Address all Communications to the 
Factory at 
BROCKTON, MASS. 
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Straight Last Shoes 


Lynn, Mass.—Mention was made re- 
cently of a style in footwear that a Lynn 
firm has made for 17 years without a 
change. And it is a dress style shoe, too. 
This story is surpassed by one about a 
style that has been made for 59 years with 
but one change, and that change has been 
the substitution of a rubber heel for a 
leather heel. This style started in grand- 
mother’s day. It is that of house shoes, of 
kid leather, made over straight lasts. A 
pair of shoes, made over a straight last, 
may be worn on either foot, right or left, 
it makes no difference. 

Not only are these shoes made in Lynn, 
but they are carried in stock. 


Flexible Gore Shoes 

Lynn, Mass.—Gore styles must be gain- 
ing, for more of them are being made here. 
From a shoemaking point of view, one rea- 
son for their gain is the flexibility that is 
had through more methods in the construc- 
tion of shoes. Soles are flexible, and they 
with the foot. Uppers of 
and they readily con- 


bend easily 
leather are pliable, 
form to the foot. 

Some unusually beautiful gore 
are being made in Lynn shops for the sum- 
mer. Indeed, one enthusiast held up a gore 
style pump the other day, one of those 
Prince Alberts, with gores by the throat, 
and a delicately adorned front, and said: 
“I do not believe that we ever made a 
more handsome and more comfortable 
shoe than this.” 


Orders for Fall 


Philadelphia, May 27—Shoe manufac- 
turers feel that the spell of depression has 
been broken, according to the local trade 
review of R. G. Dunn and Company. It 
continues to say that factories are getting 
quite a few orders for early fall delivery. 
Immediate business seems to be centered 
on white goods and on tans which are pre- 
sumably popular for retailing during June 
and July. Prices of raw material are firm, 
labor is fairly well employed, and collec- 
tions are good. 


styles 








Two New Stores 


Plainfield, N. J., May 28—T. L. Be- 
bout, who has been in the retail shoe busi- 
ness in New York and St. Louis for many 
recently opened Bebout’s Shoe 
Front 


years, 
Store here. It is located at 175 E. 
Street. 

H. Rutkin will soon open a $6 shoe store, 
carrying both men’s and women’s models. 





Josephson Retires 


Elizabeth, N. J., May 28—Henry 
Josephson, for 30 years proprietor of the 
Eagle Shoe Store at 869 Elizabeth Avenue, 
is retiring from active business. 





88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 
Every Wednesday and Friday 
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TRADE MARK REGISTERED 


Stock Dept. 5 


Is At Your Service 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 














A. FREEDMAN & SONS, Inc. 
BROCKTON, 
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THE SHOE FOR MEN 


ELLIOT SHOE CO. BROCKTON, MAS 
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WHERE TO BUY 
Hons & Women’ Slignecs 





Write for Prices 
BEST-EVER SLIPPER CO . inc, BROOKLYN, N.Y. 








Satin, Felt and Leather 
gq Soft Sole Slippers 
Fer the entire family 
No. 7300 Satin in L 
ry _ Ola Rose. 
Lavender, B. a og 


Bend for Price List 


wey ENGLAND SLIPPER CO. 
40 Green St., Worcester, Mass. 








PARISTYLE FOOTWEAR MFG. CO., at. 
41-45 Washington Ave. Brooklyn. Y. 
HIGH GRADE MULES AND aamnen 


Made of Satin, Quilted Satin, Embossed 
Leather, Tinsel and Brocade 
Prices from $23.00 per doz. up 








FLEXLBLE MceKAYS with the comfort 
urns 
WOMEN’S COMFORT FOOTWEAR 
MEN’S ROMEOS, EVERETS and OPERAS 


Sold only in case lots 
NORTHEASTERN SHOE CO.., Inc. 
54 Auburn Street, Chelsea, Mass. 
Boston Office, 139 Lincoln Street, Room 212 











SLIPPERS for MEN, WOMEN 
and CHILDREN 
Bedroom and heuse 
Slippers in a wide 
variety of styles and 
prices 


SATIN SLIPPERS 
noted fer quality. 
FRANK H. Yate CO., Inc. 
24 Washington Square _«- Worcester, Mass. 














my Medium and+ 








Tor Mon Wormers and Children 
Carried in Stock and 
Bliss & Richardson. Shoe 


TLAND 
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Gershner Joins Pizitz Com- 
pany 

Birmingham, Ala., May 27—Following 
a successful career as buyer for Charles A. 
Kaufman of New Orleans, Albert D. 
Gershner has associated himself with the 
Lewis Pizitz Drygoods Company, of this 
city, as buyer for the bargain basement. 


ALBERT D. GERSHNER 


Buyer for the bargain basement of the Lewis Pizitz 
Drygqoods Company, of Birmingham, Alabama. 


Mr. Gershner believes that plainer shoes 
will be in vogue during next fall, with 
fancy shoes continuing in the ascendency 
during the summer. “Welts seem to be 
coming strong,” he says. “Suede and calf 
are equally good in black and in tan.” 


The Southeastern Conven- 
tion 


Atlanta, May 28—Retail shoe mer- 
chants in all of the important towns and 
cities of Georgia, Florida, Alabama and 
South Carolina are preparing to attend the 
annual convention of the Southeastern 
Shoe Retailers’ Association, to be held at 
Charleston, S. C., June 9 to 11. Merchants 
at both Savannah and Macon, Ga., 
announced their intention of attending in 
large force, both cities contemplating mak- 
ing a bid for the 1925 convention. Most of 
the larger Atlanta merchants also will 
attend, taking private cars with other 
Georgia merchants and those from Birm- 
ingham, according to present plans. 


Rosenberg’s Expanding 


Evanston, Ill., May 26—Rosenberg’s 
department store is planning to occupy 
the second and third floors of the new S. S. 
Kresge building. The shoe section will be 
on the second floor. 





Phillips Shoe Co., Inc. 
Makers of 
Women’s Turn 
Slippers 
276 RIVER STREET 
Haverhill, Mass. 


Boston Office 
207 Essex Street 





Colcord & Walker. Inc. 


Turn Footwear for Women 
HAVERHILL, MASS. 


Factory 34 DUNCAN ST. 











FASHION FOOTWEAR 


Women’s Fine Turns 
and Novelties 
Our new models are attracting most favorable 
attention. Hand turn slippers and pumps in 
the latest designs and finest leathers. 
TESSIEK & BOWDOIN 
2 Washington St., Haverhill, Mass. 
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INFORMATION 
for Shoe Merchants 


“WHERE TO BUY” constitutes a 
source of knowledge so that he who 
runs th-ough these pages may read 
—and learn. 

















Soft Soles and Meccasins 
AS pote Jobber for our 
G . We DO NOT sell 
the retail trade. 


Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 











“ELAM” 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 


ROCHESTER, N.Y. 
Boston Office, 16 Columbia Street 








AShoe for Boys 
That Wears 


Marston & Tapley Co. 




















Peal Daby, Shoe Q 


Dey — Proprietor 


rn husells 


Shoe 


ectalists 
SEND FOR CATALOG 


NEW YORE GFFIKE 320 FIFTH AVE, 


y 7) Se. 





OrPOSNER'. 
SHOES & STOCKINGS 
FOR INFANTS ,CHILDREN 
AND YOUNG LADIES 

DR. A.POSNER SHOES, INC. 


140 wW.8 





In Stock—Soft Soles 


Also new line Elk Moccasin 
First Steps — Sizes 1 to 6. 
SEND FOR SAMPLES. 

“Nu” Baby Shoe Co. - - East Lynn, Mass. 








Where to Buy 
Wanted Styles 


An extra Editorial Service to 
“‘Recorder”’ readers, free for the 
asking. Write and tell us what 
you would like to know. 
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A New Era in Store Lighting 


(Continued from page 73) 

were being used. That idea was to sur- 
round the lamp itself with a plain or orna- 
mented glass shade, and to leave the space 
at the bottom of the lamp entirely open. 
This type of shade gave way to the totally 
enclosed glass unit—arranged so that the 
glass Was sand-blasted and the glare was 
largely eliminated; the illumination that 
found its way into the room was that part 
of the light not absorbed by the glass. 
The light, however, was partly controlled, 
and that was something. 

Controlled Illumination with Big Lamps 

“Now we are beginning to use exten- 
sively a ‘new idea’ in store lighting. Some 
people call it a new era in lighting; per- 
haps it is. At any rate, by concealing the 
lamp altogether and reflecting the light to 
a white ceiling tinged with yellow we get 
rid of the bright filament; we have abso- 
lute control over the illumination, and 
we are able to make use of all the light 
that comes from the electric lamp—in 
fact, the bigger the lamp the better. 

“We may conceal the lamp in a cove 
or cornice and thus completely do away 
with fixtures suspended from the ceiling. 
A reflector shaped to get exact results, 
shoots the light upward to cover a cer- 
tain portion of the ceiling, and other lamps, 
likewise concealed and their rays directed 
by reflectors, light up other parts of the 
ceiling so that we get a daylight effect, 
but without the coldness often found in 
daylight. 

“Or, because people sometimes feel that 
there is no light in the room when they 
can't see where it comes from, we can 
have what we call ‘Luminous bowl’ fix- 
tures. In the case of these units there is a 
glass bowl through which a cheerful glow 
shines; but the real light that furnishes all 
the actual illumination in the store comes 
from a big electric lamp, the rays of which 
are directed to the ceiling for diffusion to 
the far corners of the room. Just enough 
light is allowed to seep through to pleas- 
ingly and evenly light the bottom part of 
the glass bowl. 

Not Extravagant with Electricity 

“The ceiling, of course, absorbs some of 
the light, but the fact that we are using 
big lamps which otherwise could not suc- 
cessfully be used, compensates for that 
and with a considerable margin to spare. 
The chief advantage from this. indirect 
lighting in stores is, though, that selling is 
made easier, and buying as well. A pleasant 
homelike atmosphere makes anyone feel 
more at ease when he comes to buy. And 
that also has its effect on the temperament 
and disposition of the sales people. No 
matter how much light there is—how 
strong it is—there can be no glare when 
indirect lighting is being used. 

“But, as perhaps you’ve noticed, most 
things look their best under well diffused 
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Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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daylight. This indirect light has many of 
the same qualities that daylight has— 
even distribution, penetration to the 
farthest corners—and the stock of a store 
can be displayed most advantageously. 





Bought By Nettleton 


Nashville, Tenn., May 29—The Max- 
well House Shoe Co., of this city was re- 
cently purchased by Henry Cook, president 
of the A. E. Nettleton Co. of Syracuse, N.Y., 
and announcement is made that the com- 
pany’s store at 517 Church street will be 
remodeled and enlarged. Carl P. Boger has 
been named manager of the store. At the 
last monthly meeting of the Nashville Re- 
tail Shoe Dealers’ Association, held in mid 
May, he was formally welcomed to the 
city by the other shoe merchants. It was 
also stated by merchants attending this 
meeting that so far this spring the retail 
shoe trade in Nashville has been much 
better than during the usual spring season, 
the fact being largely attributed to the co- 
operative spring opening of the stores, and 
the co-operative advertising campaign. 


American Footwear 
Unexcelled 

Philadelphia, May 27—A. H. Geuting, 
prominent retail shoe merchant who has 
just recently returned from a trip abroad, 
says that the quality and style of shoes and 
hosiery being shown in Philadelphia can- 
not be duplicated in Europe. He states 
that as he reflects upon the European 
market, both in hosiery and shoes, he can- 
not see any advantage over America ex- 
cepting in the matter of some hand-made 
products which it is impossible to procure 
in this country in sufficient pene. 


New Shoe Stores 
Polly’s Bootery, 3% Church Street, 
New York, N. Y.; Al Levine 
Pollowitz, proprietors. 
Elmer H. Kjellman, Glasgow, Mont. 


and Louis 


Good Tone to Buying 
Miami, Fla., May 30—Leo Bass, pro- 
prietor of the Bass store, reports a favor- 
able trend to the women’s trade. He looks 
forward to a splendid summer season. 
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BALLET SLIPPERS in Stock 
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No matter what policy you may 

pursue in selling to the shoe trade, 
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N newspapers, magazines, roto- 

gravure sections, color pages— 
all over the country, millions of 
people will read Keds advertise- 
ments this year. 


Here is a tremendous advertis- 
ing program that means profits for 
every Keds dealer. Tie up your 
store with this national campaign 
by carrying a full line of Keds. 
Build your summer footwear prof- 
its on Keds, the most popular and 
most widely advertised summer 
footwear in the world. 


United States Rubber Company 








Trademark Reg. U.S. Pat. Off. 
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June Weather Expected to Stimulate Rubber 
Canvas Footwear Demand 


Closing of Schools, Gommencement of Outdoor Activities and Athletics 
Significant Facts Concerning This Trade 


HE advent of June marks the open- 

ing of the summer outdoor season, a 

very important occasion to retail 
shoe merchants carrying rubber canvas 
footwear stocks. May was generally cold 
and unsatisfactory throughout the coun- 
try. Every phase of the shoe industry was 
slowed down during May, due to the fact 
that cold, unseasonable weather hung on 
tenaciously. It was a poor month to move 
white merchandise, particularly canvas 
rubber footwear. 


Outdoor Activities for School Children 


The field for selling canvas shoes is 
broad and the subject, discussed from 
many angles several times, is worth reiter- 
ating. Schools are closing; millions of 
school children throughout the country 
need some type of play shoe. Canvas shoes 

make ideal types for play shoes. Already 
many shoe stores are appealing to the 
school children trade on this kind of foot- 
wear. The canvas models stand up well; 
are comfortable fitting and appeal to the 
children, inasmuch as they are a change 
from the other types of shoes. 

Until June there is very little outdoor 
recreation of the picnic nature, so the 
month also marks the beginning of trade 
from adults interested in outdoor activi- 
ties. The seashore resorts open and there 
is no more proper place for wearing a 
rubber-soled canvas shoe than at this type 
of a summer resort. You can get a good 
deal of this trade by reaching out for it. 
Make it come to you. Don’t wait for it. 
Use your display windows and the daily 


newspapers. Tell the consumers where 
they can get a pair of comfortable-fitting 
and serviceable shoes for the season. 


Boy Scouts Commence Programs 


The boy scouts commence their pro- 
grams in earnest. Many troops go to sum- 
mer camps for definite periods. They like 
to wear rubber-soled canvas footwear and 
as this organization is gaining in numbers 
year by year, it is worthy of making a 
special effort to reach it with your rubber 
shoes. 

In the East tennis courts opened the 
latter part of May. Those who play this 
game, particularly the men, are eager to 
wear the right type of canvas shoe in order 
to be as comfortably shod as possible. The 
new crepe rubber sole for tennis playing 
was tried by the champions of the game 
last year and found to be a splendid model. 
You can make capital out of this in your 
advertising. 

There are more automobiles than ever 
before. People are doing more traveling 
because of this condition. When they seek 
pleasure during the summer months, they 
generally decide to drive to a summer re- 
sort. Inasmuch as this fact brings many 
more people to the resorts there are 
greater opportunities to sell canvas shoes. 


More Opportunities for Selling 


June is the month to lay emphasis on 
the rubber canvas footwear situation. If 
you get an early start on your rubber 
stock you will accomplish a good deal. In 


analyzing the situation, it seems as if the 
present year presents ever so many more 
opportunities for selling rubber footwear 
than the prior seasons. More people are 
going to summer resorts; boys and girls 
are more interested in outdoor activities 
and want the proper shoes. These things 
will add impetus to your canvas shoes 
demand. 


Coloring Rubber Surfaces 


A new method of decorating rubber 
surfaces which produces very interesting 
effects has been invented. It is well known 
that rubber will not stand up under paint, 
linseed oil, turpentine, etc. However, a 
binder has been worked out which is 
flexible, non-corrosive and washable. The 
design is first applied in a body coat by 
means of a copper plate and hydraulic 
pressure, thus insuring a smooth and even 
distribution of the binder. Color and 
shadings of color are then superimposed on 
the body color by stencil work. The effect 
appears slightly in relief and the colors are 
unusually soft and lustrous, and incident- 
ally, do not flake off. As aniline dyes are 
used they are water and fade proof. 

So far the process has been applied to 
decorative effects on rubber aprons and 
bathing caps. Relief decoration of various 
textures is now being experimented with.— 
Dry Goods Economist. 





It’s sometimes better to back down than 
get your back up. 








4a ie be =e 
wielies fen iy ove 
wi Teak ded de tlle 2 AT ee 


the front of the G. R. Kinney Co., Inc., store 
cman’. epee. 


The large 








BOOT AND SHOE RECORDER 


May 31, 1994 


Upper Leather Sales Show an Improvement 


Best Grades of White Finding Steady Calls—Patent and Sport 
Leathers Selling Very Well 





WHAT IS BEING Improved _ buy- 
BOUGHT ing of calf upper 
leathers prevails. This applies to blacks 
as well as colors. There has been more 
inquiry for glazed kid and better sales. 
Light tan is wanted, also white in the 
best grades and more call for black. 

Popularity of patent leather con- 
tinues. The call ranges from patent kid 
and colt for highest grades of shoes to 
patent kip and patent chrome sides. 
There is also a good demand for colored 
patent for children’s shoes and for 
export. 

Foreign buyers have been in the 
market for calf and kid leathers. Be- 
tween exports of raw calfskins and of 


Improvement 


larger demand. 





High Lights of the Week 


leather and slightly better tone to 
leather market in general. 


Hide market is firm and packer 
hides fairly well cleaned up. 


Trade below what was considered 
normal, but tanners still pursue pol- 
icy of curtailment in keeping with 
demand for leather. 


No disposition to accumulate sup- 
plies of leather in anticipation of 


in the market, has stimulated some 
buying in the domestic trade. Colors 
are in demand as well as black. There 
is no special change in price. The lead- 
ing tanners are obtaining from 65 to 
80c per foot for the top grades, and for 
the choicest selections of colors 85 to 
90c. Medium grades and weights are 
listed at 40 to 60c per foot, and the 
lower grades and cheaper tannages of 
coarser grain from 30c per foot down- 
ward, according to quality. Kid 
tanners as a whole are busier than 
some weeks ago. 


sales of upper 


PATENT _ The popularity of patent 
LEATHER is continuing. Tanners 
and japanners are operating rather full 








finished leather the effect on the 
domestic market would be toward 
greater firmness in price. 

Sport leathers, including waterproof grain, elk, plump weights 
of calf and side leathers, continue in good sale. 


SUEDE There is not much change in the interest in suede 
LEATHERS leathers. If anything, there is some improvement 
on the choicest selections. Suede and buck leathers on the whole 
are having an inactive period. The prices are relatively the same 
as for the past few weeks. The top selections of fancy colors bring 
from 50 to 65c per foot, and the medium grades 40 to 45c. Buck 
leathers are quoted from 30 to 45c; white buck 40 to 42c for top 
selections. Genuine buck, which is a smaller item in volume, is 


listed at around 70c. 


CALF Some improvement is noted in the call for calf 
LEATHERS leathers. The light tan shades are having a con- 
siderable preference in the plump weights for men’s, and also on 
medium weights for women’s shoes—particularly for welt shoes. 
The darker shades also are having a fair run in the popular shades 
of brown, mahogany, Tony Red, and there is also a better call for 
black. Prices are on substantially the same level as for recent 
weeks, the first grades of full grain colored chrome calf bringing 
up to 50c per foot, and the general run of top selections 45 to 48c; 
medium grades 35 to 40c. There is a fair demand for the heavy 
grain tannages for sport footwear, the prices depending upon the 
quality wanted. Calf leathers show a rather firm tendency. 


SIDE UPPER The demand is rather quiet in keeping with the 
LEATHERS present state of activity among the shoe 
factories. The trade is somewhat spotty, being better in centers 
where shoe factories are busier. Some of the large shoe manufac- 
turers are fairly liberal buyers, especially leather for the cheaper 
grades of shoes. The price range is wide, ranging from 16 and 18c 
for the cheaper snuffed leathers, and lower grades up to 30c for 
the full grain side leathers of the best finishes. Some of the better 
grades of elk and buck in special tannages run from 30 to 42 and 
44c per foot. There is a fair call for veal and kip, and waterproof 
grains for the heavier footwear. The tendency is noted to use 


more black finishes. 


KID More activity has been noticed of late in the kid 
LEATHERS wmarket. The buying of foreign factors, who were 


in filling orders on the book. New 
business is also being placed regularly. Patent chrome kips are 
quoted from 40 to 45c by leading tanners, and the top selections 
of patent chrome sides are offered at 36 to 42c. There is a fair 
business on patent colt, with prices listed from 55 to 65c for the 
top selections, and patent kid 65 to 75c per foot. The medium 
grades of patent are in good call, and a better business is desired 
on the top selections. 


SOLE Little change is noted from week to week in the sole 
LEATHER leather situation. There has been a slight improve- 
ment in demand of late, and prices are on substantially the same 
basis. 

Tannery receipts are considerably below normal, and it is 
claimed that about 40 per cent of the amount formerly tanned is 
now being received in the Eastern markets. 


Comparative Leather Prices 


Upper Leather (Price per foot, cenis) 
Year Ago 
Calf, suede, top grade...............55¢ @ 65¢ 


Today 
55¢e @ 65c 
44c @ 50c 
30c @ 38c 
24c @ 30c 
22c @ 26c 
34c @ 44c 
34c @ 42c 
65e @ 80c 
35c @ 55c 
36c @ 42c 
55¢ @ 65c 
65c @ 75c 


Side upper leather, colors 
Side upper leather, black 


White buck 

Kid top selection colors 
Kid, medium 

Patent chrome sides 
Patent colt 

Patent kid 
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Senate Votes to End Pullman Surcharge 


N.S. T. A Office Urges Members to Wire Congressmen—George Gregory, Style Man 
and Traveler, Says ‘‘Women Demand Pretty Shoes’”’ 


HE Pullman surcharge, authorized 
T by the Interstate Commerce Com- 

mission in 1920, would be abolished 
under an amendment to the Interstate 
Commerce act, approved under date of 
May 22 by the Senate. The matter now 
goes to the House. 

Immediately upon receiving this ad- 
vice, the national secretary wrote a letter 
to 3,000 members of the National Associa- 
tion asking each to wire immediately to his 
congressman to vote for the repeal of Pull- 
man surcharge. ““Don’t wait until tomor- 
row. Wire your congressman now,” reads 
the communication. “The war is over— 
stimulate business—repeal the surcharge.” 
This letter was signed by B. McWhirter, 
president; T. A. Delany, secretary, and 
Charles W. Morrill, chairman of legislative 
committee. 

Let Us Suppose 

George Gregory, shoe style man and de- 
signer for the Cahill Shoe Company, has 
been carefully thinking over “‘plainer” or 
“tailor-made” as applied to women’s 
shoes. He has recently written us the re- 
sults of his study on the subject, as follows: 

“Suppose manufacturers, retail mer- 
chants, or any one else did succeed in es- 
tablishing the so-called ‘plain’ or ‘tailor- 
made’ shoe! What then? 

“To my mind the ‘scrapping’ of women’s 


boots reduced capacity; generally. By try- , 


ing, even by idle words, or any other ef- 
fort, to make a style like a plain pump 
‘all the rage,’ the shoe trade would be doing 
itself more harm than happened with the 
passing away of the boot. 

“Since, for the present, we have lost the 
women’s boot business, which reduces 
business, why try to reduce again the busi- 
ness of manufacturers, merchants, or 
salesmen. 


Fancy Shoes Still Popular 


“The so-called ‘fancy’ shoe is here to 
stay, at least for some time yet, regard- 





Service Strong Asset 


“Service is a wonderful asset, but 
is lacking in many stores,” said Ed- 
ward J. Macklin, head of the foot 
saver Dept. Julian & Kokenge Com- 
pany. 

“Women who go from store to 
store are shrewd shoppers. They 
take nothing for granted. They con- 
sider nothing but the actual values 
offered. These are the ones with 
whom you should be careful and 
guard against criticising other mer- 
chandise. Use a good selling story 
here and you'll land the lady! 

“All customers should be con- 

‘ sidered as guests whether they buy 
or not.” 











less, and for that matter a straight pump 
is, or used to be, a fancy shoe. It is strictly 
in keeping with good style picking to in- 
clude such patterns among the other many 
styles, and let it be with other so-called 
‘tailored’ shoes handled as any retail mer- 
chant may see fit to buy. But bear in mind 
—plain pumps to be satisfactory must be 
exquisitely made—and as such bring and 
deserve good prices. Do not ruin your 
trade by selling a poorly built, plain pump 
or oxford. 

“To emphasize the fact that plain shoes 
are going to be all the ‘go’ is an injustice 
to the trade at large. 

“T have a very high regard for the mer- 
chandising ability of all of the large retail 
shoe merchants I have met and so I am 
equally sure that the handsome and correct 
fancy shoes will remain. However, there is 
some improvement to be made in some of 
these fancy styles. Many are now so, made 
that they can be improved in their fit. 
Sometimes, to get a certain effect, the fit- 


ting qualities are sacrificed for the pattern 
This, of course, should never be permitted. 


Less Duplication Desirable 


“Sometimes manufacturers take a good 
selling pattern and try to improve, making 
another style, yet duplicating very closely 
the first. Even so, a retail merchant is not 
bound to buy both. There is a very big 
duplication of styles which need not be, 
still this is really in the hands of the retail 
merchant. 

“Anxiety of style men has carried many 
into trying out ‘dangerous styles,’.sensa- 
tional would be the better word. Some- 
times such have sold and sometimes they 
have not, but all that has to do with the 
buyer or dealer, and 9 times in 9 (yes, I 
mean 9 m 9)’ I have found the average 
buyer and retail merchant fully able to de- 
cide for himself as to what or what not to 
buy. 

“If style men and shoe manufacturers 
will give the dealer or buyer a chance and 
let him announce the coming of a new style 
in his own way and when ready, I do not 
think there would be any objection to any 
style shoe coming along, call them tailored, 
plainer or sane, or what you will. 


Guard Merchants’ Interests 

“‘But to say the least, it’s rather upset- 
ting to a retail merchant or buyer well 
stocked up with something different to 
have it heralded with a million-dollar pub- 
licity cost in newspapers and other media 
all over the country that something else is 
the style or coming style, especially when 
the supposed new style is nothing more 
than extra effort for business where there 
is none, without any regard at all for the 
buyer or retail merchant. 

“‘Most certainly there is nothing wrong 
in trying toobtain all the business possible, 
but is new business profitable when it is 
obtained at the disadvantage of the dis- 
tributor? 








CURTIS GARRETT 


Who covers all territory from Denver to the Pacific 
Coast for The Moore Shoe Company 


“The National Shoe Style Committee 

does try to guide the trade as to what may 
seem to them fairly safe to buy, always in 
moderation (if the merchant buys more 
than his requirements it is no fault of the 
committee) but for any authority now to 
publicly advise the public what they want 
to make and scrap the rest of styles for the 
immediate moment, giving a few orders to 
some idle manufacturer and possible bank- 
ruptcy for retail merchants I do not see the 
sense. 
“If a style is to be changed and it’s a de- 
cided change, meaning the closing out of 
many thousand dollars worth of merchan- 
dise on dealers’ shelves and possibly 
paid for, why cannot such change be ad- 
vised in a confidential trade way and far 
enough ahead for the retail shoe merchant 
to prepare? 


Women Pick the Styles 


“I only mention this matter roughly as 
to how in my mind such bona fide changes 
should be brought about, because I have 
not the slightest doubt, nor have I the 
slightest reason to suppose, at least for 
some time to come, will the beautiful, cor- 
rect fancy shoe ‘lose out’ with the 
public. 

“Let any retail merchant suit himself if 
he wants to feature the so-called ‘tailor- 
made’ or ‘sane’ shoe; it’s his business. 
But if the other fellow with the pretty 
fancy styles (and all the time good fitters, 
for fancy shoes are oft better fitters than 
plain ones), should run away with his trade 
please understand I advised him, as any 
other salesman would, that it will take 
more than talk to convince the public that 
it should not wear shoes it likes, but 
should wear those which makers want to 
make.” 
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Curtis Garrett with Moore 


Curtis Garrett, who has represented the 
Cotter Shoe Company of Lynn for the past 
two years, and for six years before that 
with W. B. Coon Company in the same 
territory, has recently made arrangements 
to represent the Moore Shoe Company of 
St. Louis, covering all territory from Den- 
ver to the Pacific Coast. 

Mr. Garrett writes to the Recorder from 
St. Joseph, Mo., as follows: ““The Moore 
Shoe Company is operating a specialty 
factory producing women’s shoes of high- 
grade novelty McKay construction, ex- 
clusively. The line is moderately priced, 
extremely ‘fast’ patterns and lasts. 
Through the erection of a large modern 
factory which is just completed, this com- 
pany is able to extend its activities. 

“T leave the factory about June 50n my 
western trip.” 

“Jake” Whalen Homeward 
Bound 

John J.(‘‘Jake’’) Whalen, vice-president 
of the Boston Shoe Travelers’ Association, 
who sells the Le-Hy line out of Rochester, 
N. Y., William H. Drummey, who travels 
for Thomson-Crooker Shoe Company, 
“Nat” Stevens, who sells the Interstate 
line, Frank Reece, who sells the “La 
France”’ line, and Peter B. Sullivan of the 
Royal Shoe Company, Randolph, Mass., 
were all at the Metropolitan Hotel, Wash- 
ington, over Sunday, May 18. “Jake’’ 
writes that he will be in the men’s big shoe 
city of Brockton for Decoration day. 


Brooklyn Salesmen Busy 


The Hotel Commodore’s eighth floor 
presented a busy scene the past week. Es- 
pecially active were those men who repre- 
sented the following exhibiting firms: 
J. Albert & Son, Inc.; Algier Shoe Mfg. 
Co., Inc.; American Shoe Co.; Geo. W. 
Baker Shoe Co.; J. & T. Cousins, Inc.; 
Cornell Shoe Co.; John Cramer & Son; 
Degen-Lipp, Inc.; A. Garside & Sons, 
Inc.; Andrew Geller, Inc.; Griffin-White 
Shoe Co.; Julius Grossman, Inc.; Horn 
Shoe Mfg. Corp.; F. S. Kauder Shoe Co.; 
Kozak & McLaughlin, Inc.; Kurz & Lapi- 
dus, Inc.; J. J. Lattemann Shoe Mfg. Co., 
Inc.; Lax & Abowitz; I. Miller & Sons, 
Inc.; Perfect Shoe Mfg. Co., Inc.; Pincus 
& Tobias, Inc.; Dr. A. Posner, Shoes, Inc.; 
Strassburger-Stiles, Inc. 

Many Travelers al Commodore 

But, in addition to the salesmen for 
Brooklyn houses, there were many sales- 
men who dropped into the Commodore, 
en route to their prospective territories, 
and thus this hotel, and the lobby in par- 
ticular, fairly swarmed with shoe travelers 
for the entire three days of the show. In 
addition to the travelers, many manufac- 
turers and retail shoe merchants from all 
parts of the country were present. It was 
surely a big “get together.” 
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DAVE L. ARONSON 


Of the Clinard Sales Company, who represents thy 
Brockton Shoe Manufacturing Company frov 
nver, west. 





Clinard Sales Co. Represents 
Brockton Shoe Mfg. Co. 


Marshal Clinard and Dave L. Aronson 
have formed a partnership under the style 
of Clinard Sales Co., with headquarters at 
525-526 Pacific Building, San Francisco. 
Mr. Clinard was formerly with the Baker 
Shoe Co., of Haverhill. Mr. Aronson has 
been, since 1900, with Cahn-Nickelsberg 
Co., of San Francisco, selling goods and as 
factory manager. Since 1916 he has been 
in charge of the buying. The Clinard Sales 
Co. represents the Brockton Shoe Manu- 
facturing Co. from Denver, west. A stock 
department for the Brockton Company 
will be maintained at the Pacific Building, 
San Francisco. 


Fred Doherty Back from West 


Fred Doherty, who travels the West for 
Doherty Bros., recently made a two weeks’ 
trip West for his house. Fred is “‘lining ’em 
up for fall.’”’ He is showing smart effects in 
men’s black gun metal, brown and medium 
tan and tony tans in brogue types, soft 
boxes and soft toes. Fred returned to his 
home town of Avon, Mass., for Memorial 
day. 


Chicago Travelers Meet 


The regular monthly meeting of the 
Chicago Shoe Travelers’ Association was 
held Saturday, May 24, at the Palmer 
House. 

A delightful lunch was served after 
which President Milton Rubel called the 
meeting to order. All business was disposed 
of in the usual prompt manner and a gen- 
eral forum discussion of shoe conditions 
followed. 
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FRANK S. LARKIN 


Who travels NewEngland and New York State 
for Pedigo-Weber Shoe Company 





Larkin with Pedigo-Weber 


Frank S. Larkin, who formerly traveled 
the West for Thomson-Crooker Shoe Co. 
and prior to that in business for himself as 
The Indian Head Shoe Co., of Marlboro, 
Mass., covering the entire country for this 
firm, selling to the large retail trade, re- 
cently made arrangements with Pedigo- 
Weber Shoe Co. to represent this house. 
Mr. Larkin’s territory is New England and 
New York State, and it was while covering 
the former territory that he ran into the 
Recorder office to say “Hello.” 

Frank states that just now the great 
majority of his customers want black 
satins, patents and light tan Russias, in 
plainer, but nevertheless beautiful pat- 
terns; that dainty cut-outs at throat and 
inlays are popular, and so are high throat 
pumps, decorated with little buttons. The 
favorite heel seems to be a 15-8 block. 

Mr. Larkin, although a young man, 
knows the shoe business thoroughly. He 
has a fine personality and’a frankness of 
manner, which accounts for his large circle 
of friends. He has a wide acquaintance 
with retail shoe merchants the country 
over. In his earlier years, he traveled the 
South for five years for the Emerson Shoe 
Co. He is a brother of William Larkin, 
1922 president of the Boston Shoe Trav- 
elers, who travels the West for Stacy- 
Adams Co. 


“Babe”? Donovan with Lane 


W. L. Donovan, known to the Brooklyn 
boys, as “‘Babe’”’ Donovan, and who sells 
the William Lane, Inc., Brookline line of 
women’s high-grade welts and turns, is one 
of “Lou” Livingston’s good “‘pals.”’ Lou 
says ““Babe,’ like his famous baseball 
namesake, ‘knocks home runs’ but on 
shoe sales, which is more to the point.” 
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“Billy’”’ Mead on Trip for 
S. Weil 


William Mead, known to all the trade as 
“Billy”’ Mead, is now showing his new line 
of S. Weil & Co., in women’s fine footwear 
in turns and welts to the merchants in the 
large cities of the United States. 

“Billy” invites visiting buyers to look 
over the Weil line at his office at Room 
842, Marbridge Building, 34th Street and 
Broadway, at any time as there will al- 
ways be some one in to show them, 
whether or not he is on a trip. 

Emil Weil will, as in the past, look after 
the factory and New York City trade. 


Wiechman on Trip 


Harry A. Wiechman of the Wiechman 
Pattern Company, who makes his head- 
quarters at the New York Style Studio, 
149 Fifth Avenue, worked in conjunction 
with W. S. Lefavour of the United Last 
Company, and representatives of the Slip- 
per City Wood Heel Company at the 
Brooklyn Shoe Style Show in the presenta- 
tion of the Wiechman Pattern service to 
the trade. Harry left New York last Tues- 
day for a three-weeks’ trip to Chicago, St. 
Louis and Cincinnati. 


Lefavour Showed “Pull- 
Overs”’ 


W.S. Lefavour of the United Last Com- 
pany was in charge of the United Last 
Company’s exhibit at the Brooklyn Shoe 
Style Show. A wide range of beautiful foot- 
wear was presented. Mr. Lefavour showed 
some fifty styles to illustrateBrooklyn shoes. 
Heexplained that it wassomething entirely 
new in last demonstration. In other words, 
the United Last Company is here show- 
ing shoe manufacturers pull-over sets, 
just as the shoe manufacturers present 
them to their customers. 

Mr. Lefavour and Harry Wiechman of 
the Wiechman Pattern Company both ex- 
plained that while styles move according 


«e-seotions, in general strap patterns lead, 


in tan Russia and black patent; that there 
is a marked tendency for oxfords with 
shorter vamps, about 254 inches; that 
there is a new heel—in height about 16-8, 
but it is a slender Cuban and thicker 
Spanish, or what is called a ‘Spanish 
Cuban.” 


Frank McKean at Alden, 
Walker & Wilde Factory 


Frank McKean, who traveled for 12 to 
15 years for Alden, Walker & Wilde, Inc., 
in the South, is now at the factory assisting 
the head of.the house, A. L. Lincoln. Mr. 
McKean has general supervision of all of 
the orders coming into the factory. 


Life is full of joys; if we only know how 
to appreciate them. 











SAMUEL MALKIN 
of H. Malkin's Sons, New York 





Samuel Malkin Now on Trip 


Samuel Malkin of H. Malkin’s Sons, 
New York City, prominent wholesalers of 
children’s shoes, is now on a short trip 
through his territory. One of the objects of 
his trip is to introduce to the trade a line 
of new process stitchdowns, which H. 
Malkin’s recently took on. “This new 
stitchdown,”’ writes Mr. Malkin, “‘has the 
style of a turn, combined with the appear- 
ance and durability of a Goodyear welt. 
It is both snug-fitting and trim at the 
ankles, and has a look of real smartness.”’ 

Mr. Malkin reports that considerable 
interest has been shown in the line, and 
hopes to establish it with many of his 
customers. 


MacDonald with Val Dutten- 
hoffer Company 


R. C. MacDonald, former representa- 
tive of the Marion Shoe Company, Mar- 
ion, Indiana, is now covering Michigan 
and Indiana for the Val Duttenhoffer 
Company, a branch of the United States 
Shoe Company, Cincinnati. 


Burkhardt with Portage 


Walter Burkhardt closed the store at 
2106 Woodward Avenue, Detroit, and has 
taken the line of the Portage Shoe Com- 
pany, Portage, Wis. His territory includes 
the northern portions of Indiana and 
Ohio, and southern Michigan. 


Oates with Bradford 


E. J. Oates, who formerly traveled for 
several manufacturers, has taken the line 
of the Bradford Shoe Co. of Columbus, 
in Pennsylvania, succeeding O. W. Jen- 
nings, who has resigned. 








BUSINESS REVERSES 


Jacksonville, Fla.—John L. Edwards, Edward's 
Root. Shop, shoes, reported offering to compro- 
mise at 25 per cent. 

Canon, Ga.—William T. Ridgeway,fgeneral mer- 
chandise, reported petitioned or petitioner in 
bankruptcy. 

Chicago, Ill.—Better Tire Co. (Michigan and 22nd 
street) mail order, reported petitioned or peti- 
tioner in bankruptcy. 

Delhi, La.—William E. Pulan, general merchan- 
dise, reported petitioned or petitioner in bank- 
ruptcy. 

Brockton, Mass.—Henning Shoe Co., mail order 
shoes, reported offering to compromise‘at_30 per 
cent. 

Greenwood, Miss.—Boston Shoe Store, shoes, re- 
ported petitioned or petitioner in bankruptcy. 

Kansas City, Mo.—Harry Cohen (318 E. 15th 
street) shoes, etc., reported petitioned or peti- 
tioner in bankruptcy. 

Rochester, N. Y.—Dugan & Hudson Co., shoe 
manufacturers, reported assigned. 

Grafton, N. D.—William Greenberg, general mer- 
chandise, reported petitioned or petitioner in 
bankruptcy 

Muskogee, Okla.—Morris Krawitz, The Fair, 
shoes, etc., reported petitioned or petitioner in 
bankruptcy. 

Philadelphia, Penn.—Benjamin Steinberg (322 So. 
56th street) shoes, reported meeting of creditors 
called. 

Sioux Falls, 8. D.—Bob & Nels Clothing Co., Inc., 
shoes, etc., reported asking for general extension. 

Richland Center, Wis.—Louis Shapiro, Boston 
store, general merchandise, reported petitioned 
or petitioner in bankruptcy. 


BUSINESS CHANGES 

Weston, Idaho—Preston Bros., general merchan- 
dise, incorporated $20,000. 

Dixon, Ill.—Vaile & O'Malley Clothing Co., shoes. 
etc., changed name to Buckaloo-Rippi-Bur- 
roughs Co. 

Rushville, Ind.—Shuster & Epstein, shoes, etc., 
incorporated $40,000. 

Union City, Ind.—Charles V. Friesner, shoes, re- 
ported succeeded by Ed Foutz. 

Banner, Ky.—The Banner Mercantile Co., general 
merchandise, incorporate 1 $8,000. 

Lewisport, Ky.—Homer Remington, general mer- 
chandise, recently commenced business. 

New Orleans, La.—The Bresler Bootery, shoes,.in- 
corporated $10,000 

Bangor, Me.—C. E. Clark Co., manufacturers 
shoes, etc., incorporated $50,000. 


ai GROPING IN THE DARK 


Ae 0 sturdy support fer the ankles of Time was when the purchase of advertising space was 


{tad sion the — | Me = a Foot of checking a publisher’s statement of circulation and 
eurgecas :S ao its — snows often these figures were unreliable. 


ake 
eb ae rene ebe ° solved this perplexing problem. By a systematic analysis 
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Boston, Mass.—Louis Bloch"Co., general merchan- Isidore WHeinowitz”(29 Avenue D) shoes 
dise, incorporated $5,000. ported sold or closed out business. 

Central Shoe Co., manufacturers, capital stock M. Lessman (1366 Wilkins avenue) shoe 
increased by $35,000. ported sold or closed out business. 


Houghton & Dutton Co. (55 Tremont street) Brooklyn, N. Y.—Edward Cardoza (4220 5th 
Harry Dutton, president, died. c = anne, =e soites —_— 7“ 
Sandler & Rumney, shoe and arch support merct andise, reported sold out to H. Kobu 
manufacturers, reported partnership dissolved; & Sons. : 
Henry Rumney retired. The Johnson Shoe Co., shoes, incorpor 
Lynn, Mass.—Gillis Counter Co., counter manu- $10,000. 
facturers, incorporated $10,000. Dayton, O.—Cotterman Shoe Co., shoes, et: 
Lumberton, Miss.—Lampton’s General Store, gen- - ated $20,000. 
eral merchandise, recently commenced b.siness. Phila oe, ee eee Gas & - 
St. Louis, Mo.—Fashion Bootery, shoes, incorpor- Sikes Peake. ao bs 
ted $20,000. 3 > . ~ n& 
= ; Steelton, Penn.—Sam Tepperson, S. Tepperson & 
New York City—Jacob Goldstein (131 Rivington Co., reported succeed Silver & Tepper-on. 
street, 76 and 136 Delancey street, 201 125th Shelburne, Vt.—Irvin H. Deyette, general mer- 
street) shoes, reported selling or sold out. chandise, died. 











Pa): Sam oie ian tt Saal? 5. soe j 


A view of the first floor of the new Hanan § Son store at New Orleans,La. The slore is very attractive 
and has enjoyed a splendid trade. 








and es a fully venti- a “blind groping in the dark.’’ Advertisers had no means 


In six years the Audit Bureau of Circulations has 


of distribution and methods this organization is able to 
supply just the data an advertiser needs. The darkness 
is dispelled and the bright light of verified facts takes its 
place. Space buyers no longer find it necessary to grope 
in the dark. 


There are no dark spots in the Boot and Shoe Recorder 
circulation. Our records are audited by the Audit Bureau 
of Circulations. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


ITIONS WANTED—Four cents word for each insertion. 
Minimum amount , seventy-five cents. For other ““Want” 
inten bee beep Ky Fog th th 4 a 
mum amount .25. un 
” = up to noon om Tuesday of week of publication date. When advertisers 
$3.00 $2.50 desire answers to come in care of this office, twelve words must be 
6.00 5.00 allowed in each advertisement for address. When advertisers desire 
12.00 10.50 9.00 7.50 replies forwarded direct to their address, each word of the address 
16.00 14.00 12.00 10.00 must be counted in the advertisement and paid for accordingly. Answers 


to ads must be sent under letter postace. 
Yayment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


_ Recorder rates for space less than one-eighth page per 
issue: 
7times 13 times 
$4.00 $3.50 
8.00 7.00 
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shoes 
; ——— 
shoes. re- 
= SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 
5 
D., Be SAL!:SMEN WANTED—High-grade men call- 
Koba 5 ing oa oon any mo ho = our new 
line o! infants’ and children’s flexible welts (three 
—_ ~ + ‘chown together with our medium-price’ WASHINGTON, OREGON, IDAHO, LOUISIANA 
itch ow b i . t 
\ ate., te Scmisie, fine wortmemship, now combination WISCONSIN, OKLAHOMA 
last. l’rices very attractive. ‘lo be sold as side line We want experienced salesmen to cover the above territory on commission. We make 
232 Kens- with some other non-conflicting line. Made in unlined UNION STAMP WORK SHOES in Blucher, Outing and Moulder. Write for par- 
eeded by modern up-state New York factory. Exclusive ticulars, giving references. 
territory now open in New York City, New Eng- NORTH LEBANON SHOE FACTORY 
pperson & land States, Ohio, Indiana, Wisconsin, Minnesota, Lebanon, Pa. 
‘epper-on North and South Dakota, Iowa, Mississippi, Kan- 


eral mer- 


sas, California and Far Southern States. Will pay 
6 per cent commission. State experience, territory 
covered, and give reference. Confidential. Write 
fully, E-839, care Boot and Shoe Reeorder, 207 
South St., Boston, Mass. 





Wwe have now a direct connection with an old 
established group of shoe factories. We can 
supply a medium-priced line of women’s novelt 
shoes, also a line of men’s semi-dress shoes. Will 
consider full-time or t-time salesman. Cor- 
respondence confidential. Carroll, Adams & Co., 
Inc., Baltimore, Md. 





 .IDELINE SALESMEN to carry a fine line of 
Milwaukee stitchdown shoes in ontana, 

Wyoming, Colorado and New Mexico. Lifte can be 

carried in a single case ani offers real, opportunity 

to producing salesmen. Address E-832, care Boot 

-_ Shoe Recorder, 189 W. Madison St., Chicago, 
inois. 


LIVE WIRE, preferably rubber footwear ex- 

perience, selling retail trade. Line consisting 
of Goodyear Glove rubbers, Keds, felt slippers. 
One for Western Ohio, one for Columbus, Ohio, 
and Franklin Co., drawing account with com- 
ission basis. One for Cleveland, Ohio, commis- 








GHOE SALESMAN—Experienced, in wholesal 
line, to sell children’s shoes on straight com- 
mission. State reference and territory. Address 
K-653, care Boot and Shoe Recorder, 127 Duane 


sion basis only. Give age, experience, references, 
first letter. Applications treated confidentially. 
Address E-833, care Boot and Shoe Recorder, 207 


ALESMAN WANTED for Massachusetts and 

Coéniséeticut, to sell on commission men's and 
misses’ and children’s shoes, carriei in stock. 
Vincent, Suite 63, 38 Heminway St., Boston. 


SHOE FACTORY—Active, reliable salesmen of 
character, force ani real sales ability wanted 
to represent factory. Infants’ fine and medium- 
ade turns. Our shoes have been sold successfully 
i the jobber for ten years. We are building a 
sales organization to sell the retailer direct and 
will consider applications for territory from men 
who have an established trade with good accounts. 
Our prices will interest any dealer, our shoes are 
successful and we will have a large and efficient 
in-stock department. Salesmen can be assure 1 of a 
income. Address E-843, care Boot ani Shoe 





St., New York. South St., Boston, Mass. ecorder, 207 South St., Boston, Mass. 


The Man We Want 


must be about thirty-five years of age, with practical experience in styling and 
merchandising children’s, misses’ and growing girls’ shoes. He must be a tireless 
worker, who quits when the job is done, not when the clock says five. He must be 
ready to tackle the impossible and to stay with it until he puts it over, A TWO- 
FISTED FIGHTER WITH COMMON SENSE and a stiff backbone. In short, he 
must be a man who can rise above the average and who is willing to pay the price of 
success. 

PROBABLY THIS MAN IS EMPLOYED IN A SIMILAR CAPACITY 
RIGHT NOW. If so, we can offer him, not only a bigger opportunity, but a ground- 
floor chance with an organization that will be fair and considerate to him, an 
organization made up of the kind of men he would like to be associated with. 

As we have said, this man must be capable of creating styles in children’s shoes, 
and he should possess sufficient road experience to enable him to merchandise his 
product in a practical, progressive way. He would be expected to look after the 
selling end of our children’s unit, working in co-operation with the general sales 
manager. 

For your information, ours is one of the largest companies in the shoe industry, 
a hustling A-1 corporation that is growing larger every day. : 

If you are the man we have described above, write us, selling us your services 
in your letter, and stating when you could join us and what salary you would expect. 
Your letter will be treated confidentially. Position open July first. 

THE SCHEIFFELE SHOE MFG. CO. 
Cincinnati, Ohio 
Branch: The United States Shoe Company 


- 
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SALESMEN WANTED 


SALESMEN WANTED 


——= 


WANTED TO PURCHASE 








CITY and vicinity, IOWA, NE 
TEXAS. Give us ful 


Wis. 


“KOZY KOMFORTS” SIDE LINE SALESMEN 


We are manufacturers of a very complete—WELL KNOWN—-HIGH GRADE LINE OF 
SOFT SOLES— including colored Suedes, Calfskins, Vici Kid. and Sheepskins—with a real 
price range. We have an ideal proposition for active sales representatives for NEW YORK 

BRASKA. MINNESOTA, ILLINOIS, ap DAKOTAS, 
ull information and we will outline a very good pa ying pro 
you. Active men write—KOZY KOMFORT SHOE MFG. CO., 161 Contes St., 








ition for 
ilwaukee, 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 
596 BROADWAY, ame voem, © 
WILL sLow SELLERS. FOR 
BUY (ENTIRE STOCKS. § CASH 


Bargains in shoes always on hand for special 
sales and bargain basements 








TANTED—Resident salesman for Chicago, 

selling department store, retail shoe trade; 
take popular-priced side line felt, satin house 
slippers; good commission. Address E-842, care 
Boot and Shoe Recorder, 207 South St., Boston, 
Mass 


‘,ALESMAN WANTED for the states of Dela- 
’ ware and Maryland, to carry a Philadelphia 
jobbing line, also line of rubbers and tennis. Pre- 
fer man to live in the territory, with automobile. 
Trade already established. Address E-834, care 
Boot and Shoe Recorder, Suite 1420, Widener 
Bidg., Philadelphia, Pa. 


GALESME tN WANTED to sell extensively ad- 
vertised line of window display fixtures on the 
side. Liberal commission; no samples to carry. Sell 
from our catalog. Every store a prospect. Address 
E-820, care Boot and Shoe Recorder, 207 South 
Street, Boston, Mass. 











E will have a number of good territories open 
after July first. Our line consists of high-grade 
work shoes and outdoor sport shoes. Only men ae 
Bir sales ability will be considered. Chit 
we Manufacturing Company, Chippewa alls, 





AN TED—Experienced salesman to show, as a 
side line or otherwise, some thirty samples of 
popular-priced women's arch support shoes to 
retail at $5.00 and $6.00, also novelty shoes. 
Quick selling. All shoes in stock. Eight per cent 


POSITION WANTED 


ANAGER, at present employed with well- 

known firm on 34th Street and Broadway, 
wishes to make change. An able executive and 
business builder. Address K-649, care Boot and 
Shoe Recorder, 127 Duane St., New York. 








OSITION WANTED—Shoe buyer and man- 

ag at present employed by high-grade store, 
available July Ist. Twelve years’ experience; un- 
questionable references. Thoroughly 5 
with markets. Box E-837, care “Boot and Shoe 
Recorder, 189 W. Madison St., Chicago, Ill. 


STITCHING Room Forelady long experience ii 
high grade novelties wishes pate Quality 
and production guaranteed. Ad 

spat and Shoe Recorder, 207 South Street, Besten, 
Tass. 








TO THE CHIEF EXECUTIVE OF SHOE 
FACTORIES: An assistant to reléase 
you for larger duties is open for engage- 
ment. Thoroughly experienced 

trained in all branches of executive 
work and managership; purchasing, 
costs, production, lasts and patterns, 
credits and merchandising. Address 
E-840, care Boot and Shoe Recorder, 
207 South St. -» Boston Mass. 











HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy y.ur 
surplus or slow sellers. Quantities no object 
Retail or wholesale. Short term leases ta} en 
off your hands. Wire or phone > © es 
spondence ar. Established 1 
AX GLAUBERG 

313 Chueh Street, New York City 
We also purchase ames. hats, furnishiag 
goods, etc. hone Canal 8764-5:'2 








CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request. 

Kalter Cerf. Mercantile Co., Inc. 


591 Broadway, New York City 
Phone Spring 5160-5161-5162 














commission paid weekly. References y- 
Westcott Whitmore Co., Syracuse, N. Y. 





g/getins OPPORTUNITY— ~y- sitting exe. 
sistent producers to sell a popular of 
children's stitchdowns and women's McKay com- 
pat Bom. a $y - agg EE 
bers carried on the floor. Attractive commission 
=. codey. Wobst Shoe Company, Mil- 
wau 





Manufacturer of flexible McKay and 
stitchdown men’s slippers, consisting 
of Romeos, Everetts and Operas—about 
10 samples—retailing at $2.50 to $3.50, 
wants resident salesmen in the larger 
cities throughout the country. Sold in 
case lots only, at 7 per cent commis- 
sion. Address E-835, care Boot and 
Shoe Recorder, 207 South Street, Bos- 
ton. Mass. 





HELP WANTED 


Winpow TRIMMERS WANTED to sell win- 
dow display fixtures on commission basis. 
Artistic Wood Turning Work, 511 N. Halsted St., 


Chicago, Til. 








LINE WANTED 


SALESMAN WANTS live Factory line of 
Women’s Shoes For Chica and vicinity. 
Address E-838, care Boot and Recorder, 189 
W. Madison St., Chicago, Ill. 











Exceptional opportunity for exception- 
al salesmen to sell the Ogden line of 
men’s medium-priced Milwaukee dress 
shoes in several territories on the most 
exceptional compensation plan ever 
offered. Inquiries invited. Ogden Shoe 
Co., Milwaukee, Wis. 











LINES WANTED 


Adding Shoes to our line. Our 
monthly catalog covers four states. 
Write for information or have salesman 
call as soon as convenient. The Im- 
perial Trading Co., Spokane, Wash- 
ington 





CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 
622-624 Broadway, New York, N, Y, 
Phone Spring 1443 











MISCELLANEOUS 




















Lynn manufacturer of Women’s 
staple, novelty and wide-ankle welts, 
wants experienced salesman in large 
cities of the Middle West. Twenty 
numbers in stock. Commission basis 
only. Side line, if desired. Address E-841 
care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 


TERRITORIES OPEN 

Capable shoe salesmen wanted to carry 
a fine line of Milwaukee made stitch- 
down shoes in the following territories; 
State of Nebraska, state of Kansas, 
state of Missouri, state of Virginia, 
states of Georgia and Florida. Seton. 
men who know the trade in these 
territories can make an excellent 
connection. Address E-836, care Boot 
and Shoe Recorder 189 W. Madison St., 
Chicago, Hl. 





FOR SALE 





Milbradt Rolling 
Step Ladders 


are made in a great many 
styles to suit all kinds of 
stores and shelving. They 
will enable you to get 
along with less help, save 
the wear and tear on 
your shelving, and help 
= appearance of your 

seve. Uaioe aul subject to 
cauacel and satisfaction 
guaranteed. 


Write for our latest cata- 
log showing 18 styles of 
ladders as well as other 
store fixtures. 


Milbradt 
Manufacturing Co. 


2416 No. 10th Street 
ST. LOUIS, MO. 




















EXCLUSIVE. ladies’ shoe store, established four 

years in city of 200,000 in Northern New 
Jersey, carrying high grade Brooklyn turn footwear. 
Best location. Good lease. Good reason for selling. 
Address K-652 care Boot and Shoe Recorder, 127 
Duane St., New York. 





WANTED TO PURCHASE 

















Winpow DispLay FIXTURES 
ASK FOR CATALOG 


THE OSCAR ONKEN CO. 


ee, Ae, Bee) CINCINNATI,O. 
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MISCELLANEOUS 








Newtest, strongest, lightest and most 
convenient fitting stool on the macket. 


Finrshed Golden Oak or 
ogany 


Carried in stock. Available for shipment any- 
wher: by parcel post or express. 


MILBRADT MFG. COMPANY 
2416 N. 10th Sz., St. Louis, Mo. 


‘© thirty-five years manufacturers of 
Milbradt Rolling Step Ladders 








Metal Shoe Fitting Stools 


and Floor 
Mirrors 


No. 141 


wef THE CHICAGO 
ot Pret WIRE CHAIR CO. 


621 N. La Salle Street, Chicago, Ill. 





BOOT AND SHOE RECORDER 


Sayings of Shoes 


Lynn, Mass.—From a book of shoes of 
ancient date brought to light here the 
other day, are these sayings and supersti- 
tions of shoes, which may sound good 
these days of slogans: 

“Do not accept a gift of old shoes; you 
will walk off with the donor’s troubles, 
and wade in his griefs.”’ 

“It is good luck if you are possessed of 
two pairs of shoes at once.” 

“If a lady buys a gentleman shoes, she 
will have a family quarrel; if a gentleman 
buys a lady shoes, his favors are or will be 
granted.” 

“If new shoes squeak, it’s a sign that 
they are not paid for.” 


New Shoe Stores 
Lester Shoe Store, 424-426 So. Rampert 
Street, New Orleans, La. 


Mather-Thaxton Company, Daytona, 


Fla. 
Irwin & Welch, De Land, Fla. 
Smith & Fleming Co., 
Fla. 
Harris Cobb & Co., Vero, Fla. 


Palmer Graham & Co., Tarrytown, Ga. 


Jacksonville, 





Change at Norfolk, Va. 
Norfolk, Va., May 8—Miller & Swartz 


recently took over the shoe department 
of Franklin’s, Inc. They formed a part- 
nership and report a splendid trade. 




















Bicycle 
STEP 
LADDERS 


are made 
in many 
styles and 
to fit all 
kinds of 
shelving. 
Send for cata 
log giving full 
description 
and prices 


THE BICYCLE 
STEP LADDER 
COMPANY 


67 Randolph St 
Chieago. (1. 





Where to Buy 
Wanted Styles 


An extra Editorial Service to 
“Recorder”’ readers, free for the 
asking. Write and tell us what 
you would like to know. 











"= 
H Ww ei 
FAVORED FOR 
Footwear “ Parlors” 





ih 


INE shoes are shown to best advan- 
tage in the refined environment made 
ble with the famous H-W Reed and 
ibre Furniture. We originated this 
equipment. Ask us. 
HEYWOOD-WAKEFIELD WAREHOUSES 
BALT: = MD. 113 W. Gonwen Se. 
BUFFALO, N. Y. Wells and Carroll Sts 
50. By- 1310 W. Eight 
215 East ot! 
516 W. 340 
4 


148 No. Tenth 


PA | 
PEPEPEFE 


£ 
“See e ee 





PA. 
SAN FRANCISCO, CAL. 


Sisth and O'Fallon. Sts. 





’ Veywoo cod -Yf fihefie ld 


SASS et _. 
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Boot and Shoe Recorder 


PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT 


by the 
BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 
(Incorpcrated under Massachusetts Laws) 


CAPITAL $150,000 





ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates for 
Wants, For Sales, etc., see Want Page. 


Every precaution is taken by the BOOT AND 
SHOE RECORDER to avoid printing any 
statement likely to mislead its readers. The 
publishers reserve the right to reject any 
advertising or reading matter which is not in 
line with this policy. 





OFFICES IN 

BOSTON OFFICE: 207 South Street. 

BROCKTON OFFICE: 224 Moraine St. Geo. 
W. R. Hill, Manager, Telephone 507. 

CHICAGO OFFICE: 189 West MadisonSt. Tele- 
phone Maine 1089. B. C. Bowen, Manager. 

7 LOUIS ore E: Leather Trades Bldg. H. 

wen ( - Bowen, Manager). 

naan YORK oonen: Room 101, Graham Bldg. 
127 Duane St. H. Walter Scott, Manager, Tele- 
phone Whitehall 7454. 

PHILADELPHIA OFFICE: Suite 1420, Widener 
Building, H. Walter Scott, Manager. Telephone 
Rittenhouse 3437-38. 

HAVERHILL OFFICE: (¢ k ce 
Rooms, Haverhill National Bank Bide Geo. 

1ill, Manager. 

CINCINNATI OFFICE: Second National Bank 
Bidg. H. M. Bowen (B.C. Bowen, Manager). 

ROCHESTER OFFICE: 626 Powers Bldg. Ro- 
siter L. Seward, Western New York Tie 
sentative. Telephone Stone 1133. 

LYNN OFFICE: Fred A. Gannon. 

MILWAUKEE OFFICE: Leonard E. Meyer (B. 

wen, Manager), 405 Broadway. Telephone 
Broadway 1827. 

WASHINGTON OFFICE: William L. Daley, 26 
Jackson Place N. W. 

PARIS OFFICE: 2 Rue des Italiens. L. Hubbard, 
Manager. 

LONDON OFFICE: P. V. Curtiss, Manager, 
11 Haymarket, London, S. W., 1 England. 

AUSTRALIAN OFFICE: 439 Lit. Collins St., 
Melbourne. G. Jervis Manton, Manager. 

CONTINENTAL OFFICE: William Salzman, 
Manager I. Adlergasse 12, Vienna, Austria. 

ARGENTINA: Buenos Aires, Rivadavia, 2721. 
P. Sabazzini, Gerente. 

BRAZIL: Gerente, John S. Fitch, 33 Rue General 
Camara, 88 Sob. 

CHILE: Santiago, Las Rosas 1123-1127. Otto- 
Fuhrimann, Gerente. 

CUBA: Mr. H. Gomez, Corrales 2A, Havana, 
Cuba. 

JAPANESE OFFICE: Yokohama. J. F. Wager, 
Manager. 

SPAIN: Gerente, Leoncio de Miguel, Librere 
Editor, 20 Fuencarral, Madrid. 














Do You Know? 


That you can buy it—or 
sell it—tbrough the 


‘‘Where to Buy”’ 
Columns 


This feature in its quick 
service is a time saver in 


meeting immediate 


needs. 

















BOOT AND SHOE RECORDER 


May 31, 19% 





BOOTS AND SHOES 
Adama, F. E., Shoe Co., Seabrook, N. H 
Alden, C. H., Co., Abington, Mass 
Alden, Walker & Wilde, Inc., E. Weymouth, 
Mass 
Bancroft-Walker Co., Boston 
Barney's, New York City 
Beacon Falls Rubber Shoe Co., Beacon Falls, 
Conn 
Berry, A. H., Shoe Co., Portland, Me. . 
Best-Ever Slipper Co., Inc., Brooklyn, N. Y. 
Bliss & Richardson Shoe Co., Portland, Me. 
Blog Shoe Findings Co., New York City 
Brockton Co-operative Boot and Shoe Co., 
Brockton, Mass 
Brockton Shoe Mfg. Co., Brockton, Mass... : 
Brophy Bros. Shoe Co., So. Boston, Mass. . . 
Burkley Shoe Co., Brockton, Mass 


Central Shoe Co., St. Louis, Mo 


Churchill & Alden Co., Mass. 


Brockton, 
4th Cover 

Clapp, Edwin, & Son, Inc., E. Weymouth, 
Mass. . wt , ° oF 
Colcord & Walker, Inc., Haverhill, Mass 95 

Commonwealth Shoe & Leather Co., Whit- 
man, Mass......... ’ 94 
Craig, Reed & Emerson, Inc.... 94 


Creighton, A. M., Co., Lynn, Mass 2-3 


Diamond Shoe Co., New York City 36 
Elam, F.S., Shoe Co., Rochester, N. Y 96 
Elliott Shoe Co., Brockton, Mass 94 


Freedman, A., & Sons, Inc., Brockton, Mass. 94 
Freeman Shoe Mfg. Co., Beloit, Wis. 3rd Cover 
Friedman, B., New York City 33 


Gibbon, C. 8., Company, Phil., Pa 92 
Greely, A. W., & Co., Haverhill, Mass 38 


Gustin, M., Co., New York City 94-95 


Hagerstown Shoe & Legging Co., Hagers- 
town, Md.... ‘ : 84 
Hannahsons Shoe Co., Haverhill, Mass 41 
Heed Rubber Products Co., 
ATT seeee 21 
Howard & Foster Co., Brockton, Mass. . .15, 94 
Hurley Shoe Co., Rockland, Mass .. 4 


Watertown, 


Ideal Baby Shoe Co., Danvers, Mass 32, 96 


Janke Shoe Mfg. Co., Milwaukee, Wis 5 
Johansen Bros. Shoe Co., St. Louis, Mo. 29 
Johnson, Stephens & Shinkle Shoe Co., St. 


Louis, Mo 2nd Cover 


Juvenile Shoe Corp., Carthage, Mo. 
Front Cover 
Keith, P. B., Shoe Co., Brockton, Mass 10 
Kimmel & Marback Shoe Co., New York 
City ; ; : nan 33 
Kreider, A. S., Co., : 25 
Levey Bros. Shoe Co., New York City 33 


Lilly, Henry, New York City... . 4 
Lion Shoe Co., New York City 


Malkin’s, H., Sons, New York City. . 
Marston & Tapley Co., Danvers, Mass 
Martin, A. H., Rochester, N. Y.... 
Miller, I., & Sons, Inc., Brooklyn, N. Y 
Miller Shoe Co., Salem, Mass... . 
Moore-Shafer Shoe Mfg. Co., 
N. Y “ bias 
Mosher Shoe Co., New York City. . 
Nettleton, A. E., Syracuse, N. Y 


Brockport, 


Newcomb-Anderson Shoe Co., Rochester. . 
New England Slipper Co., Worcester, Mass.. 95 
Northeastern Shoe Co., Chelsea, Mass...... 95 
Nu-Baby Shoe Co., E. Lynn, Mass. . ; % 
Packard, M. A., Co., Brockton, Mass. . . 4% 
Paristyle Footwear Mfg. Co., Inc., Brook- 
lyn, N. Y.. -atidatebeeernes as cused 
Peck, Frederick S., Worcester, Mass scan’ 
Pfeiffer, Frank H., Co., 


Inc., Worcester, 


Mass. . eee 
Phillips Shoe Co., Inc., Haverhill, Mass... . 


Posner, Dr. A., Shoes, Inc., New York City 

Reynolds, Bion F., Brockton, Mass. . 

Rice & Hutchins, Inc., Boston. . 

Rogers Bros. Shoe Co., Boston. . 

Saks, M. J.. Shoe Corp., New York City. . 

Schindler, L. B., Shoe Co., New York City. . 

Sinbac, Chicago, Ill 

Smith, Wm. Sumner, Co., Chicago, Ill. . 

Stacy-Adams Co., Brockton, Mass 

Stetson Shoe Co., So. Weymouth, Mass. . 

Teeple Shoe Co., Waupum, Wis. . 

Tessier & Bowdoin, Haverhill, Mass... . 

Thomson-Crooker Shoe Co., Boston. . 

United States Rubber Co., New York City.. 98 

Utz & Dunn Co., Rochester, N. Y 

Weber Bros. Shoe Co., No. Adams, Mass.... 32 

Weimer, Wright & Watkins Co., Philadel- 
phia, Pa 

Whitman & Keith, Brockton, Mass 

Wise & Cooper Co., Auburn, Me... . 

Wobst Shoe Co., Milwaukee, Wis........... 92 


HOSIERY 


Arteraft Silk Hosiery Mills, Philadelphia, Pa. 97 
Beaton, J. R., Co., Inc., New York City..... 97 
Harrington & Waring, New York City 


FINDINGS AND SHOE STORE SUPPLIES 


Alterson, L., & Co., New York City 

American Seating Co., Chicago, lll 

Artistic Wood Turning Works, Chicago.... 62 

Bicycle Step Ladder Co., Chicago 

Chicago Wire Chair Co., Chicago. . 

Ellis, W. E., Co., Haverhill, Mass 

Grand Rapids Show Case Co., Grand Rapids, 

Hey wood- Wakefield, Bostor 

Hymes, H. L., Co., New York City. . 

Kawneer Mfg. Co., Niles, Mich 

Kom Fut Arch Support Co., New York City. 38 

Laing, Harrar & Chamberlin, Inc., Phila- 
delphia, Pa 


Miller, Robert E., Inc., New York City. . . 
Milwaukee Chair Co., Milwaukee, Wis. . . 
Onken, Oscar Co., Cincinnati, O 
Palmenberg’s, J. R., Sons Co., New York 
Pittsburg Reflec 

Pittsburg, Pa... . 
Reichmann Chair Company, New York City 62 
Scholl Mfg. Co., Chicago, Ill 
Swiss-American Embroidery 


Hoboken, N. J 


Works, 


LEATHER AND OTHER MATERIALS 


Barnet, J. S., & Sons, Inc., Boston 

Beggs & Cobb Co., Boston - 

Boston Woven Hose & Rubber Co., Cam- 
bridge, Mass 

Bristol Patent Leather Co., Boston 

Chamberlain, B. F., Boston 

Creese & Cook Co., Boston.............. 8. % 

Evans, John R., & Co., Camden, N. J... . 16-17 

Goodyear Tire & Rubber Co., Akron, O. . 

Hale, Alfred, Rubber Co., Atlantic, Mass. . 

Hunt, Rankin Leather Co., Boston 

Jones, F. E., Boston 

New Castle Leather Co., New York City 34-35 

Pfister & Vogel Leather Co., Milwaukee, Wis. 26 


Roser, Herman, & Son, Inc., Glastonbury, 


Scherer, Oscar & Bro., New York City... . 
Standard Kid Co., Boston 

Surpass Leather Co., Boston 

Tolman, Dow & Co., Boston 

Weber, Hermann, Newark, N. J 


MACHINERY, LASTS, MFR.’S SUPPLIES, 
DRESSINGS, ETC. 

Dunbar Pattern Co., Brockton, Mass. . . .90, 97 

Nu-Shine Co., Reidsville, N.C. 74 

Tublar Rivet & Stud Co., Boston 

United Fast Color Eyelet Co., Boston. . . . 109 

United Shoe Machinery Corp., Boston. .10, 75 


MISCELLANEOUS 


Glauberg, Max, New York City 

Grover, Nelson H., Co., Boston. . 

Kalter Cerf Co., Max, New York City... 

Kirsch-Blacher Co., New York City 

New York Export Purchasing Corporation. 
New York City 

The Breakers, Atlantic City, N. J 

Tolman Print, Brockton, Mass 

University Electrotype Foundry 

Waskow Co., Inc., Chicago, Ill 
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It identifies the original and 
enuine Fast Color Eyelets 


—The Diamond Brand 


ACH eyelet has two tiny raised dia- 
monds which identify it as a genuine 
Diamond Brand Visible Fast Color Eyelet. 
They are made in all the standard colors 
and in a variety of different styles. 





Diamond Brand Eyelets are the only eye- 
lets which are advertised nationally to the 
The tops cf Diamond Brand consumer. The public is being educated to 


eyclets are made of solid cellu- 


loid which cannot wear brarey, the fact that they cannot wear brassy, that 
ae eter teers deere their finish will last indefinitely, and that 


indefinitely, and which actually 


cutwsam the chee. The bench the eyelets with the Diamonds are an ab- 
are heavily nickeled and are 


carefully and accurately de- solute necessity for the good quality and 


signed to clinch firmly and 


smoothly in the eyelet hole. correct appearance of their shoes. 





Each eyelet bearing the Diamond Brand 
undergoes a very rigid, individual factory 
inspection. Look for the Diamond — it is 
your identification of the best, most care- 
fully made and the most widely known 
eyelet in the world. 


Look for the Diamond 
Trade <@ Mark 


UNITED FAST COLOR EYELET COMPANY 


Manufacturers of . 


DIAMOND BRAND (VISIBLE) FAST COLOR EYELETS 
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SUMMER NOVELTIES 
BLACKS WHITES 





THE SEASON’S BEST SELLERS 


84214—Patent Leather Engen Turn, 13/% 
Cuban covered heel. B a dc. $3. 


B4560— Patent we Turn, 16/8 full cov- 
ered Spanish heel. A $5.00 
B4561—As ilonrated. ‘Paton Leather, BS 
Cuban covered heel. oC $4.7 
B4562—As + soemnat “Whine Kid, 16/8 - 
covered Spanish heel. A to C $5.00 
B4563—As WY White Kid, 13/8 rg 
$4.7 


B4740—Patent (mitaion Turn. B w C. .63.35 
B41742—As illusirated “ey Buck, Gray Kid 
Saddle and Strap. B and $3.60 


B4743—As illustrated. All White, Blue, ond 
Green Kid. Bjand C.... $3.75 


The largest line of 
fastest selling shoe 
novelties in America. 
As usual, Rogers has 
the “‘live ones” first. 
Patterns especially 
adapted to the new 
shades of hosiery. 
Every one a “wrap- 
up” and 


FOR IMMEDIATE 
DELIVERY 


Terms: 
2% 10 days, Net 30 
F. 0. B. Boston 


Order without delay 
while our stock is 
complete. 


25 cents extra per pair for 


these shoes, when shipped 
from our San Francisco 
branch. 


25c. less in 36 pair 
lots. 
Nole—References required 


on new accounts, in order to 
avoid delay in shipment. 


B4662— Patent eagtties Imitation Turn, ~~ 
covered heel, A toC.... . 4. 

B4663—As illustrated. Al Ww hite Kid. A to 
Cc ‘ $4.50 
B4664— As illustrated. Light Russia Calf. A 
Gn Gi. .ca $4.50 
B4665—As illus trated. All Black Ooze 4 
Aw C $4. 


o. B 4654—Blk. Satin, Blk. Ooze Trim, 
mit. Turn, 13/8 Cuban Heel. A to C.. $4.50 
4m Illus., Pat. Lea., Gun Metal 


(Trim. At 


to 
No. B 4666—As [Iilus., Black Satin, 
Suede Trim, 8/8 Cov. Heel. A to C 


fe B 4659—Aa Illus., 


B4725—Patent Leather Loop SandalJ, Imitation 
Turn, 6/8 leather heel. C width $3.00 
B4726—As illustrated. Black Vici Kid.C yy 


B4727—As illustrated. All Gray Airedale. 
width $3.25 


B4730—All Witte Kid, also Red, Green ont 
oS CD ee ear $3.3 





ROGERS BROS. SHOE CO. 


59 LINCOLN ST. BOSTON MASS. 


PACIFIC COAST BRANCH, 135 BUSH STREET, SAN FRANCISCO 
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THERE IS NOTHING EXCLUSIVE ABOUT THAT BY-PRODUCT OF BUSI- 
NESS THAT IS CALLED “GOOD WILL.” 


IT COMES AS A MATTER OF COURSE TO THE MAN OR THE FIRM WHOSE 
PRODUCT AND SERVICE JUSTIFY THE CONFIDENCE OF THE BUYER. 
HELMHOLZ SHOES FOR CHILDREN ARE “GOOD WILL” BUILDERS. 


in 
Sire 








al 


THEY WILL BUILD GOOD WILL FOR YOU BECAUSE THEY WILL SATISFY 
THE CUSTOMERS’ DESIRES IN STYLE, SERVICE AND APPEARANCE. 


‘ €¢ 


HELMHOLZ SHOES HAVE BUILDED “GOOD WILL” FOR US BECAUSE 
MERCHANTS HAVE FOUND THEM TO BE “REPEAT” SELLERS AND THE 
REASON FOR THAT IS OUR POLICY THAT “NOTHING BUT THE BEST IS 
GOOD ENOUGH.” ; . 


THE SHQE ILLUSTRATED IS ONE 
OF THE “GOOD WILL” BUILDERS 
FROM THE HELMHOLZ LINE. 


No. B 637 
Combination Moccasin 
Tan veal vamp and back 
—s Smoked Elk Quarter 
and Plug. 2 color stitching. 

Leather counter pocket. 


514-8 816-11 114: 
$1.95 $2.20 $2.60 


HELMHOLZ SHOE Mes. Co. 


HIGH GRADE SHOES 


FOR CHILDREN. 
MILWAUKEE WISCONSIN 




















ee « Dheyre Better Stitchdowns + 
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White Footwear Is 
Fast Selling Merchandise— 


Be watchful! Lest it out-run your 
buying judgment. Mid-summer 
shortage of white leather shoes is 
by no means uncommon in big 
white seasons. Such a shortage 
means profits won—and lost. 





Prompt and frequent reorders sta- 
bilize the white leather shoe 
department. 


Gloversville, New York 
New York, Boston, Chicago, St. Louis, Cincinnati 


WHITE LEVOR 
GRAN AID 









































June 7, 1924 BOOT AND SHOE RECORDER 


tihitts-~ 


The Present Desired Colors Are: 


Number 3—Jack Rabbit 
8—Beaver 
13—Oriental Pearl 
23—Medium Gray 
51—Golden Brown 
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Louis XVI Period Design in Display Fixtures are neat looking, 
and assist greatly with the arrangement of unit groupings of mer- 
chandise in your windows. 

They help to make the work of placing displays in the window 
easier, and, further, quickly accomplish and bring about a uniform- 
ity of appearance you are anxious to have your windows present— 
sO you are sure your ideas of proper display are carried out and 
that the people looking at your display will receive a favorable 
impression for the merchandise you are showing. 








Our Shoe Book completely illustrates and describes 
fully all about Period Designs for Display Fixtures. 











HUGH LYONS & COMPANY 


LANSING, MICHIGAN 


SALES OFFICES 
. NEW YORK—35 W. 32nd St. BALTIMORE—1 N. Eutaw St. 


CHICAGO—217 W. Jackson Blvd. BOSTON—52 Chauncy St. 
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Boys’ Goodyear 


Full Grain Calf Uppers 
10 Iron Flintstone Bend Oak Soles 
All Leather Construction 


1481 Tan Calf (New light shade) 














1781 Black Calf 


9880 Brown Calf 


Also Plain Toe Creased Vamp Blucher 
24-6 BtoD $3.50 
1 —2 BtoD 


3.25 
9 —134%CtoE 2.75 


IN STOCK TODAY 
PLAIN OR BRANDED 


OF AMERICA 
CARTHAGE, MISSOURI 
“The Quality is Higher than the Price” 
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TO AND FROM FAMOUS PLACES 











The Old 
State House 














The Old State House—Much history has been made on this spot. The Boston 
massacre was here; a mob burned the King’s stamped paper in front of the door. From the 
balcony the Declaration of Independence was read, the death of George II announced, and 
Washington addressed the people. Many tourists come to stand on this historic ground. 
Sight-seeing is less tiring to the wearers of heels of live rubber such as our three famous 
brands—Bull Dog, Vim and Ever Grip. 


[BOSTON WOVEN HOSE & RUBBER CO. Cambridge. 
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Cosy Ides 


The Restful Slipper 


AND EEING of SLIPPERS throughout the twelve 

months of the year has proven to many dealers that 
added profits can be made. COSYTOES attractively displayed 
are your silent salesmen, and will help greatly to stimulate 
consumer interest. 


Discriminating customers readily discern the unique charm and 


individual distinction of COSYTOES. 


STANDARD FELT COMPANY 


Main Offices and Factories 
ALHAMBRA, CALIFORNIA 


Branches 
New York, N. Y. Chicago, Ill. San Francisco, Calif. 
115 East 23rd St., and 449 Marbridge Bldg. 404 S. Wells St. 693 Mission St. 





Dealer Influence is secured thru advertising in the Boot and Shee Recorder. 
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Retail Style Center, 
Seattle, Wash. 


Sigle No. 701—D" Orsays, 
‘signed for the stylish wo- 


™an whe demands a Cuban 
Heel and the best in fit and 
service. Made of K AFFOR 4 
XID by Barkhe-Gibbon 
Company, Inc., Phil e er s 0 5 
mw adelphia, Pa. f 
Americas style centers 


selec 


Tue StvLe LEATHER OF AMERICA 


d ies great number of keen shoe merchants who are specifying 
KAFFOR KID for Stylish Footwear in men’s, women’s and 

children’s shoes, is a personal satisfaction to us, yet also a challenge 

to every department of our organization to maintain their con- 

fidence with a continuous run of high class product. 

KAFFOR KID supplies the ideal in shoes with just enough mel- 

lowness, softness and give to assure comfort; and yet retain their 

shape. 

The “D’Orsays” from the Barke-Gibbon Company’s line has 

proven a very satisfactory seller. For fit and service this shoe 

will be found one of the best on the 

market. 

You can specify KAFFOR KID with ut- 

most confidence in its values. 

“The Story of Leather” is sent FREE 

on request. 


Tne Onio LeaTneR COMPANY 
GIRARD OAMIO 
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Salability 


I HE secret of successful manufacturing lies in the ability 
to produce salable merchandise—merchandise salable 
to the consumer. 


You may buy the best shoe imaginable in workmanship and 
materials and its intrinsic value may be high, but if it 
does not have the factor of salability, it is worthless 
to you. 


LH 


The closest study of style trends—an absolute essential to- 
day in producing salable shoes, gives us our reputation 
_as manufacturers of quality shoes of high sales value. 


HH 


Quality Shoes—Popularly Priced. 
Have you seen them? 


BROPHY BROS. SHOE CO. 


SOUTH BOSTON, MASS. 


BOSTON SALESROOM NEW YORK SALESROOM 
89 BEDFORD ST. 755 MARBRIDGE BLDG. 
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PiFT EEN years of steadily increasing sales — is 
the record of this “solid comfort shoe for men.” 
That is because we watchfully guard the quality of 


O-SO-EZE 


PROVEN - PROFITABLE - FOOTWEAR 
Phone Your Wholesaler _ 


‘Gaclovies Beockte View Belford Vrhe "ea 
Made in New England 
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Growing Girls -- Misses 
Patent Sandals 
IN STOCK 


Goodyear Welts 


Patent | Strap. 
Cut-Out Thru Vamp and Quarters. ee 
ini t. Cut-Out 
ep ranged White Cuan a ae Lined. 
: GROWING GIRLS 
2% to7, A-B-C-D Price $4.00 2 to7, BCD Tole doves 
ota MISSES 
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A leather that will help make 
your children’s shoes talked about. 


Coffee WILO Elk 


OUR children’s shoes can be 
made one of your most effective 
means of building business. 


Parents are drawn to a store that 
sells children’s shoes of unusual 
worth. 


Try Coffee WILO Elk in your 
next order and watch the repeat 
orders. 


ERE’S a shoe made from 
Coffee WILO Elk that out- 


wore three soles. 


The uppers are still good and 
ready to carry yet another sole 
but the boy has outgrown them. 


Nine months’ wear and the leather 
still soft and pliable—no holes or 





It is the only high grade leather imperfections. 


that can be sold in medium priced 
shoes. 


We offer 17 Colors 
in 
WILO Sport Elk 
Red, White, Blue, 
Green, Coffee, Choco- 
late, Light Smoke, 
Log Cabin, Beige, 
Silver Gray, Dark 
Gray, Dark Smoke, 
Cocoa, Pearl, Olive, 
Tangerine, Black. 


C. D. Kepner S oitiear Co. 


139 South Street, Boston, Mass. 


Sole Selling Agents of Ae | i O Leathers 


No. 401 Metropolitan Bldg 


10 Spruce Street, New York 
Milwaukee, Wis. 


308 Leather Trades Bidg., St. Louis, Mo. 


—BRANCHES— 
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No. 152—Black Satin Lizette One- 
Strap, Black Suede Cut-Out Trim, 
Single Sole. Military Wood Covered 
Heel. Newport Last. AA to C. ees 


No. 284—Levor White Kid Lizette, 
Cut-Out Trim, Single Sole. Military 
Wood Heel. Newport Last. AA to C. 
AAs dia At 400.620 0s ose ch $4.25 
No. 285—Same with Full Baby Span- 
ish Louis Heel. Price........... $4.40 


No. 165—Patent Lizette One-Strap, 
Dull Kid Cut-Out Trim, Single Sole. 
Full Spanish Wood Covered Heel. 
Beacon Last. AA to C. Price... .$4.40 


No. 162—Same in White Kid. 


BOOT AND SHOE RECORDER 


The Lizette 


A one-strap pattern which has taken 
the trade by storm. Carried in stock 
in Patent Leather, Black Satin and 
White Kid. Full Louis and Military 
Wood Covered Heels. 


We are not 
connected with 
any other 
shoe 
manufacturer 


No. 149—Patent Lizette One-Strap, 
Dull Kid Cut-Out Trim, Single Sole. 
Military Wood Covered Heel. New- 
port Last. AA to C. Price...... $4.25 


No.163—Black Satin Lizette One-Strap, 
Black Suede Cut-Out Trim, Single Sole. 
Full Spanish Wood Covered Heel. 
Beacon Last. AA to C. Price. ... $4.50 


Complete Line on display at the South Eastern Retailers’ 
Association Convention at Charleston, S.C., June 9, 10, 11 


THOMSON -CROOKER SHOE CO. 


18-26 STATION STREET 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Arnold Glove Grip Combination Last 


A COMBINATION THAT YOU CAN’T BEAT 
A WINNER FOR YEARS. STILL GOING STRONG 


A customer today for this shoe will be your customer tomorrow, next week, next 
month, next year, In other words the customer will stay with you on this style no 
matter what other Glove Grip styles you may sell him. It is one of those shoes long ago 
tagged * ‘staple,” but it pays far more than “bread and butter profits.” The appeal of 
this shoe is in the Combination last and the Arnold Glove Grip feature. The advantages 
of the combination last are greatly increased by the Glove Grip feature. Don’t overlook 
this oxford in making preparations for immediate or future business. 


IT IS CARRIED IN STOCK 
AT ONCE DELIVERIES 


Model No. S-452. Arnold Glove Grip Combination College Oxford. Leather 
soles. Half rubber heel. Upper of Tobasco Brown Kid. In Stock, sizes AAAA/AA 
and AAA/A7 to 11. AA/B 6 to 11. A/C B/D and C/E 5 to II. Price... .$7.40 


Model No. S-453. The same shoe as Model No. S-452 described above with 
he exception that the upper leather is selected black kid. All sizes and widths 
bove listed can be had Sean Cs ao bay bobisadacmadaustswun . $6.90 


M. N. ARNOLD SHOE COMPANY PF | 
ootprint ie) norma 


Mewew Shaak--Upper FACTORY -- NORTH ABINGTON, MASS. foot. Glove Grip Inner- 
— BOSTON OFFICE NEW YORK OFFICE sole conforms to shape 
i 10 High Street 127 Duane Street of foot. Upper leather is 

drawn under arch and 


SEND FOR CATALOGUE —S— supports the foot. 
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CAPITOL McKAYS 


as usual are leading the way with 
this strictly tailored “STRAT- 

FORD PATTERN.” 

To the shoe retailers who are 
interested in serving their cus- 

tomers with styles that are right, 
representing the latest in fashion, 

we offer an opportunity to do a 

larger, more profitable business 


through our regular new show- 
ings of tailored Capitol McKays. 


The “STRATFORD” 


fashioned in the leathers now 
in vogue, can be had over our 
16/8 Musette Last, or over 
our 14/8 Annette Last. 
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i Capilol Shoemokers. Inc. 


Specialty Manufacturers of 
High-Grade Novelty McKays for Women 


Wash Street at Eighteenth St. Louis 
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“THE FAIRLEE” 


Made of Rueping’s Seminole Calf, Color No. 33, by 
EDWIN CLAPP & SON, East Weymouth, Mass. 
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€dwin Clapp uses 


Ruepings Seminole Calf N@.33 
for The ‘Ffairlee” 


® S EVERY shoe man knows, nothing short of the best is good 
. enough for Edwin Clapp shoes. When Clapp selects a smooth 
calf it is selected for smoothness—for closeness of grain——for mellow- 
ness of feel. That Rueping’s Seminole Calf excels in these prime essen- 
tials, as well as in other points that distinguish a superior leather, is 
evidenced by the fact that this famous quality shoe house has selected 
it for the “Fairlee.” 
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Color No. 33, light tan, is a highly popular shade. Other colors in which 
Seminole Calf may be had are: No. 30, Ruby Red; No. 31, Tan; No. 32, Red- 
dish Tan; No. 34, Brown; No. 35, Mahogany; No. 39, Light Yellowish Tan. 

- —__}- 
Rueping’s MOHAWK Calf 
is the blackest smooth calf and the smoothest black calf. 
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Rueping’s WINNEBAGO Calf 
y is all hand boarded. The same select skinsand same processes of tanning 











are used as for Seminole and Mohawk. 


Winnebago Calf is made in: 


No. 14 Spa-Tan —Orange tan. No. 19 Tortoise 
15 Coptic —Light red with slight Shell —Golden brown. 
. trace of yellow under 22 Zanzibar —Dark brown with 
color. slight trace of red. 
ig 16 Tuscany—Similar to Coptic but 24 Ginger —Real ginger color. 
z with red more 33 Titian © —Golden tan. 
predominant. 40 Apache —Brown with trace of 
17 Spice —Light yellow tan. red under color. 
18 Cocoa —Brown. 45 Ruby Red—Dark rich red. 


€ ai i) 
i * st 2 


FRED RUEPING LEATHER CO. 
FOND DU LAC, WISCONSIN 


Branches: BOSTON CINCINNATI MILWAUKEE ST. LOUIS NEW YORK 
CHICAGO SAN FRANCISCO MONTREAL NORTHAMPTON, ENGLAND 
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RENCHSHRINERSLRNER 


LE WING TIP 
“The shape and | -E > OXFORD 


last I like most,” 
is what holds cus- 
tomers fast to 
French, Shriner 
& Urner shoes. 


The oxford illus- 
trated is one >f 
the newer models. 
While a little les 
conservative then 
the majority ‘t 
shows the wide 
range offered in 
French, ~Shriner 


& Urner las 
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Meeting Every Idea of Smart 
Style 


*‘Any really good thing costs money, 
but is the cheapest in the end. Your 
shoes prove this without the shadow 
of a doubt.” 


—From a 25-year Customer. 


RENCH, SHRINER & U.RNER styles are designed 
to appeal to gentlemen of different tastes. 
Our line embodies smartness, both extreme and restrained 
—yet in every style there is that something which stamps 
F.S. & U. shoes as not only correct, but the best values 
there are at the price. 


WLMMUMULMELL Le Aa er 


LILTETIM 


We maintain a stock department as an aid to our dealers 





FACTORY and SALES ROOMS, 63 MELCHER ST., BOSTON, MASS. 
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‘The Cetin 
Arch Supporting Shank 
keeps the Arch Sane 


Misshapen shoes and shoes that break 
in the shank after they are worn are 
detrimental to health and comfort. 





The Crawford Arch Supporting Shank 

keeps the shoe in shape and holds the 

foot in its proper position during the life 

of the shoe. The Crawford Arch Sup- 

porting Shank prolongs that youthful, Pa ee a 

springy walk in those who are leaving the shank to the insole, and which is 
. flush with the insole, you will find this 

youth behind. trade mark. Look for the trade mark. 


It is your protection. 








A valuable talking point for the retailer 
is the shoe with a Crawford Arch Sup- 
porting Shank. 


IT RIVET 
LOCKING SHANK, 
oO “— 


The Crawford Arch Supporting Shank 
is built right into the shoe — fitted be- 
tween the inner and outer sole and 
locked to the insole. It cannot abrade 


the skin. Nothing in the Shoe hut the Foot 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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sal SUMMING up the best selling: 
This one at mens styles from a national view- 


$4.50 point, these WEBER (union made) 
oun ets SHOES are built to stand solidly be- 


Wine Calf — Boarded 


No. 91 Lace Oxford . . ee 
BORDO LAST hind you in giving value. 


They are your best answer to the 
demand for good shoes to sell at 
Stitched Tip and Vamp 


$5.00 -- $7.00 
Heavy Single Sole 


16 Wages Ethe Weber Bros. Shoe Co. 
Width C—Sizes 6-11 NORTH ADAMS, MASS. 


Illustrated Booklet of “ p—* 5.9 
Weber in-stock styles New York Office: 1328 Broadway, Marbridge Bldg. 
promptly sent on request. Net 30 Days H. Harris, Rep. 


Whitremore’s 24 


SHOE POLISHES ARE SUPERIOR 


“Whatever the style sell Whittemore’s all the while.” The shoe has not been made that Whittemore’s 
cannot clean. The present season will go down in shoe history as a remarkable one considering the breadth 
and bigness of the white shoe demand. Kid and Cabretta whites have the call just now, with nappy 
leathers still running in public favor. Sport shoes of white fabric toppings will be worn and a treatment 
with Whittemore’s will be required to keep them looking right. Govern your shoe cleaning and polish 
preparation purchases accordingly and see that you have a goodly supply of the following on hand— 


WHITTEMORE’S “SUEDE STICK CLEANER” 

“TOP NOTCH” WHITE CLEANER FOR SMOOTH LEATHERS 
“‘ALBO” THE WHITE FABRIC CAKE CLEANER 
““SHUCLEAN” FOR WHITE KID AND CABRETTA 
“QUICK WHITE” FOR FABRIC SHOES 
“‘BAG POWDER” FOR FABRIC SHOES IN ALL COLORS 


Each and all of these are tremendous sellers having made friends with the public long ago and retained 
their good will through superior quality and satisfactory results. 


Don’t overlook the old standby, “Bostonian Cream,” for Black, Tan and all the popular colors of calf 
shoes. See also that your orders call for a supply of “Superb Patent Polish,” for patent leather shoes are 


still it. 














If Unable to Obtain Them Through Jobbers, Notify Us 
WHITTEMORE BROS. ( super Se fuiitn stice 1s,) CAMBRIDGE, MASS. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 

















consin Farmer, Southern ~ 
Agriculturist, Ohio Farm 
er and a dozen other farm 








BOOT AND SHOE RECORDER June 7, 1994 


——— 








[SOurSizes) J’Arcu Frrer ) 


TRADE MARK TRADE MARK 


HIGHER in QUALITY 
yet LOWER in PRICE 


An increased output together with economies in operation, enables us to provide 
at $4.00 


black kid oxfords superior in quality to anything heretofore produced at the price 


IN STOCK—$4.00 


Uppers are cut from plump, smooth grained glazed kid skins. 
The shoes are made by the Goodyear Welt process, with 
solid leather innersoles, leather counters and box-toes, solid 
leather single lift (not pieced) heels, Wingfoot toplifts, glazed 
kid quarter-linings, Red-Line-In toe linings, Diamond eye- 
lets and arch supporting shanks. 


Carried on two lasts, Style 250 as illustrated, and Style 259, a B250—Black kid oxford, me- 


somewhat narrower toe with a 14-8 Cuban heel. = rounded toe, 13-8 Wingfoot 
eel. 


p - ° re a Widths A to EEE. Sizes 2% to 11. 
ut a run in stock, size up weekly, and either shoe will show ; 
; P y B259—Black kid oxford recede 
the biggest percentage of profit, the best rate of turn-over, . 
; toe, 14-8 Wingfoot heel. 
- a larger proportion of repeat sales than any shoe on your Widths B to EEE. Sizes 214 to 11. 
— Note:—Sizes 8) and 9 are 35c. extra. 
Sizes 9% and 10 are 50c. extra. 
Sizes 1014 and 11 are 75c. extra. 


Orders for less than three pairs are 25c 
per pair extra. 


Both are on the floor, ready to ship. 


Your order will be filled immediately 
upon receipt. 


W. B. COON CO. 


ROCHESTER, N. Y. 


Specialists in Special Measurement Footwear. 
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Mac CAUGOLIN- CONWAY 


present 


The M\AG-WAY girl 


fea turing 


THE SYLVIA 
Mac LCAUGOLIN - CONWAY SOE CO. 
LYNW -MASS. 


WOMENS HIGH GRADE NOVELTY FOOTWEAR 
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For men—for fallrt 
out-standing shadegu 





Both light shades 
following the light 


color trend 
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there are two 


in boarded calf 


A. C. Lawrence Leather sonny 
210 South Street, Boston, Mas 
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If you have ever gone hunting or hiking, or are familiar with 
the footwear requirements of the Farmer, Lumberman or Sports- 
man you will instantly appreciate that The ORIGINAL CHIP- 
PEWA boots are made expressly to meet their most exacting 
wishes and to completely fill their needs. 


ORIGINAL CHIPPEWA SHOES are sold only to legitimate 
shoe retailers. This company never did, nor ever will, sell con- 
sumers direct. 


No. B574—Men’s 16-inch. Chocolate Waterproof Chippewa Chrome, 
Goodyear Welt, Hand-sewed Vamp, Single Sole. Widths A to E. In 
Stock, C, D and E .ae $9.00 
No. B573—Same as above, 12-inch 

No. B571—Same as above, 8-inch. In Stock 4 wide only 

No. B534—Women's 15-inch. Chocolate Waterproof Veal, Hand- 
sewed Vamp, Goodyear Welt unlined, Single Sole. Widths A to E. 
In Stock B to E ay ae , . 87.00 
No. B533—Same as above, 12-inch. In Stock B to E. . $6.25 
No. B553—Same as above, 12-inch. Tan and Chocolate California 
Calf. In Stock A to E i ieiw eww $6.25 
No. B554—Same as above, 15-inch. Tan and Chocolate California 
Calf. In Stock A to E : ob Guniee . 87.06 
No. B593—Same as above, 12-inch. Chocolate Elk. In Stock C and D 
only seoces een 25 
No. B594—Same as above, 15-inch. Chocolate Elk. In Stock C and D 
only sande $7.00 


No. B584— Men's 16-inch. B, D. Eisendrath’s Choc. Waterproof Paris 
City Veal, Goodyear Welt, Hand-sewed Vamp and Quarter, Single 
Sole. Widths A to E. In Stock C, D and E ; ; $11.00 


No. B583—Same as above, 12-inch . . 89.50 


CHIPPEWA SHOE MFG.CO. 
CHIPPEWA FALLS, WISCONSIN 


June 7, 1994 
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lag You can Profit from the 


Experiences of these Merchants 


Read these letters—then send the coupon below. 


“‘We put in a window trim and 
can say that we had a very successful 
and interesting week.’’—E. C. Kirpat- 
rick, Chicago, IIl. 


“Business for the week was the 
best that we ever had on Dr. Scholl's 
Foot Comforts. We sure will be in on 
the next drive for Foot Comfort Week.” 
—Vogue Boot Shop, New Britain, 
Conn. 


“Business was 100% better this 
year during Dr. Scholl’s Foot Comfort 
Week than it was last year.""—Johnson 
& Son, Pasadena, Calif. 


‘We are glad that we can report 
good sales of your Foot Comforts and 
trust that you will continue to assist 
us in the sales as your campaign of ad- 
vertising has no doubt been a benefit 
to us.’’-—Manchester Shoe Co., Balti- 
more, Md. 


**We put in a window and did good 
business during Foot Comfort Week.” 
—B. H. Luers & Sons, Springfield, Ill. 


“‘We did a tremendous business 
during Foot Comfort Week, and even 
now our business is increasing daily.” 
—Frank Mehlman, Brooklyn, N. Y. 

“Business during Foot Comfort 
Week has been very good for us this 

ear.’"—Thomas P. Scheich, Detroit, 
ich. 


**Foot Comfort Week was a great 
success with us, and certainly in- 
creased our sales for the week.”— 
Patton & Hall, Amsterdam, N. Y. 


**We have had very many compli- 
ments on our window trim. We have 
a very nice business on your line and 
appreciate the co-operation that you 
give us.’""—Thompson Shoe Co., Ral- 
eigh, N. C. 


“We carried out your plan of 
window display during the month of 
June, and found that it worked out 
very successfully, as Dr. Scholl’s goods 
are always wanted as well as needed, 
in any case of Foot Ailments.”—Farr 
Brothers Co., Reading, Pa. 


**You may accept our assurance 
that business was considerably better 
during Foot Comfort Week.”—Zak 
Brothers Co., Cleveland, O. 


“Foot Comfort Week was a de- 
cided success in every.way."’—Decatur, 
Posey & Yellott, Peekskill, N. Y. 


“Our window has attracted a great 
deal of attention and comment, and 
we have had a successful week.”’— 
Haller Dry Goods Co., Victoria, Texas. 








“We had a window display for 
recent Dr. Scholl’s Foot Comfort Week 
and we want to take the opportunity 
of telling you that our arch support as 
well as other Dr. Scholl appliance 
business has grown by leaps and bounds 
for the past year.’—Bufferd’s Shoe 
Store, Bridgeport, Conn. 


**We had our window trim of your 
Dr. Scholl’s products all week of June 
16th to 25th and we are glad to relate 
it proved profitable in every way.”— 
The Family Shoe Store, Kenosha, Wis. 


“Foot Comfort Week is over and 
glad to say that we got our share and 
cashed in on Dr. Scholl's necessities.”"-— 
Sam S. Asher, Washington, D. C. 


“Our window display which we 
used during Foot Comfort Week 
brought us additional trade during the 
week and we felt repaid for the effort 

A forth.”—Walley & Hart, Edgar, 
Vebr. 


“*We have found your foot comfort 
week displays great business getters, 
also a very good advertisement that 
not only bring in customers for your 
products, but also for other merchan- 
| ices M. Shore, Philadelphia, 

a. 


20,000 live shoe merchants in every section of the United States are preparing to 
cash in, this year, on Foot Comfort Week. They know that it means more business, 


increased profits and prestige to their stores. 


opportunity. 


You cannot afford to miss this 


Mail Coupon Today 


It costs you nothing to get the benefit of our $50,000.00 campaign for Foot Comfort 
Week. 77 million people—all foot sufferers—will see this advertising. Beautiful Window 
Display Material, Special Newspaper Electros, Attractive Booklets and Inserts with 
your name imprinted and Moving Picture Slides are all furnished free, charges 


Dr Scholls 


prepaid. 


Foot Comfort Week 


June 21-28 


Please send us the 
advertising 
for Foot 


- followi 
2 materia 
Comfort Week. 

O Window Display 
Newspaper Electros 
Booklets, Imprinted 

© Inserts, Imprin: 
O Moving Picture Slide 
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Interesting—Instructive—FREE 


You should have this 
book on leather 


THIS exceptional book deals with the history of 
leather from its earliest inception down to the present 
time. Its description of tanning is extremely instruc- 
tive. The romance of leather is intensely interesting. 

Here is a book that tells the truth about leather—that 
gives indisputable reasons why there is no satisfactory 
substitute for leather shoes, for leather soles and heels 
—and for the many other products in which leather is 
used. 


The modern methods of tanning are covered in detail 
—explaining why the leather of to-day is more health- 
ful, more wear-withstanding—tougher, stronger, better 
than ever before. 


The American Sole and Belting Leather Tanners have 
" produced this book to tell you about one of the biggest 
industries in the United States. It is one of the most in- 
teresting and instructive books ever written on leather. 
It is beautifully printed, and illustrated throughout. 
Every shoe salesman, manufacturer, jobber and repair 
man should have one. Write your name and address on 
the coupon below. Mail it to-day. A copy will be sent 
to you free. 


AMERICAN SOLE and BELTING LEATHER TANNERS 
17 Battery Place, New York City 


Clip the 


coupon 
here 


p SAL re. | 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 


June 7, 1924 


= 


BOOT AND SHOE RECORDER 





Reed tyke 








Their beauty and refine- 
ment never fail to result 
in profit for every retailer 
who urges their purchase. 


Foremost in Fashion, Val- 
ue and Turnover possi- 
bilities. 


Reed’s are Real. 


E-P- Reed & Co, 


ROCHESTER,NY 


NEW YORK OFFICE 
299 BROADWAY re 
WDFEGIBSON MGR. 
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When You Want 


Increased Business 





INCREASED BUSINESS comes easiest to the 
dealer who sells shoes which give complete satis- 
faction to their wearers. Increased business comes 
to Nettleton dealers because Nettleton wearers buy 
Nettletons everytime they buy shoes and they like to 
say they wear them. This “‘word of mouth’’ 
advertising is priceless and helps you increase your 
business. 





We'd like to send our Catalogue and 
Service Book to interested dealers 


A. E. NETTLETON Co. 


H. W. COOK, President 
SYRACUSE, NEW YORK 





Men’s Fine Shoes Exclusively Since 1879 


No. 023, The Marlboro. A 
Glazed Kid Lace Oxford with Glazed 
Kangaroo Tip. AAAAA/ AAA, 8-12. 
AAAA/AA, 7-12. AAA/A, 7-12 
AA/B, 6-12. A/C, B/D, 6-12. 

















The In-Stock Dept. offers 
34 styles including a Rid- 
ing Boot and an unusual 


Golf Shoz. 











% 

MEN LIKE TO SAY THEY WEAR THEM 
TE” Ee LE ERR a ae, HENS es RCT 
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Transfer Files 


HEE are qualities you'll find 
in Allsteel Transfer Cases: 


Greatest possible inches of 
Capacity—gi;05 space. 

Absolutely rigid. No dis- 
Strength—(ortion regardless of height. 


Compact, neat and 


Appearance— ic enamel finish. 

* Keeps out dust and ver- 
Protection—_\;" Does not feed fire. 
Utility — Conveniently grouped, verti- 


cally and horizontally. 


Shelving, Files, Desks, Transfers, Safes, Counter- 
heights, Sectional Cases, Accessories and Supplies 


THE GENERAL FIREPROOFING CO. 
Youngstown, O. Dealers Everywhere 


ajyo;o 


- 


= 


o 


ofuyo 
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Retail Salesmen 


Wanted 


A Splendid Opportunity 
for the Right Men 


The J. C. Penney Company—a nation-wide institution 
—needs : young men ages 
of 25 and 35 years who have thorough in 
one or more of our lines, and can give us highest 
references. 


goods, shoes, notions, clothing and furnishings for men, 
women and children. We do a strictly cash business. 
sales in 1923 were $62,188,978. We opened 115 stores in 
1920, 59 stores in 1922 and 104 stores in 1923. 


By industry, study and determination your progress 
will be rapid hh our organization. Under our experienced 
managers you are 

you have qualified 


You are Promoted 


trained to become a manager. When 


to be 


Manager of a Store 


in which you own a one-third interest, to be paid 
for out of the profits of the business. 





for our booklet, ““Your Opportunity,” which fully 
Give your age and number of years’ ex- 
‘lence in om, lines of st in - first letter. 
arrange for a personal interview ater. A correspondence 
strictly confidential. 


Address your letter to 


J. C. PENNEY CO., Inc. 


Wm. M. Manager of yment 
Star Deilding St. Louis, Mo. 








Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 





ne 7, 19% 





ANSEL and Gretel in 
Maeterlinck’s “Blue 
Bird”’ started out to find The 
Blue Bird of Happiness. In 


"hfe wy 1) NI 


Nig 


city and town they searched, 
traveling over land and sea, 
without finding the object of 
their quest. Returning to 
their little home they found 
The Blue Bird of Happiness 
singing cheerily in the pear- 
tree in their own back yard. 
The opportunity for happiness 
had beckoned for years but 
they had overlooked it. 


Yj 


“i 
a 


oa. = 


Look no farther for Opportunity ~Here it is! 


4°) 
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If you, are searching far and wide for some 
magic road to instantaneous success, you 
should study the opportunities close by. 
If you are looking for a line ofcomfort shoes 
that will provide a source of steady worth- 
while sales, we suggest that you study the 
possibilities of Ye Orpe Tyme Comrort 
Stoss. 


Ignoring freak fancies and seasonable style 
whims, Ye Orpe Tyme Comrort Sxoes 
perform the true function of a woman’s 


LUNN AND SWEET, 


shoe. ‘They provide genuine foot comfort 
when she needs it most. 


And here’s a selling idea that has built 
profits for hundreds of dealers and will do 
the same for you. When Mrs. Jones is 
buying a pair of dress pumps or sport 
shoes, show her a pair of Ye Orve Tyme 
Comrort Sxoes and make two sales instead 
of one. 


Two profits instead of one! And the 
same selling cost! Think it over. Write 
for fall information. 


INCORPORATED 


AUBURN, MAINE 
Largest manufacturers of comfort shoes in the world 





A Revolulion in Turn 


7 ee ee rere 


——~ 


= entige 


Sm BUILT WITH TWO 
Sa taal 
Be = SHANKS RIVETED 
TOGETHER 


STEEL SHANK NO.2 
INSERTED IN SPLIT IN 
OUTSOLE 


STEEL SHANK 
NO! NOTICE 
LENGTH 


Sweet = ~ a 
Sally Lunn — unn 


Suspension Arch Turns { ‘SUSPENSION ARCH 


are not only a revolution in turn 


shoe-making but also a revolution TURN F i 


in corrective shoe selling. 


The patented DOUBLE SHANK 
feature makes possible the first gen- 
uine corrective shoe made by the 
TURN process and combines 
dainty lightness with absolute arch 
support. 


Here is a big sales opportunity 
for you. Look into it today -Ask 
us to send samples. 


LUNN anpb SWEET, Inc, Ausurn, ME. 
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oyummertine J lippers 


IN STOCK Si) 


The Slendette 
Patent leather light welt sole.. . . . 


The Tristrap 
In Patent leather and in tan Russia calf 
with light welt sole 
In black satin, turn sole 


In white kid, grey kid and champagne 
kid with light welt sole $8.75 


The Opera 


In patent leather, Russia calf and white 


In white kid. . 
In black satin 
In gold and in silver kid 


In Russia calf with Cuban heel and turn 
sole , $7.25 


In patent leather with baby Spanish heel $7.50 








In white satin 


In silver and in gold kid 
The Dualink 


In black and in brown satin with beaded 
ornament 
The Boulevard, High Heel 
In patent leather and in tan Russia calf. $7.75 


The Boulevard, Low Heel 
In patent leather and in Russia calf. light 


welt‘ sole 
The Evelyn, Brocade Cut 


In silver and in gold brocade, high Spanish 
and baby Spanish heels 8.75 














a) 


a 


ONECARLTON AVE. I, MILLER G@SONS, Inc. BROOKLYN,N. Y.*® 
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If New York Says 
“It?s the Latest Style’ 


We ve Got It! 


Allen, Goller Shoe Co. 


| Boston Office, 207 Essex St~Factory 60 K Street.South Boston 
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Skinner's 
Shoe Satin 


KINNER'’S Shoe Satin is the standard 

among shoe satins, just as Skinner lin- 
ings have been standard among lining satins 
for 76 years. The extraordinary strength of 
this fabric is the result of a careful study of 
footwear needs. 


Skinner’s Shoe Satins are 
36 inches wide and supplied 
in four different qualities to 
meet all the requirements 
of the trade. 


It is a distinct advantage to a merchant 
to be able to tell his customers that his satin 
shoes are made of Skinner’s Shoe Satin. 
Every woman will then take their wearing 
quality for granted and they will be easier 
to sell. 


“‘Look for the Name in the Selvage’’ 


WILLIAM SKINNER & SONS 
Established 1848 


NEW YORK CHICAGO BOSTON 
MILLS—HOLYOKE, MASS. 


PHILADELPHIA 
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EASY FITTING SPORT SHOES 


IN STOCK STYLES FOR IMMEDIATE DELIVERY 


No. 335 Dundee Last 
Galluns 3 Norwegian Blucher Oxford, sn 
sole. A, B, C, D and E wide... 5.65 


Dundee Last 
Sport Oxford, soft box, blacks Mirror Calf 
Eyelet stay and heel foxing, Disk 
. C, D wide $5 


No. 308 
Grey Elk S 
wing tip, 
sole. A, 


The styles you see 
worn by the well- 
known Golfers. 
Comfortable to 
wear with golf 
stockings. 


The “Dalton” Shoe can be 
depended on to stimulate 
sales. It commands the in- 
terest of men seeking real 
value. Put them in your 
stock today for a profitable 
turnover. 


No - Andrews Last 
102 a Golf Oxford an sole. 
B, C, D, 


wide 


No. 337 Dundee Last 
No. 102 Tan Blucher Oxford, Disk crepe sole. 
& ©, 5, © end 6 athe... $5.75 

. Andrews Last 


315 
Ne’ 4 Boarded Blucher Oxford: crepe sole. 
B, C, D, E wid $5.35 


° Dundee Last 
. & C Tony Tan sport oxford, soft box, crepe sole. 
B, Cc, D, E wide $5.65 
No. 568 
As above but with leather sole. 


A, 5. . D wide 
$5.50 


THE DALTON CoO., INC., Mfgrs. Men’s Fine Shoes BROCKTON, MASS. 


BOSTON: 183 Essex S 
GEO. J. LOVELY. GEO. W. MANSON, JR. 


CHICAGO: 1618 Repubie Base, 28 S. State St. 
E. B. SLOCUM, C.F. BARSTOW 


NEW YORK: 651 Marbridge Building 
GEO. S. DYER 
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“Tts Beauty in the Shoe Excels Its Beauty in the Skin” 


We present for Fall 
the following GRISON Shades 





BRONZE 
Color133 


Color 53 


The artistic restraint of the makers 
of GRISON Kid results in colors 
that are a decided influence in the 
new footwear of dainty simplicity. 








SAMUEL SHAPIRO 
SPRUCE @ WILLIAM STS. NEW YORK 


Sole American Distributor of BOSTGN COUPES 26 SOLIeee Se. 


GEO. F. WELDON, MANAGER 


Vie Internationally famous~ GRISON KID 
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A Perfect Soft Box 


ERE is a new box toe that overcomes the outstanding objec- 
tions to plain and soft toe shoes. 

It is made of clean ground cork on a strong fabric back. And be- 
cause of its resilience and durability it gives comfort, strength and 

BEND IT support to the toe. 

Of equal importance, it is not affected by perspiration or other 
moisture, and this quality, with the natural resilience of the cork, 
produces a soft box that can be pressed and twisted into any shape 
but comes back to its original condition. 

It will not wrinkle or crease at the toe. 

This box is made with such a fine edge that the objectionable line 
over the toe is eliminated. A smooth contour is assured. 

The Armstrong Cork Box will greatly increase the popularity of 
soft toe shoes. 

When a manufacturer’s salesman calls on you, ask him to show you 
a pair of shoes with the new Armstrong Box. Bend and twist this shoe, 
subject it to any test that you think a shoe might be called on to 
endure, and after you have convinced yourself, order the Armstrong 

TWIST IT Box Toe on your new lines of plain and soft toe shoes. 


Armstrong Cork Company, Shoe Products Division, Lancaster, Pa. 


Armstrong 
“'"(& Cork Box Toe 
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The Rita Is Sold 
by the Following 
Distributors 


Bonp SHOE ComPANy 
New York City 
S. W. Fetpstein & Co. 
New York City 
Brav SHoE ComPANny 
Philadelphia 
D. Myers Sons 
Baltimore 
NeweE Lt & SCHNEIDER SHOE Co. 
Pittsburgh, Pa. 
Mann & Lonoint SHOE Co. 
Cincinnati 
Hart SHoE Company 
St Louis, Mo. 

H. Branpt & Son 
Chicago, Ill. 
GuTHMAN CARPENTER & Co, 
Chicago, Ill. 

Simmons Boor & SHoE Co. 
Toledo 
Racpex AINSWORTH SHOE Co. 
Detroit 
Wuitney Rots SHoer Co. 


Cleveland 











Featurin 2 the 


/ita_Sandat 


COPYRIGHT %PATENT APPLIED FOR 





The ‘Rita Sandal 


Tailored simplicity, with a flowing, un- 
Produced on three broken beauty line from heel to toe, has 
modern !asts, carry- PP 7-99 - 

. . made the “RITA” she sandal of the season. 


ing 8-8 Low Heel, 
12-8 Military Heel Its beauty deserves its quick and amazing 


and 148 Spanish 
Louis Heel. 


Lap lume y hoe (Gmpany 


INCORPORATED 


AUBURN, MAINE 


popularity. 
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DARBROOK | 


REPRESENTED BY: 


W. A. Gallup — Cincinnati, Ohio 
T. F. Leary — Boston, Mass. 
Henley & McGaghey— St. Louis, Mo. 

G. Fitzgerald — New York, N. Y. 
C. A.McDonnell — Philadelphia, Pa. 


QODDODODODO@ODOSOQDOODOOESEO I 
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Why? 


Because a hundred years 
of silk producing experi- 
ence has been concen- 
trated on the perfection 
of a fabric for a purpose— 


DARBROOK SHOE SATINS 


SHOE SATINS 


Schwarzenbach Huber & Co. 


470-478 Fourth Avenue 
New York City 


D | SOOOWBDOBODOODOSPQDOODDOOO® 
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“NATURAL 
"PLANTATION FINISHED 
| _ CREPE SOLING © 


_ RUBBER 


F. R. HENDERSON & CO, Inc 


250: WEST 57th STREET 
“NEW YORK CITY ¥ 


ee Rubler Ree a 





Iniporters of product of Far East plantations exclusively x 
CUTTINGS UPON REQUEST . 
Boston .< ) ~~. Chicago a | 
ERNEST JACOBY us Ss EDIE MEYER & COWS. | 
79 Milk Street , oP Ist National Bank Bldg.” < ~ 
London a 
HENDERSON, FORBES & CO., Ltd. * 





* 
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Noe. 779— Patent one-strap cut-out. 


IN STOCK 4 
No. 807—Smoke elk barefoot sandal. Also in 
stock in brown elk. No. 836— Best quality two-strap patent sandal. 


IN STOCK IN STOCK 


Pg Prat 


- 


No. 712—Patent sport oxford with smoke 
IN STOCK 


Piper 


No. 713— Brown elk sport oxford with kc , : trimmings. 
elk trimmings. ———— ae elk moccasin toe oxford with 


IN STOCK IN STOCK 


ry 


Bye Se Se OR APA ati sigs 


Shoes 


IN STOCK ERE you have your choice of sandals, 
one-strap, cut-outs, dress oxfords, sports 


and combinations—all IN STOCK. 

Size range: 21% to 5, 5% to 8, 814 to 12, 12% 
to 2 and 2% to 8. 

Pied Pipers are not confined to one width. 
Many numbers are in stock in B, C, D and E 
widths—growing girls’ AA to D. 

And there are numerous other good Pied 
a oa Piper numbers in stock, all solid leather, of 
ey ry the finest materials. All made by the Pentler 

me peck & Short Patented Improved Welt Process— 
THE GREATEST TRIUMPH IN PRESENT- 


DAY SHOEMAKING. 


Ji ED» | Samples forwarded prepaid upon request. 
NY DY Send for in-stock catalog and prices. 


es, Diner 
eR * Rey 
Xv | Complete Line on Display at ESSEX HOTEL, BOSTON 
\ _ r] 


. 
No. 800—Smoke calf blucher oxford. Also in 




















July 14th to 19th 


Marathon Shoe Co; 
No. O00 Dsene. ecient’ cebest enh patent wiathon Shoe Co; 


IN STOCK WAUSAU - - - WISCONSIN 


A, 
P es 





a 
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OXFORDS 
IN STOCK 


Patent Leather 
Russia Calf 


SCIENTIFIC 


‘SHOES 
—for Little Gents 


Such enthusiastic acceptance must be deserved. These Little Gents’ Shoes 
have demonstrated their ability to fill a distinct demand. Original in de- 
sign, constructed along the well-known Posner scientific lines, these shoes 
sell easily and are well liked. They are the means of creating a pleasant, 
permanent and profitable boys’ business. The Little Gents’ Line is a 
worthy addition to a famous family. 


Our new Fall samples are ready. 
New ideas are embodied in these 
shoes—presenting attractive styles 
for sport and dress wear. Two 
popular styles carried in stock are 
pictured here. Other good styles 
are carried in our well-equipped 
In-stock Department. 


I STOCK 
Dr. A. Posner Shoes, Inc. Russia Calf 


Imported Black Velour Calf 


Imported Black Velour Calf 142 West Broadway Patent Vamp, Mat Calf Quart 


Sizes 9 to 13% 


$3.50 Sizes 9 to 13 $3.75 
NEW YORK CITY -_ WN. Y. Ee Mirccacecentecscs.. C40 
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| SEYMOUR TROY & Co., INC. 


75 
; 75 FRONT STREET — BROOKLYN, N. Y. 





| OPhey, howwer, cannot be xetailed af $1022 
| Originated by an Organization Catering to the Bolle Trade Only 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 








BOOT AND SHOE RECORDER 





CManni 
MessicncPabel: 
Chhoes 





R 5115 
Levor's White Cabretta. 14-8 Spanish 
Heel, Imitation Turn, B, C, D cries 


IN STOCK 


R 5113 


Levor's White Cabretta. 14-8 Spanish These Styles in Stock 


Heel, Imitation Turn, B, C, D pa 
IN STOCK ' Also many others 
Same in Skinner's Black Satin 
R 2513 Send for Catalogue 
14-8 Spanish Heel, B. C, D. Price. $3.25 Showing All Numbers 
. g : | 2 
R 2514 
12-8 Military Heel, B, C, D. Price $3.25 
IN STOCK 


on the Floor 


OUTING SHOE CoO. 


Stock Dept. at 122 Lincoln St., Boston, Mass. 

R 5108 Factories at Worcester, Mass. 

White Cabretta. 8-8 Military. Imitation 

Team. B. Cy, BA PelsGcccccc ccc ce cQueee 
IN STOCK 


Coast Dealers — Mr. P. A. Ehrle will be glad to show you our line 
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R 3480 
White Meridith Cloth. White Cabretta 
Trimmed, 14-8 Spanish Heel, Imitation 
Turn. B, C, D§Price oe oe RO 
IN STOCK 


R 3481 


White Meridith Cloth, White Cabretta 
lrimmed, 8-8 Low Heel. Imitation 
Turn. B, C, D. Price $2.50 


IN STOCK 


Also makers of 
Manning's “Unico” 
Slippers of Felt, 
Satin and Leather 


R 2930 


whe eee rae 
‘6 a — i Trimmed, 12-8 Military Heel, White 
Quality Nev er Loses Enamel Sole and Heel, Rubber Top- 
ee life. C.D Piiiscscc...0--.- 8 
Its Charm IN STOCK 


OUTING SHOE CO. 


Stock Dept. at 122 Lincoln St., Boston, Mass. White Norfolk Cloth, Cabretta_ Trim- 


j Ss med, 8-8 Low Heel, White Enamel! 
Factories at Worcester, Mass. Sole and Heel, Rubber Toplift. G 2 


IN STOCK 


at the California Convention at Los Angeles, Biltmore Hotel, Room 274 my : 
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for the entire family, 
the 


DUCATO 
E SHOE® R 


S| 


RE you prepared to supply 
2512—Women’s Black Modified Antics yg we oe Oulord. Sexes 1136-9 D wider $2.75 
tty, gag ~ ay Educators? Summertime does Sixes 816.11, D cide 
Se ra eee not see a “let-up” on the de- Set 08 Dwi 

mands of this nationally known 
line, because Educators are for 
every season of the year. Like- 
wise, they are for every member 
of the family. Because of the 
fine workmanship and materials 
in Educators and their genuine 
and much desired comfort, you, 
as thousands of other alert deal- 
ers all over the country, can 
capitalize and profit with this 
famous line. National advertis- 
ing means a minimum of selling 4118—Patent Virginia Pump, Cut- 
effort and their real stylishness a $06 


: Sizes 1144-2, widths C-D. 
means a rapid turnover. Sizes Wat widths C-D... $3. 15 


WAI 


a 
ne ~ 


~~ 


i 
t 
; 
f 
k 
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7826—Black Kid Men’s Educator 
Blucher Oxford. A-E, 5 49-11. . $5.75 
8012—Same in Brown Kid.. . $6.75 





In Stock Now 


at 


RICE & HUTCHINS 


INCORPORATED 


13 High Street Boston, U.S. A. 


_— Pe ee See ae 
Bega wa. bw 2 ee 


<r ee 


SFG: 


Distributing Branches: 

Rice & Hutchins Atlanta Co. 
Rice & Hutchins Baltimore Co. 
Rice & Hutchins Chicago Co. 
Rice & Hutchins Cleveland Co. 
Rice & Hutchins New York Co. , as 
Rice & Hutchins St. Louis Shoe Co. 5368 X-—Patent Colt Child’s 
Atlas Shoe Co., Boston, Mass Educator Claudia 


345—B Tan Russia Blucher Jos. 1. Meany & Co., Inc., Phila., Pa. Spring heel. D 8 sors + $2. 
Educator “Oxiord. Goodyear ite 5567 —Same, Infant’s, D, S 
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American Footwear Leads in Style, 
Workmanship and Finish 


By A. H. GEUTING 


HOUGH my two months 
in Europe constituted a 
splendid vacation, the main 
object of my trip was thoroughly 
to investigate conditions in the 
shoe industry from a leather, a 
shoe production, and a retail 
point of view. With that purpose 


in view, I visited all the great centers which might 
possibly offer interest. I went from Paris to Switzerland, 
to Berlin, to Cologne, and to London, and, of course, 


Mr. Geuting, one of the best known and 
best posted shoe men of the country, head 
of Geuting’s, Philadelphia, has just re- 
cently returned from a European tour. He 
might have bought quite a lot of European 
shoes while there but didn’t. Why he didn’t, 
he tells in this article, written exclusively 
for the “‘Boot and Shoe Recorder.”’ 


visited the numerous in-between 
spots of a normal business 
itinerary. 

It is, perhaps, not generally 
understood that shoes may be 
shipped to this country free of 
duty and, therefore, if anything 
was to be gained in any line 


through economic advantages on the other side, it 
was especially likely in shoes. 
The question of style, of course, is also of great im- 
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portance in our trade, and it has become a custom for 
people to extol the French market from this point of 
view. Let me say, by way of comparison, that after I 
returned to Philadelphia, and observed our own assort- 
ment of styles which had arrived after my departure for 
abroad, and those I saw in the windows of our city, I 
sincerely believe that 
Americans who think 
so much of the Paris 
stylescould now profit- 
Philadel- 
phia to study the 
styles as they are ex- 
hibited in our stores. 
And, while Europe 
will not openly admit 
it, back of the curtain 
they acknowledge the 
great influence of the 
American product as 
to style, workmanship 
and finish; and those 
in the shoe trade who, 
because of past tradi- 
tions, rush to Paris 
for their inspirations, 
are apt to make a 
mistake. 


ably visit 


French Designers 
Should Visit America 


Indeed, the four 
greatest designers in 
Paris—Helstern, Pe- 
ruggia, Grece and Ju- 
lian (if it did not take 
away from the glamor 
of their names) could 
profit greatly by visit- 
ing the United States 
to study shoe styles, 
for we have hundreds 
of retail. shoe mer- 
chants their equal in 
originality and creat- 
ive genius. They shine 
in Europe because of 
the dearth of retail talent, while here they would be 
but one of many. 

At the races I observed keenly the shoe fashions, and 
I assure you I can learn more from the customers who 
come in and out of our own stores. American styles to- 
day are quite superior to any I saw in Paris, and cer- 
tainly indicate better fitting. 


apt to make a mistake.” 


In Few Things Does Europe Excel 


As I reflect upon the European market, both in 
hosiery and shoes, I can see no superiority over America, 
except in the matter of some ultra-extreme, hand-made, 


**There are spots in the English and other markets,’ 
Geuting, “‘that can supply shoes at a saving of maybe 75 cents a 
pair. Where merchandise can be absolutely stabilized, such shoes 
might be purchased to advantage but the risk in change of style, 
the distance and chance of delay in shipment are drawbacks that 
must be set against the possible saving in cost. 

**While Europe will not openly admit it, back of the curtain they 
acknowledge the great influence of the American product as to 
style, workmanship and finish; and those in the shoe trade who, 
because of past traditions, rush to Paris for their inspirations, are 
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exceptional products that are impossible to procure 
here, at least not in sufficient quantity. They make g 
stocking, for example, on a 50-gauge machine which 
we are not doing in this country, making the flimsiest. 
gauziest stocking one could imagine, with reasonable 
service. Such ultra goods can be imported for our ultra 
style extremists. 

In the regular silk 
hosiery market the 
superiority of Ameri- 
can goods is unques- 
tioned. Neither can | 
see any advantave jn 
their cotton market. 
EventheGerman iian- 
ufacturersin Cheninitz 
admit this, consicder- 
ing, of course, the 
high import duty 


Intricate Hand Work 
One of Them 


In Scotland the 
hand-fingered Scotch 
woolen socks, for golf 
and sport purposes, 
also come in this class 
of exceptional mer- 
chandising. 

In shoes as_ well, 
where delicate hand- 
work is desired, the 
kind of work that*we 
might do over here if 
we were not so im- 
patient, must be im- 
ported if any quantity 
is required. 

All in all, however, 
our market covers 95 
per cent of our needs 
in footwear in a more 
superior way than the 
rest of the world pos- 
sibly can. 


, 


says Mr. 


Risky to Buy Shoes in Europe 


There are spots in the English and other markets that 
can supply at a saving of maybe 75 cents a pair. Where 
merchandise can be absolutely stabilized such shoes 
might be purchased to advantage but the risk in change 
of style, the distance and chance of delay in shipment 
are drawbacks that must be set against the possible 
saving in cost. 


It would be impossible for anyone in this country to 
visit Europe and have even a remote opportunity 0! 
viewing a display such as the Brooklyn manufacturers 





oS. fs Cot oe ee ell 


ine 7, 199% 


procure 
make a 
> which 
imsiest, 
sonable 
ur ultra 
S. 

lar silk 
et the 
Ai 1eT}i- 
UNG ues- 
r can | 
tage in 
mar ket, 
an Man- 
ren initz 
onsider- 
e, the 
ity 


l Work 
om 

id the 
Scotch 
for golf 
Ir poses, 
‘is class 
| mer- 


swell, 
- hand- 
ad, the 
hat we 
here if 
so in- 
be im- 


uantity 


ywever, 
vers 95 
r needs 
a more 
nan the 
Id. pos- 


ts that 
Where 
1 shoes 
change 
ipment 
yossible 


ntry to 
nity of 
cturers 


June 7, 1924 


staged in New York recently. Indeed, this display 
would have swept Europeans off their feet and would 
have been quite beyond their comprehension. 


European Jealousies Obstructing Economic Progress 


This leads me to a little observation as to the pos- 
sible cause of the reaction in business. There is not a 
country in the world that cannot contribute something 
to the comfort and ease of our civilization and the 
general satisfaction of life. Thus, to live to the highest 
degree means that we should be in easy contact with 
the products of all the world. This holds true with 
every country in the world where there is an apprecia- 
tion of the best. 

European countries are at loggerheads and, in fear of 
each other, are erecting social and economic barriers 
that are obstructing the even flow of commerce. Each, 
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therefore, is trading within itself to a great degree. This 
does not mean distress to these countries. Indeed, there 
is very little actual distress in Europe. The city of Ber- 
lin is cleaner than our own. The so-called slums are not 
as ill-conditioned as the east side of New York or spots 
in Philadelphia. 


Should Join Hands— Not Mailed Fists 


We have as many poor in our big cities as they have; 
for after all it requires. but little to keep children well- 
housed and comfortably clothed and fed, if fads and 
luxury and style are left out of the equation; and there- 
fore they get along very well by trading within their 
own boundaries. But, this close trading is not in the 
best interest of the world-progress. The intermingling 
of thought, customs and practices are the great fore- 
runners of advancement. 


Cancellation of International Debts Suggested 
As a Good Move 


Sir Edward Penton, a great advocate and follower of 
Lloyd George, and who has stood for Parliament on the 
Liberal Party Ticket, entertained me at the Garrick 
Club in London, and, during a discussion of conditions, 
said, “If anyone had courage enough to suggest the 
cancellation of all international debts on some fair 
basis; regard bygones as bygones, and the war as the 
result of the sins of all, we could, by teamwork and 
honest co-operation, make up all that is asked in 
reparation now in increased trading inside of a decade.” 
I am inclined to agree with him »rovided other faults 
would thereby be removed. 

But, one thing is clear in my mind, the distress I 
expected to find was absent. The most down-hearted 
city was Munich, and the one showing the greatest 
commercial activity, at least from a retail point of 
view, was Paris. 


France Coming Back 


I had rather expected to find the North of France, 
from the articles I had read, to be impossible of cultiva- 
tion for many years to come, due to the war’s devasta- 
tion. I find this is true only in a few strategic spots in 
France where the battles raged and villages were 
destroyed. But it was a great relief to see millions of 
acres untouched by the war’s ravages, where today 
nature has almost obliterated even the trenches. It is 
pathetic to see the number of cemeteries, each a well- 
kept field of crosses. At Belleau Woods, where the 
United States has erected its flag in a little section 
which might be termed the ““Gettysburg”’ of the World 
War, one gets a thrill to have recounted the gallant 
attack of the American soldiers on a strong German 
position and the typical impulsiveness to continue the 
attack to a still stronger position which caused the 
death of so many of our boys, but which practically 


sealed the fate of the German cause. We may well 
be proud of our regular army and the A. E. F. 


Little Fear of an Invasion of European Goods 


I consider, as unfounded, the fear a great many 
manufacturers have that this country will be overrun 
with European goods. I find Germany, where an in- 
flated currency has been stabilized, the highest market 
in all Europe, with Paris, in a great many respects, the 
cheapest. With our present tariff, however, we need 
have little fear of an overwhelming invasion of foreign 
goods. 

The greatest value derived from my European trip 
was that I returned a better American than ever; 
prouder of our people, our country, our institutions. I 
recommend such a trip for those who need a rejuvena- 
tion in patriotism along the lines of the principles as 
laid down by our forefathers, and so admirably ex- 
pressed in our Constitution. It is the working out of 
these thoughts that has enabled us to eclipse the 
Europeans. Are we going to lose it by following the 
socialistic theories of many of our present writers, pub- 
lic speakers and so-called statesmen who raise issues 
regardless merely in order to get votes? 


Trust the American Public to Do the 
Right Thing 

Frankly, I do not believe we are, and I am con- 
vinced that, at the polls in November, we will see a 
display by the American public of the common sense 
which has always characterized its every action in 
times of public emergency. 

There is nothing now in sight which makes me 
fear for the future of American business development 
and ,American business expansion. 

At least we are sane, sensible and sound. 
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NATIONAL SANDAL WEEK 


Well co-ordinated action on the part of the 
retail shoe merchants can make this summer 
one of great profit. Let’s try it on the sandal 
type of shoe of which every merchant has a 
generous supply. With that in mind, in our 
next issue, we will show the way and supply 
the merchant with advertising material which, 
if properly placed in his windows, should do 
much to move sandals from the shelves and 
create room for the newer fall merchandise 
when it comes time to show it. This is not a 
sacrifice sale stunt. It is designed to move mer- 
chandise at a regular profit—which is as it 
should be. Watch for the June 14th issue. 


The Irish Show the Way 


O* Monday, May 5th, the Irish Free State levied a 
duty of 15% on all boots and shoes imported into 
Ireland. Considering the fact that England furnishes 
the Free State with fourteen-fifteenths of all the foot- 
wear consumed in that country, it is quite a factor in 
trade across St. George’s Channel. There is no question 
but that the Irish Free State is entitled to put into 
operation such fiscal measures as it considers best for 





the country. As a new industrial country, this pro- 
tection means the upbuilding of a domestic shoe 
business. 

The question comes up as a national one, in this 
country, as to whether or no we are to continue to 
leave shoes and leather totally unprotected. No nation 
that makes any pretense at protecting its shoe labor and 
commerce is in a similar position. 

The free policy on footwear and leather is opening up 
a fertile pasture for competition. Are we going to |carn 
that, in getting free hides, too much was admitted and 
conceded in the contest? Did we give too much for 
little? 

Not so many years ago, finished shoes had a 25 per 
cent duty thereon. In the comparison of duty with 
every other article of wearing apparel—hats, shirts, and 
handkerchiefs, and hosiery, etc., etc..—you see a pro- 
tective wall ranging from 40 to 95 per cent. These in- 
dustries know how to take care of themselves. 

Manufacturers, merchants and men who wani to 
keep American labor employed now feel that they paid 
entirely too much for the annulment of the hide duty. 

Consumers who are also wage earners, shoe workers 
as well as shoe merchants, manufacturers and traveling 
shoe salesmen, have something to think about. There 
is no question there is greater efficiency in labor in the 
United States as against any foreign country, but it is 
becoming apparent that this is not sufficient to offset 
lower standards of living as compared with the United 
States. Not so long agoforeign tanners bought New Y ork 
City calfskins when that market was the low point of 
the world, took the skins abroad, tanned them and sold 
the finished leather over here at a price less than our 
domestic market. 

It is, of course, interesting to feel that the shoe and 
leather industry is so competent and energetic that it 
can stand on its own feet without protection, but let it 
not be overlooked that foreign makers of shoes have all 
the advantages of American machinery, designs and 
patterns, American lasts, and access to all the new 
methods—with the added advantage of much cheaper 
labor in all operations. 

It is going to be a long process of education to make 
any real adjustment of the tariff. There is a weak place 
in the tariff wall and through it a vast quantity of shoes 
and leather will continue to pass. It behooves men in 
high places of industry to study the future position of 
American shoe-making, properly conceding that we are 
a liberal and friendly industry, not averse to a com- 
petition of wits in the creation of pretty shoes for wo- 
men and sturdy shoes for men, and that with even odds 
we can hold our own in this and in world markets. 

But we cannot hope to make progress when forced 
to maintain high shoe-wage scales in competition with 
a low standard of living the world over. Under the con- 
ditions as they exist at the present time, there is no 
doubt but that the advantage to the foreign shoe 
manufacturers in this market will continue to increase 
for the present. 
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Consider These Pertinent Things 


[RST—a national consideration right now of Fall 
footwear. 

Second—a determined effort on the part of mer- 
chants to open up their Fall season with typically Fall 
merchandise. 

Third—a period of beauty in style, not freakishness, 
so that a logical division of seasons might be attempted. 

Fourth—a holding to general principles with in- 
divid ial interpretations within the style trend. 

Fifth—style to pay its way properly. 

And in furtherance of these fundamentals we have 
selecied for this issue typical footwear around which 
ideas might flow to indicate how best to come to- 
gether, in the selection of the best style ideas to be de- 
veloped as fundamentals for national exploitation this 
Fall. Study them and criticize. Retain the best—but 
eliminate the freakishness that makes perishable foot- 
wear before it is taken from the shipping case. 


2 | 
In the Light of Experience 


HE interest manifested in the organization of 

“Ladder Clubs” throughout the country as a fac- 
tor in elevating the standards of shoe selling in stores 
indicates clearly that the thinking people of the shoe 
industry appreciate the unlimited value of exchanging 
experiences. “‘Ladder Club” meetings are being held 
every two weeks. 

But it is not enough for stores to enroll and rely 
merely on the editorial pages of the Bool and Shoe 
Recorder to provide them with programs. The programs 
must be carried out in meetings by salesmen taking an 
active part in the discussion of the points raised. These 
subjects have to do with the most vital of sales and 
store problems and form the ground work for bringing 
out experiences of the men who bring the money into 
the cash register. 

The most generous statistical report on correspon- 
dence courses shows that less than 5 per cent of those 
who enroll finish. It makes no difference whether the 
correspondence course has 
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mon. Personal experiences are stamped indelibly on 
our minds, but there’s room for more such emphatic 
ideals. We should open our minds and place ourselves 
in a receptive mood to learn the experiences of other 
men who have learned corresponding ideas of value 
to us. Be conscientious about holding “Ladder Club” 
meetings. The results will put more dollars into your 


pocket. 
_ = ; 
The Too-Early Clearance Sle 


BACKWARD spring season is nationally noted. 

What are we going to make of the month of June? 
We all hope that the better judgments of merchants 
will be along the line of making June a regular shoe 
selling month without clearances. 

Many a merchant is praying that in his community 
somebody else won't start the clearance game too soon. 
There is a full, good two months of selling at regular 
prices ahead of the trade. 

There is no reason why June and July should not be 
profitable selling months. The entire season has been 
so backward that the public is sure to rush into new 
and lighter weights the minute summer weather makes 
a real appearance. 

It cannot be said tvo often, nor enforced too em- 
phatically, that the foundation of profitable shoe 
retailing is in the sale of shoes at regular prices, with a 
reasonable profit, and not in cut price special sales. 


— ee 


Stabilizing vs. ‘‘Staple-izing”’ 


J ERE is a distinction between these two words 
that is worth while seriously to consider. To 
stabilize the style situation is still to retain beauty in 
footwear, and to make it orderly. 
Don’t get any idea that simplification of shoes means 
a return to plug ugly oxfords and that from them the 
next step is to boots. What we encourage is footwear 
beautiful in line and outline, symmetrical in design and 
having real points of bal- 








to do with automobiles or 
anything else. 

If you’re to get any ma- 
terial value out of “The Lad- 
der Club” you must hold 
meetings and get out of 
actual experiences the basic 
principles of shoe merchan- 
dising. 

The most successful men 
in any industry are con- 
stantly at meetings. They're 
getting the benefit of the 
experiences of those having 
the same things in com- 





THE RECORDER CREED 


Getting More Shoes Sold Right; not 
only “‘more”’ but “‘right’’; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the right profit. This is the great prob- 
lem of the retail merchants. 
purpose of the BOOT AND SHOE RE- 
CORDER is to help solve it; for this is 
the basic problem upon which depends 
the progress of the entire allied in- 
dustries relating to shoes and leather; 
their production and distribution. 


ance in materials, workman- 
ship and the assembling of 
parts, allin keeping with the 
grade in which the shoe is 
made. 

It is well for an industry 
to feel that it is making 
progress along the lines 
of more beautiful footwear, 
rather than continuing the 
false policy of attempting 
to stimulate jaded appetites 
of merchants and customers, 
by offering all kinds of freak 
novelties. 


The chief 
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Up the Ladder 


of Achievement 


“Stock Arrangement” Subject for June 16 Meeting 
of “The Ladder Club” 


N this age of high style in shoes, particularly 
| women’s types, considerable experimenting in 

stock arrangement is going on nationally. The 
subject for the June 16 meeting of ““The Ladder Club” 
is “Stock Arrangement.” 

Choose a leader to preside at your meeting and 
conduct it along the open forum style. There’s nothing 
confusing about these sessions. They accomplish an 
exchange of experiences in shoe stores from the men 
who make the last step in the shoe industry—sell the 
shoes to the consumers. Consider the questions per- 
taining to the subject. 

Many shoe stores are experimenting with a new stock 
arrangement. It consists of placing all sizes and ma- 
terials together rather than arranging them according 
to patterns. Where this idea has been tried in men’s 
shoes, the results are reported to have been very 
satisfactory. One large store in the East has enjoyed 
marked success in installing this idea in handling men’s 
shoes, and now plans to try it out in women’s lines. 

A word about placing sizes and materials together. 
In men’s styles, tans 
and blacks are kept 
apart. Commencing with 
the low sizes, the shoes 
are run up and down on 
the shelves. Broad-toe 
models are kept as near 
as possible together, so 
that there is a system- 
atic way of keeping style 
characteristics near each 
other. 


Questions for 
Meeting 


Are you satisfied that 
the present stock ar- 
rangement system you 
employ is getting the 
best results for you? 

Has your store the 
most common system— 
that of placing stock ac- 
cording to pattern in tires 
running horizontally? 


A rough idea of how a retail shoe merchant arranges his men’s stocks 
according lo sizes. 


A shoe store manager in a large Eastern store “plugs’’ 
the stock holes following the sales. He claims that by 
doing this personally he has an accurate knowledge of 
his best-moving numbers and also gives him valuable 
information concerning how his reserve stock stands. 
Do you keep an eye on what moves most freely? 

Do new men have an easy or difficult time in learning 
the stock? That is a very good barometer for telling 
whether your arrangement is complicated or not. 

Is there an imaginary line in your shelving that 
marks the dividing line between free-selling and slow- 
moving merchandise? 

Do you keep your colored suedes grouped according 
to colors? 

Have you a definite idea which can be applied to a 
plan for arranging women’s high style shoes according 
to sizes? 

With so many variations in cut-outs, strap effects, 
heels, etc., do you think it more advantageous to have 
women’s shoes grouped in sizes or arranged in the most 
common way—by materials and patterns? 

Many shoe store man- 
agers will not allow an 
empty box to remain on 
the shelves. When a 
sale is made, the sales- 
man must remove the 
carton. Isn’t this a good 
way for accurately show- 
ing the demand being 
made in certain styles? 


First Meeting 
Successful 


Encouraging reports 
concerning the June 2 
meeting have been re- 
ceived. “Style Confu- 
sion’’ was the subject 
and it brought forth 
enthusiastic meetings all 
through the country. 
It is evident that gen- 
erally store operators 
appreciate the value of 
occasional meetings. 
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“Case System,” Bringing Out Shoe Store 
Experiences, Employed at Sessions 


HE method of instruction at the Harvard 
Graduate School of Business Administration at 
Cambridge, Mass., is the “case system,”’ similar 
to that in almost universal use in teaching law. A 
$5,000,000 gift by George F. Baker, financier, to the 
school, means that 13 new buildings for extending the 
scope of the business school will be built. 
The fact that this great business school employs the 
“case system’’ in instruction is significant to members 
of “The Ladder Club.” 


first of all. The store which made the test is located in 
Forest City, N. C. 

Consider the following results and see if they aren’t 
applicable to some degree to your community: 

“80 per cent demanded courtesy. 

“70 per cent wanted their trade appreciated by the 
salesperson. 

“55 per cent liked the salesperson to make sugges- 
tions and help them in buying. 

“55 per cent wanted 
intelligent service. 
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of the salesperson. 

“45 per cent liked to 
see the salesperson enjoy 
showing the merchan- 
dise. 

“45 per cent wanted 
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The “Case System’ 
for Ladder Club 


“The Ladder Club” 
also employs the “‘case 
system.” You salesmen as members provide the actual 
cases. Your experiences in the store while selling shoes 
are the “cases” that appeal to shoe salesmen all over 
the country. By attending “The Ladder Club” meet- 
ings, you can put your “cases” before the meetings 
and have your brothers analyze and discuss the merits 
of them. 

Students at the Harvard Graduate School of Busi- 
ness Administration, and they must be university 
graduates before qualifying to enter, are paying large 
fees to get this type of training. You can get it gratis 
by an exchange of shoe-store experiences with your 
co-workers. 





Expect Friendliness 


An analysis of an essay contest, conducted by an 
enterprising store selling clothing, shoes and dry goods, 
to obtain some pointers concerning store service, showed 
85 per cent expect pleasantness and a friendly spirit 


a 


It is attention to details that leads 
to mastery of responsibilities. Your 
first duty is to sign and send in this 
application. 


Some stores use this plan—it makes the fastest-selling merchandise come 
within arm's reach of the salesmen. 


were what they wanted. 

“25 per cent de- 
manded that the sales- 
person be truthful. 

“20 per cent demanded that the salesperson be 
familiar with the stock. 

“20 per cent did not like for salesperson to sneer or in 
any way show their displeasure when they could not 
decide on what they wanted. 

“15 per cent did not like salesperson to hum, whistle, 
or chew gum while being waited on. 

“15 per cent thought there ought to be seats for the 
customers and the saleswoman, and a rest room. 

“15 per cent wanted to see the stock in good order.” 


Application for “‘Ladder Club”? Membership. 
“Ladder Club” Editor 
Boot and Shoe Recorder, Boston. 

The Store wants to join 
“The Ladder Club,” with members. 
Send free copies of Arthur L. Evans’ 
The Retail Shoe Salesman each month. 

It is understood that membership to “The 
Ladder Club” will cost us nothing except real 
interest, enthusiasm and consistent codperation. 
Signature 
Address 
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**Getting More Shoes Sold Right”’ 





Miniature, Yet Big Enough to Keep You Informed on What Is Presented 
in This Issue—and Other News 





Box Heels Good 


Brooklyn, June 5—The ma- 
jority of heels on shoes for 
street wear are of the medium- 
height box wood variety. There 
is no indication of a change. 
Some white shoes going through 
factories carry French or Span- 
ish heels, but mostly when de- 
signed for formal or semi- 
formal wear. 

Plainer Patterns 

New York, June 5—Plain 
styles in light tan shades and 
blacks are meeting with favor 
with women here. Merchants 
are looking for patents and 
satins to maintain their popu- 
larity throughout the summer 
season. 


Oxfords for Fall 
Lynn, Mass., June 5—More 
oxfords will be sold for fall, 
according to many manufac- 
turers. They look for sales of 


moet | oxfords to increase and 
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nove 
mand. 


y oxfords to be in de- 


Crepe Soles 


Milwaukee, June 5—Men’s 
trade has been steadier in re- 
cent days. uight tan oxfords 
are strongest of any type, al- 
though black oxfords have 
shown surprising strength for 
this time of the year. Crepe 
rubber soles on golf oxfords 
are going good. 


Men Buying Freely 

Columbus, O., June 4—A 
healthy tone characterizes the 
retail shoe situation in the 
stores here. The men are buy- 
ing more generously, particu- 
larly of tan oxfords. 

Medium-Height Heels 

Portland, Ore., June 5— 
White kid models with 13/8 
and 14/8 heels are selling 
freely. Straps and sandal styles 
are most popular in whites and 
also other materials. The men’s 
buying is not measuring up to 
expectations. 

Shoe Style Revue 

Salt Lake City, June 6—The 
Booterie recently put on a shoe 
style revue. It was successful 
and created much _ interest 
among the women of the city. 


Spotty Tone Noted 


New Orleans, La., + _— 
A spotty tone prevails in 
shoe stores. Both men and 
women haven't been buying as 
consistently as was expected. 


Good Hosiery Trade 

San Francisco, June 4—Ho- 
siery buying is on a high plane 
here. Pale flesh-colored shades 
are being worn freely to con- 
trast with black materials in 
women’s footwear. Cut-outs 
are extremely popular in all 
types of shoes. 


Men’s Fall Styles 

Brockton, Mass., June 5— 
Manufacturers are looking 
ahead into the fall season. 
Brown shades are going to be 
good for fall, and will not be as 
dark as in former fall seasons. 

**Alligator’? White Model 

New York, June 6—Among 
the new whites that have ap 
peared this season is a dull- 


Plain Black Pump 
Lynn, Mass.—The plainest 
and blackest shoe yet is a 
seamless pump, 234-inch vam 
18/8 heel, of the blackest blac 
calf leather. It’s a high-grade 
shoe for fall. 


A Lot of Gores 

Lynn, Mass.—J. J. Grover’s 
Sons are making a lot of gore 
pumps of novelty styles, a mat- 
ter of more than passing inter- 
est, because this firm has been 
making gore styles for house 

wear, for nearly 60 years. 

Metal-like Straps 

Lynn, Mass.—-Cruise & Sul- 
livan are making strap style 
jumps and are putting gores 
in the straps. They are cover- 





to be a stro 
confident! 





Good White Sales in New York 


New York, June 6—Recent sales indicated that there is 

white season in stores here. Most merchants 
look to all-whites to be extremely strong. 
Records of some stores showed whites led in volume over 
any other material. Fabrics are slow to move, while kids 
and bucks are meeting with a favorable demand. 








finished “‘alligator’’ made in an 
attractive semi-sandal model. 
White kid and buck are strong, 
but white fabrics are very slow 
to move. 


White and Patent 

Brooklyn, June 5—-A com- 
bination of white kid vam 
with patent leather quarters is 
reported by one factory as sell- 
ing very well. Some whites with 
colored trimmings are being 
ordered, but not to a marked 


degree. 


Whites Stronger 

Boston, June 5—Whites are 
going at a better rate now that 
weather is warmer. Blacks are 
still strong and signs point to a 
continued demand on patents 
and satins. 

Haverhill Situation 

Haverhill, Mass., June 6— 
Shoe manufacturers here ex- 
ES production to be stimu- 
ated by a recent w read- 
justment which provided for a 
reduction of wages in all fac- 
tories. 


Chicle Calf 
Peabody, Mass.—Chicle calf 
is being made here for fall 
shoes. The name applies to the 
color, not to the stretch. 


ing the gores with beads of 
metal so that the straps look 
as if they were of metal. 
Another McKay Improve- 
ment 

Lynn, Mass.—Another new 
model of a McKay machine 
has been set up here. Experts 
say that it does very fine 
stitching. 


Home From South Africa 
Lawrence Doty, who has 
been in South Africa, for the 
Helburn, Thompson Co., leath- 
er merchants of this city, has 
returned to the home office. 


Merchandising 
Retail Selling Course in 
Pittsburgh High School is dis- 
cussed in a recent bulletin of 
the Federal Bureau of Voca- 
tional Training. An hour a day 


is given to study of retail mer- ‘ 


chandising by students of the 
classes. Besides, teachers and 
students are taken on observa- 
tion trips through stores. 


The White Trade 
St. Louis, June 5—The white 
trade was slow to start this 
season. Blacks are ene, Soe 
very well, but merchants 
for whites to take away from 
the popularity of the former. 


Visitor from Brazil 


J. G. Falkenrath of Com 

nia de Calcado Clark, San 

aulo, Brazil,was a recent visi 
tor in Boston. He will retur: 
home by the way of England 
His firm has been in busines 
more than 100 years. 


Higher Heels 


Boston, Mass.—18/8 heel 
will be used on fall shoes. 


Keeps Weather Record 

Chicago, June 5—The pro- 

ietor of the Tivoli Booter) 
is keeping a daily weather 
record in connection with his 
sales figures. He hopes to de- 
termine the exact effect the 
weather plays on sales. 


Boots With Gores in ’Em 
Lynn, Mass.—Lynn design- 
ers, successful with gores in low 
shoes, are now studying the 
roblem of putting gores into 
high shoes. Adaptions from 
Congress boots, such as those 
grandmother wore, are con- 
sidered impracticable. One new 
idea is to open the front, to let 
the foot in, and to fasten it with 
a snap fastener, or something 
like that. The gore in the top 
would be to take up the stretch 
so that the top of the shoe 
would fit as smoothly as a silk 
stocking. 


Patent Is First 

Cincinnati, June 4—Patent 
leather is holding strongly to 
its front position as being the 
most popular material in the 
women’s shoe stores. Satins are 
very good. Of most recent de- 
velopment is the strength of 
tan calf. Opera pumps are go- 
ing well. 


In New England 
Salem, Mass.—Buster Brown 
and Tige arrived here last week 
showing Buster Brown shoes. 


Military Heels 

Milwaukee, June 6—Warm 
weather has stimulated the 
trade on white patterns. Cuban 
and military ls generally 
have been popular and cut-out 
and strap models are also very 
strong. 

Sandals Doing Well 

Cleveland, June 4— San- 
dals are selling well. Patent 
numbers with 12/8 heels are ex- 
tremely popular. Patent prom- 
ises to continue selling at a 
good rate. 
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New Platform or 
“Walk the Plank?” 
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of O MAKE AND SELL WEARABLE SHOES—FOR IT SOMETIMES 
HAPPENS THAT THE MORE ORIGINALITY THERE IS IN A NEW 
STYLE, THE LESS THERE IS OF EITHER BEAUTY OR PRACTICALITY. 





n Look TO THE PRACTICAL FIRST, THEN TO THE INTRINSIC BEAUTY 
AND GOOD TASTE. IF ALL IS WELL THUS FAR, STAND READY TO SELECT 
STYLES DISTINCTIVELY NEW OR REVIVALS OF GOOD-FITTING 
CREATIONS, 


e No MATTER WHAT THE GRADE, A SHOE WILL SELL BETTER (AND 
WEAR BETTER, TOO) IF IT IS WELL DESIGNED, PROPERLY BAL- 

t ANCED IN ITS VARIOUS PARTS, MADE OF THE RIGHT MATERIALS, IN 

THE RIGHT COLORS AND BOUGHT WITH AN APPRECIATION OF THE 

FACT THAT ANTICIPATION NOW or your WANTS FOR FALL WILL 

ELIMINATE INDUSTRIAL AND MENTAL CONFUSION WHEN THE SHOES 

ARE ELECTED BY THE PUBLIC FOR FALL SERVICE. 













June 7, 1924 Faut Styte NuMBER Page 59 


: et eta 
A 3 ae a nd APN tally 


entitled -o 








Buii_vine A Naw P.ArroRM 


HERE are two standards by which industries are judged—platform 
and performance. Both are up for examination in June. Further- 
more, it is the month for platform building by the great political 


parties. Therefore, may we be permitted to draw a few parallels. 


In the hurly-burly of the political convention with delegates milling 
around, each voicing some pet theory or advocating some favorite candidate, 
the obvious conclusion is that nothing can be accomplished in that con- 
fusion. In the perplexities of the style situation, with so many men mixing 
ideas and drawing outlines of “new and original” shoes and chopping up 
leather into fancy shapes, the industry gets into a similar confusion. 


But back in the committee rooms of the political convention a lot of 
hard-thinking men whip into shape the candidates and a still smaller com- 
mittee finds issues and puts them into smooth planks for the platform of the 
party. 

Perhaps to carry on the parallel we might hope that trade ingenuity 
and fertility of imagination may whip into shape a number of dominant 
styles which later shall be presented for popular selection, and as a change 
in style needs a change in platform the issues are outlined and made clear 
to the merchant who must see to it that his business is governed by them 
next Fall. We are not making the parallel too far-fetched when, instead of 
political planks of a high sounding nature on taxation, transportation and 
immigration, we pass them up for a paramount issue—ANTICIPATION. 


Something must be done to change the present platform of hesitation 
which leads to the false performance of “buying from hand to mouth” and 
setting prices high but profits low—to a broader plank based on four logical 
seasons of the selling year well planned ahead. 
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Theoretically you don’t get badly burnt by a nibbling policy. You can 
mark time in dozen pair lots but the faster your buying of small and un- 
related lots, the greater the percentage of left-overs. You can buy from a 
thousand factories and find at the end of your year that your speed in buy- 
ing has been faster than your speed in selling. 


You are now standing at a point in style experience when you are in 
doubt as to your future policy. The question is how to maintain an array 
of seasonable new things to offer the public without thereby crowding 
fancier shoes into the background where the bargain tables are playing 
profitless tunes on the cash register. You are wondering whether a change 
of policy is not imperative—a holding fast to lines of shoes with lasts and 
fitting values related one to another and a concentration of purchases with 
fewer houses to get the benefits that “customer accounts” get in practical 
and planned styles, in better values through bigger purchases of materials, 
in continuity of factory operation and in credit allowance. 


We believe that there should be free and candid co-operation on the part 
of all parts of the trade which lead up to the final handler at retail. In 
oftering a Fall shoe that is purely a perishable novelty, let its character be 
thoroughly understood. Do not load up a customer with novelties beyond 
any reasonable estimate of his power to handle them in his community. On 
the part of the retail shoe merchant, there should be recognition of the 
passing character of a highly spiced style, and recognition also of the fact 
that it ought to bring an extra price in its first run of success, so he may be 
able to clean up and come out whole in closing it out. 


We believe that any unprejudiced observer will agree that shoe retailing, 
in these days at least, is not an easy trade for it is full of perplexities and 
prejudices. The past few seasons might be said to have formed an era of 
successful accidents—the episode of the war and its false values, followed 
by wholesale deflation and then the miracle of fancy shoes bringing in a 


(Continued on page 78) 
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Showing the new curve line to 
the quarter and the use of beaded 


goring. 


cMorE Beaurrls NEEDED 


We have nominated for public approval next 


Fall a range of typical styles having variations 
in materials, colors and designs as a guide to the 
merchant who wants beautiful shoes to sell in 
the Fall season profitably. 


























These are Recorder selections and convey 
only the major ideas and are subject to those 
changes which the individuality of the manu- 
facturer and the merchant might require. The 
thing to do is to make selections appropriately 
balanced in each grade and this warrants a high 
degree of skill in selecting materials, patterns 
and workmanship, whether made up to sell at 
a high or a low price. 
































This particular slipper gives the new curve 
line to the quarter and uses the beaded gor- 
ing over the waist. The leather straps are 
doubly reinforced to hold their shape. Study 
each new shoe with a view to where the 
pulls and strains of the human foot exert 
their maximum pressure. 
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Be careful about the |throat of 
the pump. See that itjdoes not 
bite. 








BE (AREFUL OF Pumps 


So many effects can be obtained with pumps 
that most stores will find a need for at least one 
number, whether the leather is in light tan calf 
or black kid, black suede or black patent. Be 
careful about the throat of the pumps. See that 
they do not bite. The slight collar at the throat 
helps lift up the vamp and saves the cost of 
crimping which is so necessary in getting the 
front line correct. 












































On pumps of this character, small tailored 
bows can be worn or fancy ornaments of small 
and medium size. It is the natural thing to ex- 
pect something in pumps for Fall, but the ~ 
average store must remember that they are 
difficult to fit, that they must hug at the tops 
and must be carried in narrower widths and 
in fullrun of sizes. They are not strongly rec- 
ommended, but they have their place in 
better grades of shoemaking and shoe mer- 
chandising. 
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What an opportunity for con- 
trasting colors or materials! 





STRAPSAREALwarsBeEst 


No method of adjustment has ever been as 
successful as the strap. It makes possible fitting 
values and adjustment on a smaller run of sizes 
than any other type of shoe. Two tones of 
brown or two materials, suede or finished 
leather, as for example, black suede vamp and 
black calf trimmings, make a real high class 
variety in this type of footwear. Or in black or 
brown satin, particularly the cinnamon shade, 
with contrasting leather trimmings. 
























































Fall styles must be more symmetrical and 
must be in better taste. Women will buy more 
beautiful shoes after a run of freakish patterns. 
Straps have been said to have hit their high 
point but, as a matter of fact, they are nationally 

preferred by women. Since the Brooklyn 
Style Show there has been a national 
interest in the two-strap pattern that 
permits, with cut-outs or inlays, an em- 
phasis upon the material as the styleful 
end. 
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UBLIC SELECTION 
IN THE FALL 
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A type which permits the sale 
of buckles and other ornaments. 


— 





h ) eADD Prorit IN ORNAMENTS 


Merchants all over the country are looking 
to the Fall for the double profit that comes in 
the sale of the shoe, plus the buckle accessory. I 
One merchant in Chicago averages a buckle J 
sale to every three pairs of shoes. He selects 


those types of shoes that permit the use of 
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goring and ornaments. 


The number which we nominate here has 
much of the character of the cut-out oxford 
| and beneath the buckle has the small cord lace 














and the pin buckle bows through the silk 
bound eyelets. 


_4—> 


’ Here we see opportunity for the dark brown 
) suedes, that are of the wine shades with trim- 
| / mings in kid or calf to harmonize. This is a 
better season for harmonies than for contrasts. 

' This same shoe in black suede and black, kid, 


“> 




















4 calf or patent makes another good number, 
{| or in satin. 
| | The tendency is to have most of the 
(i } new front effects come over the waist of SL Z ASMA 
| bed the foot rather than high on the instep. SSS OV UM 
hs © ATRAVTRA TSS LEE. BA Ba A 
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Goring gives fitting value and 
beaded goring makes for beauty. 











GORING FOR cADFUSTMENT 


The extreme simplicity of this shoe is offset 
by the smart beaded goring which extends in 
three bands over the waist and instep of the 
foot. 





























This shoe has a place in patent or satin and 
indicates a trend toward beautiful simplicity. 
It can be cut down to a two-bar eftect, making 
a shorter quarter and giving that new and pop- 
ular waist adjustment. 



































If you take each of these shoes which we have 
shown, in succession, you notice a progression 
in heels ranging from the spike French through 
the various American models indicating that 
the shoe trade is in a period of refinement of 

lines. These same eftects can be ob- 
tained in practically every grade of 
shoe. 


A graceful cut-out on the quarter 
might take away the severity of the 


yee outline if so desired. 
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eA SruDr IN (CUr-ours 


After a deluge of cut-outs where every sur- 
face over an inch square is filled with mitre 
work, the Fall idea is to make the cut-outs 
mean something in relation to the pattern. 


Though the flesh-colored hose may dis- 
appear with the summer, there is every reason 
to expect that pastel shades, gun metals and 
hose of a gray shade will continue and this 
means that cut-outs have an important place 
providing they are in harmony with the design. 


Shoes of the type shown on this page with 
double gored adjustment offer an opportunity 
for cut-outs of a very practical nature. Covered 
heels are universally wanted. Several models 
of this type have small imitation buttons on 
the side. The goring gives the adjustment. 


There is not the demand for the short French 
vamp that there was so that the normal Ameri- 
can last with the slightly narrow 25-cent tip 
has a place for Fall. 


A shoe in which the cut-outs 
harmonize with the rest of the 
pattern 
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. Sport oxfords are notall sold dur- 
ing the summer months. This 
number is for the gallery. 


Sport STYLES FOR FALL 


A logical place for sport oxfords after a sum- 
mer of sport straps and sandals can be made 
in shoe stores in centers where golf and out- 
door activities dominate the months of Sep- 
tember, October and November. 


Rely upon materials to give you the variety 
and distinction in sport footwear as it is not 
necessary to rush into freakish patterns in 
sport footwear. A well balanced sport shoe for 
actual sport use should have a roomy last and 
some one of the fancy rubber soles. 


















































bree 


This number, however, is one more for wear 
with sport costumes at country clubs and not 
tor actual participation in sports. The Scotch 

tongue can be kept or eliminated. The 
same shoe has been made up with the 


a lh te the rs 


Geee 

- jhulaladall _ y entire quarter cut out. This leaves the 

pee I Je x slipper foxing of a sport pump, the lace 

] stay and the collar and makes it a very 
unusual shoe. 
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cAND FOR THE EVENING 





So many wonderful pieces of silver and gold 
brocades have come into the market that there 
is endless opportunity for beauty in evening 
footwear. If you also combine the fabric with 
silver or gold leafed leather, you get handsome 
though expensive effects. If you contrast in 
one shoe, silver brocade and gold trimmings 
/ with a silver beaded goring, you put into one 





shoe about all that can be saidjto represent 
expense in shoe making. 


Gold leaf has been worked into the grain of 
colored leathers so that it makes a brand 

y new medium. Gold kid heels are in favor. 

i Bronze kid as well as bark tan satin can 

| / be found in some of the high grade lines 


for less formal wear. 















Never was there a better oppor- 
tunity to pick shoes of rarest 



















beauty. 
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) ) There is no limit to ornamentation 

with everything from cut steel to rhine- 

] stone borders, ankle straps and collars. 

« ) You can go the limit in describing the 

) opportunities for smartness and real profit 
EX a in the evening shoes. 
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vamp. Here we see an excellent model with a three and 

one-half inch vamp with almost a square duck bill toe 
moulding off into measurements characteristic of the brogue. 
The Recorder was fortunate in being the first to emphasize this 
new feature in men’s footwear and in giving credit to one of the 
originators for the demand. George E. Peirce of Providence, who 
filed out his own model lasts and started the vogue for a smarter, 
trimmer forepart. It is the last that will appear in many shoe 
stores this fall. We emphasize its importance. 


Tx outstanding new feature in men’s shoes is the short 


Men’s Patterns More Conservative 


No Radically New Developments Noted, However—Brown 
Probably Will Lead Black 


men’s stores will have a wide range of very 
smart-looking men’s shoes from which to 
choose in selecting stocks for fall. Stitchings are 
resorted to in bringing out styleful details. This 
gives a more conservative effect than heavy per- 
forations. Perforations are less common and 
generally are applied to the tip. In cases where 
the wing tip is used, quite heavy perforations 
carry out the style lines, rather than stitchings. 
There doesn’t appear to be any sharp breaking 
away from the style features applied in the shoes 
worn for spring and summer. Brown leathers are 
going to be decidedly stronger than blacks and 
from many sources reports state that the most 
popular shade of brown will be between a light 
tan and a medium shade of Russia. There is to be 
no trace of red in the color, and it will be a lighter 
shade than the browns used in fall shoes hereto- 
fore. 


Pores stor are attractive and operators of 


Oxfords 60 Per Cent; Highs go Per Cent 


Oxfords will sell more freely than high shoes. 
This is a general opinion and the same ratio that 
applied in this case during the fall and winter of 
1923 is expected to exist again. According to the 
geographical position of cities, the demand for 
oxfords and high shoes varied. Putting it conserva- 


tively, shoe manufacturers look to a 60-40 ratio 
favoring oxfords, while in many sections the ratio 
will be greater in favor of oxfords. 

If sufficient impetus is put behind the move- 
ment to make fall shoes along tan shades, lighter 
than heretofore, it’s bound to react favorably 
in the sale of black shoes. Men will have to adhere 
to the “black shoes after 6 o’clock rule” if the 
tan shoes are worn in the fall, whereas, if the 
brown shoes were along the muddy brown shade, 
he could wear that shade at night and probably 
get away with it due to the darkness of the 
material. 


Smooth Leathers Will Be Good 


Smooth calf leathers are going to enjoy a 
splendid call, while Scotch grains will measure up 
to past season’s demands, which have been very 
large. The return of cordovan is looked for, but 
not in any large way. One of the new cordovan 
models for fall is along the wine shade; made over 
a last with a medium full toe, has a plain toe and 
creased vamp. Several rows of fancy stitchings 
emphasize trimness. It is a very smart-looking 
shoe and as cordovan is very presentable when 
finished with a bright polish, the pattern looks 
appealing. 

Medium full toes are prominently featured. 
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Much is expected of the more full toe, called by 
many, the French last. It is short; the toe pro- 
nounced, due to squareness. It makes a very 
comfortable-fitting model and sold very freely 
in retail stores during spring. It is a conservative 
style; rows of stitchings adding some swagger. 


Better Fitting High Shoes 


Many high shoe patterns closely resemble the 
designs used on oxfords. Stitchings are used on the 
upper parts of the shoe in many instances. Lasts 
are broader through the toes and new high shoe 
models are more comfortable fitting than ever. 

Pinking is applied, particularly to tips in con- 
junction with perforating. Many oxfords also 
show pinking around the vamp and foxing. 

Heels are broad and fit in well with the policy 
of many manufacturers who are attaching a good 
thick sole to the fall models. Rubber and leather 
heels are used about equally. Heavy-soled types 
in most cases carry solid leather heels. 


Sell “Shoes for the Season” 


The thickness of the sole and the color of the 
material are the two most conspicuous features 
which distinguish the fall styles from those worn 
for summer and spring. If the well-dressed man 
would wear the proper shoe in the fall, he must 
buy a pair of fall shoes. The manufacturers are 
doing their part to make shoes apply to seasons. 

Combination tips are seen in the new lines, but 
not to any great degree. A straight tip, with 
stitchings, and a shield effect placed slightly behind 
it, is shown by a manufacturer in a dark brown. . 

Bals are much more common than bluchers. 
Blucher patterns were used extensively in sport 
lines for spring and summer, but in the men’s 
shoes for street wear, bals are more popular. 


Less Gingerbread 


There is less “gingerbread” to the new fall 
patterns in men’s shoes. Heavy perforations, used 
very generously in the past 
giving the appearance of 
a heavy shoe, are not so 
common, and stitchings, 
giving a more finished 
look, are used in bringing 
out the style features. 

Much thesainetendency 
toward refinement is noted 
in men’s clothing. Custom 
tailors are anticipating a 
demand for blues andgrays 
witha smatteringof brown shoes. 
which always character- 
izes the Fall style trend. 
Smartness combined with 
dignity are the high notes 
in men’s apparel. 


perforations. 


shade of Russia. 


Men’s Styles — Summed Up 


{Pattern details are varied and are worked 
out more with stitching than with pinking and 


{Browns will be decidedly stronger than blacks 
this fall, the popular brown to about half way 
between the present light tan and a medium 


{Shoe manufacturers predict that sales will be 
about 60 per cent oxfords and go per cent high 


{The new short vamp is a high style note 
featured prominently by many manufacturers. 


{Better fitting qualities are noted in high shoes 
being produced for fall and winter. 
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Highlights of Fall Styles 


Elements of Beauty in Footwear Noted in New Lines 
Light tan Russias and black patents will be good 


for fall. There is a marked tendency toward ox- 
fords, with shorter vamps—about 25 inches, 
carrying a 16-8 slender, Cuban heel, thicker than 
a Spanish, it may be called a “Spanish-Cuban.” 

A light fawn suede will be good for fall, trim- 
med with light tan calf, a few cut-outs, but on the 
whole patterns will be plainer. 

There will be many tan oxfords made up in 
combinations of various leathers. Many small 
tongue pumps, 3-inch vamps. There will be semi- 
French and full-French toes. Small tongue pumps 
are especially good for fall selling in large cities. 


Fewer Cut-Outs in Fall Lines 


Cut-out oxfords, preferably tongueless and 
laced through cut-outs, will be prominent type for 
early fall. Some button and imitation button 
oxfords. 

Southern tie will be good for welts for fall and 
winter. 

Three strap effects will be good for fall, some- 
times trimmed with two small buckles at side. 

One, two, or three strap center gorings—gore 
covered by ornament or beading good for im- 
mediate and fall selling. 

Brown satin will be good. 

Black kid will be in favor this fall and quite a 
few beaded strap slippers will be sold. 

Shoes are in the millinery game to stay. 

Style may be defined as electricity—it flashes 
forth its message quickly—it hits the high spots 
first—the lower ones a little later. 

Manufacturers and merchants all realize that 
the modern woman instinctively knows that her 
shoes must correspond with her costume. Indeed 
today, the average feminine mind oft discloses to 
the merchant a surprising familiarity with such 
new trade terms, as “high 
throat pumps,” or “beaded 
gores.” So let the lady 
know that you know. 

Woman is getting better 
acquainted with shoes 
these days. Her idea of 
heels is practically unani- 
mously the same in all 
sections of the country— 
the 14-8 heel leading. 

Pointed toes are re- 
garded by many as more 
dressy than French toes, 
especially with the lower 
heels. A real French last 
can take gracefully a 17-8 
heel. 
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Good shoemaking, careful stitch- 
ing and the use of pinking are 
the three best bets. 





ConceDED 4 HicH PLACE 


The three paramount features in men’s styles may 
be summed up as good sense, good shoemaking and 
good style. There is snap and character to the last 
and at the same time it is kept within the bounds of 
good taste. There have been seasons when a sharp 
difference between eastern and western demand 
made necessary emphasis on two entirely different 
trends of style. But, this year we have a national 
classification that covers not only all geographical 
divisions, but grades of shoes from the lowest to the 
highest. 


Good shoemaking, careful stitching and the use of 
pinking instead of perforations are the three best 
bets. When it comes to lasts, the influence of the wide 
French toe has dominated all new shoe style build- 
ing. The spade tip of last season has widened out 
until at present the last has an extraordinary amount 
of width at the tip, with the ball measurements 
which came with the Haig last. 
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4a We concede to the full width toe, squarely 
ae defined with stitchings and pinkings the first 
=} place in smart shoe selling. This is the shoe for 
the speed boy who has a snappy car and is 
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Con sERVATIVEBLACK SHOES 


It is an apparent incongruity to nominate on this 
page, a simple conservative pair of black oxfords, 
but there are certain features in this shoe that bal- 
ance with the sporty last on the opposite page. 


Here is a type of shoe on a last with some outward 
swing and excellent custom measurements. The up- 
per can be made in fine soft stock of close grained 
calfskin, high lustre, or can be built in black kid. 


The heel is an eighth of an inch higher than the 
standard men’s heel. The shank of the shoe is nar- 
row and moulded very much like the shoe made in a 
woman’s shoe factory. The purpose of this is to pull in 
the leather to hug the arch and make a snug top. 


This makes a companion shoe to be sold 
as a second pair with tanshoes. Theillustration 
is indicative of the general features of this shoe 
holding to a strict custom interpretation of 
simple, regular line standard shoe to carry year 
in and year out for a class of men who want 





Custom measurements add to 
refinement and insure fitting 
value. 
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extreme comfort. 
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Here’s the short vamp in me- 
dium tan with modest pink- 
ing and brass eyelets. 


STYLE IN THE STITCHING 


The fine art of stitching parallel rows of 
thread in tan and black footwear for men 
has the top of popularity of demand. It 
takes good shoemaking to stitch six rows, 
each parallel, with one needle machines. 









































This shoe is a type nominated by us be- 
cause of its short vamp, its medium shade 
of tan, its modest pinking and its brass 
eyelets. The perforation at the cap is de- 
cidedly different. 

















A lot of good, substantial leather, plus 
shoemaking goes into a pair of robust shoes 
of this character. It is logical for shoemen 
to look to heavier footwear for Fall. It def- 

a ol initely marks a change in season, even 
ropa as — eae ao 7 in oxfords, for the Recorder is recom- 
mending lighter weights for Summer 

and the sturdier weights for Fall. 
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Sturdy grained leather over a 
wide, roomy last of the modt- 
fied brogue type. 
















STYLE IN THE LEATHERS 





In showing this quartet of big numbers 

















































| in men’s shoes for Fall, we enthusiastically J UU 
yy nominate a rugged oxford in grained 
leather. 








| Here we have a wide, roomy last, some- 
{ what modified from the brogue, a heavy 
double sole and heel with the flange cut to 

the tip; the cap perforations are unusual 

and a double track stitching effect in black 
thread over a tan shoe. There is a place in 































every shoe store for some one of the num- 
erous grains in upper leather as a distinc- 
tive heavy service shoe for sports and 
general wear. 




























No house can have a firmer foun- 
) dation than some of the styles created 






this season for Fall selection by the 
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BOOT AND SHOE RECORDER 


June 7, 1924 


More Refinement Noted in Dress Colors 
for Fall and Winter 








Subdued colors the new note. 


Top line shades of brown will be beaver, tobacco, shell and African. 

Novelty browns will include shades of cedar wood, pinkish browns in 
natural and softened shades for afternoon to be worn with fur coats. 

In grays a renaissance of mole seems assured with chinchilla gray for 
combination purposes. Oxford gray is regarded highly. 

Gray blues will be outstanding in silks, woolens and in hosiery. 

In greens, myrtle green for street wear with willow green as a high 


novelty. 


The red family will be represented by a scale ranging from pinkish red 
to garnet and cardinal. Burgundy red heads the list of purple reds. 
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HE only permanent thing in fashion is 

change. When Fall and Winter arrive, 

colors will change from “gay to gray” as 
already indicated by the advance guard of smartly 
dressed women who invariably herald a coming 
change. 

As compared with the present Spring and Sum- 
mer seasons colors for next Fall and Winter are to 
be as quiet as the proverbial church mouse, since 
mouse gray, a brownish gray, is certain to come 
forward prominently for suits, dresses, hosiery, and 
for shoes as well. We think so for the following 
reasons: 

After having enjoyed a Spring and Summer of 
striking contrast the color movement is to play a 
return engagement with monotones, especially in 
circles in which the exclusive move. Abundant 
evidence is presented in the increased number of 
special dyeing orders placed by the smart set for 
accessories in colors to match their suit, dress, or 
costume. 


An Analysis of Fashion Tendencies 


What new colors are indicated for the largest 
distribution next Fall and Winter is now generally 
asked by dyers of every one who studies this im- 
portant half of the dry goods business. Men who 
are responsible for the profitable conduct of mills, 
producing fabrics amounting to millions of dollars 
annually, are giving the subject of colors intensive 
study, both here and in European fashion centers 
—because a change is indicated. 

To throw light on this important subject the 
Recorder presents an analysis of fashion tendencies 
for the assistance of retail shoe merchants who 
seek information on the subject under discussion 
together with conclusions based on a study of color 
developments everywhere. 


Colors to Be More Subdued 


Following a careful search of the position of 
colors in various centers, the Recorder is of the 
opinion that in a general way colors for Fall and 
Winter are to be more subdued and refined than 
during preceding seasons with a noticeable tend- 
ency toward expansion in the direction of neutrals 
and a lessening of freaks in colors and in shoe 
styles. 

That is to say in woolens, for example, neutrals 
such as beaver, castor, deep shades of cocoa, 
chestnut, seal and African brown are typical of 
present indications rather than red, browns, or 
strong yellow browns. It will be seen that again 
in a general way the foregoing will be an excellent 
background for fur trimmings of the brown variety. 

As for silk, however, more freedom of selection 
is permitted since browns with a pinkish or with a 
yellowish cast are worth consideration, for semi- 
dress occasions or for day-time wear. In this class 
may be mentioned “Capucan,” a brown having a 
yellow cast worn by Capuchin friars. In botany, 
nasturtium and Indian crest are the familiar 
names for yellow browns. 


Blues Will Be Richer 

Comparatively speaking, the blue series is richer 
and deeper in tone than the browns. This tendency 
is outstanding even in the blues presented, includ- 
ing medium navy, dark navy, and midnight blue. 

Gray blues allied to Delph, especially in the 
deeper shades, are highly regarded for fine woolens, 
such as “kashas,” cashmeres, in weights adapted 
for afternoon wear. Slightly brighter blues still in 
the grayish tones, however, are worth having in 
limited yardage. 

Brighter blues than the foregoing are reserved 
for millinery purposes principally. For example, 
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light and dark sky, medium shades of forget-me- 
not, Yale and rather light navy are well thought 
of in all dyeing centers. 


Purer Reds on the Horizon 


Broadly stated, the new reds are of the purer 
variety since they are principally graded from 
pure pinks deepening into cardinals, garnets, 
wines, and into dregs of wines called “cherry 
brandy” in French dyeing centers. Strong yellow 
red is losing ground in the opinion of all colorists. 
Nevertheless, shrimp and coral pinks are retained 
as staples. Shoe leathers 
snould tone into purple 
reds in fabrics. 

After a long absence 
mole re-appears and this 
was expected in a general 
toning down of colors. 
This old-time favorite is 
presented by French fur- 
riers in the most expensive 
fur wraps, neckpieces, and 
has important representa- 
tion in all foreign fur dye- 
ing centers. Mouse grays 
and chinchillas are also 
featured, advocated, and will make a gain as the 
Fall season advances. 

As for green, dyers of woolens favor very deep 
shades of myrtles for street wear. Millinery supply 
houses in the French capital advocate bright mala- 
chite greens, bottle greens, deepening into myrtle. 


Wedgwood. 


Extremists May Try Yellow 


Extremists venture into the field of yellow or 
willow greens, but only in short lengths for try- 
outs or experimental purposes. Only the high- 
class trade will be inclined to take up yellow 
greens. Myrtles are to be the successful greens. 

The exclusive few smartly dressed women who 
lead the color procession are adopting somber 
purple reds classed in Lyons as “‘bourgogne”’ or 
burgundy wine which they combine with yellow 
green. Such colors represent the first step toward 
purple. But strong purple reds such as magentas 
are not in evidence since the color tendency is in 
the direction of more refined colors. 

Black shoes will give ground to brown, 
tans and to mouse or brownish grays 
although they will be retained as staples. 

Though brighter than shades for street and 
afternoon, colors for evening functions will share 
in a general softening of tones. Thus we confidently 
recommend four blues, viz.: turquoise, glacier, 
forget-me-not, and semi-bright blues allied to 
wedgwood. 

Four pinks are recommended, viz.: purplish; 
that is, slightly blue; rose, salmon, and peach pink. 


Evening Colors 


Blues—Turquoise, glacier, forget-me-not, 


Greens—Peppermint and water greens. 
Pinks—Rose, salmon, apricot, peach. 
Purple—Orchid and violet. 

* Yellow—Shades of sulphur yellow. 
Sports—W hite with brilliant accessories. 
Scarfs—Multicolors. 
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High shades of peppermint green and of water 
greens maintain a proper balance with other 
selection. 


Some Apricot Shades Good 


Shades of apricot also look promising. And a 
color assortment would not be complete without a 
lemon yellow. 

Since unobtrusive shades of purple will be 
chosen by smartly dressed women we recommend 
such refined purples as orchid and‘ violet. Blue and 
red purples are to be avoided at present since they 
are too pronounced. 

Viewing the forego- 
ing selection as a whole 
and in emphasizing 
the tendency toward 
quiet colors one natu- 
rally concludes that col- 
ors to be chosen for 
hosiery must be in 
matching tones with 
street and afternoon 
colors. Monotones in 
dress are gaining. 

Summed up, refined 
shades are to succeed the 
obtrusive and crude colors that have ruled dur- 
ing recent seasons. Harmony will prevail in the 
suits, dresses, and costumes of smartly dressed 
women who, after all is said and done, both estab- 
lish and further styles in dress and in accessories. 


Whites Trimmed with Bright Colors 


In support of the foregoing, attention is directed 
to the prominence of white in the field of sports 
where it is permissible to choose the most vivid 
colors dyed since they give warmth and color to 
ice and snow in winter sports. Even so, the dis- 
criminating trade will doubtless adopt brilliant 
colors for the trimmings of white garments, and 
especially for the omnipresent scarf. 





How One Merchant Doubled His 
Hosiery Sales 


I. W. Brandwein of the Tivoli Bootery, 63rd 
Street and Cottage Grove Avenue, Chicago, in- 
creased his hosiery business 100 per cent by in- 
stalling a hosiery case in a very conspicuous place 
at the front of his store and by having his salesmen 
show a pair to match to every customer who buys 
a pair of shoes. He also offers a premium of 10 
cents to each salesman on every pair of hosiery 
sold. 

A number of other retail shoe merchants in 
other) parts of the country have found that it 
pays to interest the salesforce in pushing hosiery. 
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Building a New Platform 
(Continued from page 61) 
production greater than in any former year to be 
followed by a period when everything in the stock of 
practically every store, large and small, became style- 
ful merchandise. Once values were measured by a 
double standard—staples selling close and novelties 
with a wide margin of profit. Today, with stocks made 
up of 90 per cent novelties the rule is to sell them all 
close. The margin of safety has been destroyed by the 
very commonplaceness of style. Novelty is no longer 
paying its way—the left-overs are without reserve 
profit safeguards. The game is to the swift. To have 
and to hold is to count each day another loss. 
There are several steps in the development of any 
style campaign which are essential and inevitable. 


Beautiful and Practical Shoes Needed 


First, a frank understanding that for Fall there 
should be practical shoes, developed under some 
general impulse to make them beautiful and in good 
taste and that all others are taboo—shoes that are well 
designed and properly balanced in materials, lines, 
costs and wearing and fitting qualities. The scale of 
quality should be consistent throughout, no matter 
what the price or grade. ; 

Second, that in each community merchants should 
endeavor to promote certain practical style ideas 
typical of Fall merchandise—and not continue the 
jumble of straps, gores, tongues, cut-outs and what-not 
all jumbled into windows and muddled in the minds of 
customer as well as clerk and not in harmony with 
dress or color. 


We Need the Co-operation of All 


Third, taking the entire trade into full confidence 
through frank understanding that it is to the advantage 
of all that some order be brought out of dis-order, and 
that it is advisable for retail shoe merchants to think 
along the same lines of style trend this Fall, as a 
national experiment in making a profit and paying bills 
to boot. 

In those lines of manufactured goods in which there 
has been achieved already a measureable degree of con- 
sistency and reasonableness and an approach to una- 
nimity in style, there is always this process observed: 


How They Do It Elsewhere 


Full and definite statements are made well in 
advance of a coming season as to the main idea which 
they have formulated relating to styles. Then each 
operator is afforded, each in his own behalf, his own 
individual interpretation of the style ideas which are 
advanced. Uniformity is not asked for—all that is 
asked is that they agree on general principles in the 
essential outlines and main features of the trend, and 
that they anticipate their wants and what is more 
important co-ordinate their publicity efforts so_that 
many are talking in the same direction. 
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There you have it. The merchant can have a strong 
influence on any national plan to “think straight.” 
This major suggestion has nothing to do with current 
styles and seasonable selling for it is squarely placed 
on the platform of anticipation of shoe selling in the 
Fall. Currently, we urge all merchants to make this 
summer, because of its shortness, an intense and 
aggressive sales period and to get a profit for his 
service and selections. The practical way of getting in‘o 
a new season is not by the “tidal wave” method, bit 
by slowly putting into the stream of trade these new 
numbers so that present stocks will not be dangerous! y 
upset. The current of public purchasing is therely 
encouraged to go forward from one stream of style to 
another, appreciative of the fact that the old sty'e 
blends and melts into the new. 


A New Hold-Up Stunt 


Chicago, June 2— Two young men posing as custom- 
ers pulled the following stunt on the Polkey Shoe Store, 
1341 Milwaukee Avenue, Chicago, Wednesday, May 23. 

S. M. Polkey had just left the store for luncheon when 
two dapper young fellows stepped in and after seeing 
that there were no other customers or persons in the 
store, held up Bennett Wolfe, the clerk, taking from 
him his watch and $20 and then stole $127.50 from the 
cash drawer and escaped. 

Mr. Polkey the week previous had been solicited by a 
well-dressed young man asking him to buy burglar and 
hold-up insurance. Mr. Polkey told him he was not in- 
terested and he remembers that the supposed salesman 
of insurance told him that he might be held up any time. 
Mr. Polkey finds after talking with other shoe mer- 
chants that this same stunt of previous solicitation of 
burglary and hold-up insurance was followed up’ where 
the salesman was turned down, by hold-ups of ten shoe 
stores during this week—five in Cicero and three on 
West Division Street. The Grand Boot Shop, on North 
Avenue, and Mr. Polkey’s store on Milwaukee Avenue. 

Shoe merchants of Chicago not only should promptly 
report to the police any suspicious characters who solicit 
them for such insurance, but merchants in other towns 
should be on guard against these hold-up artists moving 
on to new fields after they have finished with Chicago. 








New Style Line Planned by 
Joseph M. Herman 


The Joseph M. Herman Shoe Co., of Millis, Mass., 
which has been identified for years with the manufac- 
ture of army, navy, and marine corps shoes on which it 
has built up a national reputation, announces that in 
the near future it will add a new line of popular-priced 
men’s style footwear. It is the intention of the company 
rigidly to maintain the quality which has always char- 
acterized its Munson last shoes in the past and to com- 
bine its new lasts and patterns with other details of shoe- 
making which will fully meet the style requirements of 
the exacting buyer. 
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Kannally-Wick’s “BOBS” 


made with crepe soles, Brown 
. Alligator Panel with Nut 
call A, = Brown Vamp and Quarter, 

— made also in a combination 


bya 


tt in- of Gray leather panel with Gun Metal 
man a and Mahogany. 
‘ime. 1-5¥%...... ..$3.75 9-131% $3.25 


In case lots. Terms 5% 10 Days, 


’ * 
mer- 
er Net 30 Days 
yn of 20 days’ delivery on all orders. 
here Write for Salesman. 


shoe 

bs BUILT IN EVERY PAIR- 
nue. causes each pair of ‘BOBS’ Shoes to SELL and REPEAT. 

ptly They are made in a factory devoted exclusively to the manufacture of boys’ 


and little gents’ footwear. Kannally-Wick ““BOBS”’ eclipse, in style, wear and 
appearance, the ordinary footwear of this type. 

, Good retailers who sell them say that their greatest satisfaction comes from 
—s “repeat” business, since almost without exception “BOBS” are asked for 
ago. when the shoes are replaced. 


Our new line of samples are just being completed with several new numbers showing 
the lighter shades of tan with attractive patterns of vamp, quarter and tip perforations. 


KAN NALLY-WICK. CORPORATION 
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- ” Quality Shoes for Boys ~ 
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SHOES THAT MAKE BOYS FEEL LIKE MEN 
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LAOIES FINE TURNS EXCLUSIVELY 
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AN EXCEPTIONALLY WELL DESIGNED PAT- 

TERN FOR EARLY FALL SELLING. MADE TO 

| ORDER IN BROWN CALF, PATENT COLT AND 
OTHER DESIRED MATERIALS. 





TrRAVASO SAOE ComPANY 


MANUFACTURERS 
1908 LOCUST STREET SAINT LOUIS 
ALONG PERILOUS PATHS WE GO HAND IN HAND WITH FASHION 



























































“THREE WEEKS” 


not Elinor Glynn’s 


but 3 weeks’ delivery on any of our novelty 
patterns made to your order. 


GENUINE 
HAND TURNS 


The illustrations show two 
attractive styles typical of 
our “sweet” line. Many 
other excellent numbers. 


Write for samples. 


Revised prices. Special 
quotations in quantity lots. 


STYLE, FIT, QUALITY AND WORKMANSHIP 
WILL MEASURE UP TO YOUR EXPECTATIONS 


COLLINS & STAPLES . - HAVERHILL, MASS. 








Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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From theGregory & Read Line 
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An attractive new model in Tan 


Calf and Patent Leather for early 
Fall delivery. 


Made according to the Gregory & 
Read standard. Buy it with confi- 
dence—sell it with assurance. 
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Gregory & Read Company 
. eMakers of Womens High Grade Shoes 
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Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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SMART and SNAPPY 
STYLES for a QUICK PROFIT 


Shown by Tober-Saifer 
In Stock, Ready to Ship 


No. 1200—“FIFTH AVENUE,” black satin, patent apron and No. 2844—“RADIO PUMP.” black satin, black calf collar,%stra 
Pp 

strip tip, cut-out, exactly as illustrated, high grade process flexible sole and saddle cut-out, exactly as illustrated, hig! ade pone flexible 
16-8 Spanish full breasted wood rag ~+ me. gray lined, a VERY sole, ish full breasted wood i. YJ l, gray lined, a 
ATTRACTIVE NUMBER. A, B, C, row STRICTLY EW PATTERN, A, B, C, 3 to 8 85 
No. 2845—Exact style as above, with ‘13-8 wood covered box ‘heel. 


No. 3301—*MARGIE,” Bl trimmed. 
. ack eatin, Mask cone ~ wy ots No. 2865—"“KIKI,”” black satin, dull calf cut-out overlaid vamp, zig: 


a short vamp last, carrying 16-8 § ish, [eal oon heel, flexible 
Tt collar = arter, gray lined, 13-8 box wood cov: 
sole, cham lined, exactly as illustrated. A SWEET NUMBER, zag nin ad, 13-6 hen wend con iar * 


50 
No. “siee—tivic and last as above, in patent leather, cut-out —- 
No. 3306—In Levor's white cabretta 


4 
: 
5 
5 
F 
F 
F 


No. 2842—**RUTHIE,”’ Black Lo black calf apron and ne ae ti 

. 2841—“*EVELYN”’ allfpatent chrome sandal cut-out front, ex- carrying a 13-8 wood covered bo ay lined. T. S. pr flexi 
stiy as illustrated Penitte sole, 8-8 ~ yand heel, ivory lined, A C 'ON- sole, exactly as illustrated, A VERY te NUMBER, x B.C, 3 to 8 
TINUOUS SELLER. A, B,C, 214 to 8 50 $3.85 
No. 2840—Exact style as above, in black satin, black calf front and No. 2840—Exact style as above, in 8-8 leather heel. . $3.50 
strip tip. . : $3.50 No. 2841—Exact style as above, in all Patent, 8-8 leather heel. 3: 50 


TOBER-SAIFER SHOE CO. 


Manufacturers and. Distributors 
Novelty Footwear In Stock 


1312 Washington Avenue St. Louis, Mo. 
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Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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(CEDAR CLIFF SATINS 
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SATIN. = 
eA Material Of 


Distinction 


“The outstanding decision, verified by interviews with buyers, 
was that materials are paramount. 

“In the black family, particular prominence to satin in dressy 
shoes. Manufacturers have learned how to put delicate beading 
around a tongue or to line the throat and how to pipe with col- 
ored or gold and silver kid—making satin a material of distinc- 
tion.” (From the May 24 “Boot and Shoe Recorder” report of the 
Brooklyn Style Show.) 

Because of its lasting lustre, Cedar Cliff Shoe Satins are being 
used wherever simple elegance in material and pattern are de- 
manded. 
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Ultra Pattern 
Cedar Cliff Satin 
Patent Leather Trimmed 
Made by 
BRAUER BROS. SHOE CO. 





ST. LOUIS 
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e CEDAR CLIFF 
SILIC COMPANY 


251-255 FOURTH AVE. 
NEW YORJIC& 
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A Special Children’s Stocking 
for Camping 





“ 


Rolled up asa 
HOSE 
Rolled down as a 
SOCK 

















A greater number of children than ever before will go to camps 
in the woods and fields this summer. 


We are prepared for this great camping movement, and are 
offering the ideal camping stocking for children from six to 
sixteen years—worn as a SOCK during warm days, and for 
cooler days and every night can be rolled up under the 
knickers as a HOSE as illustrated. 


We will make these in any color combinations that the camps 
near you desire, either in an all wool, or a wool with a fine 
Egyptian cotton back—white feet for health safety; no dyes to 
harm perspiring feet. 





Send us your order at once. It takes ten days to make up 
special color combinations. 


DR. A. POSNER SHOES, Inc. 


142 WEST BROADWAY 
NEW YORK CITY 





ihe Only! House oSpesiatiatag t in Children’s Hosiery Exclusively 
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Window Strip 
94" x or 


Hl 


O 
. 
a 
. 


© O 
Guaranteed Zi SE xceotional : A 
il Vashioned. oy, Ay Wearing qualities” 


Boy 


Selling Helps that Really Help 


The striking uniformity of the packages, counter cards, window 
displays and strips; the distinctive designs in black, white and 
green; the interesting descriptive folder—all have been accu- 
rately planned to stimulate sales. 


| gp 
HOSE 


REG, U.S, PAT. OFF, 


Guaranteed Full Fashioned 


O 


Hollywood hose is really full fash- 
ioned in every conforming part — 
calf, ankle, heel, foot and toe. 
Made of pure tram silk. Not 
weighted or loaded. 





Tops keep their elasticity and 
snugly fit any leg. 


The trade mark is_ indelibly 
stamped inside the hem. 


Your Jobber Can Serve You 


HARRINGTON & WARING, New York City 


Small Counter Card 


4" x3” Consumer Folder 





COLORS: 


Airedale 





Sombrero 
Nasturtium 
Cordovan 
Gun Metal 


Cinnamon Log Cabin 
Silver Grey French Nude 
Pearl Gre Lariat 
Medium Grey 
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No. "=.699 
PURE THREAD SILK 
Superior Fineh 





Mereerinet Liste Too 
bad 


Se 











ANY merchants tell us it is worth a lot to know it is 
unnecessary to examine each box of IRON CLAD 
Hosiery that comes into their store. 
From past experience these merchants know each pair of 
IRON CLAD that comes into their stores is an exact dupli- 
cate of a style they have in stock or of that ordered from a 
sample pair. 
In fact, in many stores LIRON CLAD is frequently referred 
to as “the Old Reliable Hosiery.” 
As there is an IRON CLAD salesman in your 
neighborhood why not write to have him call 
upon you with “the Old Reliable Hosiery” line? 


IRON CLAD 699—A Pure Silk Style for Men 
IRON CLAD 699 is a Black, pure silk style 
with a mercerized lisle top, high spliced heei, 
double sole and extended toe. 

No. 699 W White 

No. 699 PB Palm Beach 

No. 699 CB Seaieeen trewe $6. 00 
No. 699 G Grey 


No. 699 N Navy a dozen 


No. 699 AB African Brown 
Sizes 9 to 12 


COOPER, WELLS & CO. 
250 Broad St. St. Joseph, Mich. 
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A sheer stocking, full-fashioned, 
pure dye of unusual evenness in 
durable and 


This is a miniature 
of a McCallum full 
page advertisement 


They cost no more than you expect to pay for 
stockings without McCallum quality. They are 
full-fashioned to fit. They cling with springy 
snugness from knee to toe as well as at the 
ankle. They have that brilliant lustre that only 
the finest of silk can give them. Pure, selected 
silk is made into McCallum stockings with that 
high degree of skill which long experience does 
give. That makes them exceptionally long- 
wearing. They are stylish— made in all the 
McCallum colors. McCallum makes more colors 
than any other hosiery manufacturer, and makes 
them first. 

Beautiful, long-wearing, and stylish as they 
are, yet there is another attribute of McCallum silk 


A full-fashioned re 
of pure ss po get with ry pe 


wanted colors, at 


$2 


, J ust look at the prices of these three McCallums 


stockings that makes them the finest you can 
buy. It is McCallum quality. You recognize it, 
though you cannot define it. You see it, hough 
you cannot point it out. It is when you take 
these fine silk stockings in your hand, feel their 
live luxuriousness, their smooth loveliness, the 
caress of the silk against your skin, when you 
catch the glint of light in the scintillating texture 
—you know at once there is something about 
them that is different. That is McCallum quality. 
It really costs you no more to have it than to 
do without it. McCallum Hosiery Company, 
Northampton, Massachusetts, U. S. A. 





wears them 








Just look at this new McCallum Advertising 


This is the June McCallum ad- 
vertisement in Ladies’ Home Jour- 
nal. It is featuring McCallum Silk 
Stockings at $2, $2.50 and $3. 
Every hosiery dealer should read 
this advertisement and study it for 


McCALLUM HOSIERY COMPANY 


the effect it will have upon his 
business. 

There are some communities in 
which there is room for a McCallum 
dealer. Write today for details of the 
McCallum “Introductory Order.” 


Northampton, Massachusetts, U. S. A. 
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Allen A Hosiery for Women| 


what it means 














Allen A No. 895 is ready for 
delivery in all <9 »nted shades, 
new and old, among which 
these latest items are now 
popular: Airedale, Tan Bark, 
Racauet Oriental Pearl, Bom- 
oy, Jack Rabbit, Mandalay, 
Platt 


aum. Usually retails at 
$7.85. 
¢ | HE hosiery you handie is often a standard by 
which women unconsciously judge your other 
merchandise. 


Many merchants choose to offer Allen A Hosiery 
simply because its known high quality is in keep- 
ing with their other lines. 


It is never necessary to explain the quality of 
Allen A Hosiery to women. They can see it at a 
glance—even if they do not already know its 
35-year reputation. Display Allen A to attract 
the better class of trade. 


Allen A¢ 


Hosiery Underwear 


For men, women and children For men and boys only 


THE ALLEN A COMPANY, KENOSHA, WISCONSIN 


= 
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Gelling 
More Hosiery | 


Sold Right 
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A DEPARTMENT OF THE Boot AND SHOE RECORDER 
207 South Street, Boston 


Dark Gray the New Color Note in 
Styleful Hosiery 


S far as style is con- 

cerned the outstanding 
4 development of the silk 
hosiery market during the past 
month has been the decided 
switch from the nude and near-nude shades toward 
the darker colors, particularly gray and black. It 
is very difficult to ascertain just how much this 
amounts to and whether it is a temporary phe- 
nomenon or a permanent trend. Market opinion is 
very much mixed up on the subject. 

The overwhelming popularity of the lighter 
colors has been enough in itself to make the trade 
feel that there would be a change before long. No 
mode, as a rule, lasts very long after it has been 
adopted by the rank and file. And for this reason 
some people in the trade are disposed to believe 
that the reign of the nude, peach, blush, beige and 
similar shades in hosiery is nearing its end. 

Light Colors Will Probably Persist 

The Recorder feels that this conclusion is a bit 
premature. No doubt the light colors could not be 
expected to hold indefinitely the marked suprem- 
acy they have maintained for some time past. But 
there is no reason to believe that they are going 
to pass out of the picture either in the immediate 
or distant future. They have too many advantages. 

In particular they have the advantage of 
dressing the leg more distinctly than any other 
colors. In former days when the leg was, so to 
speak, a very retiring part of the feminine anatomy; 


But It Is 


ot Very Likely 
That ‘Present-Day 
Shades Will Be Eliminated 


black and cordovan and such 
somber hues did very well. But 
with the emancipation of the 
leg, as the Recorder has pre- 
viously pointed out, there has 
arisen the necessity for a somewhat more dis- 
tinctive dressing. This is not so easily achieved. 
In millinery and gowns and other apparel there is 
opportunity for almost infinite variations of color 
and style. But in hosiery the possible variations 
are limited. 


Light 


Nude Shades Good with Almost Any Color 


High colors, such as blue and green and red, 
have the disadvantage of needing to be matched 
exactly with similar colors in gowns or shoes. The 
nude and near-nude shades, however, solve the 
problem admirably. They are sufficiently con- 
spicuous, while at the same time they go with 
almost any color in gown or shoes. And they are 
unquestionably fetching. 

For these reasons it appears likely that the 
nude and near-nude shades have come to stay, 
that they are going to become as staple in the 
hosiery business as black. They may not continue 
to hold the supremacy they have enjoyed during 
the last few seasons. But it does not seem probable 
that they will be ousted altogether, for there 
really is nothing to take their place. As already 
mentioned they have lost some ground to tans 
and grays during the last month or two. But it 1s 
doubtful whether this indicates a definite change 
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in the style trend or is merely due to certain 
temporary conditions. 


Wet Weather Helps Tans and Grays 


One of these conditions is the weather. Wet 
sloppy streets are not kind to light-colored 
hosiery, which shows rain and mud spots very 
plainly and ungracefully. And it is just possible 
that this has induced many women to lay off wear- 
ing light- colored hosiery on the streets, pending a 
change in the weather. This is merely surmise, of 
course, but it is at least a plausible surmise. 
Also the vogue of the tailored suit is having its 
effect. With the strictly tailored suit of dark 
worsted, smart women seem to prefer hosiery of 
dark gray or other dark tones, although they 
prefer the nude shades for wear with the afternoon 
or evening gown. And when sunny summer 
weather banishes both sloppy streets and tailored 
suits, it is possible that the revival of gray and 
other dark tones may suffer a setback. 


Dark Gray Good With Tailored Suit 


It is probable, however, that they will occupy 
a prominent place in hosiery sales next fall and 
winter. Gray, particularly, seems slated for a 
pronounced degree of favor. This refers especially 
to dark gray, on the order of cannon. For one 
thing these tones go well with the tailored suit, 
and for another thing they have in sheer styles 
the effect of a very sheer black. And the vogue of 
sheer black seems to be coming back. This spells a 
demand not only for dark grays but also for gun 
metal in sheer styles, since both of these give the 
effect of a very sheer black when worn on the leg— 
a sheerer effect than black hosiery of the same 
texture would give. 

In fact an increased demand for gun metal, as well 
as for dark gray, is already reported by some sellers. 


““Semi-Chiffons” Gaining 


There is, incidentally, some discussion as to 
whether chiffon styles are beginning to pass from 
favor. This appears to be due to the increasing 
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demand for what are known as “‘semi-sheers” or 
“semi-chiffons”—that is, 8- and g-strand weights. 
But, as mentioned elsewhere in this issue, it is 
probable that the demand for the so-called 
“semi-chiffons” is due to the fact that they can 
be sold instead of the regular medium weights at 
lower prices than the latter. No doubt they de- 
tract somewhat from the sale of chiffons, but no 
doubt they detract also to an equal extent from 
the sale of medium weights. As a style proposi- 
tion there is no evidence that chiffons have 
suffered or are about to suffer any diminution in 
favor. 


White Beginning to Sell 


White hosiery is already beginning to get a good 
run, despite the backward season. Predictions 
were frequent earlier in the season that white 
would be displaced to some extent this summer 
by the paler nudes for wear with white shoes. 
This combination was one of the pronounced 
style features noted at Palm Beach last winter. 
But it seems to have died there. So far at least 
it has shown no signs of life in more northerly 
latitudes, and it is not expected to. Women this 
summer, it appears, are going to continue wearing 
white hosiery with white shoes, as they have 
always done, and, granted favorable weather, a 
big white hosiery season seems due. White hosiery 
with colored embroidered clocks is regarded very 
favorably, particularly for sports wear. 


Two-Tone Effects for Sport 


Among sports styles, fancy lisles in two-tone 
stripe effects and in tan, white and gray mixtures 
seem to be very good. White plaids, stripes or 
other designs on a tan or gray ground seem to be 
particularly favored. There is also a strong interest 
in black and white combinations. Heavy ribbed 
sports silks are wanted, too, in black and white 
combinations, as well as in white combined with 
high colors, such as yellow, red, green or blue. 
Diamond and jacquard effects in soft colors on a 
white ground are favored in wool and wool-mixed 
hose for golfing. 


Hosiery Market Dull—Demand for ‘‘Semi- 
Chiffons”’ Increasing 


HE hosiery market during the past month 

has been on the whole rather dull and weak. 
In this respect it has been no different from other 
textile markets. There have been numerous 
explanations advanced for the failure of business 
to experience the expected revival after Easter. 
Chief among them, of course, is the weather. 
Temperatures during May have averaged more 


Issue of Fune 7, 1924 


than six degrees below normal, and the month 
has been unusually rainy and cloudy. Unques- 
tionably this has had an unfavorable effect on all 
apparel lines, including hosiery. 


May a Discouraging Month 


Political uncertainties are generally held to be 
exercising a depressing effect on business. In 
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During the week of April ro to 19 B. F. Dewees of Philadelphia advertised a sale of Corticelli hosiery devoting an entire window 
to the merchandise. As a study in how to drape hosiery it is well worth the space we devote to it. 


addition there has been a falling off in building 
construction and in the purchase of railroad equip- 
ment, both of which—especially the former—have 
been important factors in our post-war prosperity. 
Production has been curtailed in many important 
lines of industry, the curtailment being especially 
heavy in textile lines. So that, all in all, May has 
been a rather discouraging month. 

The fundamental trouble seems to be that 
industry in this country is geared up to produce 
more than normal consumptive requirements. 
There are too many of what a recent writer has 
described as “‘marginal producers’”—that is to 
say, producers who can keep their plants profitably 
engaged only when things are booming, and whose 
products normally create a surplus in the market. 
This appears to be especially true in the hosiery 
market. As the Recorder has frequently pointed 
out, the hosiery market never seems to be in 
really sound shape. There always seems to be more 
merchandise available than the trade requires. 
And no doubt the only cure for this situation is 
the eventual elimination of the marginal producer. 


Business Done on Narrow Margin 


In the meantime there is a feeling that the 
market hit bottom during the month of May. The 


consistently unseasonable weather, the general 
dullness of trade and the continued drive on low- 
price hosiery sales by retail merchants, constituted 
a combination of unfavorable circumstances such 
as the market does not expect to face for the 
balance of the spring and summer. It is said that 
surplus stocks have been pretty well cleared up 
through the flood of special sales by retailers dur- 
ing the last few months. 

To anyone at all familiar with the production 
costs of silk hosiery, the prices at which retail 
merchants, large and small, have been featuring 
hosiery during the last few months are mystifying. 
A good deal of this hosiery must have been seconds 
or irregulars—although not always described as 
such. Much of it must have represented distress 
stocks, of which large offerings have been made 
from time to time. And some of it certainly has 
represented a sacrifice of profit on the part of the 
retailer, for many retailers have been selling stand- 
ard lines on very close margins as leaders. 


Change of Selling Policy About Due 
But the retail trade, of course, cannot continue 
indefinitely doing business on seconds, distress 
stocks and shadowy profit margins. Sooner or 
(Continued on page 10}) 
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What I Would Do Were I a Retail Merchant 
and Wanted to Open a Hosiery Department 


BY ROSE LIEBERMAN 


Manager Hosiery Department, Queen Quality Boot Shop, Detroit,\Michigan 


N the first place I would 

decide that I would have a 

real hosiery department, not 
merely a make believe depart- 
ment. Then I would size up the 
situation and decide upon the 
probable amount of business | 
could do. After settling this point 
I would buy an opening stock in a 
rather conservative way so that 
I could feel out the possibilities of 
the proposition. Once the stock 
was purchased I would place a girl 
in charge who must like to handle 
hosiery as her chief recommenda- 
tion for the position. Lastly, I 
would manage and advertise the 
hosiery business just as any other 
business should be advertised to 
make it successful. 


Don’t Call It a Side Line 


Hosiery as a side line is not 
much of a proposition, but as a 
real, live department it can be 
made to at least pay the entire 
rent of the store. This might not 
prove possible the first season or 
two, but a hosiery department built upon a founda- 
tion of service and quality can be made to do that, 
and more. That is the reason why a merchant 
should consider the proposition from a depart- 
mental viewpoint and not handle hosiery as a 
mere side line. 

The best place to locate a hosiery department 
is right inside the door of the store. It does not 
require a great amount of space, but sufficient 
should be allowed to carry the floor stock, and 
for adequate displays. An all glass counter show- 
case should be used for display purposes, with the 
addition of tables at certain seasons of the year 
to make it possible to display more styles, and 
from which specials may be sold. As the space 
directly inside of the door of the store is usually 
used merely as a vestibule leading to the fitting 
chairs the wall space here is not as valuable 
as at other parts of the store. If it can be turned 
into a selling department the business should 
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In Which We Go Back 

to First Principles for 

the Benefit of Those W ho 
Haven't Yet Started 


Your hosiery counter can be made a feeder 

for the shoe end of your business, says 

Miss Lieberman. She has proven this, time 
and time again. 


show that much more profit, 


In-Stock a Helpful Feature 


Hosiery is more or less in the 
nature of an “in stock” proposi- 
tion with manufacturers and 
wholesalers so that it is not nec- 
essary, unless you are a big 
operator, to anticipate purchases, 
It very seldom pays to “buck the 
market” in anticipation of a rise 
in prices, for such a_ practice 
often results in loss. The stock 
should be apportioned in such a 
manner that it will represent the 
public demand, and the nearer the 
buyer for the department can 
come to this demand the more 
business .the department can do. 

The more staple numbers, the 
best sellers, may be bought in 
quantities that will insure a con- 
stant stock on hand to meet the 
probable demand. Novelties and 
slower sellers should be pur- 
chased in limited quantities and 
watched carefully. It is far better 
to make small purchases of styles 
that may fade from popularity overnight, and to 
make many small purchases rather than to plunge 
on any style that may be today’s favorite and 
tomorrow’s “has been.”’ 


Keep Down the Number of Lines 


It isn’t necessary to purchase stocks from every 
wholesale firm in the market for that is sure to 
create a duplication of many lines in the stock and 
result in a larger stock than is necessary at any 
time, and a consequent increase in short lines, 
poor sellers and loss makers generally. If there 1s 
any one rule in buying hosiery that should be 
followed more than another it is this: 

Buy only what the public demands. To do this at 
the time the demand is at its height requires a 
great deal of attention to the trend of style 
as presented by manufacturers, and to the wants 
of the customers who purchase the merchan- 
dise. 
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The foundation of the hosiery department will 
be found to rest on the success of the women’s 
lines. This does not mean that a good business 
cannot be built up in children’s and men’s hosiery, 
but that in the long run the success of the de- 
partment will depend largely upon the favor of 
the women customers. If they find hosiery that 
pleases them at the department they will be 
favorably disposed toward it to the extent that 
they will also buy hosiery there for their husbands 
and children. 


It will be well to specialize on a few 
prices and build up a business on these. 
The prices to be established in this way 
should be maintained each season, the 
quality always the highest possible for the 
price. A line at or near $2 is a good one to 
feature. If the price is made $1.95 it will 
probably be more attractive to the customer. 
At this price a fullfashioned silk hose of 
10 to 12 strand silk threads with lisle tops 
and feet should be featured. This line 
should be purchased in the desirable colors 
and will range at wholesale from $14 to $16 
per dozen. 


A chiffon hose with lisle top and silk feet 
should also be featured at $1.95 per pair. 
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The next price to feature strongly is $2.50 or 
$2.65. This should be an all over silk hose. The 
quality of silk should be equal to or better than 
the $1.95 line and will cost from $19.50 to $21 per 
dozen. An all silk chiffon hose at this price will be 
found in demand, as well. 

A special to retail at $1.49, or $1.50 in what is 
known as 8 or g strand silk, will prove a good 
special value, but it will be better to build the 
business on the $1.95 and $2.65 lines. 

At the present moment light colors are in 
greater demand than darker ones, but this 
demand is apt to change at any moment, and 
when it does it may go to some extreme, probably 
black. This uncertainty proves the need of keep- 
ing stocks well in hand and cleaned up regularly. 


Go Slow on Extreme Novelties 

Novelties, embroidered clocks, lace clocks and 
ribbed styles should be stocked very carefully and 
in the smallest quantities that will meet the public 
demands. It is unwise to anticipate too much 
business in these, especially on the high-priced 
lines. Large losses are taken very frequently from 
buying hosiery of great beauty and daintiness 
which appeals to the customer only as a beautiful 
thing, but not as of much utility. 

The chief thing in selecting a stock is to be 


When the Imperial Shoe Co., Beaumont, Texas, displayed evening slippers recently, they saw to it that the proper hosiery was 
displayed with the shoes. 
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careful not to buy 
too heavily at the 
start, and espe- 
cially is this inad- 
visable where the 
public tastes and 
demands are still 
in a measure un- 
known. A “‘scout- 
ing”’ trip to other 
stores might give 
the buyer valu- 
able pointers on 
the present de- 
mands of any 
community. 


Don’t Neglect 
Advertising 
If the depart- 
ment is to be con- 
ducted as a busi- 


ness in itself it should be properly advertised. 
Newspaper advertising, direct by mail advertis- 
ing, window displays and other mediums should 
be used. As the window displays are the greatest 
point of contact with possible customers displays 
always be made there. 
should not be made a part of the shoe display, 
but should be hosiery displays, even though both 
shoes and hosiery are shown in the same window. 
Price tickets should be 
shown on the more popu- 
if not on 


should 


lar numbers, 
others. 


Special occasion sales 
should be featured in order 
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A smart, full-fashioned jacquard lisle sport stocking in blue and white, from the line of 


the Krueger-Tobin Co. 


quota is reached. 


These displays 
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pected to suggest 
hosiery, but they 
should be re. 
quired to sel] 
it. The easiest 
method of mak- 
ing sales while fit- 
ting shoes is for 
the salesman to 
get a pair of hose 
that might prove 
suitable for the 
style of shoe 
asked for and 
hand them to the 
customer so that 
she may inspect 
them while being 
fitted with shoes. 
As an inducement 
a $ per cent com- 


mission may be made for such sales, and a further 
offer of a dollar if a quota of sales is reached in 
any week, raising the prize value if double the 


Three-Pair Offer a Good Bet 


Volume of sales may be increased by making a 
slight price reduction on sales of three pairs at a 
time, thus; the $1.95 hose might be offered at $5.65. 


It is surprising how many 
customers will take ad- 
vantage of this slight sav- 
ing if the matter is drawn 
to their attention. 

A hosiery department 
should be a “‘feeder’’ for 


to bring the department 
more forcibly to the at- 
tention of prospective cus- 
tomers. Occasional clear- 
ance sales, probably in the 
nature of month-end sales 
might be advisable to keep 
the stocks free from idle 
stocks. Short lines, odds 
and ends, novelties that 
have failed to sell, and 
other undesirable numbers 
should be gotten rid of as 
early as possible after their 
undesirability is  dis- 
covered. The first loss is 
the smallest. 


Shoe Salesmen to 
Sell Hosiery 


The shoe salesmen 
should not only be ex- 


the shoe department, just 
as the shoe department 
will be a “feeder” for the 
hosiery department. The 
one should help the other 


to increase sales. 


Match the Shoes 


The shoe store is the 
most logical place to sell 
hosiery; especially is this 
so when hose and _ shoes 
are to be matched. Shoe 
merchants who handle 
their hosiery departments 
as a distinct unit of the 
business have proven this 
by building up a very prof- 
itable business in hosiery. 
The opportunities offered 
are worth going after. = 





Train 


Two-tone clock effect on a fullfashioned all-silk Van Raalte 
Stocking. 
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SILK STOCKINGS THAT WEAR 
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The N NEW YORK, which has the world’s hosiery 
to select from, there are more Gothams sold per 
thousand of population than in any other city of 
the United States. {Of course, New York is 
s the Gotham’s home town, but nevertheless it is a 
o sel signal point that where competition is keenest 


pres “Silk Stockings that Wear” have their greatest 


Shoe sale. 
andle 
encats GortuaM SILK Hosiery Co., Inc., Manufacturers 
of the 389 Fifth Avenue, New York 
a Mills: Philadelphia and New York 
siery: 


fFered 
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RICE competition is the death 
of trade. That is what it is 
meant to be. That it does not al- 
ways succeed does not alter the fact. 


Price cutting begets price cutting. 
When one merchant cuts prices his 
competitor meets them or goes 
lower. Carried to the nth degree— 
both die. 


Many merchants consider price 
bargains the only means of attract- 
ing customers to their store. They 
are not the big successes, though 
they sometimes appear to be. 


The merchant who educates his 
public to expect only price bargains 
inevitably forces himself in the mar- 
ket for price bargain merchandise to 
offer his public. 


The Life of Trade 


The life of trade is quality com- 
petition. The big successes are those 
who strive to be among those who 


serve best—those who seek quality 
merchandise, such as Gordon Ho- 
siery, who consider first the service 
to be rendered to customers. 


Gordon Hosiery is made not only 
for fine appearance, but for long 
wear. Gordon Hosiery has stood the 
test of generations for quality and 
right price. Gordon Hosiery serves 
your customer well and brings her 
back to your store. 


Behind Gordon Hosiery is the 
Brown Durrell unequalled service 
to merchants which makes it un- 
necessary for a merchant to over- 
stock. Our reserve stocks for fill-in 
orders on all numbers and all colors, 
are larger than any single mill can 
afford to carry. 


Gordon Hosiery is made to meet 
a high standard of quality, for mer- 
chants who strive to be among those 
who serve best. 


— Diorcte Ww 


—_— -_ oe SOOO SO Oe OS 


BROWN DURRELL COMPANY 
Gordon Hosiery - Forest Mills Underwear 


New York Boston 


11 West 19th St. 104 Kingston St. 
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What Is the Dif- 
ference Between 
“Full-Fashioned” 
Hosiery and “‘Sem- 
Fashioned?” 


ROM the cloth stocking of a few 

hundred years ago, cut out and 

sewed up just as woven underwear 
is today, it 1s a far cry to the full-fashioned silk 
stocking, with its perfect fit, its stretching quality 
that enables every muscle movement of the leg to 
be accommodated—which is the property pos- 
sessed by all knitted articles—and its beautiful 
lustre. There have been many developments in 
manufacturing processes since the first hosiery 
knitting machine was invented by William Lee 
in 1589. They have resulted in two distinct types 
of hosiery known to the market today: the full- 
fashioned stocking, knit on a flat frame to the 
shape of the leg and sewed up the back, and the 
tubular stocking, knit on a circular machine and 
requiring no machinery to finish it off. 


Tubular—Not Seamless 


The term seamless is generally used to describe 
hosiery knit on a circular machine, but the term 
tubular is preferable, because the greater part of 
such hosiery made nowadays has a mock or imita- 
tion seam, and consequently is not in the strict 
sense seamless. There are several different kinds of 
tubular or seamless hose. First is the plain seam- 
less hose knit to a plain tubular shape with no 
attempt to conceal its nature. Then there is the 
plain seamless hose knit on a circular machine 
which actually does give a noticeable amount of 
shaping to the form of the leg by means of chang- 
ing tension in the knitting needles. This kind of 
hosiery is often called fashioned or semi-fashioned, 
and it has the same kind of advantage over the 
regular seamless hosiery as full-fashioned hosiery 
has over tubular knit hosiery in general. 


Another Way of Shaping Seamless Hosiery 


Finally there is the seamless hose shaped by 
tension and with seam and imitation narrowing 
marks on the back, one machine doing the knitting, 
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A variety of newly imported men’s novelty wool half hose for Fall from the line of 


John M. Haley & Co. 


making the seam and running in the narrowing 
marks. When worn on the street this hose is very 
difficult todistinguish froma full-fashioned stocking. 

A third type of stocking which should be men- 
tioned is the glove silk stocking, which is a cut- 
and-sewed article. The fabric for this type of 
hosiery is made by a process which is a combina- 
tion of weaving and knitting, sold by the fabric 
manufacturer to the hosiery mill, cut to the nec- 
essary pattern and sewed together. Sewing is in- 
volved also in the making of stockings with lace 


inserts. In making these inserts the knitted fabric 
is cut away and the lace sewed in. Some lace or 
open-work effects are achieved in the knitting of 


the hosiery. Embroidered clocking is not a part 
of the actual making of the hosiery, but is done 
after the hosiery has been finished, either by 
private individuals or persons who take in the work 
from the manufacturer, jobber or retailer and 
distribute it among a group of women working 
under their direction. 


How Raw 


» Silk Becomes Yarn 


Most cotton hosiery mills buy the yarn they use. 
Those making wool or wool-mixed hosiery usually 
spin their own yarns in order to vary more easily 
the percentage of wool in the wool-mixed yarn. 
Makers of silk hosiery either buy the yarn from 
dealers or buy the raw silk and have it thrown on 
commission. Usually the kind of silk employed is 
not mentioned in connection with the quality of 
the stocking, except to differentiate between spun 
and reeled (thread) silk and artificial silk. But the 
quality of the silk used naturally determines to 
some extent the quality and price of the stocking, 
as there is a difference of 40 to 50 cents a pound or 
more in the cost of the highest and lowest grades 
of Japan silk regularly quoted on this market. 
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CHIFFON 
LISLE TOP 
SILK FOOT 
(No 9IO) 


| 9-STRAND 
SILK LISLE 
TOP ano SOLE 

| (Ne700) 


$1500 





$12% 
HOSIERY 


AS YOU 
LIKE IT” 


FULL FASHIONED 














All sorts of women in a community. 


But all alike in the one respect of want- 
ing silk stockings. 


And differing again in the amounts 
they are able to pay. 


The silk hosiery price chart given here 
shows the range. It also shows the 
kinds of stockings which go with each 


price. 


Some stores may sell more of one kind 
than another, but every store will sell 
some of each. 


The big point, however, is that no store 


PURE SILK 
LISLE TOP 
AND FOOT 
€No 800) 
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PURE SILK 
TOP TO 
TOE 
CNo 920) 


CHIFFON 
SILK TOP 
TO TOE 
(No 909) 


$1150 $220 


OUTSIZE 
PURE SILK 
EXTRA WIDE 
TOP oF LISLE 
(NoX 8OO) 


$1650 








—SILK HOSIERY 


PRICE CHART 





HOSIERY “AS YOU LIKE IT— 
The Complete Line for Your Store 


needs to carry a greater stock than the 
lines given on the chart. 


There are stockings here to meet every 
call. Five out of the six come under 
the HOSIERY “AS YOU LIKE IT” 
label; the sixth is in the famous 
“BEATONHOSE” packing. 


Here is a hosiery for turnovers, because 
your line range is just right and be- 
cause your stock can constantly be fed 
from a branch near your store. Your 
investment need never be high. 


Quality, too, is as you and your cus- 
tomer like it. 


J. R. BEATON COMPANY, Inc. 


331 FourtH AvENuE, New Yorx 


CuicaGo—227 West Jackson Blvd. 
ATLANTA—246 Peachtree Arcade 
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Boston—gg Chauncy Street 
San Francisco—133 Kearny Street 
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Strarids are usually spoken of to indicate the size 
of the silk yarn employed in the stocking. Ten, 
eleven- and twelve-strand stockings are regular 
weights; five- and six-strand stockings are known 
as chiffons; eight- and nine-strand stockings are 
often referred to as semi-chiffons. Some very sheer 
stockings are made with yarns as fine as three- 
strand. 


The Seamless Process 


The method of knitting a woman’s stocking is 
about as follows: 

In the seamless process 
the stocking is knit on one 
machine which forms a 
cylindrical piece of fabric 
ending in a reinforced heel 
and toe, the latter left 
open. A _ full-fashioned 
stocking is knit in a flat 
piece, shaped to the form 
of the leg. 

The foot of a full-fash- 
ioned stocking is not knit 
on automatically, as in the 
case of a seamless stocking. 
A transfer bar is the means 
of putting the knit leg on 
a special footing machine, 
which knits the foot. The 
heel as well as the toe is 
left open. 

In welting seamless hos- 
iery the top is doubled 
back to the desired depth 
and put on a high speed 
sewing machine, called a 
welter, which fastens it 
with a smooth, strong seam. In full-fashioned 
hosiery the machine is stopped when the necessary 
length has been knit, the fabric is doubted and the 
machine continues. Or, the welt may be knit as 
a part of the stocking, in this case being called an 
integral welt. 


Joining Toe and Heel to the Leg 


Looping joins the edges of the open toe in seam- 
less, and both toe and heel in full-fashioned hose. 
Each exactly opposite loop of the edges must be 
placed by hand on a separate point of a circular 
dial, the needles then running through and 
fastening the edges together. Unnecessary fabric 
is cut away during the operation by a sharp knife. 
The seamless stocking is now finished in rough 
form. The full-fashioned stocking has still to be 
seamed up the back. Starting at the toe the seam 
runs along the foot and up the back of the leg to 
the welt, a small opening being left at the begin- 
ning of the welt for the sake of elasticity. In case 


A number of interesting lisle, novelty patterns in men’s half hose 
imported by the Krueger Tobin Co. 
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beading is to be put on it is done before seaming, 
as the fabric must be stretched taut during this 
operation, which is done by machine. 


What Constitutes a Second 


Stockings are then inspected for defects, slight 
imperfections being repaired by the mender, who 
works by hand with needle and thread. If the 
defect is noticeable after mending, the stocking is 
sold as a second. Some manufacturers with a very 
strict standard of inspection sell as seconds or 
irregulars all stockings 
containing any imperfec- 
tions, whether these are 
noticeable after the mend- 
ing or not. Bleaching and 
dyeing come next. A num- 
ber of large manufacturers 
have their own dye plants, 
but usually outside dyers 
do the work. Where in- 
grain yarns are used there 
is, of course, no dyeing to 
be doneafter thestocking is 
knit. Ingrain hosiery, as is 
well known, is hosiery knit 
from dyed yarns. Hosiery 
knit with undyed yarns 
and subsequently dyed is 
knownasdip-dyed hosiery. 

After dyeing comes 
boarding, and this is best 
done when the stockings 
are damp, the hose being 
drawn by hand over 
heated forms. These forms 
give most of their shape to 
seamless hose, although, 
as already mentioned, some seamless hose are knit 
on machines which give a good degree of shape in 
the knitting. Full-fashioned hose are boarded to 
bring out the shape better. Pressing between 
highly surfaced boards, with application of heat, 
gives the final finish to the stockings. Then they 
are paired; stamped with the maker’s name, if 
he brands his goods; folded and the bands and 
labels put on, and finally boxed. While inspection 
has been mentioned only once, it may take place 
several times during the process, depending on 
the grade of stockings produced and the strictness 
of the inspection standard maintained by the 
manufacturer. 


Full-Fashioned Labor Cost Is Higher 


Why, it may be asked, does a full-fashioned 
stocking cost more than a seamless one? Since the 
same grade of material may be used for both, the 
cause of the price difference obviousiy lies else- 
where—in labor cost and equipment and factory 
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One Gwenty Five 


That Marvelous 
Thread Silk Stocking 


Now $9.75 


Guaranteed Right 


F there isn’t a greater silk stocking value in America than this, it’s because the way to make 

it hasn’t been discovered. In the meantime the superb ‘*One Twenty Five”’ continues to 
make it increasingly necessary for us to take on added facilities to meet the demand of retailers 
who are finding it the biggest money maker in hosiery today. 


Its superiority is obvious, convincing and irresistible toanyone who knows value when they seeit. 


**One Twenty Five”’ is not a full-fashioned, nor even fashioned, stocking and inasmuch as all 
the real purposes of full-fashioning, including appearance, are achieved, the point is irrelevant. 
@But it is by all odds the most singular stocking available today and its features are exclusive. 
QThe knitting process is exclusive but this much we will tell you; the finest gauge 288 spring 
needle machine is used in conjunction with attachments that produce perfect narrowing at 
the ankle and a texture that is even and flawless throughout. QEvery inch of silk is guaranteed 
against runs or irregularities with the kind of guarantee that you can repeat to your customer. 
QTops full flare and reinforced with mercerized yarn, as are toes, soles and heels. 


Again we say, be smart; don’t sacrifice profit to meet full-fashioned price competition. Make 
profit and value too. Lead off with ‘*One Twenty Five” and keep your dollars on the job. 


Note the wanted shades: Autumn, Beige, Granite Gray, Fog, French Nude, Cinnamon, Fawn, 
Dawn, Peach, Edgemere Tan, Jack Rabbit, Pipe and others. 


No. 568—The best mock-seam chiffon No. 564—A full-fashioned real chiffon 
stocking made. Knitted on a 288 spring (not semi-chiffon) with mercerized foot 
needle machine with full-fashion mark- and garter top at $13.00 a dozen. Com- 
ings, silk to welt and packed in in- parable with stockings for which you 
dividual bags. Doz.............$8.00 are probably paying $14.50 to $15.00. 


RAY-MOND HOSIERY CO. 
138 FIFTH AVE., NEW YORK 
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cost. It requires more highly skilled operators to 
make full-fashioned hosiery, and one operator 
cannot turn out nearly the same production in 
full-fashioned as in seamless. Further, there are 
more operations involved in the production of 
full-fashioned hosiery. The seamless machine 
completes the stocking except for looping the toe; 
but the full-fashioned stocking, after it leaves the 
frame on which the leg is made, must have the 
foot knit on, both heel and toe looped, and the 
open edges then seamed up. 

The seamless machine 
is simple and cheap com- 
pared to the full - fash- 
ioned machine. The latter 
has more than four thou- 
sand parts. Consequently 
it is very expensive, and a 
mill equipped with a num- 
ber of such machines 
represents a very heavy 
investment of capital, 
especially as several aux- 
iliary machines not used 
in making seamless goods 
are required. The type of 
mill differs also. The seam- 
less machine is light in 
weight and can be set up 
and operated almost any- 
where. The full-fashioned 
machine, on the other 
hand, is so large and so 
heavy that it requires a 
firm foundation, and only 
a building designed to 
stand a heavy strain can 
be occupied by the manu- 
facturer. 


Dark Gray the New Color Note in 
Styleful Hosiery 


(Continued from page 93) 


_ 


later they must begin to “trade up,” as the cur- 
rent slogan has it. And the sooner the better. 
The continued featuring of low prices, in which 
the retail trade has been engaged for some months 
past, has been a bad policy both for the retailer and 
the manufacturer, and possibly has not been with- 
out its influence in retarding hosiery business. It 
stands to reason that the continual featuring of 
special offerings at specially low prices is not 
going to stimulate demand for standard lines at 
regular prices. And a change of policy seems about 
due. 

Prices during the month have shown no very 
decided change, although some easing has been 
perceptible on many lines. Some of the low prices 
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Derby rib, heavy full-fashioned silk in a two-tone effect from 
the McCallum line. 
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heard of during the month were deceptive, as they 
referred to sub-standard lines. Seamless goods 
generally are lower, the reduction averaging about 
75 cents a dozen for the 260-needle, 10-strand, 21- 
inch boot. Full-fashioned lines generally are 
unchanged. The reduction of Io to 20 per cent in 
its prices by the Gotham Silk Hosiery Co. during 
the month attracted considerable attention. This 
reduction, however, merely served to bring the 
Gotham numbers in line with the general market. 


“Semi-Sheers’’ the Latest 


A feature of the market 
has been an increased de- 
mand for 8- and g-strand 
goods, commonly referred 
to as “semi-sheers” or 
**semi-chiffons.”” In some 
quarters this is regarded 
as indicating a decline in 
the demand for genuine 
chiffons, but it is more 
likely that these goods are 
being bought to a large ex- 
tent as substitutes for 
regular weights at higher 
prices. 

There is a good deal ot 
faking being done in this 
matter of weights. Sellers 
have been known to offer 
8-strand goods as g-strand, 
and g-strand goods as 10- 
strand; and since many 
buyers do not know the 
difference and the prices 
seem very favorable, a lot 
of this substitution gets 
over. The moral of it all 
is: Buy your hosiery only from absolutely trust- 
worthy sources. This advice has been given by the 
Recorder to its readers on numerous occasions in 
the past. But it cannot be repeated too often. It is 
of the utmost importance, especially for the buyer 
who is not an expert judge of merchandise. 


Prices Down Near Bottom 
The immediate future of the hosiery market is 

somewhat uncertain. As already mentioned, busi- 
ness has been unfavorably affected by exception- 
ally bad conditions during May, and it is probable 
that conditions will improve during the present 
and succeeding months. Prices, it is said, are down 
as low as they can possibly be made on the basis 
of existing raw material and production costs. 
Under such circumstances it is reasonable to 
expect a firmer market. The uncertainty at present 
centers chiefly around the raw silk market. 

; (Continued on page 109) 
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What They Want for Their Children 


N?: **36”’ isone of the most popular 

and quickest selling numbers 
in the whole wonderful Arrowhead 
line. This attractive stocking for 
misses combines beauty and long ° 
wear in a way that is sure to appeal 
to mothers. Its freedom from darns, 
and the smartness of the Derby 
ribbing means repeat sales. 


Number “36” is one of the Arrowhead 

styles that is being advertised to 

your customers in The Ladies’ Home 

Journal, The Saturday Evening 

Post, The Pictorial Review and Good 

Housekeeping. Remember, the 

Arrowhead line covers every need for 

your hosiery counter. Hosiery for 

men, women and children in pure 

silk, artificial silk, mercerized, cotton 

and worsted. It pays to stock the 

whole line. Your orders will be filled es «ae 
Style “‘36"—Misses’ 

stig rR 
Rib, three-quarter 
length, roll top. 
Colors: Black, White, 

Richmond Hosiery Mills, Inc. Senta, | ten 


Established 1896 Camel. Sizes, 5 to 10. 
Six pairs to the box. 





Chattanooga Tennessee 


For All the 


ON 


és 
ee 


Ankle-Clinging Hosiery 
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Here’s how Baker fights the bell-ringer’s claim of a wide range of styles and colors. He lists his styles by prices and posts the 
chart in his windows. 


Baker Capitalizes on Style Variety to Defeat 
Bell-Ringers 


Itinerant Vending Fades Before Onslaught of (olors Handled by 
Portland, Oregon, Merchant 


HAT there are more ways of killing a cat 

than with kindness was announced years 

ago. That there are more ways of beating 
the bell-ringer than by the kindness of joining him 
in the bell-ringing art was published in a recent 
issue of the Hosiery Section of the Boot and Shoe 
Recorder. 

In Portland, Oregon, a shoe store manager 
found one of the other ways. That man is R. H. 
Stewart of the C. H. Baker stores. He employed it 
in the Baker store on Morrison Street and O. H. 
Kirschner employed it in the Alder Street store. 

It is a good way, for it has brought both stores a 
great deal of new business, some of which would 
surely have gone to the bell-ringer otherwise. It is 
a simple and direct way. In one word it is— 
Advertising. 


Advertising what? Advertising the fact 
that: “A shoe store is the logical place to buy 
hosiery.” 

“Why?” 

“Because we have hosiery to match every 
shoe.” 


There is nothing subtle about that statement, 
nor does it “knock”’ the bell-ringer or any other 
purveyor of hosiery. It is a simple, straightforward, 
convincing statement. These two C. H. Baker 
stores made an honest statement concerning 
hosiery, and the passing reader could believe it 
or not as she saw fit. 


Window Displays Proved Statements in Advertising 


But she did not disbelieve it. Why? Because 
that was not all that was printed on the card and 
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The Sheerest of Suk Hose = Joughened for Wear 


O 


A Line That Is Truly Distinctive 


Colors: There are many brands of sheer silk_hose on 
y the market. 
awn 
Black 
White There are also a number of brands that stress 
Nigre eae . ° ° 
Aaneen durability as their selling point. 


Ramier 

oo But DUBBELIFE sheer silk hose is treated by 
azeile 

Rosewood a special chemical process to give from 2 to 4 

Gunmetal 

Airedale 

Moresque 


Venetian DUBBELIFE means double wear and double 


Cinnamon 2 , 
Rachelle value—the most outstanding hosiery feature 


Montruiel of the day. 
Anjou Rose . 
Log Cabin 

Piccadilly 


Cocoa Brown LAN DSDALE HOSIERY MILLS 


French Nude 
Ecaille Blonde LANDSDALE, PENNA. 


New Peach 
Desert Grey Sole Selling Agent: 


eacie A. L. ULLMAN, 267 Fifth Ave., New York 


times greater wear than ordinary untreated hose. 


©Dubbelife ‘Htostery 
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the card was not all that was displayed in the 
window. Because there were certain guileful tie- 
ups of the hosiery displayed that held her atten- 
tion, that carried it from card to hosiery, from 
hosiery to card, until she was convinced that “A 
shoe store is the logical place to buy hosiery.” 


Colored clocks again—this one green on full-fashioned white silk. 


The shoes in the window bore out the assertion 
that these stores bought hosiery to match their 
shoes. Silver shades were shown alongside silver 
brocade slippers; nudes, dawns, fleshs, etc., beside 
contrasting black satin pumps. Not only was she 
convinced of the truth of their assertion, but the 
display exerted a good educational influence on her 
shoe purchases; she learned the correct combina- 
tions. 


Three Pair Offer Successful 


The next thing she saw was the prices with the 
offer of three pair of hosiery at a reduction. Then 
came the shades, and if she was the average 
woman who takes pride in knowing all the latest 
colors in hosiery, she took advantage of the 
opportunity to learn the colors represented by the 
names. A ticket was attached to each pair of hose 
in the window. This ticket bore a number which 
corresponded with a number on the card. Selecting 
a color on the card, she would search the window 
for the hosiery of that shade. 

With this display, O. H. Kirschner brought the 
hosiery sales of the Alder Street store, which has 


been in operation less than six months, to within a 
few dollars of the week’s business in the older 
store on Morrison Street although it, also, did a 
largely increased hosiery business. Formerly the 
C. H. Baker stores have seldom used exclusive 
hosiery windows, but now both plan to display 
hosiery in this way once or twice a month. 


Color Riot an Aid in Fighting Bell-Ringer 


These displays, of course, have large and 
well-assorted stocks back of them, and in both 
stores the hosiery department, located just within 
the entrance, is unusually attractive and well 
arranged. Very few shoe customers leave these 
stores without being induced to look over the 
hosiery stocks, and at this time when they can 
offer hosiery to match every shoe sold, the rate of 
turnover, according to Miss Edna Jeror, manager 
of the department, is very high. 

The present riot of colors, Mr. Kirschner 
believes, thought not an unmixed blessing, does 
give the merchant another decided advantage over 
the bell-ringer, for until the latter finds some 
means of carrying a larger assortment of shades 


All silk, fullfashioned drop stitch stocking with contrasting clock 
to match the shoe color. From the line of the McCallum Silk 
Hosiery Co. 


and a wider range of qualities, not to mention 
shoes to match, he cannot begin to offer real com- 
petition in any community where there is one or 
more live aggressive retailers. 
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Your Unsalable Hosiery 
Can Be Turned Into 


CASH 
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Why keep soiled, unsalable hosiery when 
they can be re-dyed into the latest shades? 
Take an inventory of your hosiery stock 
today and see how many “dead” numbers 
you have. Pick out all the colors that your 


customers are not calling for, as well as the 
soiled and faded stock, taking up valuable 
space. We will re-dye them for you into 
the staple and popular colors now in 
demand. 


Send Us a Sample Order Today 


THE PEERLESS HOSIERY DYEING CO. 


Hosiery Re-Dyers 
PLEASANTVILLE, N. J. 


FA 
Yeo 


‘ NOW 


is the time to buy hosiery 
direct from the mill at 
mill prices. 


Lull Fashioned (hiffons 


We specialize on two numbers 
only — finest selected silk 


1. An all silk full fashioned 42 gauge stocking 
2. Same as above but with lisle top, silk foot 
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All the latest shades - - - Samples on request 


LOGAN HOSIERY COMPANY 
3213 Frankford Ave. - - Philadelphia, Pa. 
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Per fect 
Durable 
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Dark Gray the New Color Note in 
Styleful Hosiery 


(Continued from page 10}) 


This market has declined persistently until it is 
now around the basis of $5.50 for Japan double 
extra cracks, as compared with around $10 last 
fall. It is customary for Japanese reelers to depress 
the market prior to the purchase of spring cocoons, 
and much of the recent decline may be attributed 
to this cause; in which case the market may be 
expected to stage a substantial recovery before 
June is out. On the other hand the decline may be 
due to genuine economic causes and may continue 
still further. The» trade generally, however, is 
inclined to look for a firmer raw silk market. And 
this, in conjunction with improved summer busi- 
ness, would naturally make for a stronger hosiery 
market. 





Hosiery Business Fair in All Parts of 
Country 


New York, June 3—Reports received here from 
various parts of the country show that hosiery is 
holding its own and, in fact, is running ahead of 
some other lines in point of sales volume. 

Representing a section of the South which is 
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fairly representative, Baltimore merchants report 
good business with an increasing demand for vari- 
ous shades of gray and for all white, with a slight 
let-down in the sales of the so-called lighter shades. 

Cleveland reports an increase in the sale of black 
hosiery, due, according to one buyer, to the vogue 
for black in combination with white in women’s 
costumes. High shades are not moving so freely 
but are not considered passé by any means. Prepa- 
rations for a big white season are under way with 
every expectation of success. 

Chiffon sales seem to be one of the outstanding 
features of the Chicago market and sport hose is 
selling well. Chiffon hose in the new London blue 
is one of the best selling items at the store of 
Charles A. Stevens & Bros., where it is also re- 
ported that evening shades are gaining in popu- 
larity and are being bought for wear with white 
shoes. 

In the Grand Leader store in St. Louis chiffons 
at $1.95 are the leaders. A growing demand for 
white, nude, fawn, airedale, beige and Jack Rab- 
bit is noted. 

Denver women are said to be tiring of the pink- 
ish tints and are swinging over to beige and black. 
But light shades are not dead and will be worn 
this summer. 

From the west coast San Francisco reports that 


high shades are keeping up well. 





Hosiery Sensations! 


Every progressive shoe merchant should 
carry these four remarkable values 


No. 700—A men’s pure silk heavy weight seamed back and split foot hose in 
popular colors (biggest doilar retailer) Price $6.75 per doz. 


4 No. 301—Ladies’ pure silk 42-gauge full-fashioned medium weight—27 desir- 
Ss . able up-to-the-minute shades Price $12.50 per doz. 


No. 777—Ladies’ pure silk 42-gauge full-fashioned chiffon hose—all colors 
Price $12.50 per doz. 


No. 150—A ladies silk plaited on fibre 260 needle hose—all colors 
Price $7.50 per doz. 


We also offer a ladies pure silk full-fashioned hose with Paris Clox at 
$17.50 per dozen. 


Terms 2—10 E. O. M. Delivery at once. 


WALDORF MILLS 
. NEWARK -- NEW JERSEY 
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For Particular People 


The brand of hosiery with which to link 
the name of your store is the one that 
the most customers call for by name 
after having worn it. On this basis, put 
KRA-NIT to a comparative test with 
the other stockings that are best known 
in your locality, and decide to build your 
hosiery business on the brand which wins 
most appreciation through service. 


Full Fashioned Service Hose 


Money or brains can produce no better 
appearing or more serviceable hose than 
KRA-NIT No. 133. 
This stocking will build for you a profit- 
able and permanent business. 
Carried in stock at all times, in all the 
leading shades. 
Price $15.15 per dozen 
Terms, 3-10 or 2-10-30 extra 


Kra-Nit Service Means-- 
you GET what you WANT 
when you WANT IT 





KRAMER HOSIERY CO. 


133-135 SO. WELLS ST. - CHICAGO 





Even at /75c you 
can t sell better look- 
ing or better wear- 
ing half hose than 


our No. 190 a 
50c number. 


Colors 
Black Cordovan Navy Grey Palm Beech 
London Tan Poudre Blue White 
Send for a Sample Dozen at $4.00 




















to 


Weiler & Pendleton 


535 Court St., Reading, Pa. 
New York Office: 1265 Broadway 
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E are now ready 

to supply your 
needs for a season’s as- 
sortment of our exclusive 
golf stockings. 


Our new importations of 
men’s novelty half hose 
for fall are also ready. 
They are just as attrac- 
tive as our golf stockings. 


We specialize in 


= WOOL HOSIER Y= 


FOR MEN, WOMEN AND CHILDREN 
STOCK CARRIED IN NEW YORK 


John M. Haley & Co., Inc. 


IMPORTERS 
276 Fifth Avenue 
New York City 
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Color Service for 
Shoe Merchants 


OR the shoe store a line of the popular colors is an absolute 
necessity. Your customers expect to find the very latest 
shades in your hosiery department, and they will go elsewhere 
if they don’t. 
Rosaine Hosiery has the colors—the newest colors—ahead of 
your demand for them. We can make immediate deliveries of 
the shades you want, right from our shelves. 
This color service is only one of the features that makes Rosaine 
the ideal hosiery for the shoe store. Quality and price meet your 
requirements, as well. 


Let us send you a trial order. 
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The Rosaine Line Consists of Full-Fashioned Numbers Only 
5017 — Pure dipped - dyed 1209—The first popular- 1506—42 gauge, pure 
silk hose, 8-inch lisle top, priced chiffon made _ in dipped-dyed, sheer chif- 
per doz............ $185.4 America, per doz. .. .$17.00 fon, per doz $12. 
1210 —A heavy, pure }212—Full-fashioned chif- 55.4.2 New Paris Clox, 
dipped-dyed, all silk hose, 29") i foot per doz, _—sdipped-dyed silk, — full- 
per doz.... $24.00 ee eee sis 00 fashioned, per doz.. . $18.00 
1504 — Medium _ weight, 5017 — Out size African, 300—Sheerest chiffon with 
pure dipped-dyed, silk hose, Black, White, per doz., Vee Top garter protection, 
per doz..... $12.50 $16.50 per doz $19.50 


ROSENHAIN CO., Inc. 220 Fifth Ave., New York 


osaine Hosiery 
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The Waite season is 
swinging into full 
blast. Don’t let your- 
self be caught with- 
out an adequate stock 
of the ‘‘Onyx’’ silk 
numbers listed below. 


No. 777— Mock fashioned ; No. 255—“*Pointex’’ me- 
silk-and-artificial-silk $8.00 4 dium weight silk, lisle top 


No. 165—Full fashioned and sole . . . $16.50 


silk, lisle top and sole $13.00 » No. 355—"‘Pointex Shere- 


: , 5 silk”, lisle top and lisle 
No. 100—Full teshioned ¢ lined sole . . . $16.50 
silk, lisle top and sole $16.00 


Flosiery 
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Reg vs Pat 


INCORPORATED 


Broadway and 24th Street - New York 


CHICAGO . PHILADELPHIA . BOSTON ° BUFFALO . SAN FRANCISCO ° LOS ANGELES 
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Sales Blindness 


Are You Suffering 
from this Malady? 


HAVE YOU RECEIVED Up in the Northwest, a number of years ago, there 
OUR NEW CATALOG? was an automobile dealer, who established a won- 
Just recently off the press, we are derful record, selling his motor cars in large quan- 
now sending our 1924 catalog to the tities right through the winter, while all the other 


trade. If you have not yet received dealers were idle. 
your copy, let us know, and we will 


see that a special copy is mailed you. — 
It is the most complete guide to mer- This success was so astonishing and unusual that 


os segue 7 this — of the home office in Detroit wired him to come to 

i that i s e e 

ee their sales convention at the firm’s expense and tell 
the assembled salesmen and dealers how it was 
done. 


He arrived at Detroit in a rather puzzled frame of 
mind. He explained that he thought it was en- 
tirely regular to sell motor cars in the winter time. 
He didn’t know it couldn’t be done. He wasn’t 
“‘sales-blind”’ like the rest of the staff. 


There are a number of shoe dealers in that same frame of 
mind regarding Daniel Green Comfys. They do a wonder- 
ful business in the fall and winter, but think they can’t do 
much with them in the milder months. 


And as long as they think they can’t, they won’t. 


But, fortunately, there is an increasing number of dealers 
who have never found out they can’t sell Daniel Green 
Comfys in the summer, so they go merrily along, reaping 
profits that their “‘sales-blind”’ competitors are passing up. 
Right now is the time to push boudoir styles—in satins, 
soft leathers, and other colorful and dainty fabrics that 
appeal to the feminine sense of beauty and style, as well 
as the more staple felt numbers. 


Daniel Green Felt Shoe Co. 
General Offices 
DOLGEVILLE, NEW YORK 


SALES OFFICES 


116 East 13th Street 10 High Street 189 West Madison Street 
New York City Boston. Mass. Chicago, Ill. 


Daniel Green 
Comfy Slippers 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 














TROUBLE. . _AVOIDED 
WASTE.........PREVENTED 


LOSS.... STOPPED 


USED EVERYWHERE PEN- 
CIL FORMS ARE WRITTEN 


IN STOCK KEEPING. 

FOR SHIPPING RECORDS. 
ORDERS alone or combined 
with other forms. 

SALES RECORDS. 


MADE ALSO WITH 
CASH DRAWER 


Makers of autographic regis- 
1 nators 


forms using carbon paper. 


Pacific Manifoldin 


ee |924— 


ters since 1893. 
of the sales book industry in 1884. Pioneers in the manufacture of books, machines and 
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Better Business Records 
at Your Finger Tips 


Business control comes from having good records at your finger 
tips. Printed forms save writing, in record keeping. Carbon 
copies save time and prevent mistakes. Colored copies go 
directly to work where they belong, without confusion. A check- 
ing copy accounts for every item. All these are combined 
automatically in the Wiz Flat-Packet Register. 


1. Only one flat packet is used to make any required number of dupli- 


cates. 
2. Wiz printed forms always lie flat and file flat. 
3. Wiz issues all copies or files one, if desired, in a front tamper proof 
compartment in numerical page sequence ready for instant reference, 
sting, checking, auditing and filing. 
4. Wiz loads faster. 
5. Wiz keeps all forms in alignment. 


Phone our experience man—he knows! Or send us the coupon. 


American Sales Book Company, 14. Elmira, N. Y. 


West of the Rockies In Canada 
BookCo. Pacific Coast Sales Book Co. F.N. Burt, Company, Ld., 
Emeryville, Cal. Los Angeles, Cal. Toronto, Can. 


Pin to forms now used or to letterhead 
for information without obligation 

2 Purchase Orders 

0 Receiving Records 
] Delivery Receipts 
_) Requisitions 

0 Shop Orders 

0) Warehouse Orders 


) Charge Sales 
DCash Sales 

) With Cash Drawer 
C) Invoices 

) Bills of Lading 
- Express Receipts 
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Much Improved Trade in 
the Chicago Shoe Stores 


CHICAGO—The week ending May 31 
was very good in most of the retail shoe 
stores. The holiday, coming when it did, 
served to stimulate many “extra pair” 
sales during the early part of the week. 
The weather lent its assistance by turning 
out bright and sunny. 


Ven’s Business Improves 


Sales of men’s shoes were reported as 
having been particularly good. There is no 





HENRY KLEINE 
Henry Kleine observed the 70th anniversary 
of his birthday on May 23. For vears he has been 
one of the best known jobbers of shoe and leather 
findings in the country. He is a former president 
of the National Shoe § Leather Findings Asso- 
ciation. Among his hosts of friends are numbered 
nearly ali of the most prominent men in the shoe 
and leather industry. Al seventy years of age, 
Mr. Kleine is still in good health and very active 





doubt but what the great number of par- 
ades planned for Friday created a large 
demand for new shoes. 


Gain Over Last Year 

Jack Cohen, assistant manager and 
buyer for Mandel Brothers’ shoe depart- 
ment, was asked how business compared 
with the same period last year. “Very fav- 
orably,”’ he replied, “I should say that we 
are showing ten per cent increase up to 
date. I don’t think, however, that our in- 
crease is due to an increased demand other 
than that which we have created by push- 
ing our shoes. 

“We recently installed a new ‘findings’ 
case. Immediately our business on that 
class of merchandise increased by 40 per 
cent. 

» “A few new lamps and vases, placed 
about on the fixtures, help to keep the 


appearance of the department new and 
attractive. Customers notice those things 
and it helps to keep their mental attitude 
regarding us positive. 

“Our big ‘extra pair’ business now is 
being done on riding and hiking boots. It is 
surprising how the demand for them has 
increased during the past few years. White 
shoes are also selling in good volume, 
trimmed in black for sport. Patent leather 
and satin strap slippers continue in popu- 
larity. Children’s business is being done on 
patent and smoked elk cut-out strap 
slippers. 


Keeps Weather Record 


I. W. Brandwein, of the Tivoli Bootery, 
at 63rd Street and Cottage Grove Avenue, 
is keeping a weather record on his daily 
sales record. ““Now,”’ said Mr. Brandwein, 
“I will be able to tell whether the weather 
really has anything to do with my business 
from year to year.” 

Mr. Brandwein has increased his hosiery 
business 100 per cent through installing a 
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hosiery case in a very conspicuous place at 
the front of his store and by having his 
salesmen show a pair to match to every 
customer who buys a pair of shoes. He also 
offers a premium of ten cents to each sales- 
man on every pair of hosiery sold. 

‘Patents and satins are the ‘big bet’ out 
here just now,” said Mr. Brandwein, 
“though we are selling some colored 
suedes. Men are buying extremely light 
tans—the lighter the better.” 


How the Windows Draw 

“Billy” Biggs, of Biggs and Hubbard, at 
6241 Cottage Grove Avenue, said that 
when he has his window trims out, prepar- 
ing to put a new one in, his sales drop off 
33 1-3 per cent for that day. Mr. Biggs sells 
men’s shoes exclusively and has also noted 
the rather growing demand for the very 
light tans. 


O. M. Geitenbach Is Dead 


The Ejisendrath Leather Company of 
Racine, Wis., announces the death of Mr. 
O. M. Geitenbach, their purchasing agent. 
Mr. Geitenbach’s death brings to an end 
an association of 30 years with the Eisen- 
drath organization. 





Fairly Good Week in the 


St. Louis Shoe Stores 


ST. LOUIS—While the week ending 
May 31 was not one of the best during the 
past few months, there were a few days 
during the five-day business period that 
indicated the weather continues to be re- 
tarding good business. Thursday, the day 
before Decoration Day, was reported as 
being excellent. One store stated that it 
was the biggest week day, with the excep- 
tion of a Saturday, that the store had ex- 
perienced in its four years of business. 
Other stores commented on the activity 
that was prevalent on this day. 

Saturday with weather warm, but 
cloudy, found practically all 
crowded. This word “crowded” is used ad- 
visedly, as crowds are something that have 
been scarce for some time. One store re- 
ported that at one time they had seven 
people standing, waiting-to be fitted. 
While this condition was not as severe 
everywhere, most stores found it difficult 
to keep the customers satisfied, due to the 
shortage of help. 


stores 


White Season Slow To Open 


One of the largest operators had their 
salesmen handling two and three customers, 
something that has not been witnessed in 
this store for some time. It can be stated 
that a majority of this business is being 
done on patent and satin: All stores report 


the demand for these two materials as 
large as ever. 

The white business has received some 
attention, but not sufficient to cause a 
falling off in the first two mentioned mate- 
rials. This is particularly encouraging. If 
the business can be nursed along on these 
shoes, it is not unreasonable to expect a 
good increase in the volume when the 
white season makes its debut. Unques- 
tionably black will drop and many a pair 
of satin and patent will be parked tempo- 
rarily to slip on a pair of white kid shoes. 
The long unseasonable spring has created 
in the feminine sex a strong desire to dis- 
card the somber shades of clothing, as well 
as footwear for the lighter summer garb. 
This can be seen in the demand thus far 
for white, in spite of the cool, wet weather. 


Caution Still Exists 

Stating that fundamentally business 
conditions were sound, the Eighth Dis- 
trict Federal Reserve Bank in its monthly 
report on general business adds that con- 
servatism and caution in buying still 
existed among retail merchants as well as 
manufacturers. The report in part follows: 

“Declining tendencies in both the pro- 
duction and distribution of commodities 
were indicated in a large majority of re- 
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ERCHANTS are awakening to the importance of carrying a complete line of Children’s 

shoes—they are devoting more space and more attention to their Children’s Department 
—they are learning that to fit afd please the children is the easiest way to win and hold the trade 
of the entire family. 


Security Shoes are popular everywhere—they are known as the “All Solid Leather’’ line—built 
from the ground up to fit well, look well and wear well. 


The Security line is complete—everything for little and big boys and girls. You can concentrate 
on this one line with the confidence that you will have everything that may be called for—and will 
avoid the accumulation of odd lots that comes from carrying a mixed line. 


INDEPENDENT OF ALL COMBINATIONS 
Means Individual Styles for Your City 











= ——== The Complete QUALITY Line Sold Under One Brand ———— 


American Lady American Gentleman Security 


[AMILTON- BROWN HOE CO, 


St. Louis. USA oston 
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ports covering business conditions in this 
district during the past 30 days. The reces- 
sion, however, is not attributed to any un- 
favorable change in fundamental condi- 
tions, but rather to further emphasis of 
the policy of ultra-conservatism and cau- 
tion. The demand for goods continues 
active and there has been no impairment 
in general purchasing power of the public, 
but the disposition among consumers is to 
buy in quantities sufficient only to fill 
immediate needs. 

“In the large centers of trade of popula- 
tion the retail distribution has been rela- 
tively more satisfactory and both retail 
merchants and wholesalers report an im- 
provement in collections as contrasted 
with the previous 30 days.” 


Report on Shoe Industry 


That part of the report pertaining to the 
shoe industry follows: “‘Sales of the 11 
reporting interests in April were 10.9 per 
cent less than the corresponding month in 
1923, but 11.1 per cent in excess of the 
March total this year. As has been the 
case for a number of months past, the de- 
mand for women’s footwear is relatively 
much more active than men’s shoes and 
all sorts of novelties are moving well. Com- 
ment is made that average size of orders is 
the smallest in years and buying is being 
pursued on extremely conservative lines. 
Mail orders are numerous and shipments 
by parcel post and express unusually large. 
The outlet through this medium has mate- 
rially assisted volume, but the cost of fill- 
ing such orders is relatively much higher 
than on heavy shipments and materially 
reduces profits. No price changes in fin- 
ished goods were reported. Factory opera- 
tion was at about 74 per cent of capacity. 
The total number of pairs of shoes manu- 
factured in this district during April was 
4.1 per cent less than during the preceding 
month and for the country as a whole, 
April production was 3.2 per cent under 
March total.” 


New Location Improves 
Business 


L. H. Brown, manager of the Peacock 
Shop, stated that since opening in the new 
location at 808 Olive street, business has 
been unusually good. Some days Mr. 
Brown stated, were better than they had 
ever been at the old location on Locust 
street. 

One comment made was that the morn- 
ing business was much better on Olive 
street. 


’ Brandt’s Shop Opens 


Brandt’s Olive Street Boot Shop at 820 
Olive street was opened Monday, June 2. 
This is the second store opened recently by 
Brandt's, one of the oldest shoe establish- 
ments in the city. The new store has a 
front that is as elaborate as anything so 
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far installed in St. Louis. The size of the 
store is 21 by 110 and occupies the first 
floor. There is a basement which will be 
used as a stock room. 

The fixtures and the background of the 
window are finished in English oak. There 
is a balcony in the rear as well as around 
the upper part of the store. The 16-foot 
lobby of the store gives the impression of 
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the window being more like store cases. 
A copper grill around the top of the win- 
dows adds much to the appearance. There 
are 68 chairs evenly divided by an aisle. 
The men’s section will be on the west side 
and the east side for the women. Russell 
Agnew, general manager of the stores, 
stated that Earl Holden has been ap- 
pointed manager of the new store. 





Strap and Sandal Styles 
Leaders in Cincinnati Stores 


CINCINNATI—The retail shoe mer- 
chants did not enjoy as satisfying trade 
during the week ending May 31 as they 
did the corresponding week last year. 
Business was considerably below the av- 
erage for this time of the year, and this is 
partly attributed to the unfavorable 
weather. Big improvement was shown 
Saturday when weather conditions mod- 
erated. 

Patent leather still leads in sales in 
women’s footwear; black satins are sec- 
ond. There is a good demand for tan calf. 
Opera or strip pumps in patent leather 
and dull calf are proving to be good sel- 
lers. Strap styles and sandals, including 
gores, continue to hold the center of at- 
traction. 

In spite of the unfavorable weather, 
whites have been steadily gaining, and re- 
ports are that many whites, principally 
kids, are going well. 

Medium-priced footwear is in good de- 
mand, and some stores report sales of 
footwear in their basement departments 
showing gains over last year. Shoes to re- 
tail from $6 to $7 seem to be the most 
popular-priced sellers. 


Returned Goods Evil 
Discussed 


The Cincinnati Retail Merchants’ As- 
sociation, composed of the largest and 
most representative retail merchants in 
the city, held its monthly meeting at the 
Havlin Hotel on Wednesday evening, 
May 28. The principal speaker was James 
A. Blythe. He spoke about the tragic con- 
ditions of the Near East. 

The principal discussion at the meet- 
ing, taken up by Robert W. Pogue of 
the H. & S. Pogue Co., was the subject 
of returned merchandise. 

He said the returned goods evil has 
been steadily growing, and has been 
greatly abused by the general public, 
adding to the cost of doing business. Mr. 
Pogue stated: “Merchandise charged and 
returned passes through 20 hands, and 
very seldom goods are returned in as 
good a condition as when they are sent 
out.” 


Public Should Appreciate Facts 


It was endorsed at this meeting that 
the merchants educate the public and 
their sales people concerning this subject. 
The clerks should inquire the needs of 
their customers, and not send out goods 
on approval. It is as much the clerks’ 
fault as the customers’ fault, that the 
return goods evil has been growing. The 
clerks, being very anxious to sell, suggest 
that the customers take out merchandise 
which is not suitable for their require- 
ments. 

The public does not appreciate the ex- 
pense connected with goods returned and 
they buy a great many articles with the 
intention of returning them. The public 
should be educated to buy wisely, buy 
well, and help reduce this return evil. 

The merchants decided to send out with 
their monthly statements to their cus- 
tomers, a circular calling the customers’ 
attention to the amount of goods returned. 


Orders for Fall 


Manufacturers advise that business is 
coming in fairly well and orders received 
so far are principally for immediate de- 
livery, but they are now beginning to 
secure some fall business. Orders received 
have been mostly blacks, with a sprinkling 
of tan calf, and for conservative styles. 


Factories Going Good 

The Chas. Meis Shoe Co.’s factory at 
Lebanon, Ohio, is running to capacity, 
and its business in Cincinnati shows a 
gain over last year. 

Roth Shoe Co. is busy on immediate 
orders, and is getting a fair volume of fall 
business. They are working about 90 per 
cent of capacity. 


Retail Notes 


Rollman’s advertised five leading styles 
of patent leather footwear, in one to three 
straps, at $5.95, $6.50 and $7.50. 

The Mammoth had a special Decora- 
tion Day sale in women’s patent leather 
cut-out sandals and misses’ and children’s 
patent leather sandals. 
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A hottle of REPCO 
— with every pair of White Shoes 


A of white shoes is not complete unless it includes a 
bottle of Repco Heel and Edge Enamel. Every retailer who 
appreciates the possible profits of his findings case will find he can 
build up a pleasing business by pushing quality goods like Repco. 


This superior liquid enamel is easily applied. It restores the 
smooth, neat appearance to sole edges and heels. 


Repco Heel and Edge Enamel is made also in the colors of ivory, 
light gray, dark gray, champagne and Havana brown. 


Stock Repco, show Repco and you will easily sell Repco. 
For Sale by Shoe Finding Jobbers 


United Shoe Machinery Corporation, Boston 


San Francisco Branch, 859 Mission Street 
J. K. Krieg Company, 39 Warren Street, New York City 
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Daniels Shoe Stores offered women’s $5, 
$6 and $7 low shoes for $3.95 in patent 
leather, black satin, white kid, dull kid 
and tan calf, high and low heels. 

Irwin Shoe Co. featured three-buckle 
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patent leather low-heel cut-out sandal 
slippers at $6, black satin and airedale 
strap pumps at $7, and patent leather and 
black satin wishbone slippers with high 
spanish heel at $8.50. 





Whites Commence to Show 
Life in Milwaukee Houses 


ILWAUKEE—Warm, sunny weather 
ig the four days preceding Memorial 
brought the first demand for whites 
lilwaukee, although this call was not 
ral, and was enjoyed by only a few 
s. General conditions showed some 
ovement during the week and with 
inued good weather merchants look 
i very good business during the first 
of June. The week of Memorial Day 

ight satisfactory business at the close 

vhat has been a rather quiet May. 

nts in strap effects and cut-outs con- 
inue in popularity for women. During 

past month, Cuban and military heels 
have been very good. Many sport shoes 
were sold during the last of May, among 
them a number of suede oxfords. For 
goliing, crepe sole oxfords in plain or two 
tone effects have been popular. One mer- 
chant reported a good business in a smoked 
elk moccasin oxford trimmed in tan. 


Ven Buying at Betier Rate 


\en’s business held up fairly well dur- 
ing the week preceding Memorial Day, 
with black and tan oxfords selling about 
half and half. Light shades of tan have 
been popular in more expensive shoes 
while darker shades predominate in the 
less expensive models, according to local 
merchants. Men are also wearing crepe 
sole oxfords for golfing, calling for smoked 
elk moccasins or tan oxfords trimmed in 
dark brown. 

Popularity of less expensive hosiery has 
been noted by several department stores, 
one finding a fashioned hose at $1.50 very 
good, while another has been selling silk 
hose at ¢1 and less. Department stores 
havealso noted a good sale of white hosiery 
during the last of May. Sport hosiery has 
been popular at both department and shoe 
stores, lace sport hose arid ribbed novel- 
ties being very good. Shoe merchants find 
these popular with young girls. 


Feature Sport Shoes 


Brouwer’s Family Shoe Store has been 
playing up sport shoes for the camper and 
tourist. Illustrations and descriptions of 
the various styles were included in an at- 
tractive folder entitled ““The Call of the 
Open”” which was mailed to customers. 
Sportsmen’s special for men and knicker 
hiker boots for women were the high shoes 
advocated for outings which followed the 
soft toe moccasin pattern. Hiker oxfords, 


tourist oxfords and kamp tramp oxfords 
are the three types of low shoes of elk 
leather with moccasin toes. Real Indian 
moccasins and eight inch shoes are two 
other styles presented in the folder. 


Credit Men’s Convention 


About thirty members of the Milwaukee 
chapter of the National Association of 
Credit Men will leave Milwaukee on a 
special train, June 8 to attend the annual 
convention of the association in Buffalo, 
N. Y., June 10-13. 


Showing Children’s Shoes 

Approximately 500 children were at- 
tracted to the Gary & Danielson store in 
Rhinelander, Wis., by a plan for intro- 
line of Pied 
by the Marathon 


Piper shoes, 
Shoe 


ducing the 
manufactured 
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Company of Wausau, Wis. A. G. Schuelke 
was sent to the Rhinelander store by the 
Marathon Company where he told the 
story of the Pied Piper to the children, at 
the same time explaining the merits of 
these children’s shoes carried by the store. 


Store Advocates Whites 


Among the early advertisements of 
white footwear is that of the Sterling Shoe 
Store which features a group of one and 
two strap effects and cut-outs in white kid, 
white reignskin and smoked elk. In con- 
nection with this advertisement, the store 
gives special mention to hosiery stating, 
“‘Dawn and sunburn, two beautiful hosiery 
colors, will be worn with summer foot- 


wear.’ 


Overlook Quality 


“Train your wife to look for quality 
when buying shoes,” is the advice given to 
husbands of Green Bay, Wis., by J. A. 
Holtermann, manager of the Green Bay 
Shoe Repairing Company, who believes 
that the average woman does not look for 
quality in shoes. ““They think of grace, 
beauty and style, three important matters, 
but they make one serious mistake. They 
do not make sure the shoe is well-built or 
that good, substantial materials are used in 
the construction,”’ he states. 





Blacks Receiving Most of 
the Attention in Cleveland 


CLEVELAND—Retail shoe business 
during the week ending May 31, was re- 
tarded some by inclement weather, but 
several merchants were interviewed who 
reported their gross sales during May will 
exceed the record made in the same month 
last year. 

There are indications, however, that the 
seasonal slump has set in rather early 
here. The banks report that bank clearings 
during May were less than they were in 
April, while the loss for the month as com- 
pared to May of last year is quite large. 

Saturday, the last day of May, was a 
bright and fair day, with the thermometer 
registering what it should at this season of 
the year, and the shoe merchants had a 
very busy day. Business started early in 
the morning, and continued at a _ brisk 
rate throughout the entire day. 

A visit to the stores at the busy periods 
disclosed that practically all of the buying 
was limited to black shoes of various 
models. Patent leather and black satins 
were in the greatest demand, and the 
plainer models seemed to go better than 
they have in the past. There were cut-outs 
sold, but the plain models, with one or two 
straps seemed to be moving faster. 


Whites Commence Slowly 


At some of the stores, white shoes were 
being sold, although the average mer- 
chant is not pushing them. He is busy un- 
loading the spring shoes that have been 
kept on his counters by inclement weather. 
Saturday, May 31, was one of the best days 
of the present season in this city, and it is 
evidence of what may be expected, once 
the weather gets seasonal, and remains so 
for a protracted period. 


May Company Convention 


The annual convention of the May 
Company shoe buyers was held in this 
city during the last week of May, and local 
representatives of the shoe manufacturers 
did a rushing business. Buyers from the 
Cleveland, Los Angeles, Denver, St. Louis 
and Akron stores were here. The Cleve- 
land hotel was the headquarters for the 
shoe men, and the floor set aside for dis- 
plays looked like a miniature convention of 
shoe men. 

The May Company shoe department, 
by the way, is now one full store within 
the larger store. The department is on the 
first floor, a few steps from the Euclid 
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avenue entrance. The shoes are kept in a 
spacious space between two of the main 
aisles of the store, and on each side of the 
department is a row of display windows, 
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eight to a side, or sixteen in all. Twelve of 
these windows are used to display women’s 
shoes, and four to exhibit misses’ and 
children’s shoes. 





May Proves Good Month 
in Stores of Columbus, O. 


COLUMBUS—While the retail busi- 
ness has been spotty the past month, re- 
tail shoemen report that trade has been 

‘yery satisfactory, taking into considera- 
tion the weather conditions. Merchants 
stress the fact that the month of May was 
one continuous rainy spell, with about five 
days of the entire month when the sun 
actually shone from daybreak to dusk. 


Patents continue to be popular among | 


the women and misses, ankle straps for 
bot! the women and misses have been 
good sellers, and it is expected that this 
style will continue to be good during the 
month of June. 
Men’s Business Fairly Good 

Men’s business is holding up fairly 
well, although the stores in the outlying 
districts, which cater to the men’s trade, 
are doing very little. The down town 
stores have been doing quite a nice busi- 


ness during the month of May. Due to the 
curtailed production of many of the local 
manufacturing plants, causing a lay off of 
many workmen, the outlying stores are 
feeling the effect of this curtailment. 

Shoe plants continue to operate at re- 
duced schedule. No effort will be made to 
produce more shoes than is necessary for 
immediate needs. 


Bennett’s Bootery Opens 


Bennett’s Bootery is the name of the 
newest shoe store in this city. This store 
will be operated by B. B. Bennett, for- 
merly of the local Walk-Over store, and 
his brother, Will Bennett of The Riley 
Shoe Company. This store will be situated 
on the second floor in the Clinton build- 
ing at High and Chestnut Streets. Women’s 
footwear only will be handled. 





Blacks and Whites Lead 
on the Pacific Coast 


PORTLAND, ORE.—In spite of the 
fact that the white season has been form- 
ally opened here, black materials in wo- 
men’s shoes are selling very freely. There 
seems to be every indication pointing to a 
good white season. The great popularity of 
blacks is not expected to interfere with 
white trade. 

In some stores there is already some call 
for white shoes owing to the warm weather 
which has come unusually early this year. 
In these shops the white call is for kid 
slippers with 13/8 and 14/8 block heels, 
with sandal effects next in popularity. 
White fabrics are not selling very well. 


Men’s Business Slow 


Business in men’s shoes is very quiet. 
The style tendency is toward the lighter 
tans. There is a very fair business, how- 
ever, in sport footwear, and several of the 
merchants are making strong bids for this 
desirable business by the employment of 
Newspaper advertising and window dis- 
play. 


Arch-Aid Store Closes 


The Arch-Aid Shoe Shop at 121 Park 
Street has closed its doors and the stock 
has been transferred and combined with 


that of Shoemaker’s at 112 Fourth Street. 
J. E. Tryzelaar, manager of the Arch-Aid, 


121 


will continue to fit the orthopedic shoe in 
the new location. 


Adams Company Sale 


A $5 sale of odds and ends and old stock 
of women’s footwear at the Adams Shoe 
Co. was successful. The sale, Mr. Adams 
believes, demonstrates that women are not 
unfavorable to round sums even in bargain 
sales. 


Early Week Trade 


E. J. Stewart, manager of the C. H. 
Baker stores in Portland, reports he has 
discovered the reason for the falling off of 
business in the early part of the week as 
the warm weather advances. “I have 
noticed for some time that whenever we 
have warm, clear weather over the week- 
end business is very slack during the early 
part of the following week and that as the 
week advances it improves, reaching its 
peak on Friday and Saturday. At last I 
have, I think, found the reason for this. 
As soon as the sunshiny days come people 
rush out into the country over the week- 
end on picnics and house parties and in 
their enthusiasm go through a great deal 
of strenuous and unaccustomed exercise. 
Sometimes they don’t get back to town 
until late on Monday, but even when they 
return earlier they are too tired to give 
thought to shopping. So for the first few 
days of the new week they stay home.” 





It makes a lot of difference to a man 
whether a girl smiles or laughs at him. 





The chief delight in beauty is lost if 
there is none to share it. 





Shoe Style Review Held in 
Salt Lake City Shoe Store 


SALT LAKE CITY—A shoe style 
revue was recently held at the Booterie, 
a medium-priced women’s store on East 
Broadway. There were between 600 and 
700 people, mostly women, who saw the 
performance. 

Live models showed about 30 patterns, 
the most popular of the stock. Latest de- 
signs in hosiery were shown in connection 


with the shoe models. An orchestra pro- 
vided music and flowers were distributed to 
the women. The store interior was prettily 
decorated for the occasion. A spotlight 
was used in carrying out the style show in 
detail. The style revue idea was intro- 
duced by R. N. Wallace, one of the ener- 
getic salesmen. He had charge of carrying 
out the program. 





Blacks in Great Favor with 
Women of San Francisco 


SAN FRANCISCO—During the latter 
part of the week ending May 31, con- 
siderable interest was manifested by wo- 
men pertaining to shoes and hosiery. The 
shoe trade was good generally. Black 
materials are most popular, satin being 


first with patent leather second. A wide 
range of cut-out designs is shown in the 
black shoes which are being worn with 
hosiery in a contrasting color, the most 
popular being flesh-color. A leading de- 
(Continued on page 132) 
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Created For 
“Go-Getters” 


“IT have studied the type of retail shoe merchants who at- 
tend the Boston Show,” said a manufacturer, ‘‘and almost 


without exception—they are the live hustlers of the trade—the 
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‘go-getters. 


The best advertising investment a merchant can make, both 
for his financial standing and aggressive business policy, is a 
ticket to the Boston Show. It reflects creditably on those he 
buys from and on the home folks he sells to. 


The Boston Show of 1924 will be bigger and more worth- 
while than ever. Real styles—genuine novelties—new mate- 
rials, all displayed by the business men the “‘go-getters’’ most 
desire to get acquainted with. 


Incidentally, the luscious clam chowder and the sizzling 

live-broiled lobsters smell just as 
sweetly as ever on the New 
England beaches. The cool surf 
thunders ‘“‘Welcome’”’ and the 
clear, spray-scented breezes are 
waiting to brace you up. “‘The 
Boston Show”’ certainly plays 
“big time’ for Business and 
Relaxation! 


If you are carefully building 
a fine business reputation and 
good health—begin to plan your 
trip to the Boston Show at once. 


New England Shoe and Leather 
Exposition and Style Show 
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New York Reports Indicate 
Strong Season on Whites 


NEW YORK—Memorial Day as a 
sales stimulant in the shoe trade failed 
miserably in New York. The weather dur- 
ing the shopping days immediately pre- 
ceding the holiday was decidedly ad- 
verse, with the result that complaints 
from the shoe trade were loud and long. 

llowever, some venturesome consumers 
did buy new shoes and merchants were 
inclined to scan their sales sheets for an 
inkiing of what the customers would de- 
mand in the way of style when real sum- 
mer buying does begin. The sales during 
the last week indicated, if anything, that 
there is to be a strong season on white 
shoes, all whites, according to most mer- 
chants. Two of the largest shoe stores here 
reported that sales slips for Memorial 
Day week in the 
majority, and of the whites sold, over 90 
per cent were “White on 
white,” said one retail merchant, “is the 
one best bet for summer.’ Among the new 
whites that have made an early appearance 
is a dull finished “‘alligator’’ made up in an 
attractive semi-sandal model. White kid 
and white buck also are strong. The fabrics 
apparently are not being pushed strongly 


showed white shoes 


solid whites. 


at present. 


Beck Company to Open 


The A. S. Beck Shoe Company, which 


showed about the same comparison, being 
18.5 per cent larger than in April, a year 
ago, and 3.5 per cent heavier than in 
March, this year. 

The gain in shoes and hosiery, in com- 
parison with last year, were exceeded only 
by those in ready-to-wear and accessories. 

Chain shoe stores reporting to the bank 
registered a sales gain of 46 per cent over 


April, 1923. This was accounted for in part 
by an increase of reporting stores from 
299 to 360 in the interval, but in com- 
parisons of individual stores, the gain was 
still 21.3 per cent, the largest registered 
by any of the various types of chain stores 
reporting to the bank. 


Wholesale trade also felt the stimulus 
of Easter, the dollar value of sales in April, 
as reported by wholesalers, showing a gain 
of 26 per cent over last year. The bank’s 
weighted average of wholesale sales of all 
commodities showed a gain of only 1 per 


cent. 





More Activity to Brooklyn 
Shoe Manufacturing Circles 


BROOKLY N—With orders booked at 
the Brooklyn style show going through the 
works, and road salesmen beginning to 
send in additional orders, the situation in 
Brooklyn shoe manufacturing circles is 
looking decidedly better. The Brooklyn 
makers, however, are not being rushed 
into unwarranted optimism. They do, 
however, feel much encouraged at the 
development of business in the last two 
or three weeks. Reports vary consider- 
ably concerning the volume of business 
booked at the style show, but most of 
them are satisfactory. It was not expected 
that large advance would be 
placed. The greatest asset that the show 
brought to Brooklyn, in the opinion of 


orders 





Medium Height Heels 


The majority of heels on shoes 
designed for street wear are of the 
medium-height box wood variety 
and manufacturers here see no in- 
dication of an early change. Some 
of the white shoes now being made 
are carrying French or Spanish heels, 
but these are mainly of the more 
dressy type designed for formal or 


semi-formal wear. 




















white leads the list, with white and black 
combinations second in most factories. A 
combination of white kid vamp with pat- 


is a conducts a chain of retail shoe stores here, 2 e ig 
oie : trade leaders, is the marking of a definite . 
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main up-town shopping streets, for a term 


production for the fall season. 


Whites in Generous Demand 


white with colored trimmings are being 
ordered, but only in small quantities. 


orth- of 21 years. The company will take over 
the entire building with the exception of Whites for a good share of the business 
1ate- : » ecounted I he Loft Cand 7 : . ; ° : Plain Blacks and Tans 
mest one store occupied by the Loft Candy _ is nowgoing through the factories. Most re- 
Company. tail merchants delayed ordering whites Along with the whites, the demand is 
erica until late and orders are still coming in. centered on blacks and tans. A_ con- 
“ling Volume of Sales Shows he retail shoe merchants are still hesitant siderable quantity of light tan calf is 
about ordering in large quantities, and being cut in the Brooklyn plants at 
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Increase 


Sales of shoes in department stores in 
this Federal Reserve District, as re- 
ported to the New York Federal Reserve 
Bank for April, were 18.7 per cent greater 
than in April, 1923, and 3.9 per cent larger 


than in March, 1924. Sales of hosiery 





Patents and Satins are 
Very Popular 


Along with the whites is a good 
demand for plain styles in the light 
tan shades and blacks. Black 
patent and satin have lost none of 
their popularity with New York 
women and many merchants ex- 
pect them to sell well clear through 
the summer season. 














some manufacturers here are inclined to 
merchants will 
of white 


the opinion that many 
find themselves short 
when the weather creates a real consumer 
demand for them. 

In the white now going through, all- 


goods 


present, and is going into plain opeca 
pumps or neat strapped patterns. Some of 
the pumps are made with small tongues 
under which gorings are concealed. The 
split tongue with gorings also is popular at 
present. 





In Boston White Patterns 
Move Freely as June Enters 


BOSTON—The trend of the retail shoe 
business during the week ending May 31 
was consistent with that of the few weeks 
immediately preceding. There was only a 
fair note to the buying, spotty being the 
word used by most store operators in re- 
porting. The latter part of the week was 
broken by Memorial Day falling on Fri- 


day, May 30. Many store merchants ex- 
pected that Thursday would compare with 
the average Saturday, but trade on that 
day was fairly good, lacking the “snap” 
anticipated. 

Low-heeled models are still selling very 
freely. The same leading materials, patent 
and black satin, are very popular and pat- 
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SMART LINES ARE FASHION’S FUNDAMENTAL 





What Are The New Lasts 
For The New Plainer Styles? 





HE style cycle has 
turned to plainer effects 
which depend in very great 
measure upon smartness of 
shape and line to furnish that 
attraction which makessales. 


New York is talking shorter 
vamps and lower heels—like 
the design here pictured. 


It is our business to be better 
posted and prepared than 
anybody to advise and serve 
the trade on this enlarging 
tendency. 


The United Last Company 
branch or showroom nearest 
you is ready with helpful 
counsel from its national 


veiwpoint of style tendency. 


Our ideas are open to every 
shoeman. 


Your ideas confided to us 
are held in confidence. 


United Last Company 


Headquarters — Boston, Mass. 


TEN FACTORIES 
BROCKTON ROCHESTER 
NEWARK HAVERHILL 
LYNN AUBURN 
CHICAGO ST. LOUIS 
NEW YORK MILWAUKEE 


Affiliated Company 


United Last Company, Ltd. 
Montreal 
with Branch Office at Toronto 


SEVEN SHOW ROOMS 
BOSTON 
212 Essex St. 
NEW YORK 
1402 Bush Terminal Bldg. 
CINCINNATI 
803 Sycamore St. 
ST. LOUIS 
Adv. Bidg., Rm. 303 
CHICAGO 
Peoples Life Bldg., Room 902 
PHILADELPHIA 
331 Arch St. 
MILWAUKEE 
216 Metropolitan Bldg. 























Dealer Influence is secured thru advertising in the Boct and Shoe Recorder. 
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ent shows no signs of losing any of its 
strength during the warm weather. 


Whites Selling Very Freely 

Whites are selling at a satisfactory rate, 
particularly in the lower-priced stores. 
One of the most active of the $5 stores re- 
ported that whites were exceeding all 
other materials in volume of sales, but this 
condition is not general. The weather has 
not been consistently warm enough to 
stimulate the white trade. 

There is a general feeling that something 
besides the cold weather is holding back 
the retail shoe business. There has not 
been a real good week in the shoe stores 
generally since the final week of the pre- 
Easter shopping period. Other retail lines 
are experiencing the same kind of trade, 
an erratic tone prevailing. Shoemen are 
hopeful that a big white season will make 
amends for a fair spring business. 


Snappy Tie Style Show 


The Stetson Shoe Co. held a “Snappy 
Tie Style Show”’ on the fourth floor of its 
store and executive office building, 136 
Boylston Street, on Wednesday, May 28, 
from 10.30 A.M. until 10.30 P.M. A great 
many buyers, from as far away as San 
Francisco were in attendance; and signs 
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in the large store windows announcing 
that the public was invited, brought a 
goodly number of men and women spec- 
tators. 

Shoes for Occasions 


There were six young women models, 
who wore costumes for morning, after- 
noon or evening, for dress, semi-dress and 
sports, and the appropriate shoes and 
hosiery to accompany same—in all there 
were some seventy different numbers of 
“Snappy Ties’’ shown; in patent leather, 
in white buck, black suede, light tan calf, 
gray kid, in solid colors, and combination 
effects. 

As a finale to each runway showing, the 
models rendered ““They’re Snappy Ties,” 
composed by Mrs. Jennie Phillips, Sec- 
retary to Mr. Heald, and sung to the 
tune of “Sitting in a Corner.” 

In addition to the runway parade, mov- 
ing pictures of the Sample Feste and Style 
Show of last February were shown. 
Charles Heald was in charge of this show, 
which was its first appearance here, with 
a retail “flavor.” 

This show will be put on in Springfield 
on July 1, and will be given at the Copley 
Plaza on July 14, on the opening day of 
the National Shoe and Leather Exposi- 
tion and Style Show, Inc. 





Haverhill Factories Benefit 
Through Wage Adjustment 


HAVERHILL — Shoe manufacturing 
concerns, through wage adjustments in 
local factories, are well equipped to satisfy 
the demand for novelty footwear to retail 
at popular prices. The insistent demand for 
women’s novelties at these prices is recog- 
nized by local concerns. Manufacturers 
and salesmen are producing and selling 
styles which comply in every detail with 
the requirements of retail shoe merchants. 
Reductions in factory overhead, coupled 
with a lessened cost in several processes of 
production, enable the local manufactur- 
ers to meet competition. Haverhill-made 
footwear is offered to the trade at prices to 
meet competition. The result is increased 
business at Haverhill plants, and addi- 
tional employment for shoe workers. Shoe 
buyers from several cities, visiting this 
city recently, placed substantial orders for 
immediate delivery, with the promise of 
added business to come. 

Manufacturers are looking forward with 
confidence to.the summer season. Mean- 
while, salesmen representing Haverhill 
shoe manufacturing concerns are on the 
job daily, at home or on the road, showing 
styles, quoting prices, and “bringing home 
the bacon” in the shape of orders. 

Haverhill’s position as a leader in 
women’s novelty footwear to retail at 
popular prices has been strengthened in a 


remarkable degree by the events of the 
past few weeks. 

Publicity for Boston Style 

Show 

George W. Langdon, Jr., of Hazen B. 
Goodrich & Co., chairman of the publicity 
committee of the New England Shoe Ex- 
hibition and Style Show to be held in 
Boston, July 14—17, is, with the assistance 


of his associates on the committee, putting 
out some excellent advertising material. 
Other members of this committee are: 
Edward O’Connor of Farnsworth-Hoyt 
Company, Boston; Harold P. Smith of 
Rice & Hutchins Inc., Boston; Burton L. 
Wales of M. N. Arnold Shoe Company, 
North Abington; Harold M. Messenger of 
Churchill & Alden Co., Brockton. These 
men are respectively advertising managers 
of the concerns with which they are asso- 
ciated. 


Woman Shoe Buyer 


Miss Lillian Boley, representing the Bell 
Sample Shoe Shop of Salt Lake City, vis- 
ited Haverhill last week. Miss Boley makes 
frequent trips to the New England shoe 
markets. She is well known as a discrimi- 
nating buyer of women’s and children’s 
footwear. The house with which she is 
associated is one of the largest in the West 
retailing this class of goods. Quick turn- 
overs at close prices represent the policy 
of the Bell Sample Shoe Shop. Miss Boley 
has purchased Haverhill-made shoes for 
several years, and counts this city as one 
of her principal stopping places. She 
placed orders for early delivery and plans 
to visit New England again in July for 
added purchases. 


Shoe Visitor from Texas 


Charles Given of Given Bros. Co., job- 
bers and retail merchants of El Paso, 
Texas, was in Haverhill last week. Mr. 
Given represents a house which has 
branch stores in Phoenix and Tucson, Ariz., 
as well as elsewhere in the southwest. He is 
a large buyer of popular-priced footwear. 


More Exhibitors 


In addition to the Haverhill concerns 
which have previously engaged booths at 
the forthcoming Boston Style Show are 
Rickard Shoe Company and Duane Shoe 
Company. 





Lynn Shoe Samples for 
Fall Show Plain Styles 


LYNN—Samples of Lynn shoes for the 
fall show well-shaped lasts, plainer pat- 
terns and finer shoemaking. Such ma- 
terials as patents, dull blacks, Russia calf 
and tans, Scotch grain and boarded leath- 


ers, suedes, satins and velvets, also 
brocades and metal cloths are prominent. 


New Types of Lasts 


Lasts are of two types: the extremely 
dressy and the extremely custom style. 
The dressy last is French, has a round 
toe, a 2 3-4 inch vamp and a heel 16-8 or 
18-8 high. The extreme custom last has a 


wide and very square toe, a long-looking 
vamp and side lines, and a heel of custom 
tread, from 9-8 to 12-8 high. Between these 
two extremes, there are a variety of lasts. 
One new idea, common to all of them, is to 
make them more shapely, so that the 
wood, as modeled by the skilled designer, 
may bring out the style of the shoe. 


New Patterns Are Plainer 


New patterns are plainer. Plain pumps, 
seamless vamp style, haven’t a single or- 
nament, unless French cording can be 
called an ornament. Oxfords are as plain 
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as the custom cordwainer would have 
made them. 

On the other hand, there are shoe firms 
of Lynn which refuse to accept the plain 
patterns completely. They continue to 
adorn their shoes, using new strap effects, 
new lattice effects, and ornaments of 
beads, bows and buckles, as well as pink- 
ing, perforating and fancy stitching. How- 
ever, it is fairly safe to say that plainer 
effects are stronger than for many a day. 


Finer Shoemaking 

Plainer effects are a gain to Lynn shoe 
manufacturers, for they emphasize the 
quality of Lynn shoemaking. It takes 
more skill to make a plain-looking shoe 
that is artistic, because the workmanship 
in the shoe shows up more conspicuously 
in such points as tread of soles, fit of up- 
pers, precision of stitching and fineness of 
edge and heel finishing. It is no secret that 
a number of Lynn firms are showing some 
extra fine shoemaking in their fall samples. 


Lynn at the Show 


Lynn manufacturers will make their 
usual fine displays of shoes in Boston mar- 
ket and at the style show. This time, each 
manufacturer will be “‘on his own,” or, at 
least, to the present no arrangement has 
been made for a collective exhibit. 


Good Linings 


Shoes must be well lined in these days 
of fine hosiery, and Lynn manufacturers 
are giving attention to that point. Black 
is the prevailing color of linings for fall 
footwear. But it is the smoothness of the 
grain that is important. A rough, wrinkly 
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More Oxfords 


That more oxfords will be sold for 
fall is a common story. Sales of 
heavier types of oxfords always in- 
crease in the fall, when the weather 
gets cooler. But, this time, there is 
to be reckoned with the novelty 
oxfords, like the side lacers, and 
the ties that belong to the oxford 
family. 











grain is apt to wear through delicate 
stockings. Suede finish lining stock, com- 
monly used when plain pumps were in 
vogue a few years ago, is not much to be 
seen in Lynn shoes these days. 


Its Sixtieth Soon 


J. J. Grover’s Sons will mark its 60th 
anniversary next year. The honorable rec- 
ord of this firm is widely known. But it’s a 
story for another day. 


“Baby Welts” 


Burdett Shoe Co. is booking orders for 
its “baby welts’ in a most encouraging 
way. This is a line of little shoes for little 
folks, made by the welt process in such a 
manner that the shoes are as flexible as 
turns and can be repaired like welts. 


Metal Straps 


Cruise, Sullivan Co. is making shoes 
with metal straps. At least the straps 
look as if they were of metal, for they are 
covered with metal beads. There are gores 
under the beads. 





Good Response 
Styles 


BROCKTON—Samples of men’s welts 
for the fall season being shown by Brock- 
ton shoe manufacturing concerns feature 
brogue effects in heavy oxfords. Short 
vamps and wide, square toes are promi- 
nent in these new samples. This type of 
footwear made up in heavy leathers is 
going well, salesmen report. Thus far the 
heavy oxfords have led in the fall orders 
for men’s welts, continuing the popularity 
which low cuts enjoyed a year ago. 

High cut patterns have not yet brought 
forth a great amount of fall business. As 
the season advances there will be more 
orders placed for these patterns. Darker 
shades of tan have the call in the heavy 
oxfords, while the patterns tend to plain- 
ness except for stitching on quarters and 
tips. 

Shoes retailing at so-called popular 
prices are bringing business to Brockton 
factories. Plans for reducing costs of pro- 


to Men’s 
for Fall Season 


duction at local factories will result in 
additional orders. A greater amount of the 
lower grades will undoubtedly be produced 
in Brockton through arrangements made 
between manufacturers and _ workers. 


Sherburne Resigns 


Frank M. Sherburne, who has been 
associated with W. L. Douglas Shoe Com- 
pany for 37 years, has resigned his position, 
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to take effect July 1. He began work with 
the concern when the Douglas plant was 
located in the building on Pleasant Street, 
now occupied by Wall, Doyle & Daly, Inc. 
For 26 years Mr. Sherburne has had charge 
of the cutting department for the men’s 
shoe factories of the Douglas company. 


Why Not a “New Shoes” 
Day? 

A writer in the Brockton Daily Enter- 
prise, touching on the propaganda utilized 
by straw hat manufacturers as fixing May 
15 as straw hat day, says: “If a straw hat 
day, why not a new shoes day?”’ If one can 
succeed, surely the other ought, and there 
would seem to be more rule and reason for 
the latter. Hat manufacturers assure a 
good season’s business by clever use of 
advertising and much free publicity. Shoe 
manufacturers depend for their business 
upon the normal public demand and go 
after this business by individual effort. 
They haven't capitalized any such idea as 
that of the hat manufacturers and proba- 
bly wouldn’t, but if it comes to the point 
where men accept the dictum as to whea 
to begin wearing straw hats then they 
might rise to the suggestion as to seasonal 
change of footwear.” 

Here is an idea for shoe merchants in 
their respective advertisements, to make a 
call for a ““New Shoes Day,”’ uniting lo- 
cally on certain dates for the four seasons 
of the year. 


Making Girls’ Shoes 


Elliott Shoe Co., the members of which 
are J. E. and J. F. Collins, will manufac- 
ture, in addition to their line of men’s 
shoes, a line of girls’ footwear. This con- 
cern, which has been for several years lo- 
cated in a factory plant on North Main 
Street, is making further plans for exten- 
sion of its product by adding boys’ shoes 
at a later time. 


Former Shoe Manufacturer 
Leaves Large Estate 


The will of the late Clarence D. Reed, 
for many years associated with the Com- 
monwealth Shoe & Leather Co. of Whit- 
man, Mass., which was recently filed for 
probate, inventoried an estate of $920,000. 
Aside from two public bequests of $5,000 
each, the entire estate was left to members 
of Mr. Reed’s family. 





Patent and Satin Model 


Leaders 


PHILADELPHIA—Factories here re- 
port that about the only things which are 
active in the market at present are patents 
and black satins. Suedes are quiet; tan 


in Philadelphia 


calf is reported in demand only incident- 
ally, and glazed kid is not active except for 
some call for white and a growing demand 
for staples in black for delivery in fall. 
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One factory made a few reds on order for 
children but is not stocking anything on 
the brilliant colors. Factories generally are 
being operated at about fifty per cent of 
their capacity. Present business is very 
quiet and very little is being developed for 
the future except some orders on black kid 
staples for fall. Prices hold fairly firm. 


Wholesale Trade Quiet 


The unusually bad weather of the past 
three weeks has had a very adverse effect 
on the wholesale shoe trade. During that 
period Philadelphia has had daily rain al- 
most without interruption and cold, raw 
days have banished any thoughts people 
might have had of airy summer footwear. 
The uncertainty created by the mul- 
tiplicity of styles and the unhealthful 
condition of affairs in Washington are also 
said to have done their share in creating 
the hesitancy of buying which prevails at 
present. There is some activity in plainer 
patterns, but the hold of the fancy shoes 
on the market is still sufficiently strong to 
make buying by both the jobbers and re- 
tailers very cautious. Patents and black 
satin are in demand. In some quarters 
there is a little call for airedale suede. 
Whites have been hit hard by the weather, 
although they are expected to move in 
satisfactory volume when warm bright 
days come. 


Shoes Just Like Dad’s 


The shop of the Arrow Shoe Stores 
Company in Frankford in featuring its 
shoes for boys is stressing the point that 
they are “‘just like dad’s.’’ They are priced 
from $3.50 to $5.00 and have both leather 
and genuine crepe rubber soles. Shoes for 
men and women are priced at $5 and $6. 


Chain Store to Come 


It is rumored in trade circles that the 
Star Shoe Company of New York, which 
operates a chain of eight stores there, will 
shortly establish branches in Philadelphia 
and in other eastern cities. 


Factories to Start 


Several new shoe factories will start 
operations in up-state towns shortly ac- 
cording to reports reaching the trade here. 
Qne of them is a factory in Schuylkill 
Haven which will be operated by Russell 
and George Reider. The other is the 
Emaus Shoe Company, located at Emaus, 
which will make uppers for shoes. 


Patents Are Leaders 


Horace Gentel, of the Walk-Over Chest- 
nut Street Store, says that today patents 
are selling best of all. Only a few calls come 
in for black suede and colors are quiet. He 
is looking forward to a big white season in 
which sports shoes will occupy a prominent 
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place and canvas shoes will sell in propor- 
tion to those made of other materials. 
Sandals are very popular. There is com- 
paratively little call for two-tones. Mr. 
Gentel feels that tan calf will be quite 
active in fall. There is a pronounced de- 
mand for plainer shoes. Tailored pumps 
for wear with tailored costumes are going 
strong. Blacks for men are selling very 
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well. There is also a good call for soft box 
shoes in the lighter shades of tan. 


Making Room for Whites 


The. Kathryn Footwear Shop recently 
featured a sale of all of its line of this sea- 
son’s models to make way for its white 
footwear. 





Blacks Move Freely While 
Whites Are Slow to Sell 


ROCHESTER—Business during May 
has been disappointing to local retail shoe 
merchants. Trading generally has been 
dull in all parts of the city, including the 
stores in the down-town section. 

There seems to be no let-up in the de- 
mand for patent leather and satin foot- 
wear. White footwear is selling slowly, 
due undoubtedly to the backward weather 
and merchants, who are displaying white 
shoes, report that the public shows little 
interest in whites. 

Another feature of present day condi- 
tions is the lack of interest on the part of 
the public in special sales at reduced 
prices. Several merchants have tried 
featuring shoes at reduced prices during 
the month, but the public shows a de- 
cided lack of interest even when shoes that 
cost the merchant $5.00 are featured at 
such prices as $2.95, $3.95 and $4.95. 


Selling Strip Pumps 
Miss Germain of the McGurdy shoe 
department reports that strip pump 
patterns in patent, brown kid, and black 
kid are popular sellers just now. Another 
shoe that is selling well is a patent leather 
oxford on a semi-stage last. 


Takes Over Foley Store 


Thomas Ritz, formerly with the D. J. 
Burke shoe stores, has purchased the shoe 


store formerly operated by Ray Foley at 
569 Child street and will continue to 
operate it as a sample shoe store, featuring 
high-grade women’s footwear at popular 
prices. 


In Marbridge Building 


D. Armstrong & Co., Inc., manufactur- 
ers of women’s shoes, have moved their 
New York office to’ 1008 Marbridge 
Building, where Joe Sullivan, who travels 
New England and part of the South, is 
holding open house to greet his friends and 
customers. 


Among the Stores 


Wm. Eastwood & Son Co. recently 
featured Colonial patterns in strap 
effects and cut-out designs. One style 
carries a metal buckle on cut-out pump in 
black calfskin or fawn calfskin. 


Wholesalers on Trip 


Wholesale merchants of the Rochester 
Chamber of Commerce, numbering about 
40, will take a trip next Monday to Sodue, 
making social calls on merchant custom- 
ers in the towns along the way. Dinner 
will be eaten at Sodus and there will be 
brief speeches by Rochester and Sodus 
merchants, and representatives of mer- 
chants associations and boards of trade 
who will be picked up on the way. 





Better Tone in Buffalo 
as Warm Weather Arrives 


BUFFALO—There was enough im- 
provement in the shoe business during the 
week ending May 31 to warrant the hope 
that trade would return to somewhere 
near normal with the first sign of real 
summer weather. The slight pick-up in 
business was attributed to absence of rain 
and the fact that Memorial Day outings 
required more seasonable footwear. 

Merchants, who specialize in ortho- 
pedic lines, have felt the recent business 
slump less than those who feature more 


stylish footwear. The corrective footwear 
stores point triumphantly to the fact that 
in selling “foundation” shoes they are 
building a future trade which will not be 
subject to the vagaries of fashion and at 
the same time are able to supply the more 
staple styles. The realization on the part 
of most merchants that proper-fitting 
footwear should take precedence over 
style is evidenced by the growing tendency 
to add orthopedic lines and to employ_ex- 
perts in fitting customers. 
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Miniature Golf Course in 
Window Display 

In connection with a display of golfing 
shoes for men. and women with suitable 
hosiery, the K. W. Watters Company 
displayed in its window a miniature golf 
course with a mechanical golf player 
driving the ball into a cup-like green, from 
which the ball was conveyed back to the 
tee on a hidden carrier. The novel dis- 
play attracted many people and gave an 
impetus to sales of the featured mer- 
chandise. 


Sattler to Build 


John J. Sattler, Buffalo’s largest East 
Side shoe merchant, will erect on the site of 
his present store at 998 Broadway, a new 
building to cost from $50,000 to $100,000. 
The building will be three stories high on a 
plot 58 by 100 feet. It will havea terracotta 
facing and will be of brick construction. 
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All floors will be used in housing the Sat- 
tler shoe business. The site is a Broadway 
landmark. The new building will have 
50,000 square feet of floor space, devoted 
solely to the sale of shoes. 

John G. Sattler, also a real estate 
operator, established the present shoe 
business in the spring of 1891 in a small 
store 22 by 30 feet. 


Shoe Merchants’ Outing 

There will be a meeting of the Buffalo 
Retail Shoe Dealers’ Association early in 
June to arrange for the organization’s 
annual outing which in past years has 
taken the form of a boat cruise down the 
Niagara River and a picnic on Grand 
Island. It is probable that a similar affair 
will be held next July. There will also be a 
discussion on the styles displayed at the 
recent Brooklyn show, which was at- 
tended by a large number of our leading 
merchants and shoe buyers. 





Shoe Merchants of Portland, 
Maine, Elect New Officers 


PORTLAND, ME.—More than a hun- 
dred members of the Maine Retail Shoe 
Dealers’ Association met in its annual ses- 
sion at the Elks Home recently. At the 
business meeting and election of officers 
the following officers were elected for the 
ensuing year: president, T. Henry Black, 
Portland; vice-president, Paul Merrill, 
Portland; treasurer, Edwin B. Carr, West- 
brook; secretary, Merton A. Lane, Port- 
land; Directors: Alton I. Cropley, Port- 
land; Charles Davis, Portland; Maynard 
Dean, Portland; C. L. Christie, Kenne- 
bunk; R. F. Andrews, Norway; Pierre Le- 
veque, Lewiston; and I. Cetlin, Biddeford. 

Samuel A. Davis of Chicago, field secre- 
tary of the National Shoe Retailers’ Asso- 
ciation, was the speaker of the session, 
making addresses to the store proprietors 
and to Mr. Davis has 
spoken in more than 200 cities on wholesale 
and retail selling. The retiring president, 
Grover C. Hanson, introduced T. Henry 
Black, the newly-elected president, who in 
turn introduced Mr. Davis. 


shoe salesmen. 


Sam Davis on Profits 

In his talk to proprietors, which he 
called, ““Where Are My Profits?’ the na- 
tional secretary said in part: 

“Many shoe merchants ask me how they 
can make more money in the shoe busi- 
ness; I tell them that that is the wrong 
question; what they really should ask is: 
How can I fit myself to make more money 
in the shoe business? Thousands of failures 
are due to the personal blindness of mer- 
chants who do not know the facts about 
their business. 

“There are so many new conditions in 


retail selling in the past few years that it 
behooves every merchant to ask himself, 
“Where am I going?” Too many men are 
business guessers, not business getters— 
their business is not growing, but going; 
they are getting not so much net as nit. 
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“Too many men have been shoe dealers 
instead of shoe merchants; they have been 
doing too little business with too much 
stock. When you underestimate your over- 
head you are undermining your business 
health. 

“The successful merchant today,” said 
Mr. Davis, “regards his stock as a flowing 
brook, but too many of our stores are stag- 
nant pools with shelves stocked with shoes 
that do not move rapidly enough. The 
years 1924 and 1925 are going to reward 
the fighters for business. Don’t ask me 
about the outlook, just get busy; put men- 
tality and morality into your business.’’ 


“Be on Your Tiptoes’’—Davis 

In his talk to the clerks and salesmen, 
which he called ‘My Job and Myself,”’ Mr. 
Davis said: ““There are three kinds of sales- 
people—help, helpers and helpless. If 
there ever was a time in the history of the 
shoe business when everyone has got to be 
on tiptoes it is the present. During the war 
salespeople and real salesmanship became 
a lost art, but today the clerk must know 
his customers and his merchandise. 

“The proprietor is not your boss, he’s 
only a master servant of the public, who is 
your real employer. Remember that pub- 
lic confidence hangs by a thread and that 
your attitude can snap it like a cobweb or 
make it as strong as a cable. 

“Be glad, be cheerful, be courteous. Re- 
member that courtesy is the lubricating 
oil of business, and discourtesy the sand 
that wrecks business machinery.”’ 





In New Orleans Business 
Continues to Be Erratic 


NEW ORLEANS—Retail houses which 
have been putting on special sales have 
been doing the bulk of the business here. 
In the shoe field, merchants are not satis- 
fied with the way things are going. Buying 
is spotty. 

Hanan & Son recently featured sport 
oxfords for the younger set of black or tan 
Russia calf or beige elkskin. Crepe rubber 
soles are on the shoes. 

Imperial held a sale of discontinued and 
broken lots of pumps and oxfords in all 
materials and colors at $5.95. 

Maison Blanche’s special sale was on 
women’s slippers and oxfords. 


Bresler Store Incorporated 


Mrs. O. Bresler’s shoe store at 430 South 
Rampart Street was incorporated recently 
for $10,000. Louis Bresler and Michael M. 
Syret have interests in the business. The 
officers are: president, Mrs. O. Bresler; 
vice-president, M. Syret; secretary-treas- 
urer, Louis Bresler. 


Window Trimming 


Different types of shoe stores hold to 
different principles concerning window 
trimming. Window decorating is an im- 
portant factor in persuading the con- 
sumer to buy shoes. Many high-grade 
stores show only one color in a window, 
placing many shades of the hue, but 
holding fast to the belief that a clash of 
colors is distracting and harmful. 

The great masses of the lower-priced 
stores show everything they have in colors 
and in patterns in the same window. A 
clash of bright colors, a multiplicity of 
styles are shown together. Is your store 
one of these and what are its advantages 
and disadvantages? 

Two of the most successful stores in 
Boston, Mass., change their windows 
sometimes as often as three and four 
times a week. They are high-grade stores. 
When observing their window displays 
one always derives a definite idea con- 
cerning shoes. Few shoes are shown; 
there is harmony and unity. 
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San Francisco 
(Continued from page 121) 


partment store recently displayed 20 
different shades of hosiery in tan and 
flesh-color, each shade having a different 
name. 

For the city, dark tans and browns are 
popular with well-dressed men, although 
black is strong, too. 


New Peters Store 


Otto W. Peters and C. E. Peters opened 
an attractive men’s store at 60 Kearney 
street. It is exclusively for men. The store 
is fitted with opera chairs of a comfortable 
shape, and close to the seats are ash-trays. 
The five Peters brothers have a number of 
shoe stores in this city and in Oakland. 


Opens in Oakland 


Gallenkamp’s opened a new store at 
714 Market street, Oakland. The firm, 
which specializes in $5 shoes, has nine 
stores in San Francisco and the Bay 
region. 


Orthopedic Department Busy 


An orthopedic department, installed 
about two months ago by Sommer & 
Kaufman, is one of the busiest sections of 
the store. 


Munson to Come Here 


Colonel Edward Munson, U.S. A., who 
has been credited with doing much for the 
comfort and health of soldiers during the 
war, has been assigned to duty in San 
Francisco as 9th Corps Area surgeon. The 
Munson last was introduced ten years ago. 


Personal Notes 


P. B. Skidmore, general manager of the 
Walk-Over Stores here and in Oakland, 
will leave for the East about July 1. He 
will attend the 50th anniversary of the 
founding of the Geo. E. Keith Company 
of Brockton, Mass., manufacturers of the 
Walk-Over shoes. 

J. E. Fleming, manager of the Empor- 
ium shoe department, and J. Rasmussen, 
manager of the Emporium basement de- 
partment, left early in June for Boston 
and New York. 

Morris Frank, Frank & Hyman, has 
gone to Europe. 

H. Katschinski, manager of the Kats- 
chinski Oakland store, and Frank O’Brien 
of the Philadelphia, the firm’s Market 
street store, are in the East. Al. Katschin- 
ski has recovered from an illness and is 
back at his desk. 





An order in hand is worth two in the 
offing.—H. Devarco in “Direct Reflec- 
tions.” 





Stock Dept. 5 

Is At Your Service 

THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 























HENRY LILLY CO. 
88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 
Every Wednesday and Friday 








FOR MEN OM THEIR FEET 


EB rERSoN xe 











better” ‘than ever in Quality and fit 
cownesw of Thade Mark Willman’ 


Black and Brown 
full srzes 3 toll in Stock 
M. GUSTIN CO. 

WI9® St New York 





TRADE MARK REGISTERED 








Do You Know? 


That you can buy or sell it through 
the “‘Where to Buy”’ columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 



































in Medium and+ 
IGH GRADE 


{parted Satin Brocadesand Metal Cloth 
$2.10 per peir and up 


1) somrerst M GUSTIN (o NEW YORK 





BEST-EVER 
Soft-Sole Leather 
Boudeoirs and Novelty 
Kimona Sandals 
Write for Prices 


BEST-EVER SLIPPER CO.. inc. BROOKLYN, N.Y. 


Of the i] = E S if For the 
Better HL) Better 
Grade Trade 








Satin, Felt and Leather 
Soft Sole Slippers 
For the entire family 
No. 7300 Satin in these 
colors American Beauty 
Copen Blue, Old nese. 
Lavender, 
Black, Teepe and Pink. 
Send for Price List 
NEW ENGLAND SLIPPER CO. 
140 Green St., Worcester, Mass. 











PARISTYLE FOOTWEAR MFG. CO., INC. 
41-45 Washington Ave. Brooklyn, N. Y. 
HIGH GRADE MULES AND D’ORSAYS 


Made of Satin, Quilted Satin, Embossed 
Leather, Tinsel and Brocade 
Prices from $23.00 per doz. up 


<a 











FLEXIBLE McKAYS with the comfort 
‘urns 
WOMEN’S COMFORT FOOTWEAR 
MEN’S ROMEOS, EVERETS and OPERAS 


Sold only in case lots 
NORTHEASTERN SHOE CO., Inc. 
54 Auburn Street, Chelsea, Mass. 
Boston Office, 139 Lincoln Street, Room 212 








SLIPPERS pA ee WOMEN 
and CHILDREN 
Seibeom and heuse 
Slippers in a wide 
variety of styles and 
prices. 
ee | SLIPPERS 
noted fer quality. 


FRANK H. PFEIFFER A anon Ine. 
BA Wegitagton Sqpere_=t-_Wereoster, Mase. 
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Sales Ahead of 1923 


Salt Lake City shoe stores are ahead of 
last year in volume of sales. Business, how- 
ever, is not so good as it ought to be con- 
sidering the excellent industrial and eco- 
nomic conditions. Sharper competition is 
partly responsible for this, at least, as far 
as the shoe business is concerned. 


Blacks Continue Strong 


Black satins, patents, white kid, and 
sandals in various colors and styles are 
leading here right now. Some of the store 
managers and proprietors differ as to 
which is actually at the top. There is a 
good demand for sandals in patent leath- 
ers. In regard to white footwear, practi- 
cally no business is being done in fabrics, 
but kids are going well. 


Farmer on Federal Trade 
Convention 


Washington, May 28—Charles W. 
Hunt, head of the Iowa Farm Bureau, 
was appointed by President Coolidge this 
week as a member of the Federal Trade 
Commissioner to fill the vacancy which 
has existed since the resignation of Victor 
Murdock of Kansas. In the appointment 
of Mr. Hunt agricultural interests have 
been granted their request for representa- 
tion on the commission. Mr. Hunt has 
been in Washington recently advocating 
the passage of the McNary-Haugen bill. 
His appointment was recommended by 
Senator Cummins of Iowa. 





The Limit of Plainness 


Lynn, Mass.—A pump, in a sample 
line, is extremely plain. It is of the blackest 
of calf leather, and hasn’t a trimming on it, 
unless its French cording might be called 
a trimming. Its pattern is that of a plain 
seamless vamp. It is stitched with a single 
thread so fine that it is almost invisible. 
Its bottom is as black as night, and its 
edges are set so close that its sole seems to 
have no edge at all. 

Its style comes from its shape. The last is 
as shapely a piece of wood as has been 
modeled for many a day. It carries an 18-8 
keel. It is a No. 4 B, in the sample line, but 

‘it looks a size smaller. 





More Window Shopping 


The retail shoe merchant recognizes 
that today women are in a more unsettled 
frame of mind concerning what they want 
to buy than ever before. There is more 
window shopping going on than in former 
seasons. This, no doubt, can be attributed 
to the great variety of styles. Often a 
woman goes window shopping to choose 
her shoes, rather than entering the store. 





Moderation in all things is the keynote 
to good health and long life. 








FASHION FOOTWEAR 


Women’s Fine Turns 
and Novelties 
Our new models are attracting most favorable 
attention. Hand turn slippers and pumps in 
latest designs and finest leathers. 
TESSIER & BOW DOIN 
2 Washington St., Haverhill, Mass. 








Phillips Shoe Co., Inc. 
Makers of 
Women’s Turn 
Slippers 
276 RIVER STREET 
Haverhill, Mass. 
Boston Office 
207 Essex Street 








Colcord & Walker. Inc. 


Turn Footwear for Women 
HAVERHILL, MASS. 


Factory 34 DUNCAN ST. 








i FOR NEWSPAPER ADVERTISING 
: $1.25 EACH 5 FORS5.00 
H ALSO HALFTONE ILLUSTRATIONS®ILSOEACH 


i The NelsonH.Grover@'s's‘s"r'o'n 








7540 


a 161" A : 
Summer St. BOSTON \7ser/ 











Demand Dunbar Designs 


From Your Manufacturer 


AND BE ASSURED OF STYLE 
AND FITTING QUALITIES 
IN YOUR SHOES. 

















SHOES & STOCKINGS 
FOR INFANTS ,CHILDREN 
AND YOUNG LADIES 
DR.A._POSNER SHOES, INC 

40 BROAOWmY 





Soft Soles and Moccasins 


Ask your Jobber for our 
. We DO NOT sell 
the retail trade. 


Newcomb-Anderson Shoe Co. 


ROCHESTER, N. Y. 








“ELAM” 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 


F. S. ELAM SHOE Co. 


ROCHESTER, N.Y. 
Beston Office, 16 Columbia Street 








AShoe forBoys 
That Wears 


Marston & Tapley Co. 
DANVERS, Mass. 











TURNS ond SOFT SOLES 


nS Stock 
AH MextinGa 


Mehew ROCHESTER NY 





‘Bonita. Shoe * Baby 





Gleal Dab aby, ¢ Shoe @Q 
Vensors. oS aor Ad 
Ba Shoe 


ists 
SEND FOR CATALOG 


NEW YORE GFFIKE S20 FIFTH AVE, 





Where to Buy 
Wanted Styles 


An extra Editorial Service to 
*“*Recorder’”’ readers, free for the 
asking. Write and tell us what 
you would like to know. 








INFORMATION 
for Shoe Merchants 


“WHERE TO BUY” constitutes a 
source of knowledge so that he who 
runs through these pages may read 
—and learn. 
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Footwear Imports Far Below 
Exports 


Washington, May 27—Imports of leath- 
er footwear in April of this year amounted 
to 195,040 pairs, valued at $273,500, 
according to the Shoe and Leather Manu- 
facturers Division, Department of Com- 
merce. Leather boots and shoes consti- 
tuted 43,988 pairs, of which 21,086 pairs 
came from England, 9,201 pairs from 
Switzerland and 3,761 pairs from France. 

Imports of slippers totaled 65,501 pairs, 
of which 10,009 pairs came from Ger- 
many, 11,882 pairs from Turkey and 
37,961 pairs from Canada. Of the dutiable 
footwear, amounting to 85,551 pairs, 
Japan furnished 62,799 pairs, China 6,296 
pairs and Germany 7,419 pairs. 

Exports of footwear in April amounted 
to 596,855 pairs, valued at $1,507,619. 
Exports of boots and shoes were made up 
of 236,310 pairs of men’s and boys’ foot- 
wear, valued at $782,688; women’s 186,- 
375 pairs, valued at $522,867; children’s 
148,220 pairs, valued at $176,236. 


Water-Resisting and Stylish 


Peabody, Mass.—Some tanners are en- 
deavoring to make a water resisting leather 
suitable for fine style street shoes for 
women. They seek to make a leather that 
can be worn out in the rain, or snow, with- 
out any rubbers over the shoes. Most any 
leather.can be made water-resisting by the 
use of oil, but women do not like oily 
leather, because it is apt to collect dust, 
and does not take a fine shine. However, 
tanners hope to make a water-resisting 
leather that will be satisfactory for stylish 
shoes for street wear by women. 


Gore Styles 


Gore styles in shoes have sold better 
this year than most any women’s shoe 
manufacturer expected. The gain on them 
for summer was notable. Manufacturers 
expect that they will sell through the fall. 
These gore styles are now of many types. 
The gore may be in the throat, the side of 
the quarter, or by the lattice on the throat, 
or in the straps. A main idea in making 
gore styles, by the way, is to put the gore 
where it will get the least strain and at the 
same time will hold the shoe to the foot 


most securely. 


Roller kites 


Boston, Mass.—Probably the most ex- 
pensive stock used for lining shoes is roller 
sheep leather. This stock is used in the tex- 
tile trade. It costs about 50 cents a foot, 
but, things being dull in the textile trade, 
some shoemen have got it cheaper than 
that. It is a vegetable-tanned leather, or 
tan color, and it has a smooth, bright 
polish. 
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T. W. copes Pres. F. E. JONES, Treas. 
W. G. DONALD, Vice-Pres. 


F. E. JONES CO. 
FANCY COLORS 


MAT KID 


95 SOUTH STREET BOSTON, MASs. 











? 


_ ee Manufacturers 


in the World of 


Sur s\ lach Glazed Kid | 


ai Kid SURPASS pASS LEATHER @. 











The One! 
Waterproof | 
Leather That 
Takes and Re- | 
tains a Polish. | 


CREESE & COOK CO. } 
Tanneries at Danversport 95 South St., Boston, Mass. 





COATED GEM DUCK 


ADHESIVE BACKING CLOTH 


Rubber and Leather 
Dry Foot Welting 


Sheet. Rubber Soling 

















EVERY DOZEN 
PAIR INA 
DISPLAY BOX 


Robert E. Miller 


" Seley 


Detachable 
New York City, 


* Rubber Heels 














Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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600d shoe buckles © 


ever since 1905 


} L. ALTERSON & CO. “ane 


F162 W 34% St., New York City N.Y 





Specialists in Embroidered Trimmings 
for Feit Slippers, Booties and Moccasins 
New, novel, low- pintes 
and patented process. 

in fancy styles and se. Abo 
SWISS-AMERICAN EMBROIDERY WORKS 
241 Bergenline Ave., W. Hoboken, N. J. 


KBS Satin Quilting 











COLONIAL BUCKLES Six 
Hammered 


. New York City. 
Delivery One Week. 
The H. L. Hymes Co. 
52 W. 16th St. 
New York City 














BALLET SLIPPERS in Stock 


Black and Pink Satin, Black Kid officially adopted 
as the best made professional toe and ballet sl!pper in 
America by International Aasoc te Masters of 


Barnows Fe 


from 6 smull to 7 
Only one exclusive agency in a town 











IN-STOCK 
BLACK BALLET SLIPPERS 


BLOG SHOE FINDING CO., INC. 
147 Duane St., New York, N.Y. 











BALLET SLIPPERS in Stock 


Endorsed by the Worid’s Prominent Dancers 


Bench Made 
BLACK KID SOFT TOE $2.00 BOX TOE 3.00 
PINK SATIN BOX TOE 3.50 
Sizes 6 child’s to 7 women’s 
I. MILLER & SONS, Inc. 


One Carlton Ave., Brooklyn N.Y. 

















Sum ith 


SALLE s 


326 W MONROE ST 
CHICAGO 








W2 SUMNER SMITH 
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Revenue Collections Show 
Increase 


Washington, May 26—Internal revenue 
collections for the ten months’ period 
beginning July 1, 1923, and ended April 
30, 1924, amounted to $2,270,979,926.70, 
compared with $2,043,140,530.89 for the 
corresponding period of the previous fiscal 
year, an increase of $227,839,395.81 ac- 
cording to statistics just made available. 

Income tax collections for the 1924 
period amounted to $1,465,129,582.11, 
compared with $1,284,780,233.60 for the 
previous corresponding period; an increase 
of $180,349,348.51. 

Collections of miscellaneous taxes from 
July 1, 1923, to April 30, 1924, amounted 
to $805,850,344.59, compared with $758,- 
360,297.29 for the previous corresponding 
period; an increase of $47,490,047.30. 





W. W. Kiss Sales Manager 


Milwaukee, June 3—The F. Mayer Boot 
and Shoe Company announces the ap- 
pointment of W. W. Kiss as sales manager. 
Mr. Kiss has been the advertising manager 
of the F. Mayer Company and Great 
Lakes Shoe Company for three years and 
succeeds Chas. G. Sharpe whose resigna- 
tion took effect May 1. 


Talk of Boots 


Lynn, Mass.—It must be admitted that 
there is not only more talk of boots than 
for some time, but there is different talk. 
Some additional business has been booked 
on boots of late, indeed, more than was ex- 
pected. But that is staple business. The 
interesting thing is the talk about pony 
boots, gored boots, ““bobbed’’ or low boots, 
and bootees. 


To Make Novelty McKays 


Beverly, Mass.—The Howard W. Hill 
Co. was incorporated here last week by 
Herbert W. Hill and others. It will make 
women’s novelty style McKay shoes. 


Personal Pointers 


You should certainly carry some life 
insurance. If you are single, with no de- 
pendents, buy the endowments and other 
high-price policies. These have cash sur- 
render and paid-up features and you can 
borrow money on your interest in them. 
If you have a family and dependents, keep 
away from these forms of insurance and 
buy the cheapest kind that you can get 
—you want just as much protection for 
your dependents as you can possibly get. 
The best time to get insurance is when 


you are young. 





Every married man knows what it’s 
like to be pressed for money. 





Reg. U. S. Pat. Of. 
Guaranteed full fashioned 
Let Your Jobber Carry Your Steck 
Harrington & Waring 
41 Union Sq. W. New York 











J. R. BEATON COMPANY, Inc. 


331 FOURTH AVE., NEW YORK 





CHICAGO ATLANTA 


BOSTON SAN 
FRANCISCO 




















Erie Ave. & Amber St.. Philadelphia 


jufact turers 
Ladies’ Full Fashioned Chiffon Hose 
“THAT ARE SUPERIOR 
New York Office, 358 Fifth Ave. 








ABELSY: 


(arlons 


ASK FOR SAMPLES 


‘TOLMAN PRINT. INC 


cae 





ATLANTIC PRINTING CO. 


Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 


201 South Street Boston, Mass. 
Telephone, LiBerty 8673 











No matter what policy you may 

pursue in selling to the shoe trade, 

nevertheless, you need the 

Boot and Shoe Recorder 
ALL THE TIME 
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Advertisements- 











N newspapers, magazines, roto- 

gravure sections, color pages— 
all over the country, millions of 
people will read Keds advertise- 
ments this year. 


Here is a tremendous advertis- 
ing program that means profits for 
every Keds. dealer. Tie up your 
store with this national campaign 
by carrying a full line of Keds. 
Build your summer footwear prof- 
its on Keds, the most popular and 
most widely advertised summer 
footwear in the world. 


United States Rubber Company 











Trademark Reg. U.S. Pat. Off. 
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Early Trade on Canvas Footwear Promises 
Well for a Good Season 


School Children Responding Strongly to Stores Featuring 
Rubber-Soled Footwear for Summer 


turers and retail shoe merchants 

interested in the movement of rub- 
ber canvas footwear is “ringing the bell” 
early this season. As a result, sales of can- 
vas shoes have been better this season 
than a year ago for the same comparative 
period. More school children are wearing 
canvas models than heretofore and the 
new crepe rubber soles attached to canvas 
types have proven a stimulating factor. 

One of the rubber shoe manufacturers, 
the Converse Rubber Shoe Company of 
Malden, Mass., has been placing its 
products before the consumers advertised 
in many daily newspapers throughout 
several parts of the country. In “hooking 
up” its line with the retail merchants, the 
Converse Company showed one of its most 
popular models, advising it was carried in 
that particular locality where the adver- 
tisement was printed. 

Part of the data printed in the Converse 
advertisement follows: ““What a shabby 
way to rest your feet! Not out of leather 
yet? Try wearing your fur cap for your 
after-dinner stroll some nice July evening. 
Then, when you replace it with the cool 
airiness of your Panama, you'll realize 
how your feet will welcome a pair of 
Bronchos—the new Converse recreation 
shoe for summer—instead of the same 
dead weight of hard, stifling leather 
they’ve beencarrying around all day long.”’ 

The United States Rubber Company 
and the Hood Rubber Products Com- 
pany have also been extensively adver- 
tising their rubber canvas shoes as a 
measure to co-operate with the retail 
merchants in creating a bigger demand for 
this type of summer footwear. 


, ectemayr ype by both manufac- 


Featuring Tennis Shoes 


With the opening of the tennis season 
and the national popularity featuring this 
outdoor game, the United States Rubber 
Company has published literature touch- 
ing on the advisability of crepe rubber 
soles on tennis models. “Crepe sole Keds 
praised in an official report of a committee 
of the National Lawn Tennis Association, 
February 2, 1924,” reads the first part of 
the message bearing on crepe rubber soles. 
The rest of the message follows: 

“We are glad to report that at last a 
sole for tennis has appeared which we 
believe meets all requirements. Recently 
the treatment of raw rubber for soles has 
been greatly improved. These soles are 


Cc. H. SMALL 


Recently sailed for London, England, where he 
will hare charge of opening trade on Panco 
products 


commonly referred to as crepe soles and 
were quite generally used during the past 
year.” 

“The ‘Crepe Sole Keds’ made by the 
United States Rubber Company are ex- 
ceptionally fine. These soles will outwear 
the uppers.” 

Inasmuch as the advent of June was 
marked with warmer weather in most 
parts of the country, retail shoe merchants 
are more confident that a splendid rubber 
canvas footwear season is ahead. Early 
reports from the stores confirm the ex- 
pectations that the crepe rubber sole has 


added much to the popularity of the can- 
vas styles. Crepe soles have proven sturdy- 
wearing, comfortable and go well with the 
general appearance of the canvas styles. 


C. H. Small in Europe 


C. H. Small of the Panco Rubber Com- 
pany sailed for Europe June 4 on the 
Berengaria. He is manager of the export 
department and his purpose in going 
across is to open trade on Panco products. 
Mr. Small has enjoyed wide experience in 
the shoe industr» and was abroad in 1919 
for the Goodyear Tire & Rubber Company. 
He is very well acquainted in England. 
He will remain in London for about five 
months during the first trip. Mr. Small has 
been associated with the Huntington Shoe 
and Leather Company as superintendent 
at Huntington, Ind., and United States 
Rubber Company. 

An Inspiring Book 

Get from your library a book entitled, 
“Acres of Diamonds,” by Russell H. 
Conwell. This, with the life of Dr. Con- 
well, is the most famous lecture ever de- 
livered in America. Dr. Conwell gave it 
over 5,000 times and was paid over 
$4,000,000 for delivering it—and every 
cent went into the foundation and main- 
tenance of Temple University, Phila- 
delphia—a college for employed people. 
You will benefit by reading the book, the 
work of a noble man. 





Friendships are the rewards of life—it’s 
decorations. 

Speaking without thinking is shooting 
without aim.—‘‘Between Us.”’ 





A view of the new Smith's Shoe Shop, Bridgeport, Conn. It was recently o 
ily shoe the entrance is a hosiery 


ily s store. Near 


ee See 


med al 1324 Main Street as a fam- 
partment 
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Salable and Safe 


ERE are good Summer 
Styles—ready for your call. 
’Twill pay you to become ac- 
quainted with the Burdett Line 
efficient In-Stock 


No. 550 IN STOCK 


Style 550—Turn. Patent Cali- 


fornia Sandal, 4-8 Heel. A-D, — and 
244-7 $3.75 


. Service. 
C, D, 11%-2 $3.15 


IN STOCK 


Style 540—Turn. Black Satin 
two button one strap. Wood 


Heel. AA-C, 214-7 $3.50 


No. 540 
its 


PPMP CPCPPCPRPPEEPREPEPEREL 


Burdett Shoes are Good Shoes 


ow) 


Dele 





Nee) 


v 


Our service includes mats of 
Stock styles for newspaper 
use. 


ft 


a) 


i 








No. 352 IN STOCK 
Style 352—Turn. White Elk 
California Sandal. Spring Heel. 


814-11, C-D $2.70 
4-8, C-D $2.35 





IN STOCK 
Style 665-——Gordon Welt (ex- 


ceedingly flexible—no box), Tan 
Elk Moccasin Play Oxford. 5-8, 
D-E 2.15 


No. 665 


BURDETT SHOE CO. 


LYNN, MASS. 


( 
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(2 
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CASH IN ON TODAY’S WONDERFUL 
INTEREST IN OUTDOOR LIFE 


Hunting, fishing, boating, camping, hiking, golfing, tennis and other 
outdoor sports are now followed by hundreds of thousands of ardent 
enthusiasts—every one of whom wants and will buy outing footwear. 


Russell’s Moccasin footwear meets their needs perfectly—in the Russell 
line there’s a type of shoe, boot or moccasin for every outdoor sport. The 
dealer who handles Russell’s nationally advertised boots and moccasins 
is sure of mighty profitable business. 


RUSSELL’S 


“IKE WALTON” 


Made to measure from im- 
ported waterproofed veal with 
long-wearing Maple-Pac Soles. 
Staunch as a boot, yet flexible 
as a moccasin. 


Write for Catalog and Dealer Discounts 


The WW.C. RUSSELL MOCCASIN CO. 
927 Capron Si., Berlin, Wis. 


**APACHE”’ 


Formerly known as the “Scout Special,” 
choicest of genuine moccasins for camp and 
outing wear. Shaped to natural lines. Made in 
chocolate and gray elkskin with rubber or 
flexible, sturdy Maple-Pac Soles. 
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Personal Responsibility the Keynote 


N.S. T. A. Urges Merchant Confidence in Goods Ordered—Cancellations Injure Everyone. 
Honorary President Frank J. Weber Scores High Cost of Travel 


\ \ 7 ITH the evil of cancellations just 
as great at the present time as 
ever, the national office is instruct- 
ing its members to carry the following 
message to the retail shoe merchants of the 
country, that the policy of fairness to “the 
other fellow” pays in the long run; that 
the shoe manufacturer is obliged to pay 
the leather man before his shoes are cut; 
that he has to buy his labor before his 
shoes are made, and that all costs in the 
transaction are figured so as to give only a 
very small, if any, margin of profit; where 
shoes are returned, the additional express 
charges cause greatly increased expenses, 
added confusion and a great loss to the 
manufacturer. These goods must be sold, 
and what becomes of them? The manufac- 
turer in order to recover from part of his 
loss, sells these brand new goodsofttimes for 
fifty cents on the dollar, a competitor of 
the retail shoe merchant buys them, and 
perhaps putting more selling effort behind 
them, as he is a better merchandiser, dis- 
poses of these goods at a big profit, and to 
the detriment of the merchant who first 
ordered them. 

Cancellations act also against the trav- 
eling salesman, commission-wise. N.S. T. 
A. members the country over, high-grade 
shoe men, must earn a living wage, but 
many cancellations occur, in 
connection with the high cost of travel, 
there has not yet been found a way in the 


where so 


great majority of cases to give these men 
the added compensation which they have 
for some time sought, which they really 
need and which they might otherwise 
have, were it not for the unnecessary costs 
attendant on distribution, caused princi- 
pally by a lack of the sense of personal 
responsibility on the part of the merchant. 


Weber Urges Increased Compensation 


Frank J. Weber, 1923 President of the 
National Shoe Travelers’ Association, 


writes to the National office from Dayton 
that he is much interested in the various 
articles on salesmen’s compensation. He 
states that there is no question but what 
the trade is going through a cycle which is 
bound to effect changes; that if the condi- 
tion continues by which it is necessary for 
the salesman to visit his territory four to 
five times each year to book a satisfactory 
volume business, some adjustment must 
be made to take care of the increased ex- 
pense that has to be met by reason of the 
extra trips. This will have to be met, or 
the representative, high-grade salesman 
will be forced to seek other fields of en- 
deavor, which situation would be injurious 
to both retail shoe merchant and manu- 
facturer. 

Mr. Weber 


comments on the inter- 





FRANK J. WEBER 


Honorary N.S. T..A. President who covers the 
Middle West for Weber Bros., North Adams 


changeable mileage and Pullman sur- 
charge as follows: “Both these questions 
have met with the same argument and I 
think it paramount to the question. I refer 
particularly to the free pass. Passengers 
holding free passes are counted in the final 
total per passenger per mile carried. If the 
railroad company would give proper credit 
to the passengers who pay, over those who 
do not pay, the total number would show 
a decided difference, but when the pass 
holder is counted in the grand total of all 
passengers carried, it swells the totals of 
those using Pullman accommodation and 
travel generally, which argument is harm- 
ful to the argument for reduced rates. 

“The N.S.T. A. is to be congratulated on 
having so good a representative as our 
Charles W. Morrill as chairman of the 
legislative committee. 


Men’s Boots for Winter 


“A word or two as to the conditions 
affecting the men’s lines on the road today. 
Everyone is trying to find an answer to fit 
the question—Why the lessening in the 
number of pairs sold today? The automo- 
bile seems to be one offending factor and 
perhaps has much to do with the case, yet 
I think that the practice of pushing ox- 
fords for wear during all seasons of the year 
has hurt the most and has caused many 
men to wear one pair of shoes right straight 
through the seasons until that pair is worn 
out—or a ‘one-pair-a-year’ proposition. 
The sale of oxfords instead of boots in win- 
ter has caused the wearer to lack as much 
interest in ‘summer’ shoes.” 


Sheppard Booking Fall 
Business 
W. L. Sheppard, who covers the Caro- 
linas for the Sam. B. Wolf Shoe Company, 
is at present in his territory and is booking 
good business for early fall delivery. 
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LINTON Shoes Have Style 


plus the quality of materials and construction that make for 
sterling values and all-around satisfaction. 


IN STOCK 


No. 722 


“P & V” Black Velour Calf, Bleached Calf 
Quarter Lining, “Rock Oak” Sole, Leather 
Counter and Box Toe, Extension Edge, 
Saxton (Combination) Last........ $4.85 


In Stock, B, C and D Widths. 


No. 828 


“P & V” Aurora (Lotus) Calf (Medium 
Tan Shade) same as No. 722.. .. $4.85 


14 Oxford Styles in Stock— 
Style Folder Mailed on Request 


CLINTON 
SHOE MFG. CO. 


CLINTON IOWA 


June 7, 1924 
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YOU WILL PROFIT 


By selling Cinderella Suede Sticks 

which are made in over fifty shades, 

ground of solid colors. They will 

thoroughly clean and recolor nappy 

leathers. This package is easy to 
use with its suede brush and handy buffer. 


Wire Suede Brush and Felt Buffer can be bought 
separately for only $2.00 per dozen. 


YOU WILL WANT 


Cinderella White Kid Cleaner, the fastest moving 
high quality package on the market. Makes friends 
and keeps them too, because 

it thoroughly cleans and re- 

glazes yellow and worn white 

kid footwear. 


Why not use these Cinderella 
GOOD WILL BUILDERS to 
increase your customers’ sat- 
isfaction? 

Produced by 


EVERETT & BARRON CO. 
Providence, 2. I. 


Makers of highest quality 
footwear finishes 
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“HOLLENDEN 


THE PREFERRED HOTEL 


Cinaanr to all rail, lake, interurban and 
local transportation terminals. Four nation- 
ally famous restaurants and Cafeteria. 

Eight hundred large, comfortable, modernrooms. 


Roomsfrom $2.50 upwards 


a: 


LOTLO} LO) LOL LO) Le LOTTO OLOLLOLOLU OMIT 





Jur 





Jane 7, 1924 


CHARLES H. LOUGHLIN 


Who travels Denver West lo the Pacific Coast for 
Herman E. Lewis 





Loughlin Reports Favorably 


Charles H. Loughin, who travels Den- 
ver West and to the Pacific Coast for 
Herman E. Lewis, Haverhill, is doing an 
excellent business and is being received by 
his customers with great appreciation. 
Mr. Loughin makes his headquarters at 
the Hayward Hotel, Los Angelés. He re- 
ports that white is selling well, also blacks, 
grays, browns, in fact, everything. “This 
neck of the woods cannot be beaten for 
progress,’ writes Mr. Loughin. 


Geo. W. Baker Salesforce 


R. M. McKnight covers Illinois, as far 
west as Nebraska including Kansas, 
Missouri, Wisconsin, and Minnesota for 
the Geo. W. Baker Shoe Company; 
George Ferguson covers the East; “Joe” 
Eddleman, the South; “Eddie” Perez 
covers the Middle West; L. -C. Doremus, 
a member of the firm, covers the large 
towns in the Middle West; Geo. W. 
Baker, Jr., spends the most of his time at 
the factory, but has a few customers in 
the big towns through the East. 

Mr. Baker states that the fall will see 
many browns sold and that bronze will be 
good, also. He looks for a big white shoe 
summer; for evening wear, gold and 
silver brocades with light colored kids. 
He states that French lasts are selling 
pretty freely. 


Watson with Lounsbury- 
Mathewson 


P. J. Watson covers New York City 
trade for Lounsbury-Mathewson Com- 
pany with headquarters in the Marbridge 
Building. Mr. Watson writes that con- 
servative patterns look very good to him 
for fall, as also light tan Russia calf. 
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Smith with Brophy Bros. 


H. D. Smith is New England represent- 
ative for Brophy Bros. H. D. is somewhat 
of a statistician. To illustrate, he has re- 
cently computed that there are 14,000,000 
Smiths in the world—‘“Quite a large num- 
ber of kind and kin, and what a large army 
we would make if we all went forth selling 
shoes?” said Mr. Smith, just before start- 
ing out on a trip. To which remark, Sales 
Manager O. R. Rice stated that if all the 
rest of the Smith family were like Brophy 
Bros.’ H. D., the whole 14,000,000 could 
live in perfect harmony. In other words, 
H. D. Smith, through his long association 
with many men and minds in the shoe bus- 
iness, has won for himself the reputation 
of having a fine personality and a sunny 
disposition which has made for him many 
friends. 


“Jack” Jester Has “Side 
Lines” 


“Jack” Jester, one of the best known 
and most popular salesmen making the 
Southland, has for his regular lines those 
of Moore-Shafer Shoe Mfg. Co. and the 
Mackey Shoe Company, but he has many 
“side lines.” Now “side lines” do not 
necessarily “roll up into big money,” but 
they certainly do roll up many friends and 
make life on the road wonderfully worth 
while. 

In order to explain more fully about 
“Jack” Jester’sside lines, we must goaway 
back to his younger boyhood days on the 
Iowa farm. Here we will find that “Jack” 
was a breeder of horses and considered an 
expert on horseflesh. When the folks in his 
community wanted an opinion of the value 
of their equine “steeds,” they sought ex- 
pert testimony from “Jack’’ Jester. 

Besides horses, ““Jack’’ has ever special- 
ized in all forms of athletics. He has often 
given exhibitions of his hockey playing to 
admiring customers, as well as his golf 
playing and baseball playing. There is, 
therefore, hardly an outdoor sport in which 
““Jack”” may be asked to indulge that he 
cannot take part, and usually so well as to 
make himself most agreeable socially. 


“Jack” Is an Equestrian 


His latest achievement with one of his 
side lines came just at the close of a little 
trip which he had made to Cuba. One of 
his retail shoe merchant friends in Greens- 
boro, N. C., had a spirited saddle horse. It 
is a very difficult proposition for a stranger 
to ride this animal. But “Jack’s” customer, 
knowing of his friend-salesman’s famil- 
iarity with horseflesh, asked him to see 
what he thought of his new horse. “Jack” 
hesitated not a second, and gracefully 
mounting rode the animal proudly about 
the grounds of his customer’s estate, 
amid the plaudits of the assembled 
multitude, although all admitted that it 
was “some stunt.” 





WILLIAM MEAD 


Who covers the large cities of the United States for 
S. Weil § Co. His headquarters are at Rm. 842 
Marbridge Bldg. New York 





When “Jack”’ is off the road, he makes 
his headquarters at the Marbridge Build- 
ing, New York. 

Grossman of I. Miller Visiting 
Southeast 


Irving Grossman, of I. Miller & Sons, 
Inc., is leaving New York for a visit to 
some of the important Miller agencies in 
the Southwest. Mr. Grossman will make a 
very careful study of conditions through- 
out the territory and its reaction to the 
Miller presentation, and incidentally will 
show the new fall offerings in Miller shoes. 

The occupancy of the new factory by 
the Miller Company, which will occur 
around July, will mean much to the Miller 
ageacies since it will sti]l further effect the 
service, deliveries and general efficiency. 

Mr. Grossman feels that a personal 
field contact occasionally with repre- 
sentative merchants in various sections 
of the country is highly essential for the 
conduct of his general duties with the 
company and this visit is for the purpose 
of obtaining a first-hand touch with the 
retail situation in a very important field. 


“Harry” Dodge on Trip 
June 7 


Harry Dodge of Dodge Bros., Newbury- 
port, Mass., with Boston office at Room 
211, 139 Lincoln Street, was a visitor to 
New York during the Brooklyn Shoe Style 
Show. “Harry” is one of the best known 
and liked shoe men in the country and so 
ran into the Commodore to say ““Howdy” 
to his many friends who congregated there 
during the days of May 19-21. 

At the present time, he is kept busy at 
his display sample room, No. 211, 139 
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a A Significant Stamp Se=07 


UN AM 


that means SALES to you v.. 








UNIO AMP 


Factory 


Union labor supports union labor in its daily buying as well as in 
industrial crises. 


This means that the stamp of the Boot & Shoe Workers’ Union in 
the shoes you sell is a countersign for organized labor to buy by 
that stamp. 


To them it means that the shoes were made in a factory where the 
democratic principle of collective bargaining is in force. 
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It means that all disputes between those who operate it are settled 
by the judicial method of arbitration. 


oo 
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It means honest workmanship in building the shoes. 


It means that the retailer can order shoes and know that they will 
be delivered on time. 


It means that the retailer has pledged his store to gratify the foot- 


wear needs of organized labor. j= 
best 


Ke 
: 
1 
+}: 
+}. 
~}- 
*}- 
“f- 
*}- 
-f. 
-}- 
t 
+}. 
-}- 
*- 
+} 
+} 
*f- 
+}: 
*f- 
+f 
+f. 
+ 
+f 
+f 
“f- 
-f. 
! 


Finally, it means that the retailer has taken the surest way toward 
increasing his business by satisfying union members with foot- 
wear made by their associates in the shoemaking craft. 


Sell shoes bearing this stamp and increase your sales! 


—ool &S e 
WORKERS UNION 
union YsraM 


Factory 





BOOT AND SHOE WORKERS’ UNION 
246 Summer Street, Boston, Mass. 


COLLIS LOVELY CHARLES L. BAINE 
General President 
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Lincoln Street, Boston, where he has been 
showing some of the new Dodge creations 
jn women’s light tan Russia pumps, or 
satins or patents, to visiting buyers. 

On June 7, Mr. Dodge plans to take his 
customary four weeks’ trip to call on the 
big trade in the West. 


Strassburger-Stiles Salesforce 


The following representatives of Strass- 
burger-Stiles, Inc., were present at the dis- 
play rooms of their house, on the eighth 
floor of the Hotel Commodore, during the 
Brooklyn Shoe Style Show, as follows: 

Frank Ghelin, covering the South; Max 
Steinfeld, covering the East; and Fred 
Orth, covering the West. It was the opin- 
jon of these salesmen that these are the 
days of distinctive effects and smart lines 
with black patent and satin prevailing; 
black suede for fall; brown kid and suede 
during months of August and September; 
with whites, mostly in kid, for the warm, 
sunshiny, summer days. 

Harry Adams with Crossett 

Harry E. Adams, during his entire 
business life, has been associated with the 
Haverhill shoe trade. Following the re- 
cent liquidation of the business in Haver- 
hill of which he was the head, Harry has 
engaged with Lewis A. Crossett, Inc., of 
North Abington, Mass. He will visit the 
large cities with the Crossett line, making 
his headquarters at the factory and the 
Boston office. 

Harry has an extensive acquaintance 
among the shoe buyers and is one of the 
best known and widely traveled salesmen 
in the United States. For the present he 
will retain his residence in Haverhill. 


Shows 


apes Puts on Style 
J. Becker covers New York, New 

, Pennsylvania, Delaware and Mary- 
land for I. Miller & Sons, Inc., also the- 


- 


Rickard Shoe 
Shoe Company. 

Mr. Becker was at the I. Miller display 
rooms at The Commodore during the 
Brooklyn Shoe Style Show. 

Mr. Becker felt “right at home,” as 
style shows are his “long suit.’’ He re- 
cently put on one at Reading, Pa., with 
17 models, for Mr. Armstrong of the 
Walk-Over Store. The big affair was held 
at Masonic Temple and ran for three 
nights with about 7000 people present. It 
is Mr. Becker's intention to conduct these 
shows in conjunction with retail shoe 
merchants in all the big cities of Pennsyl- 
Vania. 


Company and Claremont 


Charles Auer on Trip 
Charles Auer, who covers Pennsylvania, 
New York and West Virginia for the Sam 
B. Wolf Shoe Company, Cincinnati, left 
the week of May 18 for a trip through his 
territory with his new line. 


‘*Many Varieties of Pretty Shoes Will Sell” 


Says 


. R. RICE, sales manager for Brophy 
Bros., sells this line to the wholesale 
trade of the country. Everyone in shoedom 
knows O. R. Rice and knows his extensive 
knowledge of good shoemaking, gained 
from over a fifth of a century’s careful 
study of good fitting lasts and attractive 
patterns. 

Mr. Rice believes that light tan Russias 
will be big favorites for fall, as well as 
brown satins; he believes that the women 
folks look with favor upon gored patterns. 
In commenting upon the women shoe style 
situation, Mr. Rice stated: ““The Brooklyn 
Shoe Style Show has emphasized to me my 
thought that no special shoe, but many 
varieties of pretty shoes are and will con- 
tinue to be in big demand by the ladies.” 


McKean with Carroll- 
Jellerson 


A. E. McKean, formerly with Brophy 
Bros., and later with Haskell, Brown & 
Bradbury,recently joined the salesforce of 
Carroll-Jellerson Shoe Company. Mr. 
McKean left his Boston office at 139 Lin- 
coln Street on Sunday night, June 1, to 
call on the jobbing trade and big shoe 
buyers of the country with his line of 
women’s novelty McKays. His territory 
will be mostly in the South. 


“Al” Cerf Reports Business 


Increase 


“Al” Cerf, who sells the lines of the 
Becker Shoe Company as well as that of 
the Novelty Slipper Company to the whole- 
sale trade of the country, recently re- 
turned to his Boston office at 147 Lincoln 
Street, May 20, from a five weeks’ trip 
through the West. Mr. Cerf reports a very 
nice business in Minneapolis, although the 
Northwest in general did not appear to 
him to be in a prosperous condition. He be- 
lieves, however, that the least bit of con- 
tinuous hot weather will see business take 
a jump. 

He reports a big increase on his chil- 
dren’s line of the Becker Shoe Company— 
so much so as to keep the factory busy 
every minute. He reports that business has 
doubled since January 1, last. He states 
that conditions in the women’s novelty 
slipper business is getting better right 
along, as there seems to be a stronger tend- 


Rice 


A. E. McKEAN 
Who covers the jobbing trade and big shoe buvers 
of the country especially those in the South for 
Carroll-Jellerson Shoe Company 





ency toward extreme patterns in boudoir 
types of footwear. 
On Trip 

“Al” is now off again on a trip, as his 
territory is a big one, and it is necessary to 
keep hustling every minute. He reports 
that for children fancy oxfords are good 
and that there is quite a demand for the 
creased vamp oxford in certain sections; 
that fancy cuff pattern boots for children 
up to ten years will be worn for fall; as also 
light tan Russia calf shoes, with inlay 
work on same. One of his snappy children’s 
numbers is a white elk one-strap with 
slashed vamp. 


McNaughton with Eby 


D. C. McNaughton travels New Eng- 
land and New York State for the Eby 
Shoe Company, Inc. Mr. McNaughton re- 
ports that his oxford types for children 
with creased vamps and crepe soles, es- 
pecially in the larger runs are meeting 
with good favor, although sizes as small 
as 81% are popular with the crepe rubber 
equipment. A very snappy line in smoked 
elk leather in combination with green 
and other colors of kid as well as brown 
patent are among the new creations for 
fall. 
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BROOKS 





HARD TOE 
No. 606 Black Glazed Kid 


B-C-D Widths 





IN STOCK 
SOFT TOE BALLETS 








C and D Widths 
White Kid to Order 


Satins on Order 


No. 601—Biack Glazed Kid 





Gymnasium and Athletic Shoes. Write for Catalog. 





We also manufacture a full line of Baseball, Golf, 








BROOKS SHOE MFG. CO. 


735-41 No. 6th Street 


Philadelphia, Pa. 











GEM 


“CLIFTON” 


Preferred Because Most Perfect 


~) 
— 
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Used with our wet process it produces a 
perfect innersole, as it is easily formed 
in and hugs the lip provi — 
where strength is most need 


You'll Always Specify 
“CLIFTON” Gem Duck 
when once tried 


“Clifton” shoe covering cloths, also 
“Clifton” backing fran re ing — 
- recommended for oe re- 
suits. 


CLIFTON 


MANUFACTURING CO. 
65 Brookside Ave., Jamaica Plain 
BOSTON, MASS. 
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SHOES FOR CHILOREN 











QUICKER TURNOVER 
BETTER PROFITS 


“Merry Walkers” have been life-savers for 
many a sluggish children’s shoe department, 
and the backbone of numerous modest begin- 
nings that have grown to handsome profit 
producers. 


IMMEDIATE DELIVERY! 


There is a Place in Your Store for This 
Line 
No. 2222—Pat. Lea. Bal Ox. with Smoked Elk Lace Stay and 
Collar, Wingfoot Rubber Heel. 
No. tome “¢ above, with Gray Elk Lace Stay and Collar. 
Sizes 5-8.. $1. 84-11 $2.20 114¢-2.. . $2.50 
at 2220—Mah. alt Bal Ox. with Smoked Flk Lace Stay and 
ar 
$1.70 814-11........91.95 1134-2.......$2.20 


Sizes 5-8...... 
Write for Catalog 


WOBST SHOE COMPANY 
MILWAUKEE, WIS. 








‘Hotel Gsse 


——_ WN 


Boston is to see the biggest and best 
shoe style show July 14-17. Time to 
plan now for that event. The Essex 
is in the center of shoe-trade activi- 
ties. You'll find it a comfort and 
convenience to stop here. Make 
reservations now. 


The Essex Hotel Co. 


jJ.J.McCarthy, Pres. T.A.McCarthy, Treas. 
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Dealer Influence is secured thru advertising in the Beot and Shoe Recorder. 
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rr «Baker 


of Brooklyn 


The Brooklyn Style Show at the Hotel 
Commodore gave fitting opportunity 
for retail shoe men to know the qual- 
ity, good taste, correctness of pattern, 
and strict observance of mode of 
Baker shoes. 


The comments of those in attendance 
we feel are the most emphatic endorse- 
ment of our styles and workmanship, 
and are our assurance that Baker shoes 
are right. 











Geo. YW. Baker Shoe (o. 


Brooklyn, NOY. 











New York Sample ‘Room 
611 Marbridge Building 





Dealer Influence is secured thru advertising in the Boot and Shee Recordar. 
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CJor the place where 


the most wear comes ! 


No more ragged edges— 
no more slipping! 


ERE is a toplift which meets a// the demands of fine shoemaking more 
completely than any other. In no other toplift will you find al/ the 
superior features that are combined in an USKIDE Toplift. 
Made of a compound which has never yet been successfully duplicated. 
Flat treading surface assured by depressed instead of raised lettering 
Specially designed attaching surface. 
Applicable to colored shoes (ask us for details). 
A visi 


“USKIDE” stamped on each molded toplift. 30d 
ur 


And—USKIDE is long past the experimental stage Its superiority has been r- al 


proved during the past five years on thousands of shoes, first as a sole—then ~ Be 
an 


as a toplift. werth 


United States Rubber Company 


standy 
1790 Broadway New York 


USKIDE 
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A visit to our booth No. 
32during the NewEngland 
Shoe and Leather Expo- 
sition and Style Show, 
in Boston, July 14, 15, 
16 and 17th will be well 
worth while from an in- 
structive and informative 
standpoint. 4 


‘The 
Ideal 
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A powerful purchasing argument is made without a 
word when you hand your customer one MARSHALL- 
MADE Shoe and fit the other to the foot. He SEES, and 
FEELS the QUALITY. 


C. S. MARSHALL COMPANY 
Brockton, Mass. 


Makers of Men’s Fine Footwear 


June 7, 1924 
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ODD LOTS and SAMPLES 


ALL TRIPLE STITCHED 
AT VERY SPECIAL PRICES 


Broken size scale on each style, but by combining styles 
can give you good assortment of sizes on each color. 


ORDER by Lot Number and give Color desired. 


Lot No. 1—Children’s Sandals Ladies’ Sandals 


Colors—Brown, Gray, Smoked Mahogany, Pearl Rubber Heels on all—Sizes 21%4-8 


Regular prices range from $.90 to $1.25 ; 
Close out at Lot No. 4—Unlined Sandals 


5-8 84-11 11%-2 Colors—Brown, Smoked, Gray, Mahogany 
$.70 $.80 $.90 Regular prices range from $1.75 to $2.00 
Will close out at 
Lot No. 2—Children’s Sandals $1.45 


Assorted colors only on these— Lot No. 5—Full Leather Lined Sandals 
Red, Green, Blue—MOSTLY RED Colors—Brown, Smoked, Gray, Mahogany, 
Regular prices range from $.90 to $1.25 Fawn, Log Cabin 
Close out at 


5-8 814-11 1114-2 Regular prices range from $2.00 to $2.25 


Will close out at 


$.70 $.80 $.90 $1.65 


Lot No. 3—Children’s Oxfords Lot No. 6—Hollywoods 
Colors—Brown, Gray, Pearl, Mahogany,Smoked Colors—Brown, Smoked, Gray, Mahogany, 
Regular prices range from $1.00 to 41.35 Fawn, Log Cabin 
Close out at Regular prices range from $2.10 to $2.35 
5-8 84-11 114-2 Close out at 
$.80 $.90 $1.00 $1.80 





FACTORY DAMAGED 


Sandals—Oxfords Growing Girls. Rubber Heels 2%-8 
5-8 814-11 111%-2 Sandals—Unlined : bed ..$1.10 
Single Stitched............45 .55 65 Oxfords—Unlined .. Tae vee oe =. 
. ; ndals—Patent, Line sate 
Triple Stitched............50 -60 -70 Hollywood—Patent, (ty 4159 
Brown Lotus Sandals— Lined 
814-11 1114-2 All leathers other than patent......... 1.25 
Hollywoods— Lined 
: All leathers other than patent , , 
perforated with rubber heels.....70 -85 Men’s Oxfords Rubber Heels Sizes 6-11 
Creepers Single Sole 2-5 Brown... .25 No Ventilations . ay : . $1.35 


Patent Leather 40 Ventilated . LES. TR 


Children’s and Misses’ fancy 











9 
247 RIDER AVENUE 


NEW YORK CITY 
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We are co-operating 
with many other pro- 
ducers of high quality 
sole leather in carry- 
ing on a countrywide 
campaign to convince 
the public of the 
merits of good sole 
leather. 








The Power of Publicity 
Is Helping You 


Your shoes soled and heeled with real leather are 
being bought by your customers today with 
greater confidence because they Know 


NOTHING TAKES THE 
PLACE OF LEATHER 


Newspapers, magazines, business papers, the radio, 
direct mail, moving pictures, etc., are carrying this 
message throughout the country. 


We not only contribute to the general fund to 
carry on this broad publicity, but we also help to 
maintain the reputation of American sole leather 
through the high character of our tannages. 


The United States Leather Company 


New York Chicago Cincinnati St.Louis Richmond 


The United States Leather Co. of Mass. 
Boston 


SELLING AGENTS 


McADOO & ALLEN A. J. & J. R. COOK 
Philadelphia San Francisco 
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Bince March lst 
JE. T. Wright & Co. 
has opened fifty-four 
new accounts on the 


Arch Preserver Shoe 


and thirty-nine new 


accounts on the 
Just Wright Shoe. 
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The Weakist Link 


in the proverbial chain has no more deadly parallel than the 


INEFFICIENT LINING 


in an otherwise good shoe 





Too often does this weak link make its appearance, 
with its inevitable accompaniments of waste and 
dissatisfaction. 


=~ “z 
Za 


From the disease may grow the remedy. 


Obvious defects in ordinary linings have suggested 


their counterparts: which have been made to yield 
the supreme qualities to be found in the master-lining. 


AVOID THE WEAK LINK 
Specify 


DOUBIETW 


Wiese 


</ 





TTL <A\\ — 


NJ 

















We'll send you a booklet that tells why “‘Doubletwill”’ is the best 
lining there is, if you want to know. 
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Bates ‘‘Mid-Summer Specials’’ 
















Hf} | Pre ee the Bates broad range of “Shoes for the Oc- 
casion” comprises many fine styles particularly suitable for the 
« approaching hot weather period, when men of good dress want com- 
\ fort in their footwear as well as appropriateness and economy. 2M 
y So, the Bates Street and Business Group is at this time particularly Ss 
d interesting to dealers. 
> The pleasing Alligator-trim novelty shown herewith is merely one 
\ of a number of hot weather styles which our dealers are finding 
GZ highly convenient to draw from our stock at the present time. 
If you are not posted Nez 

\ on the efforts with QQ 
; which we are making si 
Yj shoes for the occasion, ; 
: you owe it to yourself, 7 |), | on g 
A\ for profit’s sake, to get / | lhe 

acquainted with the \ a fs \ 

Bates Plan. oF Wa \| ©. F 

Hot Weather Styles 
IN STOCK 






















TYLE No. 02129-B with : a4 he 
its Alligator quarter is not t Sal V7 j he 
a freak. It is a stunning Mid- } / Y \ os B 
Summer shoe for dressy ~-VSS8 






























men that merely embodies a —S—- 

pleasing style feature ap- pete. ON 

propriate to summer cos- . 

tumes. Incidentally, the Bates = 

dealers are selling this shoe a 
EI and its companion in Black 
Z Calf (Stock No. 02121-B) 
4 with much profit to them- 
\ selves. Both styles are made os 
Y) of Pfister & Vogel’s best Calf. te Stock No. 02129-B—(as il- 
Za Oak inner and outer soles and P Wee Vie Ne. 108 Tee att 
Ni counter, and top quality rub- pb ae eB 
Y, ber heel. We advise prompt Stock No. | 02121-B— Same, 
i ordering from stock. greet made of PRY 
Z 
4 
‘ A. J. BATES CO 
S e s * 











WEBSTER MASSACHUSETTS 
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Dr. Darling Oxfords 
IN STOCK 


Our shoes are re- 

peaters. Why not 

go after the Nur- 

~~ ses and Business 

Style B-616 & Women’s trade 


Neves Sreciel’ White Nile Geck. Slee with our Glossy Black Kid Laced Oxford, 12-8 Cuba 
a be) ron 0} u 

Edge. | hewew Wein is. 13-8 White Ivory Cuban . Gon, Rubber Top Lift, Sole Leather Arch 
Heel. White Rubber To) of pe po Spring Arch Dr. Darling pepporting not break oy, pas See Shank 


Repaecting Shank. No. 163 
A5 A449, B49, CSis-9, D3%-9 In Stock AA to E, 3 4-9 


Price $3.50 Specialties Price $4. 25 


SHERWOOD SHOE CO. :: : Rochester, N. Y. 


Originators of Quality Mc Kays 


oO 5D, 


©: 





$20 enone eon enone 


s ° 


o> 


> 
































AOVO s SR se Gpans EIN OY, SOW 














> = Stax Suede 
Y Stick Cleans While 


It Colors :: :: 


Leather Men who know 
the difficulty of cleaning 
and coloring Suede 
leathers at one opera- 
tion, declare the “‘Staso”’ 
Suede Stick a Wonder- 
Worker. — 








Carried In Stock In All Standard Colors 


NOES DIRT ost be had if pref. 
STORES RES ORIGINAL Gaining 36 atacke of 12 diferent eslore 





The Staso Suede Stick is made from a new f ja. It tai The Stase Suede Stick is made in all shades, and sample color 

fnew — yr - erty oe gebptanse that —_ dewnintothenap cards will be sent on request. a 
r, clean ther, at the same time carrying i ied i k in all standa: 

the _ down to the Sue of the leather, eotenesly ing be oe wey te =< ye Special ial shades will re- 

the surface. quire about one week. 

The Stase Suede Stick is a very small, neat package, very or- The Stase Suede Stick is packed 12 sticks in attractive counter 

namental in appearance, and one which eve i —~ “or woman display carton. 

will take pride im using and showing to her friends. $21.00 per gross, F. O. B. Haverhill, Mass., $1.75 per des. 


Send for Sample Dozen Today 


(MANUFACTURERS) HAVERHILL, MASS. x 
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| NENTVY 


THE SHOE THAT BREATHES 








° 


° 


oO 


Smoke blown into the toe of a ““Vento™ 
Shoe proves visibly and conclusively 
that this ventilated shoe will take in air 
and expel it through the patented vent 
holes in the toe. The natural flexing of 
the vamp by the foot in walking does 
this even more thoroughly and evenly. 


oo => 


° 


Exclusive Sales Rights To 
Progressive Merchants 


There is a great, unfilled demand for a shoe which will 
entirely relieve and rest overheated, burning feet. 


&&>- 








} KD 


The “Vento Shoe” will do this in every case. 


Stock No. 1200 To those merchants who sense the salability of a thoroughly 
Gun Metal Oxford, Hague Last high grade, ventilated shoe which does exactly what we 
claim for it, we offer the exclusive control of this shoe in 
the merchant's city or town. We believe that the greater 
profit which will come to our customers and ourselves 
from such an exclusive sales agency is its best argument. 


The Vento Agency is proving of great interest to mer- 
chants in stabilizing their business and increasing their 
profits through more rapid turnover. Write now for the 
full particulars of the Vento selling plan. 





Four popular styles of ““Ventos” are carried in stock. 


Stock No. 1350 
Colored Calf Oxford, Scot Last he 
REFRESHING 
: m 
3 N 


. iT BREATHES 


THE PRESTON B. KEITH SHOE COMPANY 


BROCKTON $3 Campello Station $3 MASS. 














a! Dealer Influence is secured thru advertising in the Boot and Shoe Resorder. 
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1 
is only through Sey 
the destruction 


d for 
With 


The United States is NOT going 


to the dogs. The shoe business 


is 


NOT going to Hell. The American 
people are NOT going barefoot. Over 
300,000,000 pairs of shoes are re- 
quired annually by our prosperous 
American citizens. Ten years from 
now 400,000,000 pairs will be needed 
to supply the demand for American 


footwear. 


The Shoe Business is bound 
to grow. 


Sree [Tu e 
Treasurer and General Manager 


BOOT AND SHOE RECORDER 
BOSTON 


CHICAGO NEW YORK PHILADELPHIA 


ROCHESTER 





—omy 


From the Bosten Post’ 


PREPARING FOR PROSPERITY 

Mr. Barron, editor and publisher of 
several of the best known financial 
papers in America is quoted as saying: 
“The foundation of five years of the 
greatest prosperity this country has 
ever known is being laid.” 

To the casual observer who only notes 
that business has slowed down in the 
last few weeks quite visibly; that un-| 
employment is spreading from New| 
England to other sections, and that the | 
unsettled political situation has tended | 
to aggravate nmtters, Mr. Barron’s| 
statement must seem somewhat an- | 
omalous. | 

But the economic history of the! 
United States shows that the foundation | 
for every boom period in business | 
laid im just euch conditions as are now | 
prevailing. Capital is piling up in the! 
bank reservoirs in unprecedented quan- | 
tities. It was thought last year that we | 
had more gold than was needed. Yet! 
in the first four months of 1924 the| 
imports of gold were nearly double what | 
they were in the same period of 1923. 

The other day the Federal Reserve 
System reported the largest ratio of 
cash to liabilities since 1917 or since it | 
really started to function as a complete | 
system. This, it is true, means that the 
business demand for money and credit 
is not very brisk. But it also means 
that with the huge gold imports money 
is becoming very cheap and that is the 
cornerstone in the foundation necessary 
for building a period of prosperity. 

Still another factor is also favorable 
for a prosperous era ahead. Commodity 
prices are falling and have been for 
many months. Raw materials especially 
are getting down to prices that will make 
possible a profit for the manufacturer 
and a selling price that will enable the 
merchant to attract buyers. 

So, while current conditions are not | 








| |@iigood as we should like, there is) 
satisfaction to be gained in the knowl-| 


edge that the ficld is being prepared | 
for the seed and that a better harvest 
will be reaped because of the time thus | 


spent in preparing the ground. | 





CINCINNATI ST. LOUIS 











Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Modern Time Savers 
Ask for Shoes 
With Lacing Hooks! 


: 
| 


6 
b 
2 
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BEAUTIFUL STYLES 


IN STOCK 


> le B 348 Price $5.00 
Patent Colt, Cut-Outs in Vamp and 
Quarter. 11/8 Cuban Covered Wood Heel, 
. “7 a= ed.” P 95.00 Style B 352 Price $5.00 Style B 318 
nyse rice All Patent Colt, 14/8 Cuban Covered Wood : j 
Grade Turn. White Cabretta One-Strap Sandal, 12/8 Cuba 

Same in High Grade Turn Heel, “Wilson Sewed. Couered Heel, High Grade Turn. n 
Style B 353 Price $5.00 
Same in Black Satin, “Wilson Sewed.” 


Style B 357 Price $5.65 

All Pome Colt, 15/8 Spanish Covered Wood 

Heel, High Grade Turn. 

Style B 356 Price $5.65 

Same in Black Satin, High Grade Turn. 

Style B 361 Price $5.50 

All Patent Colt, 14/8 Covered Wood Heel, 

High Grade Turn. 

Style B 362 Price $5.50 

Same in Black Satin, High Grade Turn. 
SIZES AND WIDTHS Style B 359 Price $5.85 


Style B 316 AA 4 -8 -8 B_ 2-8 All Patent Colt, Colonial Gore Pump, 14/8 
Ali White Nu-Buck Sandal. 8/8 Pa a Cc 2%-8 ‘: 24-8 Spanish Covered Wood Heel, High Grade Turn 


Heel, White Rubber Top-Lift. Welt TERMS: Net 30 Days Style B 360 Price $6.00 
Same in Black Satin. High Grade Turn. 


JOY, CLARK & NIER, Inc. Rochester, N. Y. 






































THE LATEST YET n 
Roman-lonic-Glass Pedestals Fine Calf Leathers 


for 
Shoe Store Trims Manufacturers of 
Made in 
Gin., 9in., 12in., and 1S in. heights Velvetta Calf— 


A different setting for every day in 
the year Tuscan Calf— 


Write for illustrations and prices. 
DAVID B. CHAMBERS Russia Calf— 


907 Arch Street ' s 
PHILADELPHIA - - PA. Strictly Pine Full-grain Calf Leather 


“Everything for the Show-Window” HUNT-RANKIN LEATHER CO. 


BOSTON PITTSBURGH 106 Beach St., Boston, Mass., U. S. A. 
25 Essex St. 6707 McPhersonBivd. 


GREELEY BOUDOIRS °% 


are in a class by themselves. se Joes 
pport for the ankles af 
Superior every way. Snappy ing cblidren and es 0 2 fully vente 
Fe eee eres 


colors, fine materials, good 
workmanship. They sell 
every day and there’s a 
good profit in every sale. 
Styles in stock for im- 
mediate delivery. 
































Kid. 36 pair lots only. 


If Your Jobber Cannot Supply You, Write Us. 
x A. W. GREELEY, Haverhill, Mass. yx 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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The Same Sturdy Cords 
For Sole as Tire 


DURABLE 
FLEXIBLE 
WATERPROOF 
—AS A TIRE 


Ccorp~ 
ea 


The Sole that Puts Pep 
in Shoe Sales 


YOUR customers will appreciate the extra service, 
added comfort and genuine satisfaction that “GRO 
CORD” Soles give their shoes. And because of un- 
usually long wearing service you offer shoe economy 
in its truest sense. 


Ask the salesman who calls on you to show you his 
samples with “GRO CORD” Soles. Leading manu- 
facturers have demonstrated their confidence by retain- 
ing them in their line, season after season. 


THE LIMA CORD SOLE & HEEL CO. 


LIMA, OHIO 


A. R. Mueller Co. Edward C. Mueller, A. C. Morand Co., Northwestern Leather 
258 Fourth St. 301 Advertising Bldg. 304-6 Sacramento Co. 

Milwaukee, 1627 Locust St. Street 14 South Street, 

Wisconsin St. Louis, Mo. San Francisco, Cal. Boston, Mass. 








Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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After the day’s Play---- LMOG-HU, VT i 


RRRRRRRRR Reread 


When you appeal to the child, think as the child thinks. 
“Snug-Futs” for children are a keen delight to all kiddies 
because they are made with original cuff designs, which 
give the play spirit a chance to operate. The slipper 
illustrated, for example, has a cat and dog motif in color. 



































But slippers of this type are a source of real satisfaction to 
the child’s parents, too, because they are built with cus- 
tom-made care to give lasting service. Only the finest 
of materials are put into them, and they are styled right 
to the moment. 


The “Snug-Fut” line is distributed through the jobbing 
trade. We will gladly ship through any jobber you specify, 
and, if you wish, send samples for your inspection. 


Communicate with us today. 


Novelty Slipper Co. 


121-131 W. 19th Street New York, N. Y. 


«Slippers of the Better Kind” 

















HERE IT IS!! 


JUST WHAT YOU WANT 
BLACKS AND TANS 


. -They’re Big Sellers--- 
A ee ee Adjustable Auto Heel Protectors 


No. 880__Leather Sole, Gallun’s No. 23 Light Col- 
ored Aztec Calf College Oxford, Blind petate, Coll They protect the heels of women’s Shoes[when driving an auto- 


. $81__Same, on tal Calf. Sizes A mobile—no more scuffing of heels on automobile pedals. Made in 
IN Meet sgt D S11. Couch Lose Bleck: White or Tan for Cuban or Louis Heels. They retail at $1.00 


$6.85 
No. 841.__Crepe Sole, Gaiiun’s No. 3 Tan Norwe- giving a satisfactory profit. 


STOCK Eoech Lact. Sriors: PWinde b 6 alt $6.00 PerJDozen 


Tipps Lave Sis ad Widtba Beit C's E. T. GILBERT MFG. CO. 


5-11. 


FREDERICK S. PECK 228-36 South Avenue Rochester, N. Y. 
40 Thomas Street If Your Jobber Cannot Supply You, Write Us 
WORCESTER, MASS. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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California Convention Plans Progressing 


Los Angeles, Cal., June 5— Interest in the Cali- 
fornia Shoe Retailers’ Association Convention, to be 
held at Hotel Biltmore on June 23, 24 and 25, is increas- 
ing as the time draws near for the occasion. Committees 
are very active and plans are gradually developing. 

In the mornings different lines of merchandise will be 
on display in the sample rooms at the Biltmore. After- 
noons will be devoted to live addresses and discussions, 
and Mr. Rosenbach, vice-president of the National 
Shoe Retailers’ Association, will address the convention. 

The trade conference committee will be one of the 
features of the convention. The committee will be di- 
vided into six or seven divisions, each handling a special 
subject, and will hold sessions at convenient times so 
that all will be able to attend. The chairman of eaeh 
division will be a retail shoe merchant, who, by virtue 
of this ability, is especially fitted to preside. 

Fred White, of the C. H. Wolfelt Co., is the conven- 
tion president; Melville Kaufmann of Sommers & Kauf- 
mann, secretary-treasurer, and Paul A. Jesberg of Jes- 
bergs’ Walk-Over. Shoe Shop is the convention chair- 
man. The convention committees are headed by the 
following retail shoe merchants: C. H. Fontius, speak- 
ers and program; A. B. Young of Young’s Shoe Stores, 
registration; A. L. Gude of Gude’s, Inc., reception and 
entertainment: James McGiffin of the Innes Shoe Co., 
style show; C. R. McWilliams of the Nettleton Shop, 
traveling men; Frederick Kayser of Wetherby-Kayser, 
publicity and attendance; Frank More of the Frank 
More Shoe Co., San Francisco, style committee. 





Operating 66 Mechanical Supply 
Factories 


The report of the president of the United Shoe Ma- 
chinery Company at the annual meeting of the stock 
holders at Paterson, N. J., May 23, contained these 
interesting paragraphs: 

‘In 1899 the Company was operating four factories, 
all manufacturing shoe machinery. The Corporation 
today, either directly or through its affiliated com- 
panies, is operating sixty-six factories. Nine of these 
are engaged in making shoe machinery and tanning 








GROPING IN THE DARK 


Time was when the purchase of advertising space was 
a “blind groping in the dark.’’ Advertisers had no means 
of checking a publisher’s statement of circulation and 
often these figures were unreliable. 

In six years the Audit Bureau of Circulations has 
solved this perplexing problem. By a systematic analysis 
of distribution and methods this organization is able to 
supply just the data an advertiser needs. The darkness 
is dispelled and the bright light of verified facts takes its 
place. Space buyers no longer find it necessary to grope 
in the dark. 

There are no dark spots in the Boot and Shoe Recorder 
circulation. Our records are audited by the Audit Bureau 


L“ Circulations. 
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machinery. The other factories are devoted to making 
a large and ever-increasing variety of articles used 
in shoe manufacture—such as eyelets, nails, tacks, 
lasts, brushes, dies, cutters and other findings and 
accessories. The floor area required today approxi- 
mates 6,000,000 square feet as against 300,000 square 
feet in 1899. While our administrative offices are in 
Boston, we have branches and agencies in practically 
all shoe manufacturing centers. 

“Conditions in the shoe manufacturing industry, 
on which your Corporation is dependent for its in- 
come, have been uneven and unsatisfactory in certain 
localities. Government reports, however, indicate that 
the total number of shoes of all kinds manufactured in 
the United States during the year 1923 was approxi- 
mately 30,000,000 pairs in excess of those produced 
during the year 1922. 





Textile Testing Service Is Offered 
Manufacturers 


A new service, the testing of textiles used in shoe 
manufacturing, is offered its membership by the Na- 
tional Boot and Shoe Manufacturers’ Association. The 
service is described in a bulletin issued by Secretary 
J. Dudley Smith, which reads in part as follows: 

“Boot and shoe manufacturers sometimes have 
trouble with their textiles and we are in a position to 
advise those interested where work may be done to 
locate such trouble and also to check buying specifi- 
cations. 

“The principal textile products in question are, of 
course, sewing twines or threads, satins, cotton linings 
and lacings. 

“When difficulties are encountered, or when goods 
delivered do not appear to be satisfactory, it is impor- 
tant to find the exact composition of the material by 
determining the count of warp and filling, yarn sizes 
and so forth, to see just where the discrepancy lies. 

“Members interested in locating trouble, checking 
buying specifications or supporting their claims 
against suppliers by independent analyses, should 
communicate with this office and we may be able to 
assist them very materially.” 


Fireproof Capacity 1000 


The Breakers — 


ATLANTIC CITY 
On the Ocean Front 





Dancing 
Golf Privileges 


REASONABLE RATES 
JOEL HILLMAN, President 


Cabinet Baths 








Can You Remember 
"Way Back When... 


MERCHANT bought space in “the paper’ because his 

friend Bill Smith was the publisher, and Bill said his 
paper was read by “‘nine out of every ten families in town?” 
Purely a friendly transaction with no thought of whether 
Bill’s statement was open to question or his judgment in 
error. 





Today the merchant wants to Know what returns the pub- 
lication will give as an advertising medium. Competition has 
forced him to buy space as he buys potatoes or sugar—not 
because the seller is a friend of his, but because he knows he 
will get the full quantity that is paid for, and that the 
expenditure will bring profitable results. 


In other words, selecting mediums for advertising has passed 
from a haphazard procedure to an accurate scientific process. 
This has been brought about through A. B. C. reports. 


The Audit Bureau of Circulations was organized nine years 
ago to provide verified circulation data for the use of adver- 
tisers. It now has a large force of auditors who cover the 
United States and Canada once a year auditing the circula- 
tion reports of over 1400 publisher members. 


A. B. C. reports containing full data on all circulation 
questions furnish the only means by which the advertiser 
can be positive that his advertising is reaching the prospec- 
tive buyers he desires. 


The Boot and Shoe Recorder is a 
member of the A. B. C. The latest 
report will be furnished on request. 


WRITE TO THE AUDIT BUREAU OF CIRCULATIONS, 202 SOUTH STATE 
STREET, CHICAGO, FOR A COPY OF “THE MEASURE OF YOUR MESSAGE” 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


Recorder rates for space less than one-eighth page per SITIONS WANTED—Four cents word for each insertion 
issue: Minimum amount accepted, seventy-five cents. For other * “Want” 
advertisements, seven cents per oak “tor each insertion. Mini- 
1 time 7 times 13 times 26 times 52 times mum amount accepted, 43 .25. £5 uae this "~—. _ po 
os a up to noon on Tuesday of week of publication date m advertisers 
$5.00 Ly = $3.50 $3.00 $2.50 desire answers to come in care of Mhis office, twelve words must be 
.10.00 7.00 6.00 5.00 allowed in each advertisement for address. When advertisers desire 
‘ " " . must be coun in the advertisement an id for accordingly. wers 
20.00 16.00 14.00 12.00 10.00 Soap anast bo cont ender letter gustegs. * 











Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 














SALESMEN WANTED 


POSITION WANTED 


POSITION WANTED 





ANTED—First-class salesman to represent 
factory line of men’s high-class dress welts, 6 
per cent straight commission. Must have at least 6 
years’ experience. Age limit between 33 and 45. 
One that can furnish list of accounts sold in the 
st two years. Must be able to finance himself. 
Bes of references required, none other need apply. 
Edmonds Shoe Company, Milwaukee, Wis. 





W \NTED—A resident salesman in Ohio and one 
n Pennsylvania for a snappy line of women’s 
Mckay shoes. Address E-849, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


ANTED—Salesmen in a few territories to 

handle manufacturer's line of four numbers in 
ladies’ silk hosiery. Address E-844, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


GALESMEN selling shoe trade, all territories, 

take popular priced side line, felt, satin house 

slippers, good commission. Address E-846, care 

_ and Shoe Recorder, 207 South St., Boston, 
ass. 


ALESMEN WANTED—With established trade, 

for Michigan, northern Wisconsin, Ohio, In- 
diana, Texas, California and Pacific Coast to sell 
our line of turn shoes and sandals on 7 per cent 
commission, can be sold with other non-con- 
flicting lines, carry 40 numbers in stock. Address 
with reference. The Rehr Shoe Co., Orwigsburg, Pa. 














lines. 





Sales Manager and Style Man 


Open for connection. Nineteen years with two firms. Had charge adver- 
tising and sales and for five years has developed styles. Guided a factory in 
change from semi-dress shoes to one of today’s recognized leading dress 


Ready to accept place as general manager, sales manager or style man 
with aggressive concern. Want job where hard work will bring co-operation 
and financial return. Prefer salary and bonus arrangement. Expect annual 
earnings of $8,000 to $10,000 if produce results. Your letter will be forwarded 
to me if addressed ‘“*RESULTS,”’ care Everit B. Terhune, Gen. Mgr. Boot 
& Shoe Recorder, 207 South St., Boston, Mass. 








OSITION WANTED—By a salesman with 

exceptional, successful experience, having a 
large and valuable clientele among the leading 
wholesale and chain store buyers of the entire 
country. Women’s welt or Mc line preferred. 
Available immediately. Address E-848, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 





GAL JESMAN WANTED—To sell high-grade line 
of turns, welts, McKays, at = owns for 
infants, children, misses and ladies in 
Wisconsin and upper Michigan. Must: ave experi- 
ence in this territory and drive car. SINBAC, 211 
W. Monroe St., Chicago, Ill. 


GAL .ESMAN WANTED for the states of Dela- 
ware and Maryland, to carry a Philadel = 
jobbing line, also lise of rubbers and tennis. 

fer man to live in the territory, with ad 
Trade already established. Address E-834, care 
Boot and Shoe Recorder, Suite 1420, Widener 
Bidg., Philadelphia, Pa. 


S ertsed WANTED to sell extensively ad- 








Street, Boston, Mass. 


E will have a number of good territories open 
after July first. Our line consists of high-grade 
work shoes and outdoor sport shoes. wy! men of 
gg sales ability we be ag nivpene 


Manufacturing Comp PP 

WANTED— Experienced salesman to show, as a 

side line or otherwise, some thirty samples of 

popular-priced women's arch support shoes to 
retail at $5.00 and $6.00, also novelty shoes. 
Quick selling. - Gem t in oun. Eight per cent 
comm weekly. erences necessary. 
Westcott ott Whitmore Co., Syracuse, N. Y. 








Wis. 








SIDELINE OPPORTUNITY—Hard hittin 
sistent producers to sell a popular 


cKay com- 
the 


co of 
women's 





HOROUGHLY EXPERIENCED SHOE 
MANAGER-BUYER desires connection. Ca- 
oy and aggressive. Ten years with present New 
ork concern. Address K-655, care Boot and Shoe 
Recorder, 127 Duane St., New York. 


SITION WANTED. First class shoe designer 
and pattern-maker, and first class artistic work, 
and all experience on hand-made shoes. I have the 
best reference. Address J. P., 4214 N. Darien St., 
Philadelphia, Pa. 


STITCHING Room Forelady long experience in 
high grade novelties wishes pene. Quality 

and production guaranteed. Ad E-830, care 

tt and Shoe Recorder, 207 South Street, Boston, 
ass. 











HELP WANTED 





This long-established, high-grade dry 
s store wants a live, aggressive Buyer 
‘or its Shoe Department. The assistant in a 
big store shoe de; ———- who is ready to 
step up to the it position, or the alert 
head of a small shoe shop who is capable 
of bigger things will find this a real oppor- 
tunity. He must know footwear values, 
fashions, markets and sources; have good 
taste, selling and executive ability and be 
thoroughly accustomed to high class trade 
Give details of experience, volume and 
character of business handled, salary 
desired and references in the first letter. 
GLADDING DRY GOODS CO. 
Providence, R. I. 





FOR SALE 





Exceptional opportunity for exception- 
al salesmen to sell the Ogden line of 
men’s medium-priced Milwaukee dress 
shoes in several territories on the most 
exceptional compensation plan ever 
offered. Inquiries invited. Ogden Shoe 
Co., Milwaukee, Wis. 














CLEAN Shoe Stock for sale. Invoice about 
$9,000 in hustling town of 8,000 in southern 
Michigan. Address E-845, care of Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 





R SALE—1,200 ir stock men’s, women’s, 
children’s shoes. 150 feet sectional shelving, 
addi machine, typewriter, light fixtures. Act 
ques. Address Shoe Store, 435 Main St., Racine, 





LINE WANTED 


(COMMISSION line men’s medium priced welts 
4 wanted for Alabama, Georgia and Florida. 
Wish short line to handle with other lines. Have 
established trade. Address E-847, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 








WANTED TO PURCHASE 


THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 enesDWAt, NEW Yous, 
Phone—Canal 








Bargains in shoes al gn bend 6 jal 
argains Sp. chews Buea foe apes 








HIGHEST CASH PRICES PAID 
for entire shoe stocks. We rm buy 
surplus or slow sellers. Quan: bay 
Retail or wholesale. Shot te verm | n Teasea fm 
off your hands. Wire or cess Corre- 
spondence TN gt Established ‘1890. 

MAX GLAUBERG 
313 Church Street, New York City 


We also purchase clothing, hats, rw | 
goods, etc. Phone Canal 8764-580: 


CASH PAID 


ier cae cteome ot expels, cinch af chem oo 
for other mer Leases taken over. 
We will send a sapeenentative to investigate 
and make offer upon request. 
Kalter Cerf. Mercantile C., Inc. 
591 Broadway, New Y City 
Phone Spring 5160-5161-5162 


CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandiee. Any quantity. 
Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 


622-624 Broadway, New York. N, Y, 
Phone spring 1443 
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MISCELLANEOUS 








a 








HOTEL ALEXANDRIA 


S. L. ROOT, Manager 
250 WEST 103rd STREET NEW YORK CITY 
Between Central Park and Hudson River 














and River side 
Drive— 





Withaut auestion the coolest location in the city 
Sub way express station at door, elevated two blocks 
away 

Special attention given to ladies traveling alone. 
Exceptional Restaurant at very moderate prices. 
Single Room With Private Bath $3.00 and Up 
Double Room With Private Bath $4.00 and Up 
Other suites ad pene Also a few desirable un- 

furnished apartments on yearly lease. 














DERS 


MODERNIZE 
STORE METHODS 














To provide adequate 

storage facilities for shelf 
stock — to make it accessible 

and convement for clerks and 
stock men to handle with absolute 
safety to isure quick service for 
wholesale or retail trade—imstall one 

or more MYERS NOISELESS 
CUSHION TIRE STORE LAD. 


MISCELLANEOUS 


MISCELLANEOUS 





- awd 


, and upward 


is one reason for the rapidly 
growing popularity of the 
ote] Martinique. 

Another is the consistent 
economy of the entire estab- 
lishment. Here you may enjoy 
a Club Breakfast at 45c., con- 
sisting of Fruit or Cereal, Bacon 
and kgg, and Rolls and Coffee 
—Special Luncheon and Din- 
ners of superior quality are also 
served at the most moderate 
possible prices. 

No location can be possibly 
more convenient than that of 
the Martinique. One block 
from the Pennsylvania Station 
(via enclosed subway) — Nine 
blocks from Grand Central— 
one block from the greatest 
and best Shops of the City— 
half a dozen blocks from the 
Opera and the leading Theatres 
—and directly connected with 
the Subway to any part of the 
City you wish to reach. 


. ST without 
age Hotel 
Martinique 


Affiliated with Hotel M*Alpin 
Broadway~32"0 33” Sts. 


NEW YORK 
A.E.Singleton, Manager. 


























Winpow DispPLay FIXTURES 
ASK FOR CATALOG 


THE OSCAR ONKEN CO. 


tt WT. 4t™* ST. CINCINNATI,O. 





Milbradt Rolling 
Step Ladders 





ist 














“MANCHESTER” 


(Trade Mark Reg. U. S. Pat. Off.) 


CURVED JAW NIPPER 


Just the Tool for That Nail 


The osly nipper 
made which is ust 
the right shape to cut 
out tacks on the insice 
of shoes. 


**Manchester”’ 
Trade Mark Reg. U.S 
Pat. Off. 








nippers are made of 
high-grade tool steel, 
nickel plated, with a 
curved jaw that en- 
ables you to cut the 
tacks close to the in- 
sole. 

Be sure and specify 
Genuine 
“MANCHESTER” 
curved jaw when or- 

dering. 

Write us direct if your 
dealer cannot supply 
you. 


Price, $4.00 


Frank W. Whitcher Co. 


Patentees and Manufacturers 


Chicago Branch 


Boston, Mass. 161 W. Lake St. 











“VARNUM” 


(Trade Mark) 


SIZE STICKS 


Are Used in All UP-TO-DATE 
RETAIL SHOE STORES 


How Is Your Supply ? 


THREE STYLES 
No. 1, 2, 3 


English, French, American 
Standard Measures 


Price No. 3 
MOST POPULAR 


$1.50 Each 


“Varnum”™ Size Sticks 

are made of Extra 

Quality Maple Wood, 

with Nickel Plated 
Trimmings. Makes an attrac- 
tive fixture for the store, also « 
long wearing and useful one as 
well. 


Write Us Direct if Your Dealer 
Cannot Supply You 


Frank W. Whitcher Co. 
Manufacturers 


BOSTON, MASS. 
BRANCH, CHICAGO, ILL. 


80 











Jun 


ff” Wyo 


7, 192 


ranch 
ce St. 


-—____ 
———. 
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BUSINESS REVERSES 
Prescott, Ark.—Prescott Mercantile Co., shoes, 
ete., reported petitioned or petitioner in bank- 


ruptcy. 

n Pedro, Cal.—Robert Joseph, shoemaker, re- 
ported yetitioned or petitioner in bankruptcy. 
Feaetie, Fla.—John Edwards, Edwards Boot 
Shop, shoes, reported offering to compromise at 
25 per cent. 

icago, 1ll.—F. & G. Shoe Co. (Friedman & Gil- 
bert, proprietors, 633 W. North Avenue, 4719 So. 
Ashland avenue) shoes, reported petitioned = 
petitioner in bankruptcy and receiver ap; 

Harry G. Nieman (819 W. 59th street — 
reported petitioned or petitioner in bankruptcy. 

Wingfoot Shoe Co. (not incorporated, 2214 So. 
Oakley avenue) shoe manufacturers, reported 
petitioned or petitioner in bankruptcy. 

saileyville, Me.—Ernest Parent, shoes, etc., re- 
ported petitioned or petitioner in bankruptcy. 

Rock Hall, Md.—Clarence J. Thompson, shoes, re- 
ported petitioned or petitioner in bankruptcy. 

Everett, Mass.—Ayers Shoe Co. Inc., meeting of 
creditors held May 27. a reported as 
$61,455.99 and assets $29,323.73 

Watertown, Mass.—Edward Rosenberg, shoes re- 
ported assigned. 

Jackson, Mich.—Ben Friedman, shoes and furnish- 
ings, reported offering to compromise at 25 per 
cent. 

Minneapolis, Minn.—Midwest Shoe Co., Inc., 
wholesale shoes, reported offering to compromise 
at 45 per cent; 20 per cent cash, 12% oo cent 
30 days’ aot, ha. per cent 60 days’ no 

Kansas City, M ao itz, shoes (303 Me. 31st 
street) reported pm tg 

Brooklyn, N. Y.—Henry Abraham (858 Park ave- 
nue) shoes, reported petitioned or petitioner in 
bankruptcy. 

F. Goldstein, West End Boot Shop, shoes, re- 
ported offering to compromise at 25 per cent. 

Benjamin Lemelbaum (7024 Fort Hamilton 
Parkway) shoes and repairing, reported peti- 
tioned or petitioner in bankrupt 

Octo Shoe Corporation (823 Rock skaway avenue) 
manufacturers of turns, reported petitioned or 
petitioner in bankruptcy. 

Meyer Rubin, Ruby Booterie (1450 54th 
street) shoes, reported petitioned or petitioner in 
bankruptcy. 

‘ourtland, N. Y.—I. Shulman, shoes, etc., reported 
petitioned or petitioner in bankruptcy. 

New York City—Harry Drutman (3671 Third 
avenue) shoes and repairing, reported assigned. 

William J. Kelly (2134 Amsterdam avenue) 
shoes, reported meeting of creditors called. 

Alfonso ! Napoli (100 Christopher street) shoes 
and repairing, reported petitioned or petitioner 
in bankruptcy. 

Dr. M. D. Spitzer, shoes, reported offering to 
compromise at 33 1-3 per cent cas! 

Henry Swart, Fordham Boot Shop (7 W. Ford- 
ham road) = reported oot Shop 

Niagara Falls, N Y.—Mandelcorn’s Bootery (221 
Falls street) shoes, reported petitioned or peti- 
tioner in —— mm 

Schenectady, Y.—Silver & Boyle, shoes, etc., 
reported petitioned or petitioner in bankruptcy. 

Greensboro, —The Vogue, shoes, etc., re- 
ported receiver appointed. 

Pottstown, iver appointe Stein, Stein's Bootery, 
shoes, etc., reported offering to compromise at 
30 per cent. 

Wilkes-Barre, Penn.—Samuel Weisberger, Boston 
Sample Shoe Store, shoes, reported petitioned or 
petitioned in bankruptcy. 

Providence, R. I.—Luigi Censestalie (315 Pocas- 
set street) shoes, reported petitioned or petitioner 
in bankruptc 

Morgantown, W. Va.—Kennedy & Edgar, shoes, 
reported offering to compromise at 33 1-3 per 
cent. 


BUSINESS CHANGES 


Glendale, Cal.—Smart & Gunther Shoe Shop, 
shoes, reported sold out to F. F. Krackey. 

Los Angeles, Cal.—Philip Berkovitch, shoes, re- 

succeeded by B. Wohlk. 
Share, shoes, etc., ey succeeded by 
Blank, Rosenblith Commercial Co. 
Stollin, shoes, etc., reported succeeded by 
: Harry D. Granas. 

Chicago, [ll.—H. & R. Shoe Store, Harry Lebovitz 
(2103 ~ ea avenue) shoes, reported selling 
or sold out. 

M. B. e (2510 W. Division street) shoes, 
etc., enpenter selling or sold out. 
Walter K. Mirowski (3150- 3152 So. 
street) died. 
Ballwanz & Stockfish, Community Booterie, 
b> yl Fullerton avenue) shoes, reported selling or 
out 


Morgan 
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State Boot Shop, not incorporated (11024 
Michigan avenue) Roseland (3244 Lincoln ave- 
nue) shoes, sold out store at Michigan avenue to 


Vurdinne & Schoenstadt. 
Christopher, Ill.—Frank 5 ~ me etc., re- 
t 


ported succeed 
Lewiston, Ill.—L. 


y W. M. Roth. 
M. Donnelly & Co., shoes, etc., 
reported copeess by fire and water. 
Berne, Ind.—Fin! ley Striker Shoe Store, shoes, re- 
dd succeeded by Adam Augsburger. 
Fort Wayne, Ind.—Morris Kaye, shoes, etc., 
ported consolidated his stock with Ben Falk 
Caer style of Ben Falk Shoe Co. 
La Porte, Ind.—Smith’s Shoe Store, S. M. Smith, 
shoes, reported sold or closed out business. 
Greensburg, Ind.—Chester Y. Edkins, shoes, re- 
ported succeeded by Howard W. Beckman. 
Richmond, Ind.—Beckman & Kreimeier, shoes, re- 
od portnarship dissolved. 
Hovan, —William Akel, shoes, reported suc- 
ceeded by George E. Sanders. 
Hazard, Ky.—Fashion Boot Shoppe, shoes, re- 
ported incapperaes $20,000. 
Lexington, —" —Douglas-Jones Shoe Co., 
incorporated $20,000. 
Beverly, Mass.—Howard W. + Co., shoe manu- 
facturers, in rated $100 
Boston, Mass.—Athletic Shoe ao ialty Co., shoe 
manufacturers, incorporated $100,006. 
Cambridge, Mass.—T. Frank Lynch Shoe Co., shoe 
manufacturers, incorporated $25,000. 
Lynn, Mass. harles H. Richardson & Co., shoe 
manufacturers, reported liquidating. 
Newburyport, Mass.—Bliss and Perry Co., manu- 
facturers, capital reduced by $125,000. 
Haverhill, Mass.—Jacques & Welch, shoe manu- 
facturers, reported will move to Newburyport; 


Mass. 
Manistee, Mich.—Charles A. Zobel, 
ted selling or sold out. 
St. is, Mo.—Heller Shoe Co., 
porated. 

R. E. McDonald-Katzmann Co. (1224 Wash- 
ington avenue) wholesale shoes, reported liqui- 
dating. 

Farmington, N. H.—J. F. Cloutman Shoe Co., man- 
ufacturers, capital stock reduced by $255,000. 
Brooklyn, N. Y.—Hyman Lebowitz, Sutter Shoe 
Shop (134 Sutter avenue) shoes, reported sold or 

closed out business. 

Mildred Novelties Manufacturing Co., Inc., 
(372 Classon avenue) shoe manufacturers, 
changed name to Mildred Shoe Co. Increased 
capital to $150,000. 

New York City—Ansonia Bootery, shoes, 
porated $10,000 

Mrs. Fannie Shieman (142 Orchard street) 
shoes, reported succeeded by Nathan Rosen. 

Max Bialek (3881 Third avenue) shoes, died. 

Buffalo, N. Y.—R. Forsyth & Son, shoes, incorpor- 
ated $100,000. 

Philadelphia, Penn.—Max Seigel (2382 German- 
town avenue) shoes, reported selling or sold out. 

Hot Springs, 8. D.—Service Shoe Store, shoes, re- 
ported succeeded by K. & K. Service Shoe Co. 

— Texas—Economy Shoe Store, shoes, in- 

ated $3,000. 

Stam! ord, Texas—Layne Wall Co., shoes, etc., re- 
ported succeeded by a ne-Yates Co. 

Green Bay, Wis.—Chas. J. Windhauser, shoes, etc., 
reported succeeded by Berceau & Manders Co. 


shoes, 


shoes, etc., 


reported incor- 


incor- 





WANTED TO PURCHASE 








We buy 


d cash 
bee and pay highest Price 


wholesale stocks of shoes or any 
object. 











Where to Buy 
Wanted Styles 


An extra Editorial Service to 
**Recorder”’ readers, free for the 
asking. Write and tell us what 
you would like to know. 
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Boot and Shoe Recorder 


PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT 


by the 


BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 


(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 





ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates for 
Wants, For Sales, etc., see Want Page. 

Every precaution is taken by the BOOT AND 
SHOE * RECORDER to avoid printing any 
statement likely to mislead its readers. The 
publishers reserve the right to reject any 
advertising or reading matter which is not in 
line with this policy. 





OFFICES IN 


BOSTON OFFICE: 207 South Street. 

BROCKTON OFFICE: 224 Moraine St. Geo. 
W. R. Hill, Manager, Telephone 507. 

CHICAGO OFFICE: 189 West MadisonSt. Tele- 
phone Maine 1089. B. C. Bowen, Manager. 

ST. LOUIS OFFICE: Leather Trades Bldg. H. 
M. Bowen (B. C. Bowen, Manager). 

NEW YORK OFFICE: Room 101, Graham Bldg. 
127 Duane St. H. Walter Scott, Manager, Tele- 
phone Whitehall 7454. 

PHILADELPHIA OFFICE: Suite 1420, Widener 
Building, H. Walter Scott, Manager. ‘Telephone 
Rittenhouse 3437-38. 

HAVERHILL OFFICE: Chamber of C ce 
Rooms, Haverhill National Bank Bldg. Geo. 
W. R. Hill, Manager. 

CINC 4% an OFFICE: Second National Bank 
Bldg. H . Bowen (B.C. Bowen, Manager). 

neceeeen OFFICE: 626 Powers Bldg. Ro- 
siter L. Seward, Western New York Repre- 
sentative. Telephone Stone 1133. 

LYNN OFFICE: Fred A. Gannon. 

MILWAUKEE OFFICE: Leonard E. Meyer (B. 
C. Bowen, Manager), 405 Broadway. Telephone 
Broadway 1827. 

WASHINGTON OFFICE: William L. Daley, 26 
Jackson Place N. 

PARIS OFFICE: 2 Rue des Italiens. L. Hubbard, 
Manager. 

LONDON OFFICE: P. V. a Manager, 
11 Haymarket, London, S. W., 1 England. 

AUSTRALIAN OFFICE: 439 Lit. Collins St., 
Melbourne. G. Jervis Manton, Manager. 

CONTINENTAL OFFICE: William Salzman, 
Manager I. Adlergasse 12, Vienna, Austria. 

ARGENTINA: Buenos Aires, Rivadavia, 2721. 
P. Sabazzini, Gerente. 

BRAZIL: Gerente, John S. Fitch, 33 Rue General 
Camara, 88 Sob. 

CHILE: Santiago, Las Rosas 1123-1127. 
Fuhrimann, Gerente. 

CUBA: Mr. H. Gomez, Corrales 2A, Havana, 
Cuba. 

JAPANESE OFFICE: Yokohama. J. F. Wager, 
Manager. 

SPAIN: Gerente, Leoncio de Miguel, 
Editor, 20 Fuencarral, Madrid. 





Otto- 


Librere 











New and Used Chairs 
Always on Hand 


Prices from $2.00 each up 


Crown Motion Pictures Supplies 
138 W. 46th Street 


New York City - - N. Y¥. 
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Look for the DIAMOND 





It identifies the original and 
genuine Fast Color E'yelets 
—The Diamond Brard 


ACH eyelet has two tiny raised dia- 
monds which identify it as a genuine 
Diamond Brand Visible Fast Color Eyelet. 
They are made in all the standard colors 
and in a variety of different styles. 


Diamond Brand Eyelets are the only eye- 
lets which are advertised nationally to the 
The tops of Diamond Brand consumer. The public is being educated to 
eyelets are made of solid cellu- 

loid which cannot wear brassy, the fact that they cannot wear brassy, that 
ber er pene ee their finish will last indefinitely, and that 
mn Sede, Tolant the eyelets with the Diamonds are an ab; 
are avuy mcke a are e . 

carefully and accurately de- solute necessity for the good quality and 
signed to clinch firmly and A 

smoothly in the eyelet hole. correct appearance of their shoes. 

Each eyelet bearing the Diamond Brand 
undergoes a very rigid, individual factory 
inspection. Look for the Diamond — it is 
your identification of the best, most care- 
fully made and the most widely known 


eyelet in the world. 


Look for the Diamond 
Trade <@. Mark 








UNITED: FAST COLOR EYELET COMPANY 


Manufacturers of 


DIAMOND BRAND (VISIBLE) FAST COLOR EYELETS 
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SUMMER NOVELTIES 


BLACK -- RUSSIAS -- WHITES 


‘‘ The Season’s Best Sellers ’’ 





White Shoes for 
Graduations, 
Weddings . and 
Vacations. 


B 4214—Patent Leather Imitation Turn. Russias and Patents 

13/8 Cuban Covered Heel. B and C $3.90 le 

B 4217—As illustrated. White Kid B and C for street wear B 4662—Patent [eather Imitation 
$41.00 8/8 Covered Heel. A 


to € 


B 4217—As illustrated. Light Russia Calf. adapted to the new B 4663—All White Kid. A toC......... 
B and C $3.90 B 4664—Light Russia Calf. A to C 


B 4225—As illustrated. All Black Kid... $3.0 shades of Hosiery B 4665—All Black Ooze Calf. A to C.... 
B 4680—As illustrated. All Black 


for immediate delivery 


Patterns that Sell Extra 
Pairs for You. 
Priced Right. 


Terms: 2% 10, net 30. 
F. O. B. Boston 


25 cents per pair less in 
36 pair lots. 


References required on new 


accounts. B 4654—Black Satin, Black Ooze ™_ 
Imitation Turn, 13/8 Cuban Heel. A to C 
$4.50 








B 4681—Black Satin = Ch Turn, Black ) 
Ooze Trim, Cut Out, 16/8 Full Covered | oe | a. Patent Leather, oh 





S h Heel. A to C . 84.60 
pans Eee ? + B 4659—As illustrated. All White Kid. A 
to C $4.50 


B 4666—As illustrated, Black Satin, 
Suede Trim, 8/8 Covered Heel. A toC... 


B 4725—Patent Leather Loop Sandal, Imi- 

tation Turn, 6/8 Leather Heel. C Width. $3.C0 

B 4726—As illustrated. Black Vici Kid. C 

Width $3.00 

B 4727—As illustrated. All Gray Airedale. B 4221—Black Satin, Imitation Turn, 13/8 

C Width . $3.25 Cuban Covered Heel. B and C. "$4.00 
B 4683-—Patent Leather Imitation Turn. B — ro White Kid, also Red, a B 4226—As saseresed. Alli Black Kid... $4.00 

a ee SS Wet aoe st oe ke B 4227—As illustrated. All Patent 


16/8 Full Covered Spanish Heel. B to C. .$4.60 . . 7 
B 4681—As illustrated. Black Satin. B and C B 4228—As illustrated in Light oe oe 


$4.60 
B 4685—As illustrated. All White Kid. . . .$4.60 


ROGERS BROS. SHOE CO. C 


1 4229—As illustrated. All White Kid.. .$4.10 











59 LINCOLN ST. BOSTON MASS. 


PACIFIC COAST BRANCH, 135 BUSH STREET, SAN FRANCISCO 
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EVENING SLIPPERS 


Quite a little attention is being paid this season to the design of the silver and 
gold brocades. In The Adora line this season will be found the paisleys in various 


colors, the honeycomb design, the oak leaf, the rosebud and several other 
patterns. 


IX 


(> 
o> 


= 
‘ 


~. 


I —— 
ne 


2) Os 
~< 


v 

G 

D 
A 


TD 


Faw 
a 


Each piece of silver or gold brocade is imported and is chemically treated. The 
workmanship is that for which The Adora line is gaining such an enviable repu- 
tation, and shoes are made to sell profitably at $10. 


F. E. Adams Shoe Compan 


a | N. H. 


Bost New York Chicago 
215 Essex Street Marbridge Bldg., Room 433 Chicago Bldg., Room 810 


SALESMEN 


‘ . and White 
Pacific Coast—Geo. R. Rule New York—Frank Harris Southern States—Ernest Harry 
+ England—Louis Bonin Chi District—Frank Parker Eastern States—Frank Law 

Middle States—Chas. Reedholm 
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FLOWERS, 
GITY KID 


June 14, 19% 
The following SCHERER, colors 


are also most popular for 
Summer Footwear 


Color 42 
AIREDALE 
Color 5 
MANDALAY 
Color 40 
RACQUET 
Color 23 
ORIENTAL PEARL 

Color 2 
BOMBAY 


Ny yoru asta 
Wewill 
‘bo sim an Ss § 


=) fi lg Vie NY 
Ail N = ait A i 
Ai | Zi 
N G AN \ 
iS latos ry ns ‘A \ 
aed | 


Oscar Scherer & Bro.,/nc. 


ORIGINATORS OF AND LEADERS 
IN FANCY COLORED KID 


29 Spruce St., New York 


FACTORY AT NEWARK. Nv. 
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lors 





VIMILLER) 
(eat ay 


Timely I. “Miller 


IN STOCK 


IMMEDIATE DELIVERY 


The Slendette 
Patent leather 
The Tristrap 
In patent leather 
In tan Russia calf 
In black satin 
In white kid 
In grey kid 
In champagne kid 


The Opera 
In patent leather 


In Russia calf 

In white kid 

In black satin 

In Russia calf with Cuban heel. . 

In patentleather with baby Spanish heel $7.50 
In white satin 

In gold and in silver kid 











In white kid 
In white cloth 
In white satin 
In silver and in gold kid 
The Dualink 

Ia black satin with beaded ornament . 

The Boulevard, High Heel 
In patent leather $7.7 
In tan Russia calf 

The Boulevard, Low Heel 
In patent leather 
In Russia calf 





























ONE CARLTON AVE. I, MILLER G@ SONS, Inc. BROOKLYN,N. Y. 
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ou can stretch ‘died cade : 
on Repco Stretchers. 


VERY shoeman knows that great care 

must be taken in stretching shoes. Sud- 
den pressure inside a shoe will break even 
the most responsive leather. 





The regular, easy action of Repco Stretcher elimi- 
nates sudden and jerky pressure and assures safe 
stretching. 


Repco Shoe Stretchers contain no springs, arrows 
or other delicate or easily injured parts. 


The blocks are made of fully seasoned maple, care- 
fully shaped and smoothly finished, and are held A 
together by a strong steel hinge. No 


The stretching action is by means of a toggle joint, San 
controlled by a square-threaded screw of large pitch. 


Every shoe store should be equipped with the 
entire nine sizes of Repco Shoe Stretchers. 
No. 000 down to No. 6. Corn and bunion 
plates are packed with every stretcher. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON 
SAN FRANCISCO BRANCH, 859 MISSION STREET 
J. K. KRIEG COMPANY 


39 WARREN ST., NEW YORK 


UNITED SHOE REPAIRING MACHINE COMPANY 
BOSTON 





I tines | 





1924 
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| The “Hug-Tite’ Ankle Makes Fitting Easier and Hastens Sales 





NOW 
IN STOCK! 


No. B-387 
No. B-389 


No. B-389—Ruby Red Calf Lace Oxford (Orange Stitch- 
ing), 4% Wingfoot Heel, A-Grade Full-Grain Counter, Radio 
Last. B, C, and D, 5% to ll 84.00 
No. B-390—Mecca Lotus Calf (Light Brown) Lace Oxford. 
Same Style as Number B-389 but with Brown Stitching, $4.00 


No. B-387—Black Boarded Calf Lace Oxford, Dufold Tip, 
Bc Wingioot Heel, ‘7 a Full-Graio Counter, Radio Last, 

C, and D, 5% to $4.00 
No. B-388—Brown Cai (Medium Shade) Lace Oxford, same 
as Style Number B-38 $4.00 


Hug-Tite Ankle Hug-Tile Ankle 


NOW 
IN STOCK! 


No. B-464 
No. B-308 


No. B-308—Patent Blucher Oxford, One-piece Vamp and 
Tongue, Black Alligator Saddle, Trouser Crease, Flexible 
Box, Plain Toe, 4% Goodrich Rubber Heel, Radio Last. B, C, 
and D, 5% to 1l 34.00 
No. B-223—Brown (Medium Shade), Blucher Oxford, One- 
| es Vamp and Tongue, Brow n Alligator Saddle, Trouser 

Crease, Plain Toe, Flexible Box, 44 Goodrich Rubber Heel, 
Radio Last. C and D,5%toll 


No. B-224—Same as Number B-223 in Black 


No. B-464—Mecca Lotus Calf, Southern Tie, Tan igator 
Calf Quarter, Plain Too, Flexible Box, Wingfoot Heel, 
yy = “e Counter, A-Grade "oak Outsole, Radio 
Last. , and D, 5% to Ll $4.60 


No. ha ter he Boarded alt. Southern Tie, Radio Last. 
Same as Style Number B-4 $4.60 


No. B-465—All Patent “a Ea Southern Tie, Radio Last. 
Same as Style Number B-464 $4.60 


Here are a few numbers which you need immediately for your 
trade. Their values will give you a fair idea of what the ‘‘Beals- 
Pratt Line” represents, and undoubtedly you will agree their style, 
workmanship and quality make the “‘Beals-Pratt Line” “BEST 
AT THE PRICE.” 








“BEST AT THE PRICE”’* 











_BEALS-PRATT SHOE MFG. CO., Milwaukee, Wisconsin 











Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Shoes by I. MILLER & 
SONS, 1 Carlton Ave., 
Brooklyn, N. Y. Made 
of Vode Kid color 5 
Fawn with patent trim- 
ming. Quarter lining 
color 51 Fawn. 


























We especially recom- 
mend colors 170 
ORIENTAL PEARL 
and 51 FAWN to- 
ether with color 50 

ITE for summer 
wear. 























Shoes by I. MILLER © 
SONS, 1 Carlton Ave., 
Brooklyn, N. Y. Made 
of Vode Kid color B 
Golden Brown. Quarter 
lining color 51 Fawn for 
contrast. 
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“Vode 


Colored Ki 


co 


—The Stimulus of Business 


Colored kid has shown the Ameri- 
can woman the way to really 
artistic footdress in complete 
harmony, or matching with her 
every costume. 


And her extra pair purchases 
have profited our shoe mer- 
chants and manufacturers as 
they could not otherwise have 
been. 


The one. all important point 
every shoe merchant must con- 
sider in this direction is that the 
colors he chooses for his shoes 
should be authentic and au- 
thoritative, as well as reliable in 
leather quality. 


In “Vode Kid you find these two 
factors summed up to the high- 
est degree of safety. 


Right Now Vou Kid (olors Which Are Selling Most 
Freely Are the Following: 


Color 70 JACK RABBIT 
Color 172 APRICOT 


Color 51 FAWN 
Color 770 ORIENTAL PEARL 


Of the More (olor ful Shades, These -Are the Most 


J 
Favored: 
Color 46 RED Color 340 CLOISONNE Color sgo LIGHT BLUE Color6s YUCHI Color 54¢6 LACQUER 


Color 17 AIREDALE 
Color 50 WHITE 


A decided finishing touch to the shoe—quarter linings 
of GRAY, WHITE and FAWN shades of “Vode Kia. 


The Standard Kid Co. 


209 South Street, Boston, Mass. 


Branch Offices 


100 Gold Street 4 
New York, N.Y. 


70 North 4th Street 
Philadelphia, Pa. 


Agencies 
Chicago Cincinnati 
Los Angeles St. Louis 
Montreal Rochester 


and all leather centers 
of the world 
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16,000,000 BUSY MEN IN 
THIS COUNTRY DEMAND 


SOLID LEATHER SHOES 


Offi On Quick as a “Fash 


Orders To Date Justify 
This Wonder Shoe Creation 


Appreciating this wonderful 

innovation in the shoe indus- 

try shoe dealers everywhere 

almost as a unit pronounce 

TIMESAVER shoes a SUC- 

CESS. Piles of orders and 

inquiries speak sincerely for 

the good wishes of this new- 

comer. Truly a wonderful 

ged ‘ie tribute! The big shoe men 
No. 570—Men's 6 Tan 

Chrome Retan Blu. see and know that TIME- 

All Shoes and Hi-cuts are Goodyear SAVER solid leather shoes 


Welt with Single Heavy Oak Soles, 
Full Vamp, Grain Stock Gussets, 14’ 


Rubber Heels, solid leather construction ATE stimulating the shoe busi- 
ness right now and will con- 
tinue to build a prosperous all-year volume. That will 
spell profits for you! That is the goal toward which ee 
TIMESAVER shoes and hi-cuts aim. And comfort, dura-  X° 1° Ricci’ Moeaia Pac.“ 


bility, quality supreme and the hookless fastener hit the Yq YS0_ Mens je" Tan Chro. Retan. 
Welt with Single Heavy Oak Soles, 


bull’s eye every time. Shoot with TIMESAVERS! Full Vamp. Grain Stock Gussets, 3” 
- aon ee solid leather construction 


6” Chocolate 
a. 


MANUFACTURED BY 


= JANKE SHOE MFG.CO. 


choice ter- 


ritory still MILWAUKEE, WIS. 


open for live 
retail merchants 
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No. 835—Women’s White Cab- 
retta “Strapped” Tip, Covered 
eS eee ee .$3.25 


No. 834—Same as above except 
Covered Spanish Heel.. . .$3.25 


No. 833—Women’s Black Skin- 
ner Satin Strapped Tip (same 
style as above), Black Suede 
Trimmed, Covered Cuban Heel. 

$2.85 


We sell in case lots only, but for 
the convenience of our customers 
these shoes are packed in 18 pair 
cases, regular assortment of sizes. 


170 Lincoln St. 








$2.85 


PRODUCES 


In Stock 


at only 


$3.25 


Sizes 24-7, 3-7, 3-8, 4-8 
C and D Widths 


Quantities are limited 
and prices will move 
them quickly—so we ad- 
vise you to 


WIRE YOUR ORDERS 


and avoid disappointment 


The best month of the year 
for selling whites is ahead. 
Your success in selling 
whites depends on how you 
stock them this month. 


Here’s your opportunity. 
SEIZE IT WHILE YOU 
CAN. 


The Biggest White Season in History 
These Latest Novelty Styles 


in LEVOR’S WHITE CABRETTA 


No. 830—Women’s White Cab- 
retta Chain Strap, Covered 
Spanish Heel.............$3.25 


No. 831—Same as above except 
Covered Cuban Heel $3.25 


Also in Skinner Satin and Patent Colt 


$3.15 


No. 828—Women’s all Patent 
Chain Strap, Covered Spanish 
Heel, Champagne Kid Lining. 
Style as pictured above... $3.15 


No. 826—Women’s Black Satin 
Suede Trim, Chain Strap, as 
pictured above, Covered Span- 


SS eee 


No. 827—Same style as 826 with 
Covered Cuban Heel... . . .$2.85 


ATKINSON-BLUMENFELD CoO. 


Boston, Mass. 
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[LITTLE JOURNEYS, TO AND FROM FAMOUS PLACES | 


| 








Park Street 
Church 























ane 6h 24 A396 AM A890 A42-90 A890 f-70 6099-98 F99°90 4979-978 £97-98 fv 278 fee 





P ark Street Church—suit in 1809 and admired for its graceful spire. Brim- 

stone Corner on which it stands was named from the sulphur stored there for the War of 

1812. Sulphur is one of the principal agents used in vulcanizing rubber and adapting it to 

the uses of industry. Rubber heels must be vulcanized with particular care to give long life 
| and elasticity. We remind you again of our three famous brands—Bull Dog, Vim and Ever 
| Grip, which afford manufacturers the exact grade they require. 











BOSTON WOVEN HOSE & RUBBER CO. Cambridge, Mass. 
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Three Styles 
that have 
the correct 
degree of 
smartness 
to attract 
women who 
admire 
fashionable 


footwear 





B 1447-M $4.25 
Net 30 Days 
Women’s white calf quarter, vamp, and center stra 
white calf ball strap, one strap Skipper sand al. 
McKay sole, Sheik last, one inch white ivory mili- 
tary heel with rubber top lift. 

A4%w8s 

B4 two8 

C3Kto8 








BO1487-0 


covered Spanish Louis 
AAS 





Net 30 days 
Telegraphic Code Word *Polar”’ 
Women’s pigeon gray Delhi buck quarter and vamp, 
Rosita three-strap sandal, imitation collar, tip and 
lace stay, Grasmere last, McKay sole, 15-inch 
heel. , 
to 


Rochester 


DENVER OFFICE 
218 Charles Bidg., Denver, Colo. 
TIGER & McNUTT 
Representative 





$4.75 


B 449-A 


ZACQCOsn A= 














Send for 
Stock Catalogue 


Utz & Dunn 











NEW YORK OFFICE 
Bush Terminal Sales Building 
130-132 West 42nd St., Room 1521 
S. A. McOMBER, Representative 


Women’s all white kid, double instep strap, one 
strap Dulcy sandal, 
inch covered Cuban 


Co. 
N.Y. 


G. C. McATEE, Representative 
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These Shoes 
presenta 
splendid 
combination 
of smart 
style, real 
value and 
workmanship 
which makes 
them rapid 
sellers 











$6.35 
Net 30 Days 


McKay sole, Savery last, 144 
heel. 


A4%to8 
B4 two8 
C3%two8 


LOSTANGELES OFFICE 
709 Forrester Building 
Los Ange'es, Cal. 
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; City Square and streets of beautiful Stockholm, Sweden 


No. 108 LOTUS CALF. An attractive shade of light yellowish tan, that is rapidly 
growing in popularity. It is meeting today’s demand in leather for fashionable 
footwear. 

No. 108 Lotus Calf is chrome tanned, glazed and boarded, and has an exception- 
ally fine grain. It is built into shoes of finest craftsmanship, where durability, 
comfort and trim appearance must surpass. 

The untiring efforts of P & V to produce leathers of high standards is obvious 
in this leather, and it carries the P & V trademark for your protection. Write for 


sample cuttings. 


June 14, 1924 
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Beautiful Models in 


White Kid and 
Black Satin 


Patent Cut-Out Instep Girdle. IN STOCK 


Single Sole. Military Wood Cov- 
ered Heel. Newport Last. AA to C. 
$4.25 


Proving the well-known fact that 
Thomson-Crooker have the right 
styles at the right time and at the 
right prices. 














Immediate shipment made on 
these numbers 


No. 162—Levor White Kid Lizette 
One Strap. Cut-Out Trim. Single 
Sole. Full Spanish Louis Wood 


Heel. Beacon Last. A to C. 
No. 163—Black Satin Lizette One- 


Strap, Black Suede Cut-Out Trim, 
Single Sole. Full Spanish Wood 
Covered Heel. Beacon Last. A to 
C. Price 


THOMSON -CROOKER SHOE CO. 


18-26 STATION STREET 


BOSTON MASS. 


| 
| 
, 
| 
| 
| 
| 
, 
| 
, 
| 
| 
| 
| 
| 
| 
| 
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TON Y means more 


Reg. U.S. Pat. Off. 


than good leather. 





O use TONY CALF in a line of shoes is to attach to that line a badge of 


intrinsic value and quality, which is generally understood and admitted 
all through the shoe trade. 


Thus TONY means more than good leather—it is a fundamental sales force 
upon which the leather reputation of many a line has been established. 


Our most gratifying experience is to hear, as we do frequently from many a 
long-time user of TONY leathers, this same statement in various words— 


‘‘We have confidence in TONY 
leathers because we know Creese 
& Cook Co. are behind them.’’ 





TONY CALF LEATHERS 


Reg. U. S. Pat. Of. 


RED TAN BROWN BLACK 





CREESE & COOK COMPANY 


SALESROOMS . b OFS TANNERIES 
95 SOUTH ST., BOSTON Ws AND ~ XS DANVERSPORT, MASS. 


P. A. HENRY & CO. Vi” SAMUEL WOLFENSTEIN 
706 Broadway, Cincinnati, O. LOSS EE 39 SPRUCE STREET 
Leather Trades Bidg., St. Louis, Mo. Nace an NEW YORK CITY 
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Gy 
Howard ySos OES 


A SOUND, SMART STYLE 
WHICH ATTRACTS TRADE 


0 


THE “ZEV” LAST 


FULTON BLUCHER OF TAN CALF 
DRESSY SHOE FOR DAILY WEAR 


Our Salesmen are now out with the Complete Line for Fall, 1924 


vompens ewe Foward & Foster Co. 1, weap sin 


ss all communica- 


stock catalogues — write . 
tions to the factory. 


for it today. Brockton, Mass. 


BOSTON OFFICE NEW YORK OFFICE CHICAGO OFFICE 
183 ESSEX STREET MARBRIDGE BUILDING SECURITY BUILDING 
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cA WORD WITHA WORLD OF 
MEANING-T0 BUYERS OF 
SMART SHOPS FOR WOMEN 


Watk- Croft, 


SMART SHOES FOR WOMEN ARE MADE BY 
BANCROFT WALKER COMPANY 
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RUEPING'S 


KIN KIN 


SPORT SHOE LEATHER 


NTY slippers that are sub- 

jected to steady and vigorous 

use gain both beauty and ruggedness 

from Rueping’s KIN KIN Sport Shoe 
Leather. 


In the production of KIN KIN, the 
process of elk tanning for quality 
leather has been brought to its fur- 
thest stage of development by the 
pioneer tanners in this specialized 
field. 


Made in all colors. 
Color card on request. 


FRED RUEPING LEATHER CO. 


Branches: Boston Cincinnati Milwaukee St.Louis New York 
Chicago San Francisco Montreal Northampton, England 
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GH.ALDEN CO 


U5.» 


An Alden Style 


that can be 
delivered promptly 


Lot No. 130 
Medium Light Shade Brown 
Chrome Calf Oxford 
Lot No. 140 
Glazed Calf Oxford 


840 Last 
Rubber Heel - 
A 7-11 C 611 
B 6-11 D 611 





The past four years during which we 
have concentrated upon a _ limited 
range of standard styles, leathers, 


lasts and patterns have proven beyond 
doubt that the economies we have 
effected have greatly assisted Alden 
dealers in giving better value, at no 
sacrifice of profit. 


Our plan also includes quick 
delivery service on certain lines 
altho’ this 1s not an in-stock 
proposition. 


¢ ¢ ¢+ 


C. H. ALDEN CO. 


FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH ST. 
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BARBOUR STORMWELT 


The Revised List below contains the names of 143 manufacturers who have 
in their sample lines shoes made with BARBOUR STORMWELT. This 
list shows an addition of 46 names since our printing of three weeks ago. 


C. H. Atpen Company, Abington, Mass. 
i Arcus Snort Mre. Co. Buffalo, N. Y. 

. N. Axwotp Suor Co., North Abington, Mass. 
Baxenr-Fieip Corpn., Bridgewater, Mass. 
“Mau” F. Barry Co., Brockton, Mass. 
A. J. Bares Company, Webster, Mass. 
Beats-Pratr Suoz Mra. Co Milwaukee, Wisc. 
Be.ievitte Seoer Compayy, Belleville, I. 
Betrmann-Duniar Company, Cincinnati, Ohio 
Bripvcewater Workers Co-op. Assn., Bridgewater, Mass. 
Brocton Co-or. Boor & Sok Co., Brockton, Mass. 
Brockton Soe Mere. Co., Brockton, Mass. 
Brown Saoe Co., Inc., St. Louis, Mo. 
Bucxincuam & Hecut, San Francisco, Calif. 
Burcer & Davin, Nyack, N. Y. 
Burrows Suoz Co., Rochester, N. Y. 
Canapian Footwear Co., Lro.,. Montreal, P.Q., Canada 
Caprrrat City Corpn., Augusta, Me. 
Carutste Saoe Company, Carlisle, Pa. 
Cuurcaitt & Atpen Co., Brockton, Mass. 
Epwin Crapper & Son, Inc., East Weymouth, Mass. 
Crement & Batt Snore Mere. Co., Baltimore, Md. 
Curnton SHoe Mre. Co., Clinton, Iowa 
P. Cocan & Son, Stoneham, Mass. 
B. E. Core Co., Inc., Haverhill, Mass. 
Conrap SHOE Company, Brockton, Mass. 
Copetanp-Ryper Company, Jefferson, Wisc. 
Crappock-Terry Co., Lynchburg, Va. 
Gero. P. Crarrs Company, oagiectes N. H. 
Creet, Mautpin & CuamBers, Inc., Highland, tl. 
A. M. Creicuron, Lynn, Mass. 
L. A. Crossetr Co., North Abington, Mass. 
Custom SHoz Company, Worcester, Mass. 
Daovust, Latonpe & Co., Ltp., Montreal, P.Q., Canada 
Derrcn Bros. SHor Co., Marlboro, Mass. 
Devine & Yuncie Snoe Co., Harrisburg, Pa. 
Diamonp Snot Company, Brockton, Mass. 
W. L. Douctas Company, Brockton, Mass. 
Lupcer Ducane, Quebec, P.Q., Canada 
Ducuaine & Perxins, Quebec, P.Q., Canada 
Durresne & Locke, Lrp., Montreal, P.Q., Canada 
C. A. Eaton Company, Brockton, Mass. 
Exuiotr Saor Comrany, Brockton, Mass. 
Emerson Snot Company, Rockland, Mass. 
Enpicott, Jounson Corpn., Endicott, N. Y. 
Excetto SHoe Company, Brockton, Mass. 
Exce.sior Suot Company, Portsmouth, Ohio 
Fretp & Furnt Co., Brockton, Mass. 
Frecp Bros. & Gross, Auburn, Me. 
Friorsnemm SHoe Company, Chicago, IIl. 
Forsuss Snot Company, North Grafton, Mass. 

. E. Frencn Company, Rockland, Mass. 

rencH, Suriner & Urner Corpn., South Boston, Mass. 
Grose Sxor Company, Chelsea, Mass. 


Gopinc SHoe Company, 833 W. Chicago — Chicago, Il. 


O. Goutet & Son, Lrp., Quebec, P.Q., Canada 
Great Nortsern Soot Company, Manchestci, N. H. 
Grauam Brotuers Suoe Co., Parkersburg, W. Va. 
C. T. Grinnect Suos Company, Rochester, N. H. 
Guanrpian Suoe Co., Lrp., Quebec, P.Q. Canada 

W. B. Hamittow Sxoe Co., Lrpv., Toronto, Ontario 
Haraincton SxHoz Company, Manchester, 

Heyrwoop Boot & SHor Co., Worcester, Mass. 

Hitt Brotuers Co., Hudson, Mass. 

Hogrr-Apam Sxoe Company, Belleville, Ill. 

Houianp Snoz Company, Holland, Mich. 

F. M. Horr Sao Company, Manchester, N. H. 
Hucekins & Tempe, Milford, Mass. 

Hutsxamp Bros. Company, Keokuk, Iowa 

Hurtey Saoz Company, Rockland, Mass. 
Hutcuainson-Winca Co., 590 Atlantic Ave., Boston, Mass. 
Interstate Suoz Company, Manchester, N 





i 


qpouenes & Murpny, Newark, N. J. 

arzy L. Jongs, Inc., Syracuse, N. Y. 

Ws. F. Kane, Montello, Mass. 

P. B. Kuru Snore Co., Brockton, Mass. 

= C. Kanty Company, Brockton, Mass. 
Eystonge Suoz Mere. Co., Kutztown, Pa. 

Aurrep Kiwpautt Sxoe Co., Lawrence, Mass. 

Kiupatt Saoz Company, Manchester, N. H. 

A. S. Kremer Co., Elizabethtown, Pa. 

Large & Apter Co., Columbus, Ohio 

Lenics Vatiey Sxoe Co., Allentown, Pa. 

Leonarp, Saaw & Dean, Middleboro, Mass. 

Leviz Suoz Company, Chicago, Ill. 

Linscott-TyYLer-Witson Co., Rochester, N. H. 

A. E. Litrte Company, Brockton, Mass. ‘ 

Epwarp A. Luepxe Soe Co., Milwaukee, Wisc. 

Lunn & Sweet, Inc., Auburn, Me. 

McCorp-Norton Suor Company, St. Joseph, Mo. 

McEtroy-Sioan Suoe Company, St. Louis, Mo. 

ee McPuerson Co., Lrp., Hamilton, Ontario 
Arion Suoe Company, Marion, Ind. 

A. E. Marots, Lrp., Quebec, P.Q., Canada 

C. S. Mars#att, Brockton, Mass. 

Wm. A. Marsa Co., Lrp., Quebec, P.Q., Canada 

Marston & Brooks Co., Hallowell, Me. 

Merropouitan SHoe Company, Whitman, Mass. 

P. W. Minor & Son, Inc., Batavia, N. Y. 

Moore-Suarer Suoz Co., Brockport, N. Y. 

Morse & Burt, Inc., Brooklyn, N. Y. 

Morse & Rocers, Duane & Hudson Sts., New]York, N. Y 

Mytes Soe Co., Lrp., Toronto, Ontario 

A. E. Netrrieton Company, Syracuse, N. Y. 

Noyes-Norman Suoe Co., St. Joseph, Mo. 

M. A. Pacxkaxp Company, Brockton, Mass. 

E. B. Prexensrocx Snot Merc. Co., Dubuque,"lowa 

F. C. Pincree Sons Co., Detroit, Mich. 

Prant Bros. SHoz Co., Manchester, N. H. 

Isaac Prouty & Co., Spencer, Mass. 

Racine SHoe Mec. Co., Racine, Wisc. 

Rep Seat SHoe Factory, Atlanta, Ga. 

E. P. Reep Company, Rochester, N. Y. 

Luke W. Reynotps, Brockton, Mass. 

Reynotps, Daagce & GaBELt, North Easton, Mass. 

Rice & Hurcurins, Inc., South Braintree, Mass. 

a Rircutz Co., Lrp., Quebec, P. Q., Canada 
osinson-Bynon Suoe Co., Auburn, N. Y. 

Ross Sot Company, Marlboro, Mass. 

Scuwarz-Rucctes, Inc., Brockton, Mass. 

C. B. Stater Co., South Braintree, Mass. 

Stater Suoe Co., Lrp., Montreal, P.Q., Canada 

t P. Smira SHoze Company, Chicago, Ill. 
TAHLER-Baver Suoe Co., A!lentown, Pa. 

Stacy-Apams Company, Brockton, Mass. 

Stetson Suor Company, South We mouth,"Mass. 

Stronse & Tar.tow, Inc., Brockton, Mass. 

Sronertetp-Evans Snore Co., Rockford, III. 

Tasor Suoe Co., Lrp., St. Thomas, Ontario 

E. E. Taytor Company, Brockton, Mass. 

Tertrautt Sxoe Mre. Co., Lrp., Montreal, P.Q., Canada 

Tuomrson Bros. Soe Co., Brockton, Mass. 

Union Suoe Co., Brockton, Mass. 

Waupen & Perry, Lynn, Mass. 

Watt, Dorie & Day, Brockton, Mass. 

Watt, Streeter & Dove, North Adams, Mass. 
. G. & E. Watrace Suoz Co., Rochester, 

Weser Bros. Snoz Co., North Adams, Mass. 

wan & W. G. Wesson, Worcester, Mass. . 
EYENHERG SHoe Mre. Co., Beaver Dam, Wisc. 

Wurman & Keiru Co., Brockton, Mass. _ 

Wirurams-Kneevanp Suoe Co., South Braintree, Mass. 

Paut C. Worrer Co., Everett, Mass. 

E. T. Wricut & Co., Rockland, Mass. 


Inquiries from Retailers and Jobbers for STORMWELT Shoes will’receive 
prompt attention if directed to any of the above. 


Barbour Welting Company 
BROCKTON, MASS. 


Exclusive Manufacturers of Barbour Stormwelt, U. S. Patents 


July 11, 1911, Feb. 10, 1924, 


other Patents Pending 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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IT IS TIME 


For you to size up your stock—Fill in your broken sizes. 
Our STOCK DEPARTMENT will solve the _prob- 


lem for you. Here are a few of our leading numbers. 


IN STOCK 


STITCHDOWNS 
5-8 8%-ll 1142 2%38 
2733 Mahogany Elk Sandal $ .80 $ .90 $1.05 $1.45 
Re OSS Rr 90 100 1.15 1.60 
SS eran 1.10 1.20 1.35 
873H Patent Sandal, Eng 2.00 


2%6 ¢II 
5Vox Tan Lotus Ventilated Oxford.....................4.. $1.85 $2.15 
25Vox Mahogany Elk Ventilated Oxford.................... 1.75 2.00 


/, 
// 











McKAYS 
814-11 11144-221%4-8 
Patent Strap, foxed gray quarter and strap... ..$1.60 $1.80 
Patent Strap, foxed gray quarter and strap, 


English toe 
EE NG BE on lias ccanccicscien 1.75 
Patent Sally, red inlay, English toe 
Patent Sally, vamp and side cutouts............ 2.00 
Patent Sally, vamp and side cutouts, English toe. . 


Patent Strap, 2 button fawn strap, patent inlay. . 1.65 : 
Patent Strap, 2 button fawn strap, patent inlay, 
English toe J 
IMMEDIATE SHIPMENT 
Mail us your order NOW! Complete stock list on request. 


No. 62 


Hagerstown Shoe & Legging Co., Inc. 


HAGERSTOWN, MARYLAND 
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IN STOCK 


No. 786 

A one button strap sandal made in 
White Kid over our No. 141 last — 
the best selling last in this season's 
line. Carries a 13-8 covered Cuban 
Heel. Simple perforation and stitch- 
ing as shown. A Wilson Process 
Sandal. 

















AA—5 to7% 
A—4% to 7% 
B—34 to7 
C—3 to7 


Price $5.00 - - - Net 30 days 


MOORE- ATAFED 
‘AIOE ‘MFG *CO° 
BROCKPORT. N.Y. U.4A. 


NEW YORK OFFICE 545-547-549 MARBRIDGE BLOG. BWAY AT 34 UST. 
JACK E.JESTER,MGR- 
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CAS, WOennts- 


Mr. Howard V. Stephens 


President 


JOHNSON, STEPHENS & SHINKLE SHOE CO. 
ST. LOUIS, MO. 


‘““JODGE IT BY ITS USERS’’ 


. eS —O EL <3 fs ea ea 
>< O-~ S40 a he Oe ee <5 
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Open Letter 


To HOWARD V. STEPHENS 


Scat ™ ree re Fe = —__ 
ga a an 


Mr. Howard V. Stephens, 
Johnson, Stephens & Shinkle Shoe Co.., 
St. Louis, Mo. 


Dear Mr. Stephens: 


You have ample reason to be proud of the remarkably rapid forward 
strides which your Company has taken in a comparatively short space 
of time. 


In so far as we have been able to watch your progress, we have acquired a 
high respect for your leather standards. Judging from them, we can see 
clearly where your determination to give value has set your sales steadily 
ahead. 


New Castle HAVANA BROWN Kid is made for just such constant 
value givers as your firm, so it is a great satisfaction to us to note how well 
it continues to please you, and, we naturally infer, your customers. 


Sincerely yours, 


NEW CASTLE LEATHER CO., Inc. 


t 


President 


NEW Cag} LE KID 














24 
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We Know|| 


WE KNOW} We have placed on the market the best tanned 
and finished line of Colored and Black Full 
Grain Calfskins yet produced for Men’s, Wo- 

men’s, and Children’s footwear. 


WE KNOW=— The consuming public has been waiting for 
years to be able to purchase shoes made from 
such leather as NACO. 

WE KNOW} The demand for the future will be for soft, 
flexible, lighter-weight shoes for Men, Wo- 
men, and Children. 

WE KNOW} There are no Calfskins on the market more 
suitable to cover these requirements than 
NACO. 


NACO is th t desirable Calfskin f 
WE ere cady eae wheee. —— ee 


WE KNOW} Because NACO is soft and pliable, the vamps 
of the shoes will receive more uniform wearing 
service than from hard, firm leather. 

WE KNOW} The consumer will not only receive unusual 
foot ease, but also most satisfactory wearing 
service from shoes made of NACO. 

WE KNOW=— NACO is going to make Ladies’ Calf shoes 
popular, because of the unusually soft nature 
of the leather. 


LAWRENCE LEATHERGA 
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INA CO 


WE KNOW=— That our shades are endorsed as the best by 


the leading manufacturers and retailers. 


WE KNOW— NACO has not only been sampled, but highly 
endorsed, by over three hundred of the leading 
shoe manufacturers in the States, as well as 

England and the Continent. 


WE KNOW —“*‘ter you know the quality of NACO, you 


will be convinced that the same finished results 
could only be obtained by using the very high- 
est grade as well as the most carefully selected 
raw stock. 


WE KNOW}— Seeing is believing, but wearing shoes made 


from NACO is convincing; NACO is the best 
tanned and finished line of Calfskins ever placed 
before the trade and public. 


WE KNOW=NACO IS RIGHT 





A. C. LAWRENCE LEATHER CO. 


210 South Street, Boston 


NEW YORK CHICAGO ST. LOUIS 
ROCHESTER CINCINNATI PHILADELPHIA 


GARE RELIABLE LEATHERS 
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Ideal for 
Ladies’ 
Tailored 


Shoes 


BARNET?’S 
New 


GLASSTAN 


TAN, BROWN, RED, BLACK 


Made in Lynn 


J. S. BARNET & SONS, Ine. 


Tanneries Salesrooms, 75 South St. 


LYNN, MASS..,'U, S. A. BOSTON, MASS., U.S. A. 
CABLE ADDRESS - - - ““TENRAB” 


‘Maintain a Standard Reputation” 
VJealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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OUR FAMOUS “‘KNICKER” 
SANDAL 








This is sample No. G271, in White Elk, shown in one of the biggest 
selling patterns of the season; Goodyear welt, 8/8 rubber heel, moc 
casin sole, Theda last. 


B width, 3-8 

C and D widths, 23-8 

Carried in Stock. 

G270—Same in all over patent 


Our new white book shows many other attractive white shoes. Copy will 
be mailed upon request. 





Wrew Vuos Gouge, 


Manufacturers St. Louis 























Lacing~ Hooks are =” 6h Modern Time Savers 


ih vstomens fin ime 


Uo Swing, i) eg 


With Lacing Hooks! 


TUBULAR RIVET & STUD COMPANY 
UNITED SHOE MACHINERY CORPORATION 


SELLING cAGENTS 
205 LINCOLN ST., BOSTON, MASS. 
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EASY FITTING SPORT SHOES 
IN STOCK STYLES FOR IMMEDIATE DELIVERY 


The styles you see 
worn by the well- 
known Golfers. 
Comfortable to 
wear with golf 
stockings. 


The ‘‘Dalton” Shoe can be 
depended on to stimulate 
sales. It commands the in- 
terest of men seeking real 
cians value. Put them in your Sectestens 


. 335 
Gaines 3 Norwegian Blucher Oxford, cre stock today for a profitable Ne, to2 Tan Blucher Oxford, Disk crepe sole. 
cule. A. B.C. D ant Rots.........000s A. B, C, D, an $5.75 
turnover. No. 815 St. Andrews Last 
No. 4 Boarded Blucher Oxford, crepe sole. 
B, C, D, E wide $5.35 


Last No. 332 St. Andrews Last +! Dundee Last 
DE 


Nee A Fm crepe sole. = y Ten sport oxford, soft box, crepe — 


.& 
<< 

. 568 wags ™ 
‘above but with leather sole. A, B, CoS 


THE DALTON ico, INC., Mfgrs. Men’s Fine Shoes BROCKTON, MASS. 
BOSTON: 183 Essex S CHICAGO: 1618 Republic Bidg.. 209 S. State St. NEW YORK: 651 Marbridge Building 
GEO. J. LOVELY. GEO. W. MANSON, JR. E. B. SLOCUM, C.F. BARSTOW GEO. S. DYER 
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This advertisement appears in The Saturday 
Evening Post, issue of June 14th; in the 
June issue of Harper’s Bazar; the June 15th 
issue of Vogue and the July Vanity Fair. 





‘The FOOT 
ARISTOCRATIC 


In Vici kid Robert H. Foerderer achieved the 


distinctive in pattern, 
Sera 





Hit 


ROBERT H. FOERDERER, Inc. 


PHILADELPHIA 
Selling Agenes) LUCTUS BEEBE & SONS, Boston 
Selene ngemcnm ad mem of he ort 


VICI kid 


THERE IS ONLY ONE VICI KID --- THERE NEVER HAS BEEN ANY OTHER 


RnR orene + 











June 14, 19% 
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For your protection remember 
that Robert H Foerderer Inc. is 
the sole manufacturer of Vici kid 


ICI kid has been manufactured by 

this one organization ever since it 
was produced by Robert H. Foerderer, 
thirty odd years ago. 








This exclusiveness of manufacture has 
played a large part in maintaining the 
high reputation for consistent quality 


enjoyed by VICI kid today. 


National advertising in widely read and 
influential magazines is now teaching 
the discriminating public to look for 
this consistent quality and for rich and 
authoritative colors in shoes of VICI kid. 


It follows, therefore, that sales oppor- 
tunities of increasing importance are 
open to every retailer who features cur- 
rent styles in the one and only VICI kid. 


ROBERT H. FOERDERER, INC. 


PHILADELPHIA 


Selling agencies in all parts of the world 


Robert H. Foerderer, Inc. 
is the sole manufacturer of 
the one and only VICI kid. 
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This one at 


$4.25 


STYLE 768—Patent Colt, 
Plain Toe Oxford, Casino 
Last, Velvet Finish Sole, 
Pegecd Heel. 


Width C—Sizes 7-9 14 
Width D—Sizes 7-11 


Net 30 Days 
Iilustrated Booklet of 


Weber in-stock styles 
promplly sent on request. 





ach WALiE 


SHOES FOR WALKER LOREN 
eS 





No. 2222 











QUICKER TURNOVER 
BETTER PROFITS 


“Merry Walkers” have been life-savers for 
many a sluggish children’s shoe department, 
and the backbone of numerous modest begin- 
nings that have grown to handsome profit 
producers. 


IMMEDIATE DELIVERY! 


There Is a Place in Your Store for This 
Line 
No. 2222—Pat. Lea. Bal Ox. with Smoked Elk Lace Stay and 


gg Wingfoot Rubber Heel. 
5—Geme oe oon, iy Gray Elk Lace Stay and Collar. 


Doel =) $1. 8-11 $2. 11%2.. .$2. 
No. 2220—Mah. Calf Bal Ox. with Smoked Elk Lace Stay and 


Collar 
Sizes 5-8.......81.70 834-11........ $1.95 114%4-2.......$2.20 
Write for Catalog 


WOBST SHOE COMPANY 
MILWAUKEE, WIS. 


June 14, 199; 


YU REN you buy WEBER 

UNION MADE SHOES, you 
have the satisfaction of knowing that 
your customers are getting the best 
that money can buy at $6 to $7 retail. 


Weber Bros. Shoe Co. 
NORTH ADAMS, MASS. 


New York Office: 1328 Broadway, Marbridge Bldg. 
H. Harris, Rep. 








HERE IT IS!! 


JUST WHAT YOU WANT 
BLACKS AND TANS 


$5.85 


APECK SHOEWITH “PECKS OF QUALITY” 


880__Leather Sole, Gallun’ ! i. 23 Light co 
oa a, Price Calf College Oxford, B Eyelete, Cs 


Gun Metal Calf. = a 





No. me, “onl 
IN 81, Be Csi D Sil. Coach Last. 
$6.85 


Price 
No. s4i_ “Crepe ‘Sole, ‘Galiun 3 No. 3 Tan. Norwe- 
Col Oxford. Brass Eyelets, Calf Lined 
Eoech Last. Stee and Widths, B 6-11, C = 
No. 842__Crep : Sole, Coffee Elie “Cube Oxford 
and Widths, B 6-11, C et D 


STOCK 


Trune Last. 
5-11. 


FREDERICK S. PECK 


40 Thomas Street 
WORCESTER, MASS. 
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Genuine Diamond Brand (Vis- . i For wear with the smart tail- 
ible) Fast Color Eyelets are iden- ~\ ' n J ored Spring suit, the accepted 


tified by the two tiny raised " Z style will be lace Goodyear 
diamonds on eacheyelet. Only Welt shoes with visible eye- 
the genuine Diamond Brand lets. They insure easy lacing 
eyelets have them. Look for and snug, trim fit. 

the Diamond trade-mark. 


UNITED FAST COLOR EYELET COMPANY 


Manufacturers of 


DIAMOND BRAND (VISIBLE) FAST COLOR EYELETS 





DIAMOND BRAND 


(VISIBLE) 


FAST COLOR EYELETS 





ALWAYS LOOK NEW 


NEVER WEAR BRASSY 





SPECIAL STAINLESS BARRELS 


( 
6680s 


CORSET 


Manufactured 
under Patents . . 
None but the gen- 
uine Fast Color 
Eyelets have the 
Diamond Brand. 


STYLE 15 


09090 


3 FLAT 


- Oo > 
- 


IMITATION 


ovat OVAL 
PLAT 


eLaT 


1°) 
PLAT 


OO . 


STOCK 














b 2 
COLOR 100 COLOR 625 COLOR 1300 


COLOR 200 COLOR 700 COLOR 1400 


COLOR 400 














COLOR S00 


COLOR 1200 


COLOR 300 COLOR 800 COLOR 1500 COLOR 600 


) 


Supplied with 
regular Nickeled 
Barrels or with 
Special Stainless 
Barrels . in 
lengths, sizes, and 
finishes as shown. 








J 


a ee 


COLOR 900 COLOR 1600 


COLOR 1700 


COLOR 1100 


COLOR 2000 





Look for Se> the Diamond 


TRADE MARK 
Registered in U. S. Patent Office 











UNITED FAST COLOR EYELET COMPANY 


Manufacturers of 


DIAMOND BRAND (VISIBLE) FAST COLOR EYELETS 





| 


J 
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LONDON SHOE AGENCY 
Open To A Chicago Retailer! 


HE exclusive rights to the LONDON 
Shoe—the LONDON name—the 
LONDON business in Chicago—are open 
to a successful, energetic merchant! 





This franchise carries a sales follow- 
ing among Chicago men,amounting, 
at present, to about $200,000 an- 
nually. The unique LONDON selling 
methods and systems of economical 
operation accompany the Agency— 
as well as advertising co-operation 
of a real sort. 


The LONDON line represents the 
ACME of VALUE in Men’s Fine Shoes 
—in designing, materials, and con- 
struction. 








Negotiations solicited. Address the 
LONDON Shoe Company, Inc., 
110 Duane St., New York. 
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Men’s and Women’s White and 
Palm Beach Oxfords—In Stock 


-2982— $s Im Beach Cloth Welt Ox- 
R-2989—Men's White Sea Island Welt Oxford. ag ery hg Ey oy ee wel ¢ x: 
_- ~ peteeprytnesepepiahecceppaticespaies R-3437—Same as other Grade. Price. .. .. $2.60 
R-3251 Some except High Bieter Bal 
Price . $3.75 
R-3028 as R- 2989— White Duck Welt Oxford. 
Rubber Heel (not Ivory Welt) ew c D 
Price. . — 


R-2755—Women's White Sea Island Welt 
Oxford, 10/8 Heel. Ato E. Price. .. $2.60 R-3046—Men's White Canvas Oxford i MeN 
B-6rse—Seme, on 12/8 Heel. A to E C, D,. E. Price. . 
ee R-3047—Same in n Palm Beach. Price. .. $1.70 
R-3044—White Canvas Blucher Oxford. 
Price. $1.85 
R-3049—Palm Beach Blucher Oxford Price. - 





Stock Dept. at 122 Lincoln St., Boston, Mass. 
Factories at Worcester, Mass. 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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n Stock 


Shoes 


Women’s [Mest se White 
Ca ow-B I 





-5115—L WwW Cab yo R-5116— White Cabretta, 8/8 Military. Imita- 
R evor's White Cabretta, 14/8 Span at Lone. ‘33.15 


ish Heel, Imitation Turn. B, C, D. Price, $3.75 
an 12—Same, Full 14/8 Seentch Heel- 
a Xen, Bs - $4.00 


R-S4b1 Same as 51 16. ‘White “Meridith Cloth: 
.- $2.50 


R-5113—Levor's White Cabretta, 14/8 Span- : 
ish Heel, Imitation Turn. B. C. D. Price. $3.75 R-3480— White oe Cloth, White Cab- 
Same in Skinner's Black Satin retta Trimmed, 14/8 aes Heel, Imitation 
Turn. B,C, D Pris. se | 


R-2513—14/8 Spanish Heel. B, C, D. Price. 
$3.25 


R-2514—12/8 Military Heel. B. C. D. Price. 
$3.25 





Stock Dept. at 122 Lincoln St., Boston, Mass. 
Factories at Worcester, Mass. 
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QUEEN Ql was YO] 0} Me) 0) © 
32-34 West 34th St 





le, 





| NEW YORK N.Y 
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Refined Elegance 


AMERICAN 


Interlocking 
Shoe Store Chairs 


are distinguished by a refinement of 
design which keeps their elegance of 
material and finish in good taste. 


So broad is the selection that you may 
be absolutely sure of having AMER- 


ICAN INTERLOCKING SHOE 
STORE CHAIRS finished in harmony 
with your other interior fittings. 


Write for our new enlarged catalog. 


AMERICAN SEATING (UMBANY 


General Offices: CHICAGO, 1060 Lytton Bldg. 


NEW YORK PHILADELPHIA 


Room 601 Room 705 
119 W. 40th St. 250 So. Broad St. 














2 PABLER ew ae 90 aR Se nae ~ SS hee RR SR 
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YOUR SCHOOL TRADE STARTS EARLY— 


Early Fall Orders Mean Prompt Deliveries 


KREIDER’S Korry Krome boys’ 
and giris’ shoes will show you a cue cuamirres 
class of trade—and a turnover of “This Korry-Krome genuine 


a ; sole leather is guaranteed to 
your capital—that you’ve never give the wearer absolute sat- 

isfaction as determined by the 
wearer himself. If it does not, 


believed possible. you are instructed and au- 
thorized by us to have them 
° led ith fi li 

KREIDER’S Korry Krome Shoes deliver Seap-tinene Sil atte hes 


of charge. We make no guar- 


the kind of stick-to-it service that most cus- antes or assume any respon- 
tomers expect—and most shoes cannot de- sibility for any other portion 


° of the shoe as we supply only 
liver—because Korry Krome Soles lengthen the soles.” 


the life of the shoe. J. W. & A. P. Howard Co. 
é Corry, Pa. 


U.S.A. 





You'll build trade on a mighty solid ground, the 
complete satisfaction of the customer. 











Write for samples—or salesmen. We'll send either. 


.) 
MeAS Waaovlo. 
Exclusive Makers of Best Shoes for Boys, Girls and the Babies 


Distributing Houses “ 
312-318 W. Monroe St., Chicago, Ill. 123 Duane St., New York, N."Y. 
51 No. 3rd St., Philadelphia, Pa. 923 Penn Ave., Pittsburgh, Pa. 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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The Style Artist Should Be a 
Student of the Effect of His Efforts 


T is no easy matter to bring concord among artists in foot- 
wear. The very nature of their work spells originality and 
can, therefore, rarely bring agreement in style ideas. 


A great guiding influence and great practical good to the in- 
dustry as a whole can be brought about, however, by the style 
artists and those who have to do with influencing style seeking 
full information regarding sources of supply of raw material, 
and the more important limitations brought about by the 
character of the leather business and the time it takes to make 
leather. Likewise, to intelligently apply a sense of proportion 
in the uses of different kinds of leather that are made out of 
different kinds of raw material. 


Unintelligent style development, no matter how attractive in 
itself, brings untold difficulties to the tanner, the shoe manu- 
facturer, and retailer alike, for there is no fairy wand that will 
produce just what the style artists want so that the retailer 
can get in his stock and get out of it in time to make his busi- 
ness profitable and staple. Late deliveries, bad deliveries, or no 
deliveries at all bring loss and chaos, and a super-demand for 
one thing and no demand for another has like effect. 


A well co-ordinated industry should be a well directed industry 
and the style artist should be more than a creator, he should 
be a student of the effect of his efforts. To this end, the intel- 
ligence of the entire industry should regard it a privilege to co- 
operate with style men and women. 

















MAXIMUS 
PATENT LEATHER 


has a remarkable enamel coating of 
the same amount of elasticity as the 
leather over which it is spread—also 
an enamel so fine that it is perfectly 
transparent, showing the grain of the 
leather clearly through it. 


All this results in an unusual amount 
of comfort, easy conformity and long, 
lasting brilliance which gives wearers 


of MAXIMUS a new experience in 


real patent leather. 


CHIPPENDALE 
BROWN GLAZED KID 


The standard brown kid in many of 
our most famous shoe factories. 


Made in the richly aged shade of old 
mahogany, the color is one that 
makes long friendships. 


Moreover, the shade is maintained 
with a remarkable constancy in skin 


after skin and shoe after shoe. 


BRONZE KID 


A richly lined leather—typical of the, 
Evans purpose to excel. 







‘ tandardize on 
E vans Brands 


GLAZED BLACK KID 


No more famous black glazed kid is 


produced than our RUBY. 


Its peculiar bronze black gives it a 
richness and permanent brilliancy 
that never grows rusty. 


RAVEN 
GLAZED BLACK KID 
Much like Ruby in finish but of 


different raw material, giving a 
firmer texture. 


CUIR de NEIGE 


(Skin of Snow) 
WHITE GLAZED KID 


In CUIR de NEIGE we present a 
white glazed kid which many have 
pronounced the most beautiful and 
uniformly pure white they have ever 


used. 


In no type of shoe is constancy in run 
of color more important than in 
white, and CUIR de NEIGE is de- 
livering most unusual satisfaction in 
this respect. 


GRAYS and CHAMPAGNES 

in GLAZED KID for both Shoes and Linings 
VANS LEATHERS are safe ones on which to base 
the reputation of your shoes. The principal reason 
for their constancy in service is the finer adjustments in 
the tanning process, made possible by our system of sep- 
arate unit plants, each of which specializes on ONE 

EVANS BRAND, and no other. 





John R. Evans & Company 
CAMDEN, NEW JERSEY 


(Branches in all Principal Shoe Centers) 
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Style 2407 


White Calf Canton Pump 
ya welt, Widths 
3-C, 


$4.00 





IN STOCK NOW 


Cool White 
Pumps 
for 


Summer 





——— 


“MIID-SEASON 


STYLES 





Style 6526 


White Kid Venus Pump, 
Cuban Heel. Widths A-C. 


$4.60 








IN STOCK NOW 


BEING CALLED FOR DAILY 








Style 2745 

Patent Colt Pelham Gore 
Pump. Plain toe 14/8 
Cuban Rubber heel. Za- 
ma last, D wide. 


Also 2746 Kaffor Kid. 
$3.75 


DISTRIBUTING BRANCHES 
Rice & Hutchins Atlanta Co 


Rice & Hutchins Baltimore Co. 
Rice & Hutchins Chicago Co. 
Rice & Hutchins Cleveland Co. 


ANY RICE & HUTCHINS AGENCY 


4 


CAN SUPPLY YOU WITH 
THESE SHOES TODAY 





acks and Tans 


dA 


Style 2744 

Russia Calf Mystic Strap Pump, Cutouts, 
10/8 Rubber Heel. Tango last. D wide. 
Style 2742—Same in Kaffor Kid. 
Style 2741—Same in Patent Colt. 


$3.75 


RIcE & HUTCHINS 


INCORPORATED 


13 HIGH ST., BOSTON, U.S.A. 





4 


Style No. 2739 

Patent Colt Alice Strap 
Pump, plain toe 13/8 Cu- 
ban Rubber heel. Trixy 
last, D wide. — 

Also Style 2740—Same 
in Kaffor Kid. 


$3.75 


DISTRIB UTING BRANC HES 
Rice & Hutchins New York Co. 
Rice & Hutchins St. Louis Shoe Co. 
Atlas Shoe Co, Boston, Mass. 
Jos. 1. Meany & Co., Inc., Phila., Pa. 
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Extension Selling Boosts Shoe Sales 


New Method Involves Getting Out of the Store and Doing Some 
Missionary Work 
By E. J. CLARY 


HOE DEALERS through- 
out the country are watch- 
ing with interest the new 
methods of extension selling 
which have been tried out 
successfully in the East. 
The man selling at retail 
has seldom gone out after 
business. He has followed 
custom and waited for buyers to seek him out, de- 
pending upon the ordinary normal demand and such 
nominal advertising as he has felt due to his business. 
But in the past year there have been an increasing 
number of dealers who have by various methods 
“extended” their sales beyond the counter and some 
of these enterprises have proved to be a very great 
help to the annual volume of sales. 


Typical Ways of Working Extension Selling 


There are a dozen variations to the new idea of 
“extension sales” in the trade. We will here describe 
only typical instances which may be easily followed or 
improved upon by other dealers whose local conditions 
may offer greater or lesser opportunities as the case 
may be. 

Those who have taken up the new method of selling 
at retail have followed one or all of these three plans: 


(a) Solicitation of business houses employing 
large numbers of people, and offering price or 
other concessions for group orders. 

(b) Employment of one or more clerks who 
not only sell over the counter but extend and 


build up trade in the vicinity by personal call. 


(c) Co-operative agreements with stores in 
other non-competitive lines. 


The first method is the newest in so far as our line is 
concerned. It has proved exceedingly successful in the 
East. Dealers located in industrial communities in Long 
Island, New Jersey and around New York City have 
secured some very large orders entirely outside of their 
regular counter sales by means of it. 


Selling a Big Business House 


The best method of procedure in the case of business 
house extension selling is to select a half dozen of the 
biggest employers of labor in your immediate neighbor- 
hood. They are best approached by personal call on the 
part of the dealer himself. The best man to see is the 
treasurer of the Company it has been found in most 
cases within the experience of the writer. If not the 
treasurer, the works or factory superintendent is your 
man as being most concerned with the welfare of the 
employees. 


Price Concession for Group Sales 


The solicitation merely consists of an offer to make 
certain price concessions for group orders by which the 
employees of the firm may benefit. It is often necessary 
to establish the integrity of your own business reputa- 
tion and also the fact that your goods are of good 
quality; that you will back up anything you sell as a 
result of the firm’s efforts in the matter, etc. 





Sizing Up Your Group Market 


Let us say that the firm employs 500 clerks and 
operatives A certain percentage of them are in need 
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of your goods or 

certain things in 

the line. The 

suggestion is made to the 

firm that they post a 

notice on the various 

plant bulletin boards and 

in the rest rooms to the 

effect that you will, by 

special arrangement with 

the firm, sell at a reduced price to any 
employee of the firm. The employee is 
asked to secure some sort of an identi- 
fication at the foreman’s office which, 
when presented to your clerks, will be 
honored for the merchandise upon which 
the deal is based. 


4 


Another Way of Working It 


One Brooklyn dealer has worked out 
another angle. He has arranged to de- 
liver to the Company direct, getting the 
Company’s check for the whole bill of goods and thus 
being relieved of the clerical work and trouble of han- 
dling individual sales. He makesevena better proposition 
asa result of thissaving. Itenables the employer of labor 
to do a friendly turn for his workers yet eliminates the 
Company store which requires very heavy investment. 
This Brooklyn dealer merely acts as a sort of commis- 
sary to certain selected employers, giving the employee 
a low price, the employer an opportunity to benefit his 
help and the dealer a stock turnover. 

One dealer of my acquaintance uses direct mail to 
interest employers of labor in group buying. He sent out 
500 letters to factory, bank and mill executive. Here is 
the letter: 


Dear Mr. 

No doubt you would gladly do something of real 
benefit for your employees if and whenever opportunity 
offers. I think I can offer you just such an opportunity at 
the present lime. I have carried over in stock some excellent 
styles and qualities of shoes of the proper sizes to fit every 
member of the family. These shoes I guarantee to be in 


=). 
4 h 
*. 


AS 
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first class condition and of best quality: I am 
prepared to sell this whole stock to your employees 
through you at vastly reduced prices and ask 
your co-operation. 

Arrangements can be made to ascertain the 
individual needs of your people for delivery 
of the goods and its collection with little or 
no bother to you. All I ask is permission to 
discuss this matter with you as soon as possible. 
I feel sure that as an old, established store in your 
cily my reputation for honesty and fair dealing 
will influence you to take advantage of this 
chance I offer to benefit the workers in your plant. 

These letters were sent out first-class mail 
on the dealer’s letterhead and each one signed 
personally by himself. He sent out one hundred 

on the tenth of the month, the second hundred on the 
twentieth and the balance ten days later. He did not 
know what his returns would be and realized that the 
thing might pull much better than anticipated and he 
might not be able to handle the resultant orders in a 
satisfactory manner—without previous arrangements. 


High Percentage of Returns 


As a matter of fact, the first hundred 
produced 19 replies of which nine firms 
expressed more than ordinary interest and 
asked the dealer to have a representative 
call. Of these one employs 1600 workers in 

a textile line. The second and third 
tatchespulled almost as well. 


The campaign produced a total of 
$4,000.00 worth of orders and while the 
price for the stuff was low, the selling 
cost was also low and the goods were 
slow in turning over at the particular 
time mentioned. 
Of course, as said before, there are any number of 
variations to this extension selling plan. Here are some 
of them that have actually proved feasible: 


I. Orders taken by time clerk of assistant super- 
intendent, delivered to the dealer ; dealer makes delivery 
within a week and employer sees to distribution of goods 
and collection of money, paying dealer by one check 
for all purchases. 

II. Petition passed out by dealer or his agent 
among employees at the noon hour, orders being filled 
at the homes of workers, collection being made at 
employer’s office. 

III. Employer supplies employees with identifica- 
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card or note, employee calls at dealer’s store, gets goods 
and pays reduced price agreed upon. 

IV. Employer buys goods outright and resells to 
his employees on the commissary basis. 


Too Much Service May Eat Up Profits 


Of course in order to make a fair margin on this group 
selling, the retailer must have some assurance of volume. 
Unless a given number of employees agree to get in the 
buying pool, it hardly pays to sell in this manner. But 
it cannot be denied that group selling has a certain 
advertising value for the dealer that should not be 
underestimated. If thesale is a success he has established 
in the minds of several hundred buyers that his goods 
are right and they are morally certain that his prices are. 
Many dealers who have worked this angle of extension 
sales prefer to have the employees call at the store in 
person for their goods as it gives a valuable contact for 
future sales. 

Another thing. You cannot afford to render too much 
special service on a group sale. The thing is to make the 
employer do most of the work. Usually they are willing 
to do it. The chance to render a service to their people 
is welcomed. Especially in that it costs next to nothing. 


Objections to Be Met 


A common reaction met with in these attempts has 
been: “Oh, it is too much bother. We pay our people 
well. Let them buy where they wish.”’ 

It is then necessary to sell the firm on the merit of 
your goods, your prices, etc. But you will not meet 
with this reaction as much as might be supposed. 

It is quite out of the question to openly solicit busi- 
ness in large factories. Peddlers know this though our 

dealers, not being peddlers, 
£} might not realize that no 
firm today permits such 
canvassing on its property. 
What you must get is the 
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O. K. of the firm and it is not hard to realize the in- 
fluence this O. K. will have with the average em- 
ployee. The active co-operation of the employer is 
essential and don’t forget that for a single moment. If 
you can’t get it, pass on to some firm where you can get 
it. Otherwise you are piling up trouble for yourself. 


Commissaries Not Always Popular 


Commissaries for employees in large business houses 
have been somewhat of a nuisance and employers may 
be enthusiastic over the commissary idea and the 
principle of co-operative buying and yet not care to 
invest the necessary funds in such a department. Yet, 
these same employers will take advantage of a chance, 
now and then, to see that their workers get the benefit 
of quality goods at a price. 

In several instances where this form of extension 
selling has worked successfully, the dealers undertaking 
it unloaded perfectly good but slow moving stock in 
one lump and thus greatly increased their season's 
stock turnover. 


You Don't Have to Wail for Trade 

It is a fallacy to believe that the dealer has to sit and 
wait for trade to come to his door. 
Nearly all people selling at retail 
advertise in one or more 
forms and, unconsciously 
perhaps, extend their selling 
efforts, beyond the 
front door. 

A Brooklyn deal- 
er hires four clerks 
and one of them is 
on the street five 
days a week and 
in the shop on Sat- 
urday. He is not 
an “order taker” 
(Continued on page 61) 
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*‘Getting More Shoes Sold Right”’ 





Miniature, Yet Big Enough to Keep You Informed on What Is Presented 
in This Issue—and Other News 





New York Conditions 

New York, June 11—A de- 
cided improvement in buying 
in most all retail shoe stores is 
reported generally this week. 
The same condition was true 
last week to a marked degree. 
In women’s shoes, price com- 
petition is not quite so keen, 
and there is not much slicing 
of prices, except where parti- 
cular styles are passing out. 


Big White Year 

Milwaukee, June 11—Whites 
are selling very freely and 
there are strong indications 
ointing to a big white year. 

he fact that there have been 
many June weddings has been 
a stimulating factor in boom- 
ing white sales. High-heeled 
models and those carrying 
12-8 heels have been good. 


Bridal Footwear 
Detroit, June 12—A June 
bride window trim was re- 
cently featured by R. H. 
Fyfe & Co. Footwear suitable 
for the bride was attractively 
displayed. 


Good Buying Season 

Boston—W. C. Roose, sales 
manager for A. J. Bates Com- 

ny, was a visitor at the 

ecorder office this week, and 
stated that he anticipated that 
there would be many buyers 
in the Boston market this 
summer and that this section 
would enjoy one of the very 
best seasons it had ever had. 
“So many merchants who have 
previously refrained from plac- 
ing orders, now find them- 
selves short of wanted goods,” 
said Mr. Roose. 

He reports a fine business on 
men’s light tan calf with crepe 
rubber soles. 


Sport Shoes 

Detroit, June 11—Sport 
shoes are selling very freely in 
both men’s and women’s de- 

rtments. Men are favoring 
ight tan materials for street 
wear. Light brogue types are 
worn extensively. 


Sales by Suggestion 

Cincinnati, June 12—As a 
measure for stimulating extra 
sales, the Potter Shoe Com- 
pany is conducting a suggestion 
sales campaign. The sales 
force has been divided into two 
divisions, Reds and Blues. The 
losing team will be hosts to 
the members of the winni 
division at a picnic on July 5, 


White Hosiery and Shoes 

Boston—In addition to the 
blush shades shown in shop 
windows with white shoes, 
white hosiery, is shown, some- 
times in chiffon, sometimes in 
lisle, both plain and ribbed— 
sometimes in silk with dainty 
clocking to match the pre- 
dominant color in the costume. 


Big White Shoe Trade 

Boston —The Walk-Over 
Shoe Store, Tremont street, 
reports a big business, both 
this week and last, on white 


Fifth Avenue Style 

New York, June 13—One 
of the new fads in shoes on 
Fifth avenue noticed recently 
was a hook and eye fastening 
idea on the shoes. The shoes 
were black and the woman 
wore a tight-fitting black hat 
with a slightly larger hook and 
eye design on front. 


June a Good Month 
Boston, June 13—June has 
been a good month in Boston 
stores thus far. The early part 
of the month was particularly 








Sport Shoes in Demand 


New York, June 10—Men’s sport shoes are moving 
briskly. A greater variety of this type of shoes than ever 
before is on the market. Strikin 
are carried in all men’s stores and there has been a splendid 


-— 
he call for women’s sport shoes has not been strong so 
far and some merchants are inclined to the opinion that 
business in women’s sports footwear this summer will not 
be very good. Certain models, however, are going well. 
One merchant reports having sold out his entire stock of 
women’s white elk sport oxfords with a crepe rubber sole. 


models for outdoor wear 








footwear, both shoes and ho- 
siery. 


Baseball Schedules 

St. Louis, June 13—Baseball 
schedules for both the National 
and American League teams 
have been distributed by 
Hutcheson’s shoe store as a 
method for building up good 
will. Hutcheson’s is a men’s 
store. 


Kid Is Strong 

Cincinnati, June 13—Calls 
for white shoes are steadily 
aining here. Warmer weather 
= acted very favorably on 
this class of trade. Most of the 
whites that are selling are un- 
trimmed. Kid is the most 
popular material and strap 
models are leading. 


Sandals Going Well 
Minneapolis, June 12— 
Sandal types are in fine de- 
mand here. Low-heeled models 
in women’s lines have been 
strong for some time. Black 
materials show no signs of 

dropping off in popularity. 


Whites Gain 
Philadelphia, June 12—Shoe 
store operators are i 
whites. Although slow to start, 
whites are now selling freely 
and signs point to a big year. 


strong when weather was ideal. 
Women went in for whites 
strongly and the men’s trade 
on light tans increased de- 
cidedly. 


Two-Tone Models 
Brockton, Mass., June 11— 
Sport shoe types are going 
better than in former years, 
Crepe-soled patterns are 
stronger. Two-tone calf styles 
are strong. 


Black Chiffon Hosiery 

Boston—Black chiffon ho- 
siery, so thin that its blackness 
resembles a gray is noted on 
fashionably dressed women’s 
feet accompanying all black 
shoes, or jack shoes white 
trimmed, and even with a few 
white kid shoes. This hosiery 
harmonizes with the black and 
white effects so popular this 
summer. 


Floating Instep Strap 

Lynn, ass.—A new fall 
model, shown here, is a pump, 
with an ankle strap, and fan- 
shaped floating strap. The 
strap passes over the instep. 
This floating strap is made of 
four narrow bands of leather. 
At both ends of the fan strap 
there is a small gore, lasted into 
the shoe to make a strong 
anchorage. The gore also makes 
the instep strap elastic. 


Patent Ranks Second 

New York, June 12—Nex 
to white, black patent is th: 
best seller in women’s shoe 
stores. Patent will probably sei! 
well right through the summe: 
season. Patents in neat and 
simple gore and strap num- 
bers are extremely popular. 


Praise for Sandals 

Before “National Sanda! 
Week” was even though: 
about, this was written by a 
famous custom shoemaker al- 
most 100 years ago: “The 
matchless forms of sculptured 
beauty which the destroying 
hand of time has left to us in 
the works of the mighty mas- 
ters of classic art exhibit to us 
the finest specimens of what 
the foot would be if allowed 
its free and uninterrupted 
action. 

“We see that there have 
been no artificial coverings, no 
compressions, no restraints; 
that the gait must have been 
free, firm and elastic; that 
the natural and healthful 
action of every muscle, tendon, 
joint and bone was fully 
studied and expressed. There 
is no stiffness, no contraction 
of the heel or sole of the foot; 
only that the sandal has been 
worn.” 


The White Trade 

Chicago, June 12—The con- 
fidence expressed some weeks 
ago by shoe merchants that 
the white season would be 
very large evidently was not 
founded on superficial ideas. 
Buying in stores generally is 
running heavily to whites at 
this time. 


Patents and Satins 

Cincinnati, June 12—There 
is a feeling here that patents 
and satins will continue selling 
freely right through the sum- 
mer season. Sandal and strap 
patterns are very good. Sport 
types are going to have a 
better season than heretofore. 
= crepe sole models are going 
well. 


Pump Patterns 

St. Louis, June 11—Pump- 
effect patterns are quite popu- 
lar here. White kid is strong, 
although some stores enjoy suc 
a strong run on patents that 
there is some feeling that the 
popularity of the latter ma- 
terial is cutting into , white 
sales. 
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Style Makers Should Consider the Time 
Required to Make Good Leather 


Tanners, No Less Than Manufacturers and Merchants, Are Interested 
in Style Stability 


By C. F. C. STOUT 
President of th John R. Evans Companies 


OR the first time since 1920, re- 
tail shoe merchants are enabled 
to place their orders for fall 

with confidence. Such has been the 
accomplishment of the drive for more 
co-ordination of styling in shoes that 
the general trend for fall is concretely 
established. 

In the service of the public today 
shoes and leather are inseparably 
linked together. They are interde- 
pendent for their stability and exist- 
ence. That which is good for the one 
is, of necessity, good for the other, and 
that which is bad for the one, eventu- 
ally so influences the other. 


Too Frequent Style Changes Spell Waste 


Months are required to produce 
leather, and shoes cannot be fabri- 
cated over night. Fortnightly shoe 
style changes, created with no thought 
to basic facts, are an economic waste 
—bound to bring loss, disaster and 
chaos. 

To stabilize styles by creating 
shoes for occasions, with due consideration to sources of 
supply and uniform and seasonable production, will go a 
long way toward stabilizing one of America’s most im- 
portant industries. 


How Long Does It Take to Make Leather? 


In regard to the time it takes to make leather, there 
has been much misunderstanding, due to the fact that 
the answer to the question is so tremendously involved. 
Chrome tanned upper leather can be just tanned in a 
few days. The preparation for tanning, however, in- 
volves from six to 14 days; according to the method 
used. To make good leather, it should be aged after it 
has been tanned and colored. Likewise, the finishing 
absorbs a week or ten days, with the net result we figure 
two months from the time the skins go in soak until 
they are ready to be measured and assorted into grades. 

Where one is going volume, another week is absorbed 
in the goods going through the assorting room. This 
only partially answers the question, because in order to 
run a leather factory one must soak so many skins 


Mr. Stout has been a close student of 

the style situation over a long period of 

years, and is a recognized authority on 

what might be termed the “economics of 

leather manufacture.”’ During the war 

he was leather administrator under 
Herbert Hoover: 


every day. There is no possible way 
to keep it running steadily without 
havingfrom 30to 90 days’ supply in the 
warehouse, according to the distance 
from which the skins come. Many 
times we have to have six months’ 
supply in the warehouse for skins that 
have got to be bought in season, such 
as Chinas, Indias, and many others. 
The same problem comes to every 
tanner of kid or calf. 


Colors Affect Selection of Raw Stock 


Skins can be diverted at the tan- 
ning reels, and selections can be made 
of certain kinds of skins for whites 
and for various colors. However, there 
are many kinds of skins that are 
not suitable for whites. In other 
words, the character of the raw stock 
which one buys and soaks is different 
if one is making blacks than if he is 
making colors or if he is making 
whites. 

There is another natural element 
we have to deal with and that is that 
skins carry all sizes and weights and many times we are 
unable to sell in one season all weights and sizes. 

The tanner who is provided with skins and running 
for making colors can get in production on a new shade 
from two to three weeks, but if he had to start by pur- 
chasing his raw material, or from the standpoint of his 
soaks, it would take him as many months and maybe 
more if he had difficulty in securing his raw material. 

Too rapid changes in colors are not even good for the 
man who is in a position to deliver goods in two or three 
weeks, because when he gets into production he usually 
is unable to stop soon enough for the violent changes 
that have been going on. 

In developing styles in shoes both kid and calfskins, 
as well as patent leather, should be given recognition. 
It would be no better if all the shoes were made of kid 
than having them all made of calf and side leathers. 
What we would like to see is a sense of proportion de- 
veloped in the use of leathers, bearing in mind that both 
goat and calfskins are the principal raw materials out of 
which fine upper leathers are made. 
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You will want to save our June 21st issue for a 
long time—how to control your end sizes; 
whether it is better to rack your merchandise by 
size rather than by line; plain sizes versus 
French; how and in how many ways you can tell 
your price, size and stock story by figures on 
your cartons. Homely but helpful and a means 
to added profits through better merchandise 
control. 





Let’s Sell Sandals 


HERE never has been a happier nor more nearly 
universal type of foot covering raised to a high 
style standing the world over than the sandal. In every 
country boasting summer resorts or below the equator 
fashion resorts, the type of sandal prevalent in that 
community is queen of the mode. 
There is no style with more common-sense features. 
It is hygienic and certainly it is comfortable. The 
remarkable thing is that it is an average price number 


in all stores and that usually bought in C width, it is 
made to cover feet ranging from AA to E by fillings up 
and down from standard. 

We see its greatest opportunity this mid-summer in 
- every store selling women’s and children’s shoes and 
even in some stitchdowns for men. 

Sell it at its. proper price, push it hard, get en- 
thusiastic and clean up. It is advisable to push its sale 
in June, July and August and then make way for less 
complex footwear with beauty of line and material. 

It is sandal time everywhere so be sure to make it 
keep profit time on your cash register. 





Merchants—Get Together! 


SPEAKER at one of the recent conventions told 

of Steinmetz being asked by a Socialist which was 
the more important, capital or labor, to which the 
inventor replied that both were inferior to ideas, for 
the right idea combined with capital and labor, make 
success. 

The idea factory is in operation in this time of busi- 
ness hesitation. Some merchants who recently were 
accused of mentally preparing themselves for poor 
business, in spirited rebuttal outlined a method of sell- 
ing one type of slipper each week for a month so that the 
whole town played the same style tune. 

In three days they saw the advantage of concerted 
action and have banded together to operate as a unit 
during the Summer, splitting co-operative publicity 
costs and holding back clearances until August. This 
same thing can be done in every community. Why not 
try it in yours? 





A Crack at Uncle Sam 


HY should the major mail order concerns be 

given opportunity superior to the independent 

local merchant? Why is it that national pressure is being 
brought to bear to prevent increases in parcel post 
charges when it is obvious that governmental operation 
of that service is at a loss and in destruction of all com- 
petition by little expressmen who might earn a living 
in their communities? How can the letter carriers be 
given a fair living wage and the mail service improved 
when this huge swollen system of parcel post is ob- 
viously not paying its proportion of post office expense? 
Another item of penetration into the field of the local 
merchant is the bulk circularization by rural route num- 
bers whereby the mail order organizations are given a 
decided advantage over the small merchant. They can 
flood a district with mail matter without addressing by 
name and address. You may say advantage is given the 
small merchant but he is a selective advertiser picking 
his possible customers and limited by distance from his 
store while the mail order house has no limitations in 
carriage and in collections, for Uncle Sam is a kind and 





June 14, 1924 


June 14, 1924 


comforting assistant to the mail order house who put 
super sales methods into their business. 

When a customer will send for a ninety cent pair of 
stitchdowns and pay for money order and postage when 
within three doors is a shoe store selling identically the 
same article for a dollar, it is time to tell the wide, wide 
world that buying at home is best in the long run. 





The Traveler as an Apostle 


“They spread the gospel of getting more shoes 
sold right in every community.” 


HIS is the way the Southeastern Association pays 

tribute to the participation of traveling men in 
their convention. What would a convention be without 
the salesmen who contribute so whole heartedly to the 
enthusiasm and inspiration of a get-together of shoe 
merchants? They may not get immediate orders which 
pay them for the time and effort expended, but they do 
get future dividends in good friendship with their 
customers. 

Notable of late is the attendance in convention ses- 
sions of salesmen, not the bored seat warmers but the 
note book writers who pick up ideas to spread over 
fertile fields in shoe stores where conditions make im- 
possible attendance at conventions. 

The plugging merchant all by himself or with only 
one clerk, needs conventions more than the old stand- 
bys but he cannot afford either the time or the money 
and if he is behind in his bills he keenly feels the in- 
sinuation that he should have stayed at home and sent 
to his creditors the hundred dollars it cost him to attend 
the convention. It is all wrong, for the most valuable in- 
surance that man can have is ideas of other successful 
men who give as much as they get, and who will help 
him out even to the extent of motoring over many miles 
to see what they can do. 

One merchant offered to pay the way of his six most 
unethical competitors to a convention in the belief that 
the ideas of co-operation they would get there would 
correct for them all the unprofitable and intolerable 
situations that merciless 
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employment of convict labor in the manufacture of 
shoes was made in the Senate, June 6,by Senator 
Simeon D. Fess, of Ohio, who introduced a bill to re- 
gulate interstate commerce in articles of this kind. 

The Fess bill, which naturally died with the adjourn- 
ment of Congress, provides that it shall be unlawful for 
any person knowingly to sell, ship, or offer for sale or 
shipment in interstate, any article manufactured, fabri- 
cated, or processed, in whole or in part, in any state or 
Federal prison, penitentiary, or reformatory, or in any 
factory or establishment in which convict labor is em- 
ployed, unless such article, or its container, is labeled so 
as to indicate that such article was made by convict 
labor or in an establishment employing convict labor. 
It is unfortunate that this measure was not introduced 
earlier in the session as the government is now manu- 
facturing shoes at Fort Leavenworth. 


HE productive capacity of the hosiery industry 

is in excess of consumptive needs. It is true that 
some mills have comparatively little difficulty in sell- 
ing their production, and at times are actually behind 
on orders. But overproduction appears to be the real 
weakness of the industry as a whole, and this weak- 
ness is revealed pretty clearly in dull periods like the 
present, states the Dry Goods Economist. 

Silk hosiery is being sold by retailers at extraordi- 
narily low prices in many instances, and while this, 
of course, is temporarily a benefit to the consumer, 
it tends to establish low price levels which manufact- 
urers may find great difficulty in meeting under nor- 
mal conditions. Consumers easily become accustomed 
to certain retail price levels and form the habit of 
buying merchandise at around these levels. And manu- 
facturers inevitably try to meet the prices around 
which the bulk of consumer buying centers. If they can- 
not do this and maintain their accustomed quality, 
there is a natural pressure to lower quality in one or 
more respects. This danger is bound to arise from the 
constant featuring of special Jow prices by retailers. 

One of the outstanding reasons why quality hosiery 

is sold in shoe stores:is that 





competition develops. 

Once he prayed for his 
ownsuccess but now he prays 
for the success of his com- 
petitors because so con- 
tagious is failure that it 
brings down the healthy with 
the weak. 


Labor Law 


LAST minute effort to 
overcome recent legis- 
lation which permitted the 





THE RECORDER CREED 

Getting More Shoes Sold Right; not 
only “‘more”’ but “‘right’’; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the right profit. This is the great prob- 
lem of the retail merchants. 
purpose of the BOOT AND SHOE RE- 
CORDER is to help solve it; for this is 
the basic problem upon which depends 
the progress of the entire allied in- 
dustries relating to shoes and leather; 
their production and distribution. 


the public realizes that the 
shoe merchant carries the best 
grades and holds to lines of 
integrity. He will notsacrifice 
to a bargain sale to get vo- 
lumes of people coming into 
the store; he won’t buy lead- 
ers and then try to force 
second grade sales; for he 
has the reputation of quality 
in footwear, and in hosiery is 
content to let the customer 
judge as toa similar high 
rating, let the price come 
where it will. 


The chief 
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Slowly a Change Is Being Wrought in 


Women’s Fashions 
The Directoire Influence Is Feeling Its Way While the Tailored 


| AST February at the openings 
in Paris several of the leading 

couturiers sponsored the Di- 
rectoire line in dresses and coats. 
Many scoffed at the idea then, but 
an underlying trend is gradually 
undermining the present silhouette. 
Its change will be slow and subtle, 
but it revealsits work here and there. 
It must be remembered that changes 
in fashion are never sudden, but are 
seen in a gradual almost impercepti- 
ble transformation which is con- 
stantly at work. 

Several Directoire coats have ac- 
tually been worn bysmart women on 
Fifth avenue in the past few weeks, 
all showing the tiered shoulder cape- 


let typical of the period, the rest of 
the coat remaining true to the 
straight silhouette. 


High-Waisted Vest 


A flannel coat boasting a high- 
waisted vest unquestionably aimed 
at a Directoire line. A navy blue 
suit on Fifth avenue showed a dis- 
tinct innovation by wearing a cape- 
let over the shoulder recalling again 
the Directoire influence. The suit 
was otherwise mannish and smartly 
tailored. Another semi-fitted redin- 
gote of black satin showed the Di- 
rectoire lapels. That the silhouette 
will see at the August Paris openings 
any decided change is doubtful, but 
Directoire details are gradually 
making their mark. The high- 
waisted effect could only be ac- 
cepted by young girls, some 
of whom have already adopt- 
ed it. It finds no place with 
the older women. 

A natural outcome of the 
Directoire influence brings 
about a square crowned, 
short brimmed hat often 
tilted to one side, which may 
prove a dangerous rival of 
the cloche. A leading milliner 
recently displayed a window 


Suit Is Still in Vogue | 


By MARGUERITE CAROE 


Above—Patent leather pump piped in gold 
kid and hand painted in gold Chinese 
characters. Below—Natural lizard vamp 
and heel combined with champagne hand- 
painted kid. Perugia models from I. Miller. 


of these models, one of which, in tan 
felt faced in brown, acquired dash 
by means of a willowy ostrich orna- 
ment. Other stores interpret it in 
white felt with a perky felt bow at 
the side or trimmed in lacquered 
leaves or gardenias. This hat in 
many instances resembles the old 
coachman’s hat. Its representatives 
are found in all Fifth avenue stores. 
Launched last fall this fashion sadly 


fell by the wayside, now reappearing 
to apparently meet with success. As 
a complement to the Directoire coat 
or suit nothing smarter could be 
found, but it is doubtful whether 
women will universally take to it, 
for unlike the cloche its lines are less 
flattering. 


The Triumph of Flannel 


While the tailored trend marks 
street clothes of every description, 
whether of wool or silk, its influence 
is doubly felt in the sports world. 
Thus flannel, the sport fabric par 
excellence, monopolizes the sporting 
field today. In luminous windows, 
department stores and specialty 
shops alike exploit the mode of 
flannel in its various ramifications, 
most stores stressing yellow, titian, 
sand, almond green, powder blue, 
brick-dust and, of course, white. 

Flannel as a fashion outlined its 
possibilities at Palm Beach this win- 
ter. Its authoritative versions fall in 
line with the tailored vogue. Upper- 
most in all collections is the separate 
coat in seven-eighths or three- 
quarter length, unlined and collared 
in tailored manner or in soft white 
fur. In tune with the “ensemble 
costume” which manifests itself 
throughout fashions is the long coat 
suit consisting of a long coat and 
one-piece dress or two-piece jumper 
frock. Third in line comes the tail- 
leur—extremely smart in single or 
double breasted models, buttoned 

in bone, glass, or mother of 
pearl. For those who can 
afford it a matching cape 
often completes the tailleur 
at exclusive shops. 


Mannish Waistcoat the Latest 


A brilliant spot of color on 
the links or on the courts and 
a theme around which a dar- 














Varied interpretations of straps onwhite kid. Both shoes from 


Cammeyer. 


ing costume may be built is 
the mannish_waistcoat{with 
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its convertible collar, smart button 
treatment down the front, adjusta- 
able masculine belt in the back com- 
pleted by a wrap-around skirt to 
match. None the less brilliant on the 
golf course are the striped English 
blazers booked for an amazing sum- 
mer vogue. A one-piece dress or 
matching skirt and blouse may suc- 
cessfully accompany the blazer to 
its winning score. The sleeveless 
flannel jacket in a contrasting shade 
is almost an essential to any ward- 
robe. 

The separate flannel skirt which 
fits the hips snugly may be plain or 
pleated in sections at the sides. 
Flannel overblouses in plain or 
striped effects, extremely tailored in 
line permitting only a button orna- 
mentation, may or may not com- 
plete the skirt. The simple, boyish 
type of flannel dress in one- or two- 
piece styles with or without sleeves 
completes the ramifications of the 
flannel vogue. Let it be motoring, 
golf, tennis, club, or beach wear, 
flannel by all odds hits the highest 
score. 

Knitwear Returns 

Knitted sportwear redeems its 
lost place by means of a trick of 
fashion. At the beginning of the 
season knitwear flickered sadly and 
its future seemed dubious when in 
rushed Paris, eternally vigilant, 
with a new nubbed weave, bouclette, 
to save the day. This bouclette 
weave gives knitted suits all the 
smartness they once lacked. It is 
hopefully spoken of on all sides. 
There is the dress, the ensemble cos- 
tume, the sweater, the scarf and the 


White canvas shoe trimmed in patent 
leather. Brown kid slipper with bronze 
buckle. Both from Hennings. 
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Above—Tongue and cut-out combination 

in gored brown suede pump. From Hanan. 

Middle—W hite buckskin buckled tongue 

sports shoe. From Franklin Simon. Below 

—White canvas pump with swirled white 
kid trim. From Lord & Taylor. 


long slim coat. B. Altman strongly 
endorses this mode and completes a 
white bouclette dress with a short, 


vividly embroidered coat. The 
Grande Maison de Blanc prefers 
cretonne appliqué stitched to the 
fabric with tinsel. This house even 
goes further, using brown bouclette 
for the bodice of a dress and chintz 
embroidered in red straw for its 
skirt, an unusual combination. The 
long tunic over a separate skirt is 
soon to be carried out in this me- 
dium also. As the season advances 
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everything turns into a tunic at its 
smartest point. Some of these will 
be of chiffon weight. A chiffon nub 
yarn frock at Bonwit Teller follows 
the inevitable straight line, but ter- 
minates in a striped border at the 
hem. 


Black, the Summer “‘Color” 


Black is the newest Paris ‘‘color”’ 
—and the smartest. At the Russian 
Fete, at the Longchamps Races, 
chez Lanvin, wherever smart Paris 
foregathers, black predominates. It 
is sometimes illumined with white 
or a poignant bit of color. Let it be 
daytime, travel, resort, restaurant, 
theatre, dance, dinner or formal 
social wear, black is omnipresent. 
Its media are chiffon, chiffon com- 
bined with satin or lace, lace, crepe 
Roma, crepe Georgette, tulle, flat 
crepe, crepe silks, satin alpace and 
bengaline. Its treatment may be 
hand painting, pompons, paillettes, 
scintillating rhinestones, bead appli- 
qués, ostrich, embroidery or pleat- 
ings. 

Styles in Footwear 

The tailored trend promises to 
govern fall footwear lines with a 
tendency to marked simplicity in 
shoes. The oxford, the one-strap 
model, the opera pump, tongues and 
a few simple sandals are the styles 
along which most houses are work- 
ing. 

There is noticeably less cut work, 
appliqué and ornamentation, al- 
though contrasting trimming in alli- 
gator, lizard and kid seems to be 
favored. More and more Russia calf 
is worn, usually in opera pump 
styles, and this medium for fall, to- 
gether with ooze, should be excellent. 

A new bronzed treatment applied 
to alligator by Delman lends itself to 
striking trimmings. 


White kid slipper piped in red showing 

mother-of pearl button ornamentation. 

Russia calf walking shoe. Both models 
from I. Miller. 
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“Ladder Club” Meetings Are Encouraging Store 


Salesmen to Think for Themselves 


HE subject for the June 16 meeting of “The 

Ladder Club” is “Stock Arrangement.” It is a 

subject that is getting much consideration at this 
time all over the country. 

Many members are joining the club daily and it 
promises to be a great factor in inspiring the store 
salesmen to become more interested in every phase of 
the retail shoe field. Heretofore there hasn’t been 
enough individual thinking. Too many store salesmen, 
as well as men in every other industry, allow others to 
think for them. An exchange of views on current prob- 
lems in the retail shoe field is of unlimited value and 
should be encouraged. 

“The Ladder Club” is simply an open forum con- 
ducted in shoe stores to allow every salesman an op- 
portunity to recite actual experiences having to do 
with selling shoes. Ideas which can be applied by the 
entire sales force may be secured in this way, whereas 
if no get-together meetings are held, individuals are 
very likely to travel along the usual channels with no 
team work. 

Some of the direct results that are sure to follow if 
the “Ladder Club” sessions are faithfully held ac- 
cording to schedule are: 


. Better service. 
. Greater personal trade. 


on = 


. Increased merchandise sales by the individual 
salesmen. 

4. Elimination of “shelf warmers.” 

. Stimulation of salesmen to greater efforts in 
seeking extra business. 


w 


6. Encouragement of the force to present construc- 
tive business-getting ideas. 


. Promotion of inter-store harmony. 


It is attention to details that leads 
to mastery of responsibilities. Your 
first duty is to sign and send in this 


ee 


The responsibility of interesting the salesmen in 


results that will follow from frequent meetings rests on 


you retai! shoe merchants. Show them that there 


mutual benefits to be derived from a successful shoe 
store. Some practices to follow in keeping abreast with 
the most progressive merchandising men today follow: 


Keep a record of each salesman; his sales, etc. 


| 
| 
: 
Keep other records as you think necessary, such as 4 
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comparative pair sales, reports by departments, turn- 


over figures, etc. 


Suggest how to put over extra pair sales. Show that 
you’re extremely interested by welcoming suggestions 


on this subject. 


Advise your salesmen to study window trims. 


Get men concerned with other phases of the shoe i 
industry to address your meetings. For instance a 


good hosiery salesman would be very interesting. 


Before buying, be in a receptive mood for suggestions 
from those “‘on the firing line.”” They know the trend of 


style. 


Discuss a sale before putting it on. Get suggestions 


from the sales force. 


& 





Application for “‘Ladder Club”? Membership. 





“Ladder Club” Editor 
Boot and Shoe Recorder, Boston. 
The Store wants to join 
“The Ladder Club,” with members. 
Send free copies of Arthur L. Evans’ 
The Retail Shoe Salesman each month. 
It is understood that membership to “The 
Ladder Club” will cost us nothing except real 
interest, enthusiasm and consistent cooperation. 


Signature 
Address 

































































June 1 





of s 
It’s 
mer 
velc 
ciat 
the 
for 

wh 
usa 
pag 
eve 


con 
Sin 
as i 
but 


pos 
Fey 
a-r 
son 
the 
no 
the 
to 

the 
“ol 
me 
bal 


ing 





me 


























s 14, 1924 

























wearer discover for her- 

self the many-sided value 
of sandals as a Summer shoe. 
}t’s too much to expect one 
merchant in a town can de- 
velop overnight an appre- 
ciation and heavy demand for 


fe takes too long to let the 
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Here’s a Workable Plan for Moving 
Sandals at a Profit 


Take a Quick Look at the 
Next Two Pages and Then 
Read Here Howto Use Em 


The problem during the 
last week in June is not. to 
create demand but to in- 
crease in size and activity a 
demand already felt. The 
question isn’t “will the shoe 
sell?” but “how fast?” and 
speed governs to a great ex- 








the sandal. It isn’t necessary 


tent the number of pairs sold. 








for one alone to try it. That is 
why the Recorder offers a 
usable suggestion in a two 
page spread for exhibition in 
every merchant’s window. 
Simplicity in advertising is 
common enough knowledge. 
Singleness of thought is just 
as important and just as basic, 
but normal competition puts 
it aside if not for the im- 
possible foritsimpracticability. 
Few care to start the ball 








One can get shoes any time, 
but one cannot have the time 
in which to sell them. 


The Heart of the Idea 


If one merchant only in a 
town uses this idea there 
won’t be enough selling power 
generated to call the plan any- 
thing but most ordinary. 

Unless all the merchants of 
the town get together and 
decide on one solid week in 
which every one will use his 














a-rolling, perhaps because 
some are guided by the axiom 


best selling sense to put San- - 











that the “‘rolling stone gathers 
no moss,”’ while others know 
that a snowball does roll up 
a considerable size, but 
there aren’t enough of the 
“others” and besides Sum- 
mer is not the time to allow childish thoughts of snow- 
balls. Result: disconnected, ill-timed and _ therefore 
weak efforts to popularize a style for heavy sales dur- 
ing a short-lived period. 


Two Heads Better than One 


The old idea of two heads being better than one and 
many hands making short work will cause this Recorder 
to be put into every merchant’s window at the same 
time. The costliness of having to work up a wave of 
enthusiasm singlehanded will be done away with; the 
sandal will occupy the window, the minds of sales- 
people and finally capture completely the fancy of the 
wearer simply because there will be no sidestepping the 
issue. 

There will be one shoe, THE SANDAL and no 
others to cause confusion of buying impulse. Every 
selling utterance and act will be directed fair and 
square at the mark BUY SANDALS, and if sandals 
are not bought more than ever then all the trading 
“isms” and “ologys’’ of centuries of practice may be 
consigned to the junk heap. 
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Showing how you can use the next two pages 





dals first in the feminine ward- 
robe the whole effect will be 
lost to each. 

To the woman walking down 
past the shoe stores of the 
town it must seem that San- 
dals are the only type of shoe lo wear; that if she doesn’t 
have a pair or several pairs she will be out of the fashion; 
that Sandals are worn everywhere. Then if she doesn’t 
follow suit it will be because there is some reason beyond 
the influence of any shoe merchant. 

The big thing to be remembered is that this plan 
can be worked successfully only if all the merchants 
get together and agree to start the campaign on the 
same date. You don’t need to all have exactly the 
same type of sandals. You don’t need to show the same 
leathers and colors. It is the type of shoe that 
counts. SS oe ee 

Why not add to this plan some co-operative ad- 
vertising in your local papers? 

This is a plan in which every merchant will help 
every other merchant. The sales of all will mount be- 
cause the effort to sell is multiplied by the number of 
merchants co-operating. 

Now that you've read this far, keep this issue before 
you while you get your neighbor merchant to agree on 
the plan and so on down the line until every one is lined 
up to sell S-A-N-D-A-L-S. 
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Better Service to the Public Is Keynote of 
Southeastern Convention 


Merchants of Four States Go on Record as Heartily Approving the 
Elimination of Waste in Style Merchandising 


the preface to’ the resolutions of 

the Southeastern Shoe Retailers’ 
Association which met in Convention 
at Charleston, S. C., this week, struck 
the keynote of this worth while 
gathering. 

“The Charleston 
goes on record as being a practi- 
cal school of business experience 
dedicated to the betterment of 
service to the public through the 
efficient distribution of footwear. 
It sets an example and precedent 
for merchants, large and small to 
study new methods and mer- 
chandise; and to co-operate lo- 
cally in selling events and seasons 
in order to prepare themselves to 
meet present-day conditions.”” 


I the declaration of principles in 


convention 


One hundred and twenty merchants 
from Georgia, Florida, South Carolina and Alabama 
and sixty traveling men from markets far and wide 
were the guests of Charleston from June 9 to 11. The 
entire city joined in hospitality and even the circus 
came to town the same day. 


Runway Shows at Hotel 


Leading citizens contributed automobile _trans- 
portation and newspapers vied with one another to 
make it the Southeastern’s greatest convention. At the 
Francis Marion hotel, sample spreads, runway and 
convention hall held merchants in attendance and in 
interesting participation. 

The first business session was opened by H. J. Wil- 
liams in the spirit that merchants gather to learn and 
the investment of time and attention brings dividends 
in better store service and profits. Mayor Stoney said 
its function was to make the United States better to 
live in, better to do business in and better for coming 
generations of shoe men and shoe wearers. Responses 
followed from each of the States. 


“Style Needs a Tra fic Cop” 


President M. A. Condon reported a busy year of 
accomplishment. Joseph Ehrlich, the dean of the 
association, was telegraphed a vote of fellowship. The 
first address of the Convention was by the editor of the 
Boot and Shoe Recorder who spoke on “Style Needs a 


M. A. CONDON 


Retiring president of the Southeastern 
Association 


Traffic Cop,” a subject outlined in 
the Recorder of May 10 and which 
has made a deep impression on the 
trade. 

The afternoon session followed a 
luncheon to the craft attended by 
merchants, salesmen and many ladies. 
It was led by Edwin H. Poulnot, Jr., 
general chairman of the Charleston 
Convention committee. Seaton Alex- 
ander, president of the National, 
made a wonderful address which we 
will run in full in our next issue. 
Open forum followed with style 
discussion on styles suitable for early 
fall. Charles P. Bradley of Atlanta, 
chairman, assisted by Messrs. Stell- 
ings, Golden and Scruggs. Actual 
shoes were held up as types. 


Men’s shoes considered by George 
Nicholson were, first, black brogue 
with fade-away tip; second, modified brogue last with 
stiff box toe in light tan shade of Russia; third, a winter 
weight storm welt type in medium tan leather; and 
fourth, the new wide toe, French brogue short vamp 
in mellow Russia color. 

Between the new square toe, Russia tan style for 
smart college men and the modified brogue last in 
light yellow tan, Charles Brady figured that 85 per 
cent of the fall trade could be covered. He thought 
light tans exceptionally good and that he would sell 
eleven pairs of tans to every pair of black for early fall. 
Low shoes are increasing in year-around demand. 


Conflict in Opinions on Colors 


Dewiand for high shoes fell off 50 per cent in first 
four months of. this year. Just to show how communi- 
ties differ, Charles Brady figured 75 per cent of his 
colored shoes would be on a light, almost banana, 
shade of tan, while Mose M. Smith of Savannah looked 
for 82 per cent on reddish Russia tan, medium shade. 
Discussion of division of seasons in men’s footwear 
into summer light weights and winter heavier weights 
met with unanimous approval. Men were shown to be 
changing buying methods for they shop around as 
much as the women and are flash operators, buying on 
first impressions. 

Children’s shoe discussion met sharp controversy 
between merchants advocating and opposing high 
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style in children’s shoes. Dave Rich and W. Shine of 
Montgomery advocated dolled-up shoes and Charles 
Scruggs thought plainer shoes would sell best. Matthew 
A. Condon called for a perfection of stitchdown shoes, 
for other types are often too stiff, he said, for growing 
feet. 

Frank Stelling of Augusta, Ga., illustrated in a wide 
variety of beautiful patterns selected from traveling 
salesmen’s lines that good lasts will dominate the 
women’s shoe game for fall. The walking type led off 
with the three-eyelet southern tie, followed by neat 
strap numbers and some gypsy models. Pumps with 
gore adjustment are best and shoes with less cut-outs 
than prevailing styles. 


Gores and Straps—50-50 


George Golden, a fellow committee man, figured a 
50-50 split on gores and straps. Marked attention was 
paid to the difference between black and color demand. 
The consensus was 75 per cent blacks inclusive of 
patent, satin, kid, calf and suede, and 25 per cent colors, 
principally the Russia and tan shades in finished 
leathers. More oxfords are coming. 
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Leather Tanning Explained 


J. V. Lobell of Baltimore illustrated by hides, skins 
and leathers the origin, tannage and finishing of com- 
mercial and shoe leathers. He ran the range of calf, 
kip, cow, colt, horse, sheep, kid, goat, cabretta kan- 
garoo and buck with details of store information useful 
in selling the ultimate customer. In automobiles the 
Convention then adjourned to Folly Beach for bathing, 
sea food dinner, speech making and dancing. The Hon. 
John P. Grace spoke on Charleston and its waterfront. 


Store Compensation Discussed 


Wednesday was a concentrated experience meeting 
led by Sam Davis who in later resolutions was given an 
honorary speakership for life and it was hoped that it 
would be a long and enduring contract. He pointed out 
that the average business man gave an hour a day to 
his newspaper and about ten minutes a week to reading 
his business papers. A sharp competition of wits brought 
out in discussion of store compensation methods that 
paramount to all was service rendered by salesmen and 
that if salary basis plus P. M. developed better fitting 
then it deserves continuance despite the fact that most 


Style Revue in the Evening 


Style revues are a new 
feature of Southeastern Con- 
vention and a high runway was 
the central feature of display 
hall. On Monday night it held 
a two-hour style show with 
every line of shoes modelled 
even to the extent of having 
one girl wear a tan shoe on one 
foot and a black on the other 
because the salesman had not 
brought pairs. It was un- 
doubtedly the most enthu- 
siastic style show ever held at 
any convention for it was ap- 
plauded from beginning to 
end. 

Tuesday's session was short 
and sweet and was presided 
over by Werner S. Byck of 
Atlanta, past president and a 
founder of the association. 
Herman C. Harrison spoke on 
“Insurance Service for Shoe 
Men” and Sam A. Davis, N. 
S.R.A. field secretary, brought 
down the house with his 
speech on “Successful Retail- 
ing.”’ So appreciative were the 
audience that they voted the 
next day as Sam Davis Day 
and invited executives from 
all the big stores in Charleston 
to come. 











Resolutions Adopted at South- 
eastern Convention 


Resolved—T hat every opportunity for the elimi- 
nation of waste in style merchandise be studied to 
the end that shoes may have a longer life and greater 
value to the consumer, thereby taking away the un- 
necessary hazard attending the retailing of shoes. 


Resolved—T hat all shoe store merchandise be sold 
on the basis of correct filling and for the purpose for 
which it is to be worn rather than forced into public 
channels by methods uneconomic and unethical. 


Resolved—That the Southeastern Association 
petition the National Shoe Retailers’ Association 
for a thorough investigation of parcel post legisla- 
tion with particular effort to prevent an unfair dis- 
crimination in favor of mail order houses as against 
the independent local merchants. 


Resolved—T hat a special vote of appreciation be 
tendered the traveling men who have attended our 
convention and who have sat in at our meetings for 
they spread the gospel of getting more shoes sold 
right in every community. They are the genial men 
of contact between us and our sources of style and 
supply and are deserving of our consideration at all 
times. Contributing to our association full measure 
of support, enthusiasm and inspiration, we salute 
them collectively as the greatest friends of the mer- 
chant. 


Resolutions on the Near East Relief, on co- 
operation with the Harvard Bureau, National 
Insurance and thanks to Seaton Alexander, Sam 
Davis, Arthur D. Anderson, J. V. Lobell and 
Herman C. Harrison were passed with a special 
resolution to Retiring President Condon, Charles- 
ton, the hotels and Chamber of Commerce. 











stores were on a commission 
basis backed up by a weekly 
drawing account. 

One merchant pointed out 
that his best clerk made from 
$60 to $70 weekly and his 
lowest record man over $45 
and the men are working 365 
days in the year for the cus- 
tomer. 

The problem of returns 
wound up in a discussion on 
how to please the customer 
who brings back shoes two 
months after the style has dis- 
appeared from the stock and 
wants her money back. 


M. M. Smith Made President 


The officers nominated by 
committee headed by Charles 
P. Brady were Mose M. 
Smith, Savannah, president; 
Fred Stewart, Atlanta, Char- 
les Scruggs, Spartanburg, G. 
P. Golden, Jacksonville, Dave 
Rich, Birmingham, vice-presi- 
dents; Frank Stevens, Atlanta, 
treasurer; and directors Wer- 
ner S. Byck, Charles F. Marks, 
N. M. Nankin, George Bus- 
sey, Joseph Ehrlich, Henry 
Schafner, T. W. Beagle, J. H. 
Simon and Charles Byck. The 
next convention went to 
Savannah. 
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A distinctive feature of this new Walk-Over Shoe Shop in New Haven, Conn., are the leaded glass 
panels in the Caen store window backgrounds. 


Your Entrance Can Repel or Invite 


First Impressions May Not Be Lasting Ones but It Is Wise to See 
That They Are Good 


NE of the finest shoe stores in the Eastern part 
QO of the country was opened early in May when 

the Walk-Over Shoe Shop, owned by Frank D. 
Wetmore and Sydney Stokes, occupied its new quarters 
at 930 Chapel Street, New Haven, Conn. In its 20 
years’ existence, the store has moved three times, each 
time to a better location, the latest change bringing the 
establishment in a choice business section, in the midst 
of the better grade of stores, and facing the Green, one 
of New Haven’s beauty spots. 

The new store is 24 feet wide and 70 feet deep. The 
front is inviting looking and the arched doorway and 
beautiful dome make it unique among New Haven 
stores. The first thing that impresses one in entering is 
the space available. The store carried 5000 pairs of 
shoes on the selling floor, and in addition there is a 
large, dry basement where surplus stock can be kept in 
perfect condition. 


Hosiery Counter Near Entrance 


The interior is finished in oak, with quartered oak 
trimmings. There are plenty of comfortable, roomy 
seats. The floor is of inlaid tile effect, with a black border 
and is kept shining with wax. Near the entrance 


is the hosiery counter, after which comes the 
women’s department, and at the left, the men’s 
section. 


The office is about in the center of the store. There is a 
fine show case around the front of it, and the cashier's 
desk and wrapping counter are all so situated that no 
carrier baskets are necessary, and quick handling of 
sales is facilitated, without confusion. Both direct and 
indirect types of lighting are used to good advantage 
in this ultra modern store. 


Leaded Glass Panels in Window Backgrounds 


The windows of this newest New Haven store are also 
unique. The backgrounds are of Caen stone. In the 
center of each there is a small window of leaded glass in 
period design, with a niche for the display of any one 
special item of either footwear or hosiery. Spotlights are 
available to bring out any one article in the display. The 
small window is removable and may or may not be a 
part of the trim, as desired. The flooring is also un- 
usual, being a rubber tiling in black and white effect 
with a jet black border one and a half inches wide, with 
a flashing on the back. The men’s window is at the left 
of the entrance and the women’s at the right. 
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The entrance itself is of tiling and a red tapestry 
brick which is practical and at the same time very 


attractive. 
Sale Following Easter 


In its advertising prior to its removal the store used 
considerable newspaper space with excellent results. 
Before Easter all goods were sold at regular prices, with 
no intimation that a sale was contemplated. Im- 
mediately following Easter a 10-day removal sale was 
conducted in so satisfactory a manner that practically 
all of the old stock was cleared out, and at a profit, 
which is perhaps even more unusual. The week before 
the new store was opened was devoted to advertise- 
ments announcing the event, with the result that on the 
opening day, crowds of interested citizens thronged the 
establishment, and in addition to offering congratula- 
tions, bought shoes and hosiery in a manner that augers 
well for the success of the store in its new home. 


Tribute from Employees 


A deluge of floral tributes literally filled the front part 
of the store on the day of the opening, many of the 
New Haven business houses sending bouquets, and 
even two of the newspapers sending flowers and well 
wishes. 

One of the floral pieces most pleasing to Mr. 
Wetmore and Mr. Stokes was a huge basket of blossoms 
from the store employees, who had worked under high 
pressure during the removal sale and prior to the open- 
ing, often until 12 o’clock at night and even into the 
wee sma’ hours of morning, getting things in readi- 
ness. 

The Bridgeport store also sent a floral piece. 

How the Opening was Advertised 

An attractive folder carried a cut of the store en- 
trance on the front cover and illustrated two late shoes 
inside, with an invitation to the public to inspect the 
new store, occupying 
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worth was sold the first three days the store was open. 

With the description of the new home of this Walk- 
Over Shop, it is interesting to have a word picture of the 
two men who have made the business what it is. Frank 
D. Wetmore is a veteran shoe man, for more than 40 
years connected with the Walk-Over organization as a 
salesman and dealer. He is one of the old-time Walk- 
Over salesmen, for about 28 years covering the larger 
cities of the West and Middle West, his selling ability 
making him a valuable man in the Geo. E. Keith Com- 
pany organization. 


Active in Civic Work 


Mr. Wetmore gave up selling the retail trade to try 
his hand at the same game, and opened a store in New 
Haven in 1904. In 1907 he was joined by Mr. Stokes, 
who was recommended to him as a live wire by E. L. 
Seaman, now general manager of the Greater New York 
Stores of the Geo. E. Keith Company. Three years 
later, in 1910, the two men opened another store in 
Bridgeport. 

Mr. Stokes is active in civic work in New Haven. He 
is a past president of the Kiwanis Club, has been a 
director of the Retail Merchant’s Association of the 
Chamber of Commerce for six years, and was president 
of the association for two years. During the World War 
Mr. Stokes proved himself a super-salesman in dis- 
posing of Liberty Bonds and won recognition for selling 
the largest amount of bonds of any one individual 


Suburban Day Boosts Business 


He introduced Suburban Days into New Haven three 
years ago, which selling idea has become an institution 
now and a boon to the retail merchants. At his sug- 
gestion, last year, the merchants contributed $12,000 
to decorate the principal streets of the city three weeks 
before Christmas to stimulate early shopping. A 
mammoth Christmas tree 100 feet high was erected on 

the Green and com- 








the back cover. It 
also contained a cou- 
pon entitling the 
holder to a pair of a 
special brand of 
hosiery, under the 
store’s own name, at 
reduced price. The 
regular price of the 
hosiery is $1.95 a 
pair, and the coupon 
was worth 60 cents, 
making the purchase 
price for the opening 
$1.35 a pair. This 
was intended to in- 
troduce the hosiery 
and its success may 
be!seen from the fact 
that nearly $1000 





The finish is oak with 
quartered oak trimmings. 


munity singing in 
which thousands par- 
ticipated featured a 
big celebration ar- 
ranged by the mer- 
chants. 

Mr. Stokes is vice- 
president and former 
secretary ofthe Walk- 
Over Dealers’ As- 
sociation. 


5000 pairs of shoes on 
the selling floor. 





Sales Force of 
Ten 


The New Haven 
store has an organi- 
zation of 10 persons 
and there are six 
connected with the 
Bridgeport store. 

















BOOT AND SHOE RECORDER 


June 14, 1924 


When You Buy Pumps, Here Are Some 


Points to Note 


The Fitting Qualities of this Type of Footwear Are of the 


Utmost Importance 


Know the essentials of good pump 
making and give the manufacturer 





time for real lasting 





“A” shows a pump pulled too close to 
the last at the throat, biting the soft 
tissue of the fool. Avoid shoes of this 
character. ““B’’ shows a correct pump 
where there is a slight elevation to the 
throat. More wood on the last and longer 
lasting are needed. In very high throats 
be sure the leather is crimped at the 
throat. 











c 3 


The throat and back line are the only points where the 

pump grips the foot. These points must be placed cor- 

recily or the pump will dig into the heel tendon or cut at 

the throat. Better try nae * line straps—they fit the foot 
tter. 





; : The long counter makes a 

The sides must hug as in better fitting pump. Note 

C”. A shoe that gapes is a Fog upper s the 

shoe that will slip off the outer muscles of the foot. A 

foot. The upper snot collar pump, or one with 

lasted close enough in “D. foxing, has . better fitting 
value. 


The counter is most important in 
pumps. Note how “G” hugs the heel. 
The heel seat may be roomy but the top 
is snug. Heels on lasts should be 
several sizes under standard if they are 
lo grip properly. In“ H”’ the wide top 
spoils good fitting. See that pumps are 
made on pump lasts and not on lasts 
designed for sandals or orfords. 
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Extension Selling Boosts Shoe Sales 
(Continued from page 45) 


for the reason that he does not call oncustomers at all. 
His visits are made to people who are not yet customers. 
When a family becomes a customer this clerk is through 
as far as that family is concerned. Thereafter they are 
“sold” by the usual retail methods, ‘phone, letter, etc. 
There has been no check up on results in this case— 
yet; but this dealer stated recently at a meeting of a 
retail association that he believed he had struck on 
something that would double his volume for the year. 


Same Thing in Other Lines 


Extension selling, in other words, has now come to 
mean making retail sales outside of the retail store— 
exercising salesmanship beyond the counter. More 
and more of it is being done every day in the trade. 

It is being done in other lines. As a matter of fact the 
number of clerks in the trade now on commission and 
bonus for NEW buyers is astonishingly large. Com- 
petition has brought this about. Competition is going 
to extend it. Though a doctor is compelled to wait for 
his patients to come to him, the dealer need not do so. 

A third division of extension selling is found to be 
gaining ground rapidly. This is nothing more than co- 
operative agreements with retail merchants in other 
lines. 

The best working arrangements along this line are 
something like this: The shoe dealer makes a friendly 
agreement with a butcher, a grocer, a hardware dealer, 
etc., to send all customers possible his way in return 
for the same courtesy on the part of the shoe dealer. 
Quantities of business cards are supplied each other 
and are kept in view on the front counter. 

“Talk” is what makes sales—it is the best form of 
advertising. It is a very simple matter in the course of 
making a sale to suggest where the additional needs of 
the customer may be best and most conveniently 
supplied. Many dealers phone their co-operators when 
a customer is “on the way.” At regular intervals there 
is a sort of check up. 


Movement Seems to Be Growing 


The fact remains that extension selling is spreading 
rapidly. A general movement of this kind is certain 
to spread as it proves to be more successful. It has been 
the theme for discussion among a dozen important 
New York State retail associations in the past six 
months. It has had a “run” in the New York State 
retail associations in the past six months. It has had a 
“run” in the New York clothing field during the past 
season. It is spreading to all lines. 

To make it a regular store policy without any too 
great “spread” on the idea would appear to be best and 
safest. Conditions vary greatly in various localities. 
The reaction in some places to extension plans is totally 
at variance to what it would be in others. But the 
general idea may be applied any place and at any time. 
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California Convention Plans Are 
Perfected 


Los Angeles, Cal., June 13—Interest in the California 
Shoe Retailers’ Association Convention, to be held at 
the Hotel Biltmore here, June 23, 24 and 25, is at high 
pitch. Plans have been completed for what promises to 
be the biggest gathering of state retail shoe merchants 
ever held. For months committees have been gradually 
perfecting a program. 

A shoe style show will be one of the features. Sample 
rooms are to be located on the second and third floors. 
It is planned to devote the mornings to inspection of 
merchandise on display in 120 sample rooms. During 
the afternoons there will be discussions on current prob- 
lems pertaining to retail shoe merchandising. 

One of the most important of the committees is the 
trade conference committee. There are six divisions, 
each handling a special subject. There will be meetings 
of these divisions at separate times so that delegates 
may attend all meetings and derive benefit. The chair- 
man of each division is a retail shoe merchant and will 
preside when his division reports. 

Considerable attention will be devoted to an analyti- 
cal discussion of the women’s shoe style subject. The 
leading merchants of the state, many of whom recently 
returned from the East where they were in intimate 
touch with every phase of the industry, will throw much 
light on the fall style program. 

Addresses by several leaders in the trade will be made. 
They will cover most subjects having to do with various 
divisions of the industry, particularly merchandising. 


Convention Committee 


Fred White, of the C. H. Wolfelt Co., is the conven- 
tion president; Melville Kaufmann of Sommers & Kauf- 
mann, secretary-treasurer, and Paul A. Jesberg of Jes- 
bergs’ Walk-Over Shoe Shop is the convention chair- 
man. The convention committees are headed by the 
following retail shoe merchants: C. H. Fontius, speak- 
ers and program; A. B. Young of Young’s Shoe Stores, 
registration: A. L. Gude of Gude’s, Inc., reception and 
entertainment; James McGiffin of the Innes Shoe Co., 
style show; C. R. McWilliams of the Nettleton Shop, 
traveling men; Frederick Kayser of Wetherby-Kayser, 
publicity and attendance; Frank More of the Frank 
More Shoe Co., San Francisco, style committee. 





Gude Made N.S. R. A. Director 


Chicago, June 12—N. S. R. A. headquarters an- 
nounces that President Seaton Alexander has appointed 
A. L. Gude of Los Angeles to fill the existing vacancy 
in the directorate of the association. Mr. Gude, who has 
always been active in state association work is at the 
head of one of the important committees preparing for 
the California convention to be held in Los Angeles the 
latter part of this month. 
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An Independent Test Won by 
OUR NEWLY PROCESSED 


DONKEY COLT 


(7 newly processed DON- 
KEY COLT is proving all 
and more than we expected. 


It is not only greatly reducing 
the average factory damage in 
lasting—it is wearing and hold- 
ing its brilliance to a degree 
unusual on the feet of wearers. 


DONKEY COLT has been 
proved, by thorough testing, to 
be the most advanced patent lea- 
ther thus far produced. 


True to our slogan, DONKEY 
COLT is a leather that will 
unfailingly ‘“‘bring re-orders.”’ 


TOLMAN, DoW & Co., INC. 





‘‘Leathers that bring Re-orders”’ 





176-180 LINCOLN ST. 


Rochester, N. Y. 
Mr. Charles L. Kirk 
22 Andrews St. 


St. Louis, Mo. 
T. M. Fitzgerald & Co. 
1602 Locust St. 


BOSTON, MASS 


Greater New York 
New Castle Leather Co. 
100 Gold St. 


Cincinnati, Ohio 
Mohr-Holters Sales Co. 
202 E. 7th St. 


General Representatives for Continental Europe 
New Castle Leather Co. 
Headquarters; Paris, France 
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Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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PROMINENT New England shoe manufacturer has 
+. just told us of a test he recently made on what he regards 
the seven best lines of patent leather —to determine which 
showed the least average of damage in lasting. 


The result was so markedly in favor of our newly processed 
DONKEY COLT that he kindly permitted us to publish 
the score. 


Average Pairs 

. No.of Cases Damaged Per 

Manufactured 36 Pr. Case 
Patent Leather No. 1 1014 prs. 
Patent Leather No. “ 
Patent Leather No. 3 
Patent Leather No. 4 
Patent Leather No. 
Patent Leather No. 
DONKEY COLT 


“sé 





The manufacturer who made this test is 
also very enthusiastic about the unusual 


wearing quality of DONKEY COLT. 


By his courtesy, we are showing a pair of 
DONKEY COLT shoes worn by his 
daughter for six weeks. (The unretouched 
photograph speaks for itself.) 


He says DONKEY COLT is the most 
rmarkable patent leather he has ever 
ven in his long shoemaking experience. 
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NEW !—and at a low price 


3 W’s Lenox offer remarkable values in new smart pumps 
for Summer. Attractive center strap effects with cut-out 
vamps, so popular with young people of fashion. 

for 


Growing Girls 
Misses 
THE 


THE “HELMWOOD” = Children 
“WINNER” Patent Leather Front Strap Instep Cut-out 


No. 6602—% 4-11, D and E... .... $2.05 
No. 6601-11 '-2, C, D, and E 2.25 


Turns— No. 4454—2 14-7, C, and D, low heel, 
x3 « IN STOCK 


7041—Tan Calf, 4 to 8 po eteeeaes . sees 
7040—Pat. Leather, 4 to8..... one, a No. 4464—214-7, C, and D, low heel, 
6474—Pat. Leather, 8 4 to 11 7" * broad toe. ore ; 2.60 
7044— White Calf, 4 to 8 ‘ 
6479— White Calf, 8 44 to 11 voad Sm 
7042—Red Kid, 4to8........... .. 2 Salesmen wanted for state of Virginia; also salesmen for 
6480—Red Kid, 8% to ll... ts 7 counties of Central Pennsylvania. Must have estab- 
7043—Champagne Kid, 4to8.......... 2. lished trade. 
6481—Champagne Kid, 8% to 11 2.5 

McKay Sewed 


6611—Pat. Leather, 8 4 to 11, D and E $2. e e . 
tis tronag tira Lae” =“ Weimer, Wright & Watkin Co. 
4463—Women's Pat. Leather, ‘Cuban % 343 
Mee eaited te Tene 295 39 South Second Street PHILADELPHIA ; 


Also Carried in Tan Calf and White Calf. 
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BEADED SHOE ~*~.” 


Gore 


ORNAMENTS =" 


for 


GORING SHOES 


Do away with your metal 
ornaments. 


No. 3292 


Front Strap Ornament 


The four styles shown 

‘ No. 3293 
here are attractive and Front 
low priced—and will make Strap 
your shoes real sellers. Ornamen 


Fifty other patterns available 
Samples on request 


MAZER BROS. 


No. 3406 914 Walnut St. Philadelphia 


Front Gore Ornament 


a > - + y 
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Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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N every line there is a fimest. In rubber 

heels, it is the Goodyear Wingfoot Heel. 
Finest because highest in quality—the live, 
tough, resilient rubber that wears longer 
and retains its spring. Finest because cor- 
rectly designed for style. No wonder more 
people walk on Goodyear Rubber Heels 
than on any other kind. 


GOODYEAR WINGFOOT HEELS 
are guaranteed to outlast any other 
heels—a new pair free if yours do not 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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N newspapers, magazines, roto- 

gravure sections, color pages— 
all over the country, millions of 
people will read Keds advertise- 
ments this year. 


Here is a tremendous advertis- 
ing program that means profits for 
every Keds dealer. Tie up your 
store with this national campaign 
by carrying a full line of Keds. 
Build your summer footwear prof- 
its on Keds, the most popular and 
most widely advertised summer 
footwear in the world. 


United States Rubber Company 











Trademark Reg. U.S. Pat. Off. 
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More Seasonable Weather Stimulates Canvas 
Shoe Sales in Stores 


Summer Activities of School Children Serve to Increase 
Interest in National Demand 


S June advanced, more seasonable 

weather. developed nationally, with 
~ “the result that white shoes of all 
types have been in good demand. In retail 
shoe stores women bought generously of 
white leather shoes as soon as warm 
weather commenced and this condition 
was similar in stores featuring rubber can- 
vas footwear. 

Throughout the country most schools 
closed in mid-June for the summer season 
and this fact, combined with the advent of 
real summer-like weather, gave impetus to 
the sale of these shoes. More school chil- 
dren than ever before are wearing canvas 
types for play and recreation. 

One of the outstanding features of this 
year’s canvas footwear situation is the fact 
that retail shoe stores are more earnest in 
getting more out of this trade than in 
other years. They have gone in for more 
advertising and are making good headway. 
Window trims generally are more realistic 
than heretofore and there are many other 
encouraging things to denote that shoe 
store operators are going after a good trade 
on canvas models. 


Boy Scouts at Summer Camps 


Summer programs for school children’s 
activities are now underway. Newspapers 
are carrying daily reports of boy scout 
troops leaving for summer camps. This is 
an indication that they must possess 
proper footwear for activities coming 
under their outdoor programs. 

The most popular way used in advertis- 
ing canvas styles is to illustrate the various 
models. Results have been good by em- 
ploying this method. The broad range of 
patterns carried now give the prospective 
buyer a wide choice from which to choose. 
For instance, the new models carrying 
crepe rubber soles are very attractive to 
those interested in tennis. They come in 
both low and high types. The fact that 
some lace right down to the toe and other 
little variations are indications that tennis 
enthusiasts may be satisfied with several 
types. A feeling of security goes with the 
crepe-soled shoes. 


Essay Contests 


Essay contests for school children have 
been one method used to good advantage 
in a number of stores in creating added 
interest in canvas shoes. School children 
are always responsive to a contest that has 


an appealing look. They're eager to wear 
canvas shoes in the summer; they get a 
great deal of pleasure and satisfaction in 
wearing comfortable-fitting footwear dur- 
ing the days of recreation and play. The 
prizes offered do not have to be of unusual 
size. 


Akron Rubber Situation 


Akron, 0.—Reports concerning the rub- 
ber production in this district state that so 
far this year conditions have been satis- 
factory. Production has remained at a 
fairly even basis. 


Colors in Bathing Shoes 


The new note in bathing shoes is the 
rubber bathing slipper made in four colors. 
These are selling better than all satins and 
promise to be the leading sellers this 
summer. 


Rubber Footwear in Towns 


A Recorder representative, who recently 
made a trip around the White Mountains, 
was surprised at the many types of rubber- 
soled shoes offered for sale in retail shoe 
stores of small towns. High canvas shoes, 
with thick soles of rubber, including some 
of crepe rubber, were among the leading 
lines in many stores. Farmers working in 
their fields commonly wore rubber foot- 
wear, either rubber boots, knee high, or 


The English Boot Shop, 2805 Germantown Avenue, Philadelphia, Pa., draws considerable 


low rubber boots, ankle high, and of the 
lace type. 





Cobb Returns 


Boston, June 11—Elisha W. Cobb of 
Beggs & Cobb, Inc., returned May 29 
after a pleasant four months’ vacation in 
Florida and California. This was Mr. 
Cobb’s first real rest in fort years. While 
in California he made his headquarters at 
Santa Barbara, enjoying various side trips 
therefrom. 


Radio Attracts Trade 


Jefferson, N. H.—Glidden’s shoe store 
here has installed a radio. People come in 
from miles around to get the news, espe- 
cially young fellows who want to know the 
ball scores. It is good advertising for a 
merchant in a town that has no daily 
newspaper. 





A Shoe Float 


Lynn, Mass.—Lynn Elks will have a 
big shoe float in the Elks parade in Boston 
the week before the big shoe style show. 
The occasion will be the annual convention 
of the Elks. 





John Wanamaker says, “Happy is the 
man who knows he was born to work, who 
knows he can work, and that by work well 
done he can keep on climbing as other men 
have done, to more enjoyable and profita- 
ble work.” 


attention to its 


window displays. The trims are always impressive and are factors in influencing people to enter the store. 
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Vento 


The Shoe that Breathes 








Have You Responded to Our REFRESHING 
Invitation to Obtain Exclusive 


Sales Right in Your City or 
Town? IT BREATHES 


Shrewd merchants are everywhere beginning to prick up their ears 
and open their eyes at the performance of this latest advancement 
in shoemaking : the VENTO Shoe which breathes with every step. 








It relieves all foot troubles caused by lack of fresh air. 


VENTO SHOES IN STOCK 


We want you to know ex- 
actly how and why VENTO 
breathes. A trial order from 
our stock will convince you. 
Then—when you are per- 
fectly satisfied it is more 
Stock No. 1350 than we claim it to be—you Stock No. 1250 
ere ee ae will take advantage of the Cent Ce ee 
opportunity to secure the 
exclusive sale in your city 
or town, if the agency is 
still open, 


Why delay—a letter today 
will give the whole story. 


Kid Oxford, Sterling Last Gun Metal Oxford, Hague Last 


THE PRESTON B. KEITH SHOE COMPANY 


BROCKTON : Campello Station : MASS. | 
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Black Leathers Keep to 
Front in Cincinnati Stores 


CINCIN NAT I—Real summer-like 
weather brought about a splendid trade in 
all shoe stores during the latter part of the 
week ending June 7. A favorable change in 
weather has helped the retail merchant 
and many reported that last Saturday was 
their best day since the Saturday before 
Easter. 

Patents Selling Freely 


Patent leather is still leading the sales in 
al! stores, with black satins following. 
Many are of the opinion that patents and 
saiins will continue throughout the sum- 
mer and fall. Sandals and strap effects are 
important styles, although a wide variety 
of patterns are selling. Tan calf crepe-soled 
sportoxfords are going good for sport wear. 

Business in men’s shoes has shown more 
activity the past week. Demand is for light 
shades of tan calf oxfords. Men's sport ox- 
fords with crepe soles are popular for golf 
and this style is expected to sell more 
freely with continued favorable weather. 


Suggestion Sales Campaign 


The Potter Shoe Company is conducting 
a suggestion sales campaign during the 
month of June with two teams in the field, 
Reds and Blues. This campaign is to stimu- 
late extra sales. In making the second 
sale, it is called a suggestion sale, and is 
placed to the credit of the salesperson. It 
doesn’t make any difference as to what the 
article may be, even if it is only a pair of 
shoes laces. The salesperson receives an 
extra compensation on this sale besides his 
regular commission. The team that loses 
is to pay for the picnic that is to be given 
on Saturday, July 5, as a penalty. They are 
also to act as kitchen police, and the win- 
ning team is to be the guests of honor. 

Prizes will also be awarded to the win- 
ning team. A silver cup will be awarded to 
the team having the highest total score. 
This cup will be the property of the team 
winning it twice out of three contests. 
After each contest, the championship cup 
will be on display in some prominent loca- 
tion, suitably engraved, and decorated 
with the colors of the winning team. 

There is a great deal of enthusiasm 
going on in the store regarding this cam- 
paign, and they issued a special periodical 
called ““The Potter Pep,’ which contains 
the information regarding the campaign. 
Since this campaign has begun, the sales 
of findings, such as shoe polish, laces, 
buckles, cleaners, and hosiery sales have 
increased. 

James P. Orr’s opening message to the 
teams was: “This is June, the month of 
roses, brides and sunshine. Let’s get to- 
gether and make it a month for smashing 
records and a battle royal to determine 


who will be the guests and who will be the 
K. P.’s at the outing, and remember, vic- 
tory is going to perch on the banner of the 
side that works the hardest. Remember 
what Edison said: ‘Genius isn’t inspira- 
tion, it’s perspiration.’ ”’ 
Springmeier Presides 

The Shoe and Leather Club held its 
monthly meeting June 7. George Spring- 
meier, vice-president, presided in the ab- 
sence of president Herbert Lape. 





Good White Sales 


Calls for white footwear are steadi- 
ly increasing and many of the 
stores reported sales were satisfac- 
tory during the week ending June 7. 
Most of the whites that are selling 
are not trimmed, and while they are 
strap and cut-out effects, they are 
not extreme models. White kids are 
selling to a large extent, while white 
cloth and canvas are moving slowly 
at present. 











Spangler at Merchants’ 
Meeting 


At the meeting of the Cincinnati retail 
shoe merchants, held June 3, George M. 
Spangler, manager of the National Shoe 
Retailers’ Association, spoke. 

Mr. Spangler outlined briefly the activi- 
ties of the N. S. R A., and cited many 
specific ways in which this organization 
helps the retail shoe merchants. Mr. 
Spangler stated that business problems 
can be met only through organized efforts. 

Mr. Spangler announced the next N. S. 
R. A. convention to be held in Boston next 
year, on January 12 to 15 inclusive. At 
this convention, the committee has 
planned to have in operation for the in- 
spection of the shoe merchants a complete 
tannery. There will also be a complete shoe 
factory in operation; also an exhibit by a 
large rubber company, building up a com- 
plete rubber equipment. Last concerns 
will also demonstrate the making of lasts 
from beginning to end. 

The next speaker on the program was 


69 


W. J. Hunter of the Mabley & Carew Co., 
who emphasized local organization. 

Mr. Hunter read an article which he had 
carefully prepared on the subject of “‘Mer- 
chandising.’’ He stated that turnover and 
markdowns occupy the head of the list as 
important factors in merchandising. The 
problem is to increase one and decrease the 
other. He stated that it is most important 
that a complete stock be carried to satisfy 
wants of trade. He defined a complete 
stock as “An assortment of wanted mer- 
chandise that is right in material, color, 
style, size, and price customer wants to 
pay, and at the right time.’’ A complete 
stock does not necessarily mean a large 
stock, but on the contrary it is usually a 
comparatively small stock. A complete 
stock insures a quicker turnover, a rea- 
sonable per cent of profit, and few mark- 
downs. 

Mr. Revenaugh, secretary of the Mer- 
chants’ Association of this city, offered to 
have copies of Mr. Hunter’s survey mime- 
ographed and sent to all those present. The 
offer was immediately accepted. 

Mr. Voller, manager of the shoe depart- 
ment of the Mabley & Carew Co., who 
was the chairman of this meeting, an- 
nounced that the retail shoe merchants 
would hold off on clearance sales as long as 
possible, and would have them as near to 
July 21 as was convenient. 

W. E. Giesting, manager of the Boston- 
ian Shoe Store, was appointed chairman 
for the next meeting. 

Daniels’ Offerings 

The Daniels Shoe Store at 15-17 West 
Fifth street, advertised white kids and 
black satins for June brides and girl gradu- 
ates at $5.95. They also offered men’s 
Russia calf oxfords at $5.95, and patent 
colt sandals for misses and children. 


Special Sale 
The Mabley & Carew Co., 5th and Vine 
streets, is running a special sale of 250 
pairs women’s fancy oxfords and straps in 
brown, airedale, and gray suede leathers, 
high and low heels, at $5.85 per pair. 


Queen Quality In New 
Location 

Pietzuch’s Queen Quality Store, which 
sold out its entire stock of shoes the early 
part of March, due to the expiration of the 
lease, announced its opening July 1, at 436 
Race street, just two doors above the old 
location. 





Chicago White 
as Weather 


CHICAGO—The weather was much 
more favorable to the retail shoe business 
during the week ending June 7 than it had 


Season On 
Turns Warmer 


been for many weeks. Merchants, espe- 
cially those in the outlying districts, are 
for the most part satisfied with the week’s 
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PATENT LEATHER, GRAY BUCKSKIN 
and BROWN LOTUS SANDALS 


(Full leather lined) 


For Growing Girls or Ladies 
Sizes 214 to 8 


Ramsey Patented Process—$2.00 
Ordinary Stitchdowns— 1.80 


i 
No. 109—Patent Leather Oak Leather Soles................- $2.00 
(Ramsey’s Patented Process) il 
Ne. 1109—Same as above....... 2.0.02... ccc ccc ccc ee eee Gh O 
(Ordinary Stitchdown) 
No. 106—Gray Buckskin Chrome Re-tan Soles..............$2.00 
(Ramsey's Patented Process) ‘ 
No. 1106—Same as above. ................. $1.80 
(Ordinary stitchdown) 
No. 105—Brown Lotus Unlined Oak Leather Soles.... ..... . . $1.75 
(Ramsey's Patented Process) 


No. 449—Patent Leather Chrome Re-tan Soles 
(Ramsey's Patented Process) 
No. 1449—Same as above.... ’ 
(Ordinary stitchdown) 


No. 309—Patent Leather Oak Leather Soles.................$2.35 No. 169—Patent Leather Oak Leather Soles................. 
(Ramsey's Patented Process) (Ramsey's Patented Process) 


No. 326—Gray Buckskin Oak Leather Soles............. $2.00 No. 166—Gray Buckskin Chrome Re-tan Soles 
(Ramsey's Patented Process) (Ramsey's Patented Process) 


No. 305—Brown Lotus Oak Leather Soles........ $2.00 No. 165—Brown Lotus Chrome Re-tan | 
(Ramsey's Patented Process) (Ramsey's Patented Process) 


Above may also be had in White Calf, Log Cabin Buckskin or Fawn Buckskin. 


THE 3 OF 


Ranseys 


werfen Gamnet RP 


347 RIDER AVE. THEY CAN BE RESOLED NEW YORK CITY 
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showing. Loop merchants have had no 
cause for complaint this season regarding 
the volume of business done. The general 
complaint has been regarding the failure 
of colored suedes to sell, although sales 
volume on satin, patent leather and the 
more staple materials has been very good. 

Most retail merchants are convinced 
that this summer will be an exceedingly 
large white season. They back up this con- 
viction by stocking whites heavily. And 
reports received so far are satisfactory. 
The demand is for kid and canvas. Buck 
is not very strong at present. 


Optimistic Report 


H. C. Groenewold, sales manager of the 
Wobst Shoe Company of Milwaukee, 
arrived in Chicago Saturday after a 
sales trip in the South. “The children’s 
business in the South is much better than 
in the North,” said Mr. Groenewold, 
“The so-called ‘hand-to-mouth’ buying 
policy does not seem to be quite so pre- 
dominant below the Mason and Dixon 
line. In Texas conditions are especially 
good. Weather conditions have not been 
as adverse as in the Northern states. 


O.-G. Sale on Whites 


O’Conner & Goldberg have been con- 
ducting their annual early season sale on 


BOOT AND SHOE RECORDER 


white shoes for the past two weeks. Ex- 
cellent results are reported from the 
extensive advertising that has been given 
the sale. The first week was given to their 
established clientele, they having been 
notified of the sale by mail so that they 
might have first choice. The second week 
newspaper ads proclaimed the sale to the 
general public and according to Mr. 
O’Brien, manager of the West Madison 
street store, an even greater volume of 
sales was made than had been anticipated. 


Patents and Satins 


Archie Weisberg, of the Novelty Shoe 
Company, wholesale merchants, said that 
contrary to general opinion that white 
shoes were the “biggest bet’’ for this 
season, his records show that satin and 
patent leather continue to lead by far in 
sales. Mr. Weisberg made this statement 
in connection with a comment on the 
continued “‘hand-to-mouth”’ buying policy 
of the local retail trade. 


Good Children’s Trade 
Sinsheimer Brothers, manufacturers 
and wholesalers, report an exceedingly 
good season in the children’s shoe busi- 
ness. “Patterns must be ‘like mother’s’ 
or ‘like dad’s’ in order to be assured of 
popularity,”’ said Ben Sinsheimer. 





Healthier Tone to the 
St. Louis Retail Trade 


ST. LOUIS—The retail merchants 
throughout the downtown retail shoe belt 
continue to be optimistic over business 
conditions. During the week ending June 7 
the report in many stores was fair and 
fairly good. While no one is highly elated 
over the present situation, on the other 
hand there is no pessimistic rabble. The 
past six days have been as good or in some 
cases better than the previous week. The 
improvement was perhaps more notice- 
able during the week than on Saturday. 
Some stores reported business on Saturday 
under that of the previous week. 

Without a doubt the few warm days ex- 
perienced proved that the weather will be 
a stimulus to white sales. Whites sold 
freely on Saturday and for the first time 
this season quite a few pairs were seen on 
the streets. 

Patent holds up well in spite of the hot 
weather. One high grade store stated that 
it was rather unusual, the number of re- 
quests for patent leather. Other stores 
have noticed the effect of white on patent 
leather and report some cutting in on this 
material. 

Satins continue moving right along. 
One store reported a few calls for gray 
suede as well as gray kid. Colored kids 


have received little attention, but occa- 
sionally they are sought. White kid is re- 
ceiving the prestige in the call of the 
whites sold. Pump effect patterns are 
popular. With lattice work and a few other 
cut-out effects, they seem to strike the 
fancy of the fair sex. 


Retail Merchants’ Meeting 


The St. Louis Shoe Retailers’ Associa- 
tion held their regular monthly meeting 
Wednesday evening, June 4, at the Ameri- 
can Annex Hotel. A discussion partici- 
pated in principally by the members who 
attended the Brooklyn style show was led by 
M. M. McCain. The opinion of a majority 
of members attending the style show was 
that Russia tan calf in tailored footwear 
would be the vogue for fall selling. 

Comment was made on the many five 
eyelet lace oxfords shown. A number of 
opera pumps and some strap patterns 
were also mentioned as having been among 
the footwear featured. Concealed gorings 
in a number of new innovations was an- 
other trend that was received by the mem- 
bers with unusual interest. There have 
been a few champions for gray as a fall fad. 
This announcement was not received with 


much ~gusto, especially—after—the—latest 
fiasco of gray footwear. 

Patents and satin are expected to be 
outstanding numbers in the fall selling. 


Fahrendorf on Advertising 


P. M. Fahrendorf, formerly advertising 
manager of Brown Shoe Company and 
now secretary of Fisher-Brown Advertis- 
ing Company, was the principal speaker of 
the evening. Fahrendorf related his ex- 
perience as a retail shoe salesman 14 years 
ago in Ely, Nevada. He pointed out the 
importance of establishing consumer con- 
fidence in the store of the retail shoe mer- 
chant. He said newspaper advertising was 
of little or no value to the small neighbor- 
hood store, the rates were prohibitive and 
the circulation was not concentrated suffi- 
ciently to make this type of advertising 
profitable. A well prepared, direct-by-mail 
campaign and a carefully compiled mailing 
list would prove more helpful to the neigh- 
borhood store, stated Fahrendorf. He be- 
lieved a small daily advertisement was 
better than an occasional large one. As 
weather played an important part in the 
pulling power of the advertisement, the 
element of chance was toogreat to risk one 
large advertisement instead of using small 
space daily. 

Association went on record as selecting a 
night at the St. Louis Pageant of Fashion 
to be designated as Shoe Retailers’ Night. 
C. E. Williams reported on the shoe style 
show to be given by the St. Louis Shoe 
manufacturers, January 5, 6 and 7, 1925. 


Advertising Idea 


Brandt's Olive Street Boot Shop sent to 
a selected list of people a letter, together 
with a card of introduction, which entitled 
the recipient to a credit of 62 cents on a 
pair of $1.95 silk hosiery. The card had the 
individual’s name, to whom the letter was 
addressed and when presented was held as 
a prospect on an excellent mailing list. 
Russell Agnew, general manager of the 
Brandt's stores in St. Louis, stated that the 
principal purpose was to induce the type of 
people desired to visit the new store. The 
returns were large, stated Mr. Agnew. 


Baseball Schedules 


Hutcheson’s shoe store at 712 Olive 
street has had prepared on a neat pocket 
size celluloid card the ‘‘at-home”’ baseball 
schedule of both St. Louis teams. On the 
opposite side is a calendar from April, 1924 
to March, 1925. For a men’s store the idea 
has become very popular and the cards 
are eagerly sought by baseball fans pur- 
chasing footwear. 


New Shoe Stores 


G. R. Spencer, Baldwin Park, Cal. 

Lapointe & Fils, Montreal, Canada. 

Manhattan Shoe Store, Montreal, 
Canada. 

J.S. Greenburg, Glasgow, Ky. 
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IN STOCK-WHITE SANDALS 


eAnd now— 


With the sweep of the white season before you, Stickles offers 
you these two dainty novelties for immediate shipment. 


Made over Ko-rec-toe lasts of the finest leathers—these shoes 
will appeal to the particular customer—the correct fitting lasts 
give constant comfort and ease. 


Write or wire your orders. 


DESIGNED FOR GIRLS—BUILT FOR GIRLS— 
APPEAL TO GIRLS 


Stock No. 9319X 


bi hes No. 9356X White Elk. Cut out San- 
No. 9319X White Elk Calif. Sandal dal with White Welting. 10/8 Rubber 
Cut out Vamp. 8/8 Rubber Heel. Heel. 


ee Si 8, Price $4.25 
S401 Wits A Ban mn pateene™ 


c width, 3to 8 


‘HE “oe SHOE (0. 


MANUFACTURERS 


RED WING, MINN. 


KO-REG-TOE 
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Whites Selling at Better 
Rate in Wisconsin Cities 


MILWAUKEE—Whites are beginning 
to sell in Milwaukee stores but up to the 
end of the first week in June, the majority 
of retail shoe merchants reported that the 
season had not really opened up and 
looked for a greatly increased white busi- 
ness later in the month. A stretch of warm 
weather during the first part of June 
resulted in a decided increase in business 
and shoe merchants were taking a more 
optimistic view of business conditions. 
June weddings have been a factor in 
promoting early white sales and many 
strap effects in kid and some satin were 
sold for brides and wedding parties in 
dressy, high-heeled styles. Gold and silver 
cloth slippers have also been in demand 
for wedding parties. This early white 
business has been almost entirely in 
dressy styles of kid with some satin. High 
heels have predominated with the excep- 
tion of a few sandals for street and sports 
wear. 


Black Most Favored Color 


The bulk of local business still centers 
around patents and satins in a variety of 
strap effects. One downtown shoe store 
reported that Cuban and high heels pre- 
dominated in this season’s business. On 
the contrary, a department store reports 
the popularity of patents in low heels, 
either flat or box styles, and mentions 
Hollywood sandals as very good numbers. 
Among the new styles are some black 
satin pumps and black patents piped in 
gold. Sport shoes for women are showing 
up very well for golfing and other outdoor 
sports. An increase in this business is 
expected later in June when people are 
planning for vacations. 

Men are also showing interest in sport 
shoes, particularly for golfing. Moccasin 
styles and two-toned oxfords with crepe 
soles have been good sellers for this busi- 
ness. Some merchants have found that 
many men buy plain tan oxfords with wide 
toes to use for both street wear and golfing 
rather than a special golf shoe. June wed- 
dings have stimulated the demand for 
black patent oxfords for men, although 
this business does not figure to any great 
extent in the total volume of sales. In 
general, men’s business was picking up 
nicely during the first week in June and 
indicated considerable interest in tan 
oxfords and a few blacks. 


Shoe Store to Move 


The Luzenski Shoe store, in Wisconsin 
Rapids, Wis., will move into a new loca- 
tion some time this month because of 
plans for the erection of a new store 
building on the site of the building now 
occupied by the Luzenski store on Second 


street south. G. O. Babcock, owner of the 
property, has announced plans under which 
he will co-operate with F. W. Kruger and 
the Abel-Mullen Co. in erecting three 
buildings with uniform fronts and arcade 
entrances. 


Hold Big Shoe Sale 


Gimbel Brothers, co-operating with the 
Bleecker Shoe Co. of New York, held one 
of the biggest sales in the history of the 
Milwaukee store when 4,680 pairs of 
women’s shoes were offered at $2.98. 
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According to Charles A. Collar, buyer 
for the department, response to the large 
advertisement of the event was the biggest 
ever known since the opening of the 
department. “Under present conditions, 
this was unusual,” stated Mr. Collar, 
“‘but it shows that, in spite of what has 
been said about business, people will buy 
if they are offered good merchandise at a 
reasonable price.” 


Local Shoe Dealer Dies 


Ernst Klingbeil, 78, who conducted a 
shoe store at Grove and Washington 
streets for many years, died at his home. 
He resided in Milwaukee for more than 50 
years. He was married in Milwaukee 50 
years ago. 





Splendid Season on Sport 
Shoes in Detroit Houses 


DETROIT—The white season opened 
with increased advertising space devoted 
to white footwear and window displays 
filled with white shoes but the weather 
man up to June 4 had not seen fit to 
recognize the importance of this condition 
to the shoe merchants. Wet, cold days 
have cast a wet blanket on business and 
merchants are beginning to grumble in 
earnest. May business did not develop 
as well as was expected. 


Sport Shoes Very Strong 


There is little change in the style 
development in footwear. Whites are being 
purchased in modest quantities, but black 
patents lead, with black satins a good 
second choice. Light tans are the choice 








Display for June 

A beautiful June Bride window 
display was installed by F. E. 
Whitelam, display manager for 
R. H. Fyfe & Co., the first week in 
June. The background was entirely 
covered by a white satin drape hung 
smoothly, over which a silk lace 
drape was similarly stretched. An 
over-drape of brocade silk was then 
looped over the sides and top show- 
ing a panel of the white in the 
center. Two huge candles, five and 
one-half feet high, were made of 
cardboard tubes and covered with 
white satin. Electric light bulbs 
represented the lighted wick, while 
the candles were set in fancy bases 
representing the candlestick. The 
floor of the window was covered 
with white satin. Bridal footwear 
was shown on the pillow and on 
fixtures. 











of the men, with the lighter brogue types 
finding considerable favor, both in plain 
and grain leathers. 


There are practically no white fabrics 
selling, leather being demanded by the 
public. Sports shoes with crepe soles for 
men are a big factor in the present selling 
in many stores where sales of these lines 
are astonishing even the buyers. Re- 
orders in some cases have been given on 
sports lines, but caution is being exer- 
cised to avoid having dead stocks at the 
close of the season. 


Novelty and Plainer Types 


N. C. Amluxen, manager of the A. E. 
Burns & Co., voiced the opinion that the 
coming season will see as many beautiful 
shoes sold to women as ever. There seems 
to be a difference of opinion as to the value 
of a four-season business among buyers. 
Some believe it will mean fewer sales, 
while others are enthusiastically boosting 
the idea because they hope it will increase 
sales. In the stores catering to the higher 
grades the plainer types are favored, and 
here they will probably be offered as 
something new to replace the vogue of 
fancy types. 


Making Extra Sales 
W. F. Butler, Ertell & Butler, is prac- 
ticing the art of suggestion on his cus- 


tomers in an effort to make double- 
header sales. “One of the best prospects 
for a double sale is a man whose feet 
perspire more than the average,” he said. 
“IT usually tell him that he would get 
more confort out of his shoes if he would 
wear two pairs on alternate days, allowing 
a pair to dry out each day. Then I tell 
him that experience has demonstrated 
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Startling Beauty at a Startling Price 


‘Miami,’ chiffon stockings with pure 
silk boot and mercerized top, heel and 
toe. Colors: Black, Cruiser, Cordo- 
van, Amber, Peach, Sand, Airedale, 
Poudre Blue and Silver. Sizes 8% 
to 1014. Three pairs to the box. Re- 
tail price $1.00 per pair. 





The gossamer sheerness of this 
exquisite chiffon stocking 
represents the latest achieve- 
ment in the making of beauti- 
ful hosiery. The shimmering 
of its fine threads of pure silk 
makes an irresistible appeal 
to feminine eyes. In spite of 
the exquisite thinness of 
“Miami” it is so skillfully 
woven that its long wearing 
qualities are as great a surprise 
as the startling low price. 


‘‘Miami” is being shown to 
your customers through the 
Arrowhead Hosiery advertis- 
ing in The Ladies’ Home 
Journal, The Saturday 
Evening Post, The Pictorial 
Review and Good House- 
keeping. Your customers are 
on the lookout for this lovely 
and inexpensive stocking. 
Order it in all the new fashion- 
able colors. 


RIcHMOND Hosiery Mutts, INc. 


Established 1896 
CHATTANOOGA, TENNESSEE 


For All the Family 


MOM 
GUTTA 
Muu 


Ankle-Clinging Hosiery 








Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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that two pairs, worn in this way, will last 
longer than two pairs, worn one pair at a 
time. Then, too, I suggest something 
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different in style to the one asked for. It 
is surprising how many extra sales can be 
made with this class of customer.” 





Minneapolis Merchants 
Expect Good White Season 


MINNEAPOLIS — The _ unfavorable 
weather conditions which prevailed here 
up to the first of June retarded the sale of 
white shoes. There is every indication 
pointing to a good white season, and mer- 
chants aren’t discouraged because the 
season is slow in opening. 

Patents have been slowing down 
slightly, after predominating since Janu- 
ary. Gray, beige and fawn seem to be the 
predominating colors and they are selling 
in strap and tongue pumps and sandals 
mostly in suede, although kid numbers in 
these same styles and colors are in demand 
to some extent. In more popular-priced 
stores, the colored sandals are finding a 
fairly ready sale. 


Shoe Merchants’ Picnic 


Minneapolis and St. Paul retail shoe 
merchants will hold a picnic in July. Presi- 
dent Joseph Langley of the association has 
named Charles A. Kilbourne chairman of 
the picnic committee. W. N. Comer and 
Harry Donnelly of Minneapolis and D. D. 
Bryson, Walter Peterson and Fred Hohilt 
of St. Paul will serve with him. 


Gray with Edmunds 
Company 


W. G. Gray, lately with the Edmunds 
Shoe Company, and prior to that buyer 
for the Golden Rule store shoe depart- 
ment, St. Paul, is on the road for Krohn- 
Fechheimer Shoe Company, Cincinnati. 
He will travel in Minnesota, the Dakotas, 
Montana and Wisconsin. 


After Members 


The Northwest Shoe Travelers’ Associa- 
tion has announced prizes of $15, $10 and 
$5, respectively, for the first, second and 
third largest number of memberships 
brought in during 1924. 


1925 Convention Dates 


Already plans are in progress for the 
1925 convention of the Northwestern Shoe 
Retailers’ Association. Dates for the event 
have been chosen. The event will be held 
at the St. Paul auditorium on January 26, 
27 and 28. 





June Promises To Be Good 
Month for Louisville Firms 


LOUISVILLE—The first part of June 
showed a marked improvement over the 
last part of May in the retail shoe stores. 
More seasonable weather aided in in- 
fluencing men and women to buy more 
generously. 

In women’s shoes the demand con- 
tinues quite good for patent leather and 
satin sandal and strap effects, styles shown 
in new white goods being the same as 
those that have been shown in black, gray, 
etc. White kid and canvas pumps are 
being shown in many windows, but sales 
are far from active so far. 

Men's shoes are running fairly close to 
even on black and tan. 


Jacobs Uses More Space 


Joe T. Jacobs, of the Jacobs Shoe Com- 
pany has fitted up the second floor of his 
store building as a bargain sales room, 
selling men’s and women’s shoes at from 
$1 to $2.95, and thus keeping all cheap 
sales stuff separate from his popular- 


priced first floor business. Mr. Jacobs re- 
ported that the new department had 
started off well. 


Agricultural Conditions 


Considerable complaint has been heard 
of late from the agricultural districts 
where business has been slow, due in part 
to the extremely bad weather, which has 
retarded farming and made farmers very 
pessimistic. The outlook is poor in the 
tobacco sections due to overproduction, 
resulting in low prices. 

Recently the Kentucky Burley Tobacco 
Growers Co-operative Association re- 
leased over $8,000,000 as a final payment 
on 36 grades of leaf tobacco to growers, 
and this has resulted in better buying and 
collections. The Dark Tobacco Pool of 
Western Kentucky has also released sev- 
eral millions of dollars. The coal sections 
are very slow on account of poor demand 
and low prices of coal, along with a strike 
in Western Kentucky which has tied up 
about one-half the field. The oil sections 





Shoe Club Activities 


The Louisville Shoe Club is mak- 
ing arrangements to hold another 
meeting very soon, although time 
and place have not been definitely 
decided upon as yet. The club has 
been doing some good work over the 
past few months, and more interest 
is being shown in its meetings than 
at any previous time in four or five 
years. 











are also operating on a very poor basis 
due to low prices of -rude oil and mean 
weather. 

In Louisville business is good. Con- 
struction work is heavy. Bank clearings 
for the month showed a gain of about 
$10,000,000 over May of last year, and 
are only about $9,000,000 behind as com- 
pared with the first five months of 1923. 


Petot Company Gains 


-G. B. Hays, of the Petot Shoe Com- 
pany, reported that his May business 
showed a gain of 30 per cent, which can be 
figured in pairs or dollars, as the price was 
$6 a pair last year, and is at the same level 
this season, the company having but one 
price for either men’s or women’s shoes. 


Seeking Out-of-Town Business 


The Louisville merchants are going to 
hold out-of-town-shoppers’ days on June 
18 and 19 during the Home Coming Week. 


Convention at Atlanta 


Atlanta, Ga., June 10—Everything is 
in readiness for the annual summer con- 
vention of the Southern Shoe Whole-uiers 
Association, which is to be eld here on 
July 2 and 3, according to recent an- 
nouncement by E. K. Marshall, 41 Hayne 
street, Charleston, S. C., secretary of the 
association. The meeting this year will be 
one of considerable importance, with a 
program that will include addresses by 
shoemen of national note, and there is 
promise of as good an attendance. 

Entertainment features for the visiting 
jobbers, salesmen, and wives and mem- 
bers of the delegates’ families are being 
handled by the larger shoe jobbers of 
Atlanta, who plan to provide entertain- 
ment of a nature that will prove one of the 
features of the convention. 





Krempel Made Manager 


Milwaukee, Wis., June 11—Harry F. 
Krempel, for the past 13 years with the 
W. L. Douglas Shoe Company, shoe manu- 
facturers of Brockton, Mass., was recently 
appointed manager of the Douglas store 
on West Water street, this city. 
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Ever Forward! 


E have many reasons to be thankful 
that we live and do business in the 
United States. 


Our standard of living, with its resultant 
circulation of currency and general economic 
activity is a national asset, rather than liability 
as some pessimists would have us believe. 


The purchasing power of the One Hundred 
and Ten Million people of our country is 
equal to that of Five Hundred Million people 
in any other part of the world. 


Be glad you are selling to a people who can 
absorb more merchandise today than any 
other nation—and pay a better price for it. 


Charles Dickens said, ‘Reflect on your 
present blessings of which every man has 
plenty; not on your past misfortunes, of which 
all men have some.” 


And our Future—who can question the 
Blessings that are ever the Reward of National 
Integrity and Industry? 


Sie Mu € 
Treasurer and General Manager 
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Ohio Sections Report Fine 
Run on the Strap Patterns 


AKRON-CANTON—Cold and rainy 
weather during May retarded the retail 
shoe business to a marked degree, but 
since the first of June there has been a 
healthy tone to general buying and shoe 
men are optimistic concerning the summer 
season. Whites are selling freely after a 
very slow start. 


Strap Models Leading 


Ninety-five per cent of the women’s 
business is in strap effects. Patent. leathers 
and blacks are doing the volume, with col- 
ored footwear being unusually slow for 
this season of the year. 

Men are buying 90 per cent oxfords with 
tans being the popular shade. The lighter 
shades of tan are selling best now. Quite a 
number of patents are being sold to young 
men. 

Cut-out oxfords are moving best in 
children’s departments, two tone effects 
being very good. Volume in juvenile de- 
partments has held up business in general 
with many of the shops here. 


Elect Smart President 


Earl T. Smart was elected president of 
the Marion, Ohio, district of the Ohio Val- 
ley Shoe Retailers’ Association when shoe 
merchants from Delaware, Marion, Craw- 
ford, Wyandot, Hardin and Morrow 
counties met at Hotel Harding here re- 
cently and perfected an organization. Cal 


J. Watrous of Marion was elected vice- 
president; J. W. Cone of Delaware, secre- 
tary, and Anthony Vogel of Upper San- 
dusky, treasurer. 


New Shoe Department 


Under the supervision of Ralph Shuter, 
formerly of the Shuter Shoe Company, 
Akron, O., and H. C. Mahar, shoe de- 
signer of Cincinnati, the Ideal Company, 
large Massillon, O., department store, has 
opened a new shoe section. 


To Form Association 


Canton retail merchants have pledged 
their support in the formation of a Better 
Business Association here. Preliminary 
plans will be discussed at a meeting soon 
to be held. Jack Moore, secretary of the 
Akron Better Business Commission, has 
been asked to come to Canton to outline 
the working principles of the organization. 


O. T. Wilson Dead 


Word has been received from Seattle, 
Wash., of the death of O. T. Wilson, 
former Newcastle, Pa., retail shoe mer- 
chant. Mr. Wilson for many years was en- 
gaged in the retail shoe business in New- 
castle as senior member of the firm of 
Wilson and Ewing. About 18 years ago he 
sold his interest and went West. 





In Colorado, Industrial 
Activities on Upward Grade 


DENVER—Considerable rain has fallen 
in Colorado putting farm crops in excellent 
condition. The present outlook indicates 
that Colorado this year will harvest 
record crops and the farmers of the state 
will be in better financial condition than 
at any time since the war. This all goes 
to improve business in Denver and other 
parts of the state. The oil boom in the 
northern part of the state is also doing 
much toward. making business conditions 
better in this section of the couatry. The 
revival of mining is also aiding. 

Retail shoe merchants here report 
business improving with the outlook ahead 
very bright. Denver expects to entertain 
a record number of tourists this summer, 
which will be another boost to business 
here. 


Learner’s Store Opens 


A new store has been opened in Denver 
and is 


operated under the name of 


Learner’s. It is located at 1541 Welton 
street and will carry a line of boys’ and 
men’s shoes as well as men’s clothing. 
Mr. Learner has had considerable ex- 
perience in this line of business. 


Jefferay Closing Store 


F. W. Jefferay, proprietor of a store at 
Fifteenth and Stout streets for a number 
of years, is conducting a closing-out sale. 
He has alargestock of shoes and men’sand 
boys’ clothing. He is going to California 
where other business interests call for his 
personal attention. 


Features Hiking Boots 


Of late the Fontius Shoe Company has 
been featuring the National Park hiking 
boots and oxfords. This line of footwear 
has been featured by the Fontius store by 
a direct mail campaign consisting of a four- 
page folder telling of this line of outing 
shoes. 
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Wisconsin Merchants’ Con- 
vention in August 


Milwaukee, Wis., June 10—Active 
work on the annual convention of the 
Wisconsin Shoe Retailers’ Association to 
be held in Fond du Lac on August 12, 13, 
14, will be commenced at a meeting of the 
board of directors of the association called 
for early July. The meeting will probably 
be held at the Hotel Pfister in this city, 
and will mark the beginning of actual 
work on the 1924 meeting program and 
arrangements. Details of the convention 
plans are being taken care of in Fond du 
Lac by the local committee in charge, 
headed by A. C. Egelhoff. 


It is expected that the coming conven- 
tion will be preceded by a publicity and 
promotion plan which will be the most ex- 
tensive ever attempted by the state or- 
ganization. 

The purpose of the 1924 con- 
vention, according to Harry Lucas, 
secretary-treasurer, will be to bring as 
many as possible of the shoe retailers of 
Wisconsin to Fond du Lac. No attempt will 
be made to play up the display feature of 
the convention, and the officers are plan- 
ning to make this year’s convention stand 
upon its own feet in the way of financing 
and operation. 

No displays of any kind will be allowed 
on the floor of the convention—contrary to 
the custom followed for the past several 
years. 





Milwaukee Merchants Meet 


Milwaukee, Wis., June 10—Machina- 
tions of the post office system were laid 
bare at the regular June meeting of the 
Milwaukee Shoe Retailer’s Association, 
by Fergus K. Ellswork, assistant cashier 
of the Milwaukee post office. Mr. Ells- 
work, in an address full of interest and in- 
formation to the assembled merchants 
told of the labor and worry involved in the 
conduct of the greatest federal industry, 
and explained at length how assistance 
from business men and private individuals 
could better the service. His talk was one 
of the finest delivered before the local shoe 
merchants this season. 

Frank Cleveland of the convention 
bureau, Milwaukee Association of Com- 
merce, also addressed the meeting on be- 
half of the big drive being put on by the 
association for a large convention fund. 
The speaker pointed out to the merchants 
the advantages to be derived in the way of 
advertising and directly increased trade, 
from the presence of many conventions in 
the city. 

President Max Diamond acted as chair- 
man of the meeting which was the last of 
the present season for the association. The 
next meeting of the shoe merchants will be 
held in October. 
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SWAT KING 


Base Ball Shoe 


for everyday Play 


They'll be in love with it at first sight! 
Good as it looks, right through. 
A snappy, sturdy, all-purpose shoe. 


Honestly made, of Khaki Brown Elk, trimmed 
with black—a most uncommonly soft and tough 
piece of leather that meets all boy requirements. 
Dryden Double-Wear knurled (NONSLIP) sur- 
faced athletic sole. 
Sizes 24 to 6, C and E. Price . .$2.85 
Sizes | to2,C and E. Price .... 2.65 
Sizes 10 to 1314, C and E. Price . 2.40 


Price based on even dozens. Terms: 5% 10 days. 


IN STOCK—and selling beyond our expectations 
Order Trial Cases today 


6 Mighty Good Oxfords In Stock 


TEEPLE SHOE CO 


WAUPUN ~ WISCONSIN 
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Fine Calf Leathers 


Manufacturers of 
Velvetta Calf— 
Tuscan Calf— 
Russia Calf— 











Strictly Pine Full-grain Calf Leather 
HUNT-RANKIN LEATHER CoO. 
106 Beach St., Boston, Mass., U. S. A. 








APPROVED BY 
MEDICAL MEN 


An oe on, for 
growing dren es 
lated shoe, the Burk! 
Developer is unex 








PATENTEO r order today. 
one Brockton 2133 
for immediate action. 


BURKLEY 
SHOE CO. 


1156 No. Main Street 
Brockton, Mass. 





GREELEY BOUDOIRS _% 


Will please your trade. Pretty 
patterns, good workmanship 
and full rubber heels distinc- 
tive features. Every 
sale means satisfaction 
to the buyer and a 
profit to you. In stock. 


in, Bink or Colsued Deliveries daily. 


Kid. 36 pair lots only. 


If Your Jobber Cannot Supply You, Write Us. 


x A. W. GREELEY, Haverhill, Mass. x 











Fireproof Capacity 1000 


The Breakers 


ATLANTIC CITY 
On the Ocean Front 
Dancing Concerts 


Golf Privileges Cabinet Baths 


REASONABLE RATES 
JOEL HILLMAN, President 
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Decided Improvement to 
New York Shoe Business 


NEW YORK—The retail shoe busi- 
ness here has taken a decided turn for the 
better. The improvement, merchants be- 
lieve, is predicated upon more seasonable 
weather, which delayed normal buying 
earlier in the season. The period remain- 
ing before hot weather sets in, however, is 
short and merchants are pressing hard to 
build up volume as much as possible in the 
short time. Many sales are in progress and 
the general level of prices appears to be 
lower than it was a few weeks ago. 

In men’s shoes particularly, since the 
John Ward stores cut the price of their $8 
shoes to $7, there has been a large offer- 
ing by other shoe stores at the $7 price. In 
fact some of the medium-priced retail shoe 





Hook and eye trim on hat and shoe. Worn by 
smart woman on Fifth Avenue, New York City 





merchants report that the bulk of their 
business is now coming in at this price, 
compared to $8 a few weeks ago. 


Steady Tone to Women’s Buying 


In women’s shoes, the price competi- 
tion is not quite so keen, and most mer- 
chants report that business is moving 
fairly steadily without the necessity of 
slicing prices, except in styles that appear 
to be passing out. 

Whites are moving in good quantities, 
and the further the season progresses the 
more it becomes established that this 
summer is to be an extremely good one in 
white shoes, all white particularly. Ex- 
cept in a few of the high-grade stores 
where white trimmed with black, tan or 
with colors are called for, the demand is 
for solid white, with kid as the leading 
material. There has been little or no 


business so far on white fabric shoes and 
most merchants are stocking them spar- 
ingly. White buck also appears to be in 
slight call so far. 


Patent Holding Up Well 


Outside of white, black patent is the 
best seller in women’s shoes at present, and 
probably will carry through the entire 
spring and summer season. Black patents 
in neat and simple strap or gore patterns 
are among the best sellers. 

Tan calf is selling fairly well, but some 
merchants are inclined to think that its 
selling power has been over-estimated. 


F. X. Wholley Going to Lon- 
don Convention 


F. X. Wholley, of the Barnet Leather 
Company, who was the vice-president of 
the Associated Advertising Clubs of the 
World at Washington for several years 
prior to his returning to the shoe and 
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leather business, is a delegate to the con- 
vention of the Associated Advertising 
Clubs of the World to be held in London 
in July. 

Mr. Whaolley still is president of the 
Association of Advertising Clubs of the 
Third District, retiring after the London 
Convention. 











Men Buying Sport Shoes 
Freely 


While men’s sport shoes are mov- 
ing with fair briskness, the call for 
women’s sport shoes has not been 
strong so far and some merchants 
are inclined to the opinion that 
business in women’s sports foot- 
wear this summer wil not be very 
good. Certain models, however, are 
going well. One merchant reports 
having sold out his entire stock of 
women’s white elk sport oxfords 
with a crepe rubber sole. Incident- 
ally, in women’s sport shoes, the 
crepe rubber soles are in the lead 
and promise to grow stronger. 























Ideal Weather Conditions 
Help Business in Boston 


BOSTON — Several days of warm 
weather were attributed as the main factor 
in connection with a very good business in 
shoe stores during the week ending June 7. 
Sboe merchants were very much encour- 
aged because of the steadiness which char- 
acterized shoe buying in both men’s and 
women’s departments. On several days 
buying was the best that it has been since 
the final week of the pre-Easter shopping 
period. 

The last three days of the week were 
very good. In many stores the sales forces 
were kept going at energetic paces during 
most of the afternoon. Whites moved at a 
good rate because the weather was very 
warm and consistent with June. It was the 
first real period of summer-like weather 
and made a very favorable impression on 
the demand for whites. 


All Stores Doing Very Well 


The general briskness noted during the 
last half of the week applied to every type 
of store. In the lower and medium-priced 
houses, whites led in volume of sales, but 
this condition was not so marked in the 
highest-priced stores. Black materials, par- 
ticularly patents and satins, are holding 
tenaciously to their long reign of popular- 
ity. They are selling very freely at present 
and promise to be good for the near future 
at least. 

Low-heeled models in white kids are 
good and there is a marked trend to- 


ward the 12-8 heel in the same material. 

In many stores, there is a noticeable 
trend toward low-heeled effects on modi- 
fied sandal lines. Many women express a 
definite preference for a low heel, but are 
cautious in not getting a sandal type which 
features a broad toe. Some desire the slen- 
der strap work in models carrying as low 
as 8-8 and 10-8 heels. They want the same 
lines that go on a 12-8 and 14-8 heel pat- 
tern on a low-heeled style. 


Men Favoring Light Shades 


Men are also being influenced to buy 
more freely because of the change from 
cool to warm weather. They are buying 
generously of tan shades in oxfords. Blacks 
are not so strong and promise to lose 
strength with the advancement of summer. 

Patterns in tan shades are being called 
for by the younger men. Pinkings are used 
to a large degree in placing swagger and 
smartness to men’s numbers. The medium- 
full toe is popular and the short French 
vamp pattern is very good. 

The retail shoe merchants generally ex- 
press confidence that several weeks of 
ideal summer-like weather is the desired 
stimulus necessary to place the shoe trade 
on a high plane. They point to the fact 
that this spring season has been slow in 
shoe stores because of cold, unseasonable 
weather and state that during the few 
periods when warm weather has prevailed 
buying in stores has been brisk. 
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“Smooth Inside as a Miller’s Wing” 


They Come Back for “MORE” 


Because Miller’s stand the gaff. They’re real business builders. 
You owe it to your publictolook into this sturdy, well-built line. 


The Sandal--IN STOCK 


500— 2 -4%....$1.20 
Tan SOI— 5 -8 ... 1.35 
Smoked{ 502— 8%-11..... 1.60 
Choc. 503—11%— 2.. 1.85 
El« 810— 2%- 8..... 2.15 
(S2i— 5 -§8..... 
522— 8%-ll1.... 
mt eo 2 
815— 2%- 7 
551 i 
White {552 8%-11.. 
Nubuck) 553—11%—- 2 
(816- 2k&- 


Pate 





Samples or Catalog 
Gladly Sent 











1. 
34—5-8.... 1. 
35—8'4-11.... 1.8 


Leather 
Only 


Patent {3s 2-4%4.....8 


30 
60 
5 


MILLERSHOECOMPANY 
SALEM J. E. DAY, Mer. MASS. 


June 14, 19% 

















— 


ASK YOURSELF 
THESE QUESTIONS 


If you want the maximum of advertising 
results, ask yourself these questions when 
selecting mediums: 

What is the evidence of READER 
INTEREST? 

Is the paper essential to its field? 

Is reader interest proved by volun- 
tary paid subscriptions? 

Are the paid subscriptions audited 
bythe Audit Bureauof Circulation? 

(Twelve Thousand “Boot and 
Shoe Recorder’ paid subscrib- 
ers are audited by the Audit 
Bureau of Circulation.) 

Is the character of the paper veri- 
fied by the Associated Business 
Papers, Inc.? 

(The character of the “Boot and 
Shoe Recorder’’ is verified by 
the Associated Business Papers, 
Inc., of which it is a member 
publication.) 
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“FLIOSTERI™ 
cA (ontact Pont of Profits 


As the crystal detector of a radio instrument is the vital contact point between 
the great world of sound waves and your ear—so has ‘‘Hosiery”’ become the 
valuable contact point between your cash drawer and all that the leading hosiery 
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manufacturers can do to fill it. 


“Hosiery” is a distinct department of the Boor and Shoe Recerder and is the only 
medium which concentrates on making itself useful to shoe merchants who are 


selling, or plan to sell, hosiery. 


Each month its standing becomes higher and more authoritative. 
for this reason it is more worthy of your careful reading and thought. 
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Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Styles Remain “As Is’’ in 
the Lynn Shoe Factories 


LYNN—Summer styles continue to sell 
“as is.’’ Patent strap styles maintain their 
leadership. Satin shoes come next. More 
warm weather is wanted to brace up sales 
cf whites. Tan calf has made a gain. Gore 
styles are in larger demand. Front strap 
gores are wanted. More opera pumps are 
appearing, some perfectly plain, and some 
with cut-outs, and a few with concealed 
gores. Styles for the next 60 days being 
thus briefly summed up, let a few words be 
said about prospects for fall fashions. 


Looking into the Fall 


Buyers are slow in expressing prefer- 
ences for fall footwear, or perhaps it had 
better be said that buyers await the dis- 
play of fall samples in Boston in July. So 
style leads cannot be definitély traced by 
Lynn manufacturers. 


One group of Lynn manufacturers is © 


talking very strongly of Goodyear welted 
oxfords or custom types for fall. Another 
group is deaf to reports of oxfords and in- 
sists that light and dainty shoes are going 
to sell from summer into the fall. No doubt 
there is room in the shoe trade for both 
oxfords and straps. 

Round toes and short looking vamps for 
dress. A decided increase in interest in high 
heels has been noticed during the past 30 
days. Custom style oxfords, of course, 
show low heels. Yet some custom style 
shoes have heels up to 12-8 high. Patterns 
tend to be plainer. 

With the arguments for light and dainty 
shoes, everybody is familiar. That argu- 
ment for the custom types is new, or at 
least, has not been heard for some time. 
“Custom welted oxfords will sell,’ says 
one manufacturer, “because many women, 
especially working girls, will seek long 
wearing shoes, that can be repaired.” An- 
other says: “Better grade soles are cheaper 
and we can afford to put a better bottom 
on our shoes.” A third speaks of the famil- 
iar argument of tailored oxfords for wear 
with tailored dresses. 

Other arguments are there for oxfords, 
including that old-time argument that as 
the days get colder, heavier footwear is 
wanted. 


Tan Calf Welts 


The Travers Shoe Company is featuring 
for fall a tan calf welt oxford, made over a 
short forepart, 12-8 heel last of calf, with 
tailor style trimmings. 


Some B. & S. Models 


Bresnahan & Sisk, working on new 
models for the Boston style show, are try- 
ing 16-8 heel lasts with medium round toes. 
Strap patterns only are being used. Gore 


styles, the gores covered with beads, are to 
be used. Patents, satins and tan calf are 
the materials for fall shoes. Some white 
shoes are being cut for summer. 


M.G. & W. Shoes 


For fall footwear, Murphy, Gorman & 
Waterhouse list materials as follows, 
according to orders so far booked: patents, 
satins, black suede, dark brown suede, and 
Russia calf. 

New lasts show higher heels. New Pat- 
terns show strap styles. Cut-outs are con- 
tinued in vamps and quarters. A few gypsy 
patterns are selling. A new gore style has 
three front gores, in a lattice arrangement, 
the gores being covered with beads. 


Oxfords for Growing Girls 


The Burdett Brothers are sending in 
from their trips good orders for welt ox- 
fords for growing girls, especially the line 
that is made over their new B. B. last. 


A Sculptor, Too 
Clarence Johnson of the Gardiner fac- 
tory of the United Last Company, models 
lasts of wood in working hours, and in 
leisure hours models in clay or paints. Men 
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of high standing in the world of art, have 
examined the figures that Mr. Johnson has 
modeled in clay, and pronounce them 
worthy of admission to galleries of art. All 
of which shows the artistic skill which is 
put into the modeling of lasts for Lynn 
shoes. 


Velvets Talked About 


Harney shoes are of patent, satin, tan 
calf and white. Velvet shoes will be shown 
for fall, together with black and brown 
suede. Patents and satins will be continued. 
New gore styles show front gores, the gores 
being covered with beads. 


Mr. Noyes Is 85 


George E. Noyes is 85. He is treasurer of 
A. E. Little & Co., and is among the oldest 
of the active men of the shoe trade. 


An Old Pattern 


A pattern, a wood sole shoe, was found 
in the garret of the Retire Becket house in 
Salem the other day. It had been hiding 
there a century or so. It was put on over 
leather shoes, for walking along the beach. 


Last Made by Hand 


Goodwin Bros. have a hand-made last, 
fashioned in days before Blanchard in- 
vented the last lathe. The surprising thing 
about it is its shape. 





Various ‘T'ypes of Reports 
on Current Shoe Demand 


PHILADELPHIA—Factories here vary 
considerably in their reports on current 
activity. Some of them feel that the 
weather has hindered buying. Others, in 
spite of the weather, seem to have secured 
some orders. Some of them have finished 
work in their whites, while others are look- 
ing forward to a good demand for white 
when appropriate weather arrives. Some 
interpret present indications as being fa- 
vorable to a run on whites, while other fac- 
tories are afraid of them and are not mak- 
ing up any. 

Patent leathers continue to dominate 
the market. Satins are sluggish, although 
some blacks are selling. Suedes are very 
quiet. 

There is no call for reds, greens and 
blues and factories are not making them. 
In some quarters demand for tan calf is 
fairly strong. Demand for glazed kid is 
very slight. What buying there was for fall 
delivery now appears to have been a mere 
spurt and of short duration. Front gores 
are still being featured by some factories. 
Plainer shoes are beginning to push out 
elaborate cut-out patterns. Prices are said 
to be holding fairly firm. 


Wholesale Trade 


James E. Kelly finds a good demand for 
men’s black shoes, both in calf and in 
patent leather. Plain toes in patent leather 
shoes are expected to go out after June, 
with its weddings over. Plain toes on light 
browns are only fair. Patents are as active 
as anything, although sales do not come 
up to those of last year. Demand for crepe 
soles has dropped a bit. Two-tones are sell- 
ing fairly well in the New Jersey coast re- 
sorts, but are slow elsewhere. Much of the 
present buying is sizing-up. Prices are firm. 


Decline in Prices 


Continued curtailment in production, 
less active distribution of goods, a decline 
in the number of employees in industrial 
establishments, and a drop in wholesale 
commodity prices are cited in the report of 
the Philadelphia Federal Reserve Bank as 
having been the outstanding features of 
the business situation in this section during 
the last month, Credit conditions, how- 
ever, continue to be easy and money rates 
are lower than they were a month ago. The 
report states that distribution of goods by 
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manufacturers and wholesalers continues 
to be below that of a year ago, while a sur- 
vey of retail business leads the bank to the 
conclusion that purchasing by consumers 
is well maintained. 


Improvement in Sole Leather 


Sole leather tanners report that the fac- 
tories, while still buying only for immedi- 
ate needs, are taking leather a little more 
freely. Orders are still small, but are more 
frequent. Leather is still being sold on a 
buyer’s market. Stock in the hands of the 
tanners is said to have been materially 
reduced as a result of sales and curtailment 
in production. 


Four Styles Featured at $9 


The Strawbridge and Clothier Store is 
featuring four styles of pumps at $9. They 
are plain leather strap pumps with perfo- 
rations, modified French vamps, military 
heels, and perforated straps; sandal pumps 
of patent leather with perforated front 
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Featuring Whites 


Whites are being pushed to the 
front. One of the downtown stores 
is featuring one-strap white canvas 
slippers with round toes, low Spanish 
heels, and turned soles for $12. An- 
other is showing several models at 
$8.75 in white linen trimmed with 
kid and in white kid at $11.50. A 
third is showing a model in black or 
white suede with leather trimming. 
Still another store is showing a num- 
ber of strap, cut-out, and gore 
effects in kid and linen at prices 
which range from $6 to $9.85. 











straps, instep straps, and buckled ankle 
straps, and boxwood heels; sandal pumps 
of gray ooze with gray reptilian leather 
trim and covered boxwood heels; and 
black suede one-strap pumps with lattice 
work effect and covered boxwood heels. 





Haverhill Shoe 


Concerns’ 


Interest in Foreign Trade 


HAVERHILL—Shoe manufacturers 
are interested in the activities of the 
National Foreign Trade Council of which 
James A. Farrell, president of the United 
States Steel Corporation, is chairman. 
This organization has for its slogan, 
“Greater Prosperity through Foreign 
Trade.” 

A convention recently held in Boston 
was the first to be held in New England. 
Local manufacturers were represented at 
this convention. In years past Haverhill- 
made shoes have had an extensive sale in 
foreign countries. This business has proven 
important as an addition to the home de- 
mand. Of late years, owing to conditions 
in many foreign countries, the exports of 
shoes from Haverhill and New England 
generally, have declined. Haverhill manu- 
facturers are earnest in their efforts to re- 
vive foreign trade and thereby increase the 
output of the factories. They believe that 
through the Foreign Trade Council much 
can be accomplished in that direction, and 
are ready to co-operate to the fullest 
possible extent along this line. 


Rickard Chosen President 


Edward M. Rickard of Rickard Shoe 
Company was recently elected president 
and chairman of the board of trustees of 
the Haverhill Shoe Manufacturers’ Asso- 
ciation. Mr. Rickard is widely known 
among the trade as one of Haverhill’s 
most successful shoe manufacturers. He 
succeeds Joseph C. Kimball of Kimball & 
Sherman Co. Mr. Kimball retired after a 
term of strenuous work and important ac- 
complishments for the association. 


Everett Bradley of Bradley Shoe Com- 
pany was elected treasurer of the asso- 
ciation. The board of trustees include: 
Edward M. Rickard, chairman; Everett 
Bradley of Bradley Shoe Company; 
Joseph C. Kimball of Kimball & Sherman 
Co.; Napoleon Theriault of Witherell & 
Dobbins Inc.; Herman E. Lewis of H. E. 
Lewis Inc.; B. E. Cole of B. E. Cole Com- 
pany; J. A. Jonas of Jonas Shoe Company; 
Burt Bowdoin of Tessier & Bowdoin; 
and Clayton Boyd. Fred L. Cooper con- 
tinues as general manager and secretary 
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of the association and permanent rep- 
resentative on the local arbitration 
board. 


Chain Store Buying 

The growing importance of the chain 
store in shoe buying is seen in the de- 
mand which comes to Haverhill concerns 
for women’s shoes. Buyers representing 
large interests in the chain store trade 
purchase on a volume basis. This puts 
them in the class formerly occupied ex- 
clusively by jobbers, inasmuch as they 
obtain the lowest possible prices and the 
most advantageous discounts. The fact 
that Haverhill shoemen are going after 
this chain store trade to a greater extent 
than ever is a recognition of the city’: 
position, both in the ability to quote 
prices which will meet demands of volume 
buyers, and production of popular-priced 
novelty styles which appeal to the 
consumer. 


Bringing Down Costs of 
Living 

Following reductions which have been 
made in factory costs in Haverhill, the 
Shoe Advisory Board asks landlords and 
retail merchants to help reduce the costs 
of living in Haverhill by lowering rents and 
prices of merchandise. In the course of 
an extended statement issued by the 
board it is said: 

“Every real estate owner and retail 
merchant in Haverhill has a direct obliga- 
tion in bringing prices down so that labor 
costs can be cut down, so that the shoes 
can be sold, so that more work can be 
given and more money earned and spent 
in Haverhill. Organizations and influential 
individuals can help to stimulate direct 
public sentiment.” 





Excellent ‘Tone to Sport 
Shoe Demand in Brockton 


BROCKTON—The interest which re- 
tail shoe merchants manifest in the men’s 
sport shoes is reflected in a steady demand 
for these goods at stock departments of 
Brockton factories. Sales of men’s and 
women’s sport footwear are this year mak- 
ing new records among merchants in all 
parts of the United States. Several 
Brockton concerns, sensing this demand, 
have consistently carried throughout the 
spring season lines of men’s and women’s 
sport shoes for prompt delivery. Ship- 
ments are going out daily from factory 
stock departments, representing the latest 
types of this class of footwear. Tan calf 
uppers and crepe soles are prominently 
featured. In fact, practically the entire 
stock sport shoe business is being done 
with this combination. 


Concerning Orders 


“Do shoe merchants, when a salesman 
calls on them, refuse to order, and ask him 
to call later, realize that these repeated 
calls are expensive>?”’ A Brockton manu- 
facturer, in putting this query, added: 
“Our house and our salesmen, in common 
with many other shoe concerns and 
traveling men, are put to a great deal of 
added trouble and expense through this 
disinclination on the part of some mer- 
chants to place their orders on the first 
call. Travel these days is an expensive 
proposition. If the merchant who be- 
lieves he will need our goods later will 
place at least the basis of his next season's 
order on the salesman’s first call, he will be 
doing himself as well as the salesman an 
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important service. If the manufacturer is 
to continue to do business, the expense of 
these repeated calls must be figured in the 
cost of the shoes. 

Business conditions for the past year 
have been to some extent responsible for 
hesitation on the part of shoe merchants 
to place orders early. Looking at it, how- 
ever, from the standpoint of time and 
money saving, as well as the assurance of 
getting goods when needed, there should 
be appreciation on the part of merchants 
regarding this dilatory practice, and a 
desire to co-operate with the manu- 
facturers to the advantage of all con- 
cerned.” 


A Leap Year Proposal 


A shoe shop maiden’s love song as 
broadcast through the Walk-Over Fac- 
tory Prints of the Geo. E. Keith Com- 
pany publications follows: 


EYELET you hold me in your arms 

And VAMP me with your many charms. 

You'll be my SOLE companion while I’m 
young 

If you will only hold your TONGUE. 

And I will give you a little TIP— 

I use no lipstick on my lip. 


I’m FACING you with winning ways, 
I hope our hearts will inter-LACE, 
Though I am a humble lass 

And you belong to the UPPER class, 
I cannot tell you how I feel, 

I know my heart will never HEEL. 


If I thought that my true love mocks 
They soon would place me in a BOX. 
So please be kind and let me STAY 
And I will love you, dear, alway. 

All troubles from us will be cast 

And we'll be sweethearts till the LAST. 


Shoe Shipments for May 


For the month of May, shoe shipments 
from Brockton total 40,725 cases as com- 
pared with 30,140 cases during May of 
1923. Total shipments for the year to June 
1, are 210,194 cases. 


On Alaskan Trip 


Charles S. Marshall, president and 
treasurer of C. S. Marshall Company, 
manufacturers of men’s ““Marshall-made”’ 
shoes, is making a trip to California and 
Alaska. He is accompanied by Mrs. 
Marshall. 


Broadcasts 50th Anniversary 


On May 29, the neighboring town of 
Rockland, Mass., celebrated it 50th an- 
niversary by radio. It was the first time in 
history that any town has celebrated its 
birthday by broadcasting. The celebra- 
tion was under the auspices of the Rock- 
land Commercial Club. The program was 
broadcasted from a Boston station under 
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the direction of Frank S. Alger, president 
of the club. 

The importance of Rockland as a shoe 
manufacturing town for many years was 
stressed in the address. Together with its 
high-grade footwear there are numerous 
concerns making accessories used in the 
shoe manufacturing trade. The annual 
output of its manufacturing establish- 
ments has an approximate total value of 
$14,000,000. Rockland, which lies wholly 
in a tract of land granted by the Plymouth 
Pilgrims to one of their benefactors, 
Timothy Hatherly, is a typical New Eng- 
land town with shoe manufacturing as its 
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principal industry, and its institutions 
and citizens thoroughly imbued with the 
spirit of progress. 


Barbour Company Makes 
Gain 


The Barbour Welting Company, manu- 
facturers of the Barbour Stormwelt, has 
increased the list of shoe manufacturers in 
the United States, showing this new 
specialty in their samples. The revised list 
contains the names of 138 manufacturers, 
which is an addition of more than 40 
names during the past month. 





Improvement in Retail 
Trade Appears General 


ROCHESTER — With the advance- 
ment of June, Rochester shoe stores report 
a better business. The weather is still 
chilly and there has been much rain which 
is holding back the sale of white footwear. 


Suburban Week June 16 


Rochester merchants are making plans 
for the holding of Suburban week during 
the week commencing June 16. Invitations 
are being sent to suburban residents within 
40 miles of Rochester by the Retail Mer- 
chants’ Council of the Chamber of Com- 
merce and newspaper publicity featuring 
the event will be printed in local and sub- 
urban newspapers. 

Suburban week has always brought 
extra business to Rochester merchants and 
local shoemen are looking forward to a real 
week of business. 

To stimulate interest on the part of 
suburban residents, the Retail Merchants’ 
Council of the Chamber of Commerce has 
arranged for reduced fare rates on the rail- 
roads and trolleys during the week, and 
local merchants are offering free parking, 
and in some cases free gasoline, to those 
who drive in to Suburban week. 


Service Builds Business 


William Pidgeon, Jr., proprietor of Pid- 
geon’s Shoe Store, 75 State street, was in 
the act of going over sales records when 
the Recorder representative visited his 
store last week, and in explaining his sales 
policies, Mr. Pidgeon emphasized the 


value of service in building up a successful 
shoe business. 

Mr. Pidgeon’s records show him that 60 
out of every hundred purchasers at his 
store can be classed as customers, due to 
the foot comfort and service that he is able 
to render them. From his records, Mr. 
Pidgeon also finds that the other 40 pur- 
chasers may be permanent customers, but 
that unless they are continually urged to 
buy through advertising, they are liable to 
slip away through competition, lower 
prices or other causes. 

To keep these customers on the books, 
Mr. Pidgeon has an accurate record of all 
purchases made in the store and if a one- 
time customer does not return, he is fol- 
lowed up with a letter asking him to call 
and look over the new shoes. Service and 
comfort, in which Mr. Pidgeon specializes, 
are also stressed in the follow-up letters as 
well as in all newspaper advertising. 


Old Shoes Collected 


Shoe barrel week was celebrated re- 
cently and through the efforts of local 
shoemen, thousands of pairs of old shoes 
were collected for the relief of sufferers in 
the Near East. Through the efforts of 
John Schmanke, president of the Roches- 
ter Retail Shoe Dealers’ Association, the 
co-operation of local shoe merchants was 
obtained and shoe barrels for the collection 
of old shoes were provided for the stores, 
and through newspaper publicity the pub- 
lic was urged to drop their old shoes into 
the barrels. 





Most Popular Materials 
Are in Black and White 


BALTIMORE—The last part of May 
and early June was satisfactory for the re- 
tail shoe merchants as a whole in this city. 
Seasonable weather which has been pre- 


vailing is very welcome and has stimu- 
lated buying in every department of shoe 
stores. 

Black satins and patents are in the lead. 
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Step-in pumps, some with cut-outs, but 
for the most part plain, predominate. 
Buckles are good, and the 14-8 Spanish 
heel is very popular. On the whole, shoe 
styles are taking a more conservative turn, 
the tendency being away from the fancier 
models. 

A very fashionable store is displaying a 
chamois color plain opera suede pump, 
two-inch Spanish heel, which sells for 
$16. Among the shoes that are “taking 
well” are plain, modified strapped slippers. 
White started to sell in limited numbers, 
due to the inclement weather and low 
temperature. 


Admirable Record as Shoe 
Manager 


One of the best-known figures in the 
shoe community of Baltimore, is Mr. 
Nathan Schenthal, buyer and manager of 
women’s and children’s shoes at Hochs- 
child, Kohn & Co. Mr. Schenthal’s career 
as a buyer has been quite remarkable. He 
is among the very few men in this city who 
started a shoe department about 26 years 
ago and is still with the same company. He 
is considered one of the most able buyers 
of footwear, his success being due to the 
fact, in a great measure, that he is able to 
estimate in advance the style trend. 
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Mr. Schenthal always keeps in touch 
with the shoe market and makes trips to 
New York at three or four-week intervals. 
Salespeople in this department are in- 
formed on the new styles and their uses 
explained. A shoe club which meets weekly 
is also in existence here. Mr. Schenthal and 
his assistant address this group from time 
to time. Hochschild, Kohn & Co.’s shoe 
sales are well known and always bring 
forth an overflow. In addition to his busi- 
ness ability, Mr. Schenthal has a pleasing 
personality. 


Three McAn Shops Opened 


Three Thom McAn men’s stores have 
been opened here recently. They include 
stores at 316 W. Baltimore street, John J. 
O’Connor, manager; at Baltimore and 
Holiday streets, A. H. Hoffenberg, man- 
ager, and at 419 S. Broadway, with L. I. 
Diller in charge. The McAn Shops sell 
only $4 shoes. A color scheme of green pre- 
dominates in all these shops. Salesmen 
wear green smocks and all decorations are 
in green. 


In Men’s Shoes 


New men’s shoes show broader toes in 
light colors. Crepe soles in men’s and boys’ 
shoes are very good. 





Better Buying Conditions 
Exist in Atlanta District 


ATLANTA—A very healthy tone to 
the retail shoe business in this section is 
reported. The advent of warm weather 
greatly stimulated the trade in both men’s 
and women’s shoe departments. Whites 
are selling extremely well. 


Federal Reserve Report 


A marked improvement in retail trade is 
shown in the monthly business review for 
April, issued by the Federal Reserve Bank 
of Atlanta the early part of June, and 
covering conditions in the southeastern 
states from New Orleans to Jacksonville, 
north to Kentucky. 

Wholesale volume in the shoe field, 
however, did not improve, only holding its 
own with business during April, 1923, save 
among the Atlanta jobbers. The four 
leading jobbers of the city reported an 
average increase in sales of nearly five 
per cent, while most other jobbers re- 
ported a decline. 


New Plant for Orr Company 


A new factory for the manufacture of 
shoes and for storage of the lines the com- 
pany handles as jobbers in the southern 
territory, is to be constructed in Atlanta by 
J. K. Orr Shoe Company, one of the 


largest and best known of the southern 
shoe concerns, it has been recently an- 
nounced, by J. K. Orr, president of the 
company. Plans for the structure are now 
being drawn, and it will be one of the 
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largest plants of the kind in this district. 
Recently the M. C. Kiser Shoe Company, 
of Atlanta, also moved into a new plant. 


Neely Joins M. Rich 


The appointment of Frank H. Neely, of 
Rome, Ga., well known in the South as a 
scientific store manager, as manager of 
the large department store of M. Rich & 
Brothers, of Atlanta, is announced. He 
succeeds Lucian York, who died re- 
cently, who was manager of the Rich store 
for many years. 


Has Shoe Department 


A new shoe and clothing store has been 
opened recently at Tuscaloosa, Ala., by 
the firm of Barnett & Williams, a new 
organization recently formed. It has one 
of the most attractive shoe departments 
in Tuscaloosa. 


New Store to Open 


A new store handling shoes and other 
merchandise is being established this 
month at Hillsdale, Miss., by the Batson 
& Hatten Mercantile Co., organized and 
incorporated there the latter part of May 
with $100,000 capital stock. 


A Healthy Indication 


Sales by the larger retail department 
stores of Atlanta and other larger cities of 
the South have experienced a remarkable 
increase during April and May, according 
to recent information given out by the 
Federal Reserve Bank of Atlanta. The 
increased volume over the same period 
last year amounts to about 10 per cent, 
Chattanooga stores leading with an in- 
crease exceeding twenty per cent. 





In Buffalo Improved Tone 
in Most Stores Reported 


BUFFALO—Judging from outward ap- 
pearances and reports from the trade at 
large, June started out in a manner which 
promises well for a record month. With 
the nearest approach to  seasonable 
weather that this city has enjoyed since 
spring made its bow, business took on a 
new lease of life during the week ending 
June 7, which has all the earmarks of 
permanency. While, the temperature has 
not reached the normal degree of summer 
warmth, it is nevertheless a pleasant 
contrast to the chilly, damp days which 
gave business such a serious attack of the 
blues during May. 


Plain Patterns Are Favored 


With the wedding season at its height, 
shoe merchants have noted a marked im- 


provement in the sale of evening slippers- 
A marked trend toward pumps, parti- 
cularly in the plainer patterns, has also 
been apparent within the past fortnight. 
Suedes are enjoying a better than usual 
sale, with shades of brown predominating. 
The movement of black suedes is some- 
what slower while grays, as has been the 
case from early last fall, have moved 
slowly. 

The white wear season is opening up 
nicely with every style getting a fair 
share of the trade, with kids featured. 

There is a pronounced tendency to- 
ward light tans in men’s footwear that has 
retarded blacks for the time being, at 
least. Broad-toed oxfords appear to be 
favored over the narrow lasts. 

Sport numbers are moving briskly in 
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Shoes of Worth 


A. E. NETTLETON CO. 


Syracuse, N.Y., U.S. A. 
MEN’S FINE SHOES EXCLUSIVELY 














HOWARD & FOSTER CO. 
Men’s and Women’s Welts 


Address ali Communications to the 
Factory at 


BROCKTON, MASS. 








HURLEY 
GRPSEM ( /PAARCH 
SHOE 








Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 


Brockton, Mass. 











Commonweatta Snot & Learner Co 


WHITMAN, MASS. 








COMPANY. 


Calvin’ Stock 
u South Stra 
yo 0S pnocaton 
hog % OPERATIVE 


Factory 
Brockton, Mass 


FOR Shoe 














M.A.PACKARDCO., Mokers 
BROCKTON 
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both men’s and women’s lines and for 
these purposes the crepe-soled patterns are 
in excellent demand. 


John Davis Store Opens 


Another chain store made its initial 
bow in Buffalo on Saturday when a 
branch of the John Davis Shoe Company 
of Boston opened up at 44 West Chippewa 
street, featuring popular-priced shoes for 
men, women and children. 

S. S. Cadwallader, whose lengthy ex- 
perience in the retail merchandising of 
shoes includes about five years with K. W. 
Watters, part of which time he was 
assistant manager in charge of the women’s 
department, is the manager of the new 
store. 


A. J. Leff Retiring 


A. J. Leff, proprietor of Leff’s shoe store 
at 313 Oak street, at the corner of Genesee 
street, is closing out his entire stock pre- 
paratory to his retirement. Mr. Leff has 
been in the shoe business in this city for a 
number of years, opening his present es- 
tablishment about two years ago. 





Tondorski Buys Store 


Buffalo, N. Y., June 12—Having pur- 
chased the stock and fixtures in the store 
operated at 282 Schenk street, North 
Tonawanda, for the past five years by 
Arthur E. Childs, John M. Tondorski has 
re-opened as the Triangle Shoe Store. 

Mr. Tondorski learned the shoe business 
with his father, Melchior Tondorski, who 
has been in the local retail trade for about 
30 years at Lovejoy and Fillmore avenue, 
in this city. John Tondorski will carry a 
full line of men’s, women’s and children’s 
footwear at moderate prices. He is clearing 
out the old stock at reduced prices to 
make way for his new merchandise. 





A New Tongue Buckle 


Bloomfield, N. J.—One of the new de- 
velopments of women’s shoe fastening is 
an ornamental covered tongue buckle, 
which is already being used by some of the 
shoe manufacturers and retail shoe stores 
throughout the East. This looks somewhat 
like the slide, or harness buckle, especially 
when applied to the side of the shoe, but 
its top cleverly conceals a tongue which 
renders slipping impossible. It is also used 
for decorative purposes at the throat of a 
pump. This is manufactured by the 
Eastern Tool & Mfg. Co., of this city. 


Made Selling Agents 


Boston, June 11—The Moore Leather 
Company of this city has been made sell- 
ing agents of the George C. Vaughan 
Company, Peabody, Mass., on all its 
lines of sole leather, cut soles and by- 
products. 
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Is At Your Service 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 


Stock Dept. 5 & 




















HENRY LILLY Co. 
88-90 Reade St. New York 


AUCTION TRADE SALES 


of 


SHOES AND RUBBERS 
Every Wednesday and Friday 

















Boston Office: Room 214, United States Hotel 





better“than ever in Quality and fit 
owners of Thade Mark Aillman’ 


DOLL CABERETH 
GLAZED MT See 
Black and Brown 
full sizes 3 toll in Stock 
ot. ” ata TIN CO. 
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THE SHOE FOR MEN 


ELLIOT SHOE CO. BROCKTON, MASS. 




















SLIPPERS for MEN, WOMEN 
and CHILDREN 

Bedroom and house 
SLIPPERS in a wide 
variety of styles and 

prices. 
SATIN SLIPPERS 
noted for quality. 

FRANK H. PFEIFFER CO., Inc. 

24 Washington Square Worcester, Mass. 











Special 


dll styles made of Do 
imported Satin Brocadesand Metal Cloth 


$2.10 per pait and up 


wirst M GUSTIN © 


IB V FR Trade 


BEST-EVER 
Soft-Sole Leather 
Boudoirs and Novelty 
Kimona Sandals 
Write for Prices 


BEST-EVER SLIPPER CO., Inc., BROOKLYN, N.Y. 





Of the For the 
Better 


Grade 








Satin, Felt and Leather 
Soft-Sole SLIPPERS 
for the Entire Family 
No, 7300 Satin in these 
colors American Beauty 
Copen Blue, Old Rose, 
Lavender, B. Blue, 
Black, Taupe and Pink. 
Send for Price List 
NEW ENGLAND SLIPPER CO. 


140 Green Street - - orcester, Mass. 











PARISTYLE FOOTWEAR MFG. CO., INC. 
41-45 Washington Ave. Brooklyn, N. Y. 
HIGH GRADE MULES AND D’ORSAYS 
Made of Sati®, Quilted Satin, Embossed 

Leather, Tinsel and Brocade 
Prices from $23.00 per doz. up 








FLEXIBLE McKAYS 
with the comfort of Turns 
WOMEN’S COMFORT FOOTWEAR 
MEN’S ROMEOS, EVERETS and OPERAS 
Sold only in case lots 


NORTHEASTERN SHOE CO., Inc. 
54 Auburn St., Chelsea, Mass. 


Boston Office, 139 Lincoln Street. Room 212 











U SONA ass. 
gE 2 
OA company oY 
RADE MARK 


MEN’S TURN SLIPPERS 


Retailing $3.00 to $7.00 











Do You Know? 


That you can buy or sell it through 
the “‘Where to Buy”’ columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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Hart Improves His Fitting 
Board 


New York—DanF. Hart, inventor of the 
Hart Combined Stool and Gage which is 
widely used in shoe stores throughout the 
country, hasan improved, one-piece, alumi- 
num fitting board. This has a pocket on 
the side where the gage is kept when not in 
use. It saves much time for the salesman 
and assists him in overcoming short fit- 
tings, as it shows the correct size required. 

Mr. Hart is now connected with the 
Reischmann Chair Company of New York 
City and sells its line of chairs and stools 
direct to the shoe trade. 


Distinctive Interior 


Philadelphia, Pa., June 11—The in- 
terior of the Sandry & Kailler store at 2805 
Germantown avenue has a very distinc- 
tive atmosphere. The proprietors arranged 
it so that it offers the effect of the exterior 
of an attractive house. A shingled effect 
extends around the top of the store and 
extends down as far as the stock. Boxes are 
blue, and contrast well with the sombre 
shade of woodwork. Windsor chairs are 
used. A chimney and lanterns add to the 
novelty effect. The concern does a good 
trade in high-grade novelty models as well 
as orthopedic footwear. 





Menzies Shoe Company Run- 
ning Ahead of Last Year 


The Menzies Shoe Companyof Fond Du 
Lac, Wisconsin, reports a steady volume of 
business on its men’s and boys’ work and 
dress shoes. “Our shipments in May, 
1924,” says a statement issued by the 
company, “exceeded shipments in May, 
1923, by more than $25,000. Our two fac- 
tories have lost only five hours’ time in the 
past five weeks and this was on Saturday, 


’ following Decoration Day.” 





Richs Form Corporation 


Washington, D. C., June 10—B. Rich’s 
Sons, a retail shoe store at 1001 F street, 
N. W., reports that it has organized a cor- 
poration under the laws of the District of 
Columbia, with a capital stock of $300;000 
fully paid in under the name of B. Rich’s 
Sons. 

Officers of the corporation include: Max 
M., Louis and Herbert J. Rich. 





Max Myerson Retiring 


Huntsville, Ala., June 10—Due to ill- 
health, Max Myerson, head of the Myer- 
son Shoe Company, retail shoe merchants 
here for many years, has announced his 
intention of retiring from active business 
life. The stock of the store is now being 
sold and when this is done the store will be 
closed. 





Colcord & Walker. Inc. 


‘Turn Footwear for Women 
HAVERHILL, MASS. 


Factory 84 DUNCAN ST. 











FASHION FOOTWEAR 


Women’s Fine Turns 
and Novelties 
Our new models are attracting most favorable 
attention. Hand turn slippers and pumps in 
the latest designs and finest leathers. 
TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. 








Phillips Shoe Co., Inc. 
Makers of 
Women’s Turn 
Slippers 


276 RIVER STREET 
Haverhill, Mass. 
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BOSTON 








Demand Dunbar Designs 


From Your Manufacturer 


AND BE ASSURED OF STYLE 
AND FITTING QUALITIES 
IN YOUR SHOES. 
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NEW YORE OFFICE 320 FIFTH AVE. 
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BROOKIVN.N.Y '40 W. BROADWAY w YORK 


OTPOSNER's 
SHOES & STOCKINGS 
FOR INFANTS ,CHILDREN 
AND YOUNG LADIES 

DR. A-POSNER SHOES, INC. 














Soft Soles and Moccasins 


Newcomb-Anderson Shoe Co. 


Ask your Jobber for our 
Good: - We DO NOT sell 
the retail trade. 


ROCHESTER, N. Y. 








Flexible Turn Shoes 


For the Jobbing Trade Exclusively 


F. S. ELAM SHOE Co. 


“ELAM” 


ROCHESTER, N.Y. 
Boston Office, 16 Columbia Street 











AShoe forBoys 
That Wears 


Marston & Tapley Co. 














‘Bonita. Shoe * Baby 


TURNS and SOFT SOLES 











A. 


FREEDMAN & SONS, Inc. 
BROCKTON, MASS. 








BOOT AND SHOE RECORDER 


Joins Saks & Co. 


Miss M. P. Haggerty for 20 years with 
the Wanamaker store in this city has re- 
signed and joined Saks & Co., to be in 
charge of the latter’s Fifth avenue store, 
shoe department under the supervision of 
Edward Cohen. Mr. Cohen will merchan- 
dise the departments of both Saks stores. 

The Wanamaker department will be in 
charge of W. M. Tharp, ably assisted by 
T. J. Sheridan. The latter will concentrate 
on high grade lines. 


Kelley Samples for Fall 


Brockton, Mass., June 12—Samples of 
men’s shoes for fall were recently com- 
pleted at the John C. Kelley Shoe Com- 
pany, and among them are many smart- 
looking models. Fancy stitchings, pinkings 
and perforations, smaller than those em- 
ployed in former years, are used to bring 
out styleful features in the Kelley line. 
Many brogue types are shown, carrying a 
heavy sole for fall wear. 


Changes in Management 


Augusta, Ga., June 12—J. R. Durden, 
who for the past year has been in charge 
of the retail store of the Newark Shoe 
Company here, has been transferred to the 
company’s store at Chattanooga, Tenn., 
taking over the management of the latter 
store early in June. E. G. Blanchard, man- 
ager for some time of the Newark store at 
Columbus, Ga., has been transferred to 
Augusta to succeed Mr. Durden as man- 
ager of that store. Both changes are pro- 
motions. 





Martin Seligman Is Dead 


Anderson, S. C., June 12—The recent 
death of Martin Seligman occurred at the 
home of relatives here. Mr. Seligman was 
one of the pioneers in the retail shoe busi- 
ness in this section, opening the first ex- 
clusive retail shoe store many years ago. 
He retired from the active management of 
the business some time ago. 





R. W. Seale Is Honored 


* Huntington, W. Va., June 12—Ross W. 
Seale, secretary of the McMahon-Diehl 
Company, was recently elected president 
of the Lions Club of this city. He is in 
charge of the shoe department of the 
company. 





New Shoe Stores 


Germantown Shoe Market, 2691 Ger- 
mantown avenue, Philadelphia, Pa. 

McCarthy-Morris Company, Boston, 
Mass. 

A. T. Strickland, Tarboro street, Wil- 
son, N. C. 
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DISPLAY BOX 
Robert E. Miller 


INC, 
Sele ry 
Detachable 11 BROADWAY, 
* Rubber Heels New York City, N.Y. 











T. W. GODSOE, Pres. _ F. E. JONES, Treas. 
W. G. DONALD, Vice-Pres. 


F. E. JONES CO. 
FANCY COLORS 


MAT KID 


95 SOUTH STREET BOSTON, MASS. 
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Blach Glazed Kid 
/ Sunpass LEATHER @. 











The One 
Waterproof 
Leather That 

- Takes and Re- 
tains a Polish. 


CREESE & COOK C 
Tanneries at Danversport 95 South st. = Mass. 





COATED GEM DUCK 


ADHESIVE BACKING CLOTH 
Bubber and Leather 
Dry Foot Welting 
Sheet. Rubber Soling 
B. F. CHAMBERLIN 
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Do You Know? 


That you can buy or sell it through 
the ‘‘Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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COLONIAL BUCKLES Six 
Different Styles Hammered 
oes Plain Ra Pat. Lea. 
G. M. or Satin 


Tongues, $7.20 
per dos. y Buckles with fillers 
without Tongues. 08.00 per ons. 
. Terms 2% ten da et 30 
F. O. bl vans alee. 
Delivery One W ee 
The H. L. Spence Co. 
62 W. 15th St. 
New York City 











Speciatists in Embroidered Trimmings 
for Feit Slippers, Booties and Moccasins 
New, novel, low- — yrighted, desig 

and patented ‘Also tin Guiltine 
in fancy styles wad os designs. 
SWISS-AMERICAN EMBROIDERY WORKS 
241 Bergenline Ave., W. Hoboken, N. J. 
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CHICAGO 
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BALLET SLIPPERS in Stock 
k and Pink Satin, Black Kid officially adopted 
asthe beat mad le professional toe and balletslipper in 
by ag - 1 Association Masters of 
Dancing. Gisee 


large inall — A. 2, 
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Only one exclusive agency in a town 








IN-STOCK 
BLACK BALLET SLIPPERS 
Ids $1.3 
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$i. 
Sizes 2% to 


BLOG SHOE FINDING CO., INC. 
147 Duane St., New York, N.Y. 








BALLET SLIPPERS in Stock 


Endorsed by the Worid’s Prominent Dancers 


Bench Made 
BLACK KID SOFT TOE $2.00 BOX TOE 3.00 
PINK SATIN BOX TOE 3.50 
Sizes 6 child’s to 7 women's 


I. MILLER & SONS, Inc. 


One Carlton Ave., Brooklyn N.Y. 
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BALLET SLIPPERS IN STOCK 8! Cap. Soft 


toe, 844 child's 
t 7 women's, 
$1.25. 
Rik, Indie Kid. 
Medium Box. 
844-7. $1.40. 
BIK. Vici, Hard 
toe, 8-8, $2.85 
FERGUSON BROS. CO. 
2121 Washingt St., Bost Mass. 
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Sorosis Merchants Meet 


Lynn, Mass.—Among shoe merchants 
who were recently at the A. E. Little fac- 
tories in Lynn were: Charles Ruggles of 
the Shepherd stores, Boston; William F. 
Johnson of the Sorosis store, Philadelphia; 
George F. Copp of Scruggs-Vandervoort- 
Barney, St. Louis; W. E. Morgan of th 
Sorosis stores, Brooklyn; Edric R. Abel 
of the Shepherd stores, Providence; John 
Laban of the Kaufman Stores, Inc., Rich- 
mond, Va.; W. W. Coburn of the Sorosis 
stores, New York; C. M. Corwin of the 
Dunn-Taft Co., Columbus, Ohio; J. L. 
Davis of the Stearn Co., Cleveland; R. A. 
Kearney of Sage, Allen Co., Inc., Hart- 
ford, Conn., and J. J. Callahan of Hager & 
Bro., Lancaster, Pa. 





Shoe Wearer Pay Toll 


In Curacoa, in the Danish West Indies, 
there is a pontoon bridge. All who wear 
shoes must pay a toll (equal to two cents 
in American money) for passing over it; 
those who are barefooted may pass over 
the bridge free of charge. 





Estate of $720,000 


Lynn, Mass.—The late Martin E. 
Welch of the Welch Shoe Co., left an 
estate of $720,000, according to the bond 
filed by its administrator, Mrs. Lillian O. 
Welch, his widow. The estate is practically 
all in personal property. 





“Walk and Be Healthy” 


Boston.—Dr. F. O. Elder, staff physi- 
cian of the A. C. Lawrence Leather Co. is 
issuing to employees of that company 
instructions for keeping in good health in 
hot summer weather. Among other things 
he says: ““Walk every day. A brisk walk of 
at least two miles a day is the best sort of 
medicine for health in summer.” 





Shoe Store in Skating Rink 


Salem, Mass.—A shoe firm, operating a 
chain of stores, has leased the North 
Street skating rink for the purpose of run- 
ning a big special sale of shoes. This firm 
has no regular retail store in Salem. 





M. H. Finger to Nashville 


Mobile, Ala.—M. H. Finger, formerly 
connected with Bell’s Booteries, one of the 
retail stores of the Bell chain here, has 
been transferred to Nashville, Tenn., to 
manage the Bell store there. 





In New Home 


Philadelphia, Pa., June 12—The Mc- 
Clement Shoe Company recently moved 
into a new and larger store at 6832 Ger- 
mantown avenue. 





Erie Ave. & Amber 5t., Philadelphie 
ufacturers 
Ladies’ Full Fashion Chiffon Hose 
“THAT ARE SUPERIOR” 
New York Office, 358 Fifth Ave. 
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N. S. T. A. Endorses Ladder Club 


Buford McWhirter, President of the N. S. T. A., Urges Traveler-Store 
Salesman Co-operation ‘“‘Successward” 


of the N.S. T. A., writes from Waco 

that he most heartily approves of 
the work and potential results of “The 
_ Ladder Club”’ idea which the Recorder has 
put into operation.““This is precisely in 
line,”’ stated Mr. McWhirter, “‘with the 
work that the most successful shoe trav- 
elers of the country have been continually 
doing—and for so many years—namely, 
cultivating the friendship of the retail 
salesmen and inspiring them to make more 
sales for the merchant by a better knowl- 
edge of the footwear which they are offer- 
ing to the public, and a greater love for 
their work. And through all of this, a 
greater advancement “‘Successward.” 


Brave x McWHIRTER, president 


An Inspirational Appeal 

The “‘Successward”’ motto of the N. S. 
T. A. is made the subject for the leading 
editorial by President McWhirter in the 
1924 edition of The National Shoe Trav- 
eler. We are reproducing this in part here- 
with, as its appeal, urging traveling shoe 
salesmen to join the N.S. T. A. is a strong 
one, and may be applied to membership in 
all trade associations, as well as to mem- 
bership in the Ladder Club. 


More Confidence Needed 


President McWhirter represents the 
Middlesex Shoe Company and writes that 
he has been working as never before, with 
varying success. “Business conditions are 
very spotted,”’ says Mr. McWhirter, “with 
a general inclination to delay placing 
orders, created by uncertainty, partly 
political, and local conditions. No merchant 
has confidence in the style situation, very 
little confidence in himself or the traveling 
salesmen—therefore, the shoe travelers 
are not having very easy sailing.”’ 

The National Association has had more 
political matters to consider than ever in 
the history of the organization. It is most 


gratifying to know that the travelers have 
been able to work in close harmony with 
all allied associations, with a prospect for 
ultimate good for the industry. 


Gilbert with Murphy Gor- 
man & Waterhouse 


Rufus A. Gilbert, who makes his home 
at Dallas, Texas, formerly connected with 
the Preston B. Keith Shoe Company, is 
now representing Murphy, Gorman & 
Waterhouse Co., of Lynn, Mass., in the 
Southwestern territory of Texas, Okla- 
homa, Louisiana and Arkansas. Mr. Gil- 
bert is an old Southerner. He was born in 
Louisiana “‘way down where they grow 
the sugar cane,”’ and says he has been sell- 





BUFORD McWHIRTER 


President of the N.S. T. A. He covers the 
South for The Middlesex Shoe Co. 


ing shoes all his life, either at retail, or on 
the road. 








““Successward” Through 
Co-operation 


(By Buford McWhirter, President of 
NM. 8.7. A.) 


The word of merit that was used 
at the inception of the National 
Shoe Travelers’ Association has been 
brought to full accomplishment— 
“Successward” from birth and 
““Successward”’ at the present time, 
and more “Successward”’ for the 
future. But this association can only 
maintain the ‘““Successward”’ move- 
ment by the continued co-operation 
of all members. 


To the scoffer, it is now possible to 
point with pride to the past; and to 
the hesitant traveler, who does not 
know the advantages of member- 
ship, it is well to ask what effort he is 
making to benefit himself other than 
in a senseless and selfish way. Many 
desire the results of effort without 
making the effort, and it is to such a 
traveler that the work of the past and 
the aims of the future should most 
forcibly appeal. To be a member of 
the National Shoe Travelers’ Asso- 
ciation should be the aspiration of 
all shoe travelers. 

Successful co-operation makes 
harmonious work. And now that 
this association is recognized as an 
integral and essential part of the 
shoe industry, the standard of mem- 
bership will be pushed higher, and 
quality, with quantity, of members 
will be the aim. 

















J. J. HUMPHLETT 


Who covers the Southeastern States for I. Miller 
¢ Sons, Inc., Brooklyn, N. Y. 





J. J. Humphlett has joined the sales- 
force of I. Miller & Sons, Inc., and is to 
travel the Southeastern States, Atlantic 
coast to the Mississippi river, replacing 
Edward Manorheimer, who has recently 
resigned. Mr. Humphlett has traveled this 
territory for about 12 years. He was for- 
merly with Fred A. Eyre & Co., Brooklyn. 
Mr. Humphlett attended the convention 
of the Southeastern Shoe Retailers’ Asso- 
ciation in Charleston, June 8-10, and from 
there continued on his regular southern 
trip. 


Hodges Back from Middle 
West 

William A. Hodges, sales manager for 
Edwin Clapp & Son, Inc., of East Wey- 
mouth, Mass., has recently returned from 
a trip through the Middle West. 

He visited Minneapolis, St. Paul, Chi- 
cago, Kansas City and St. Louis and found 
conditions in and around these cities very 
much the same. 

Mr. Hodges states that this has been an 
unusually cold and wet spring which has 
made business slow in all sections of the 
country, but the Middle Western retail 
merchants are far from being down- 
hearted. 

They report conditions as being very 
favorable for good crops, especially in the 
wheat sections, which means rather a 
bright outlook for late summer and fall 
business. 


Trend toward Patent 


“The style trend in women’s shoes is 
unanimously towards patent leather in 
various types of cut-out straps,” said Mr. 
Hodges. “‘However, there is an increasing 
amount of talk about welt oxfords in the 
lighter shades of tan Russia calf.” 
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Preager Entertains Buyers 


“Jack” Preager covers the Middle West 
for Degen-Lipp, Inc. “‘Jack”’ is very popu- 
lar in his territory and on May 20 last 
gave a dinner to several buyers. Mr. 
Praeger called the affair, ““H. M. & R. 
Night,”’ on account of the fact that this 
store is located in Toledo, Ohio, in which 
city he happened to be, and also the fact 
that W. W. Hoskins, president of the store 
in this city, where this party was held, and 
four other shoe stores, was very enthusi- 
astic over the plan. In addition to the 
dinner, there were several vaudeville acts 
and the store radio was put in readiness to 
catch dance music. 


Hoskins Composes Poem 


The dinner was a big success. There 
were twenty plates. Miss Mary Roberts 
of the Lazarus Company was presented 
with a miniature pair of shoes, made by 
B. Lipp of Degen-Lipp, Inc. These shoes 
were made over a special last, which she 
has since placed on display in her shoe de- 
partment. W. W. Hoskins made the presen- 
tation speech with an appropriate poem. 

The menu card, printed on red stock in 
black ink, contained many amusing refer- 
ences to the shoe business. 


Buyers Present 


The following buyers were present: W 
W. Hoskins, president of the H. M. & R. 
Shoe Co. of Toledo; F. A. Hagemeister, of 
the H. M. & R. Shoe Co.; F_ L. Woods, 
buyer of the shoe department of Kline’s 
Store at Detroit; R. Rabe: of Queen 
Quality Shoe Store, Toledo; R. Hoskins; 
Irwin’s shoe department, Cincinnati; F. 
Burman, Ernst Kern Company’s shoe de- 
partment, Detroit; Miss Mary Roberts, 
F. R. Lazarus Company, Columbus; Bar- 
net Lipp, president of Degen-Lipp Com- 
pany; H. Goodman and Mrs. H. Good- 
man of New York, and the following from 
New York: Ward Cohen, Mrs. Fay 
Preager, Miss Helen Doyle, Miss Virginia 
Cashner, Miss Marion Preager, Mrs. Cora 
Preager, “Jack” Preager, George H. Gardi- 
ner, Sam Neiderberg. 


Edwin Reinhart with Moss- 
Seamans 


Edwin Reinhart, until recently a part- 
ner and sales manager in the H. W. 
Crooker Company, and prior to that a 
coast salesman for Andrew Geller of 
Brooklyn, has joined the salesforce of 
Moss-Seamans Shoe Company, manufac- 
turers of women’s fine turn and welt foot- 
wear, and will represent this house from 
Denver to the Pacific Coast. 

“Ed” Reinhart has attained a high posi- 
tion as a style man and brings with him to 
his new connection lasts and patterns that 
have been developed under his own dicta- 
tion. 
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of Haverhill, who will sell the Lewis A. Crosselt 
lines in the large cities of the East, South and 
Middle West 





Harry E. Adams Joins the 
Crossett Sales Organization 


A recent announcement of much in- 
terest to his wide circle of friends in the 
shoe trade all over the United States is 
that [larry E. Adams has joined the Cros- 
sett salesforce and will sell the Crossett 
lines in large cities of the East, South, 
and Middle West. 

A shoeman all his life, Mr. Adams has 
an expert knowledge of shoemaking and 
selling possessed by few men of his years, 
plus a personality that commands con- 
fidence and readily makes friends. In 
joining the Crossett organization, Mr. 
Adams feels that he has a proposition to 
offer the large metropolitan trade which 
will more than meet their requirements in 
point of style, founded on the high plane of 
quality which has always characterized 
Crossett shoes. 

If a super amount of energy, backed by 
complete confidence in his proposition 
count for anything, both the Crossett Com- 
pany and Mr. Adams will undoubtedly 
“‘team up” to the profit of both. 


“Uncle Jim’ Richardson 
Recovering 


“Uncle Jim’’ Richardson, “‘world’s old- 
est traveling salesman,’ who covers Chi- 
cago for the La Crosse Rubber Company 
of La Crosse, Wisconsin, is now reported 
to be on the road to recovery. “Uncle Jim” 
had been confined to his bed for the past 
several weeks with a threatened attack of 
pneumonia much to the regret of all his 
many friends. This latest message is 
surely good news. 
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H. L. SHAW 


Vice-President and sales manager of Mersky 
Bros. Shoe Company 





H. L. Shaw, vice-president and sales 
manager of Mersky Bros. Shoe Company, 
of Malden, Mass., left Boston on June 9 
for California to attend the Los Angeles 
convention. He will call on the “‘big trade”’ 
in several Southern and Middle Western 
cities en route. 

Louis Mersky, president of this pro- 
gressive house, will make the trip with Mr. 
Shaw, it being his first trip to the coast. 

Said Mr. Shaw: “We carry with us a 
very snappy line of novelty welts and 
McKay samples for volume fall sellers.”’ 


Giles with Allen-Goller 


Charles J. Giles, for the last 27 years 
connected with the Donovan-Giles Shoe 
Company of Lynn has joined the selling 
force of the Allen-Goller Shoe Comp?ny, 
60 K. Street, South Boston. His territory 
will be east of the Ohio and Mississippi 
Rivers from the Canadian line to the Gulf 
of Mexico. 

Mr. Giles has had a great many years’ 
experience as a salesman and the Allen- 
Goller Shoe Company feels that they have 
been very fortunate in being able to have 
Mr. Giles call on their trade for them. 


Cummings with Craddock- 
Terry Company 

George T. Cummings, for the past seven 
years with Wise & Cooper Shoe Co. of 
Auburn, Maine, now represents the Crad- 
dock-Terry Company of Richmond, Va., 
with territory from Albany, N. Y., to 
Kansas City. This is Mr. Cummings’ old 
camping ground, where he has a large fol- 
lowing in chain store and large trade. Mr. 
Cummings is a high-grade salesman in 
every sense of the word, energetic and a 
big favorite, especially with the volume 
buyers. 
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NORMAN M. McDONALD 


Who travels the South for Kimball ¢ Sherman 
Company and the Tuttle Shoe Company 


WILLIAM H. PORTER 


Who represents the Cincinnati Shoe Company to 
the jobbing trade, with headquarters at Cincinnati 





Norman McDonald has New 
Line 


Norman M. McDonald, who formerly 
traveled the South for the Harry W. 
Crooker Shoe Company, is now traveling 
his old territory in the South with the 
women’s turn line of Kimball & Sherman 
Co. of Haverhill, and the women’s McKay 
line of the Tuttle Shoe Company of Ever- 
ett, Mass. Mr. McDonald left Boston on 
last Saturday, and was headed for Charles- 
ton, S. C., where he attended the South- 
eastern Shoe Retailers’ Association Con- 
vention at the Francis-Marion Hotel. 


Ward with Williams-Knee- 
land 


Herbert W. Ward, who formerly trav- 
eled for the Pels Company and the Sorosis 
Shoe Company in the South, recently 
joined the salesforce of the Williams- 
Kneeland Company, South Braintree, 
Mass., and left on June 4 for the South- 
land, where he is covering all of the princi- 
pal cities for his house. 

Mr. Ward is a very high-grade young 
man, a good worker, and with a host of 
friends in Dixie. He is a Virginian by birth, 
and so feels right at home when he is cov- 
ering southern territory. Moreover, he is a 
member of the Southern Shoe Salesmen’s 
Association, as well as a member of the 
N. 8. T. A. 


Enthusiastic Over Line 


He stated to a Recorder representative 
that he is very enthusiastic over his new 
line, which he says is “right up to the 
minute. There are many light tans and 
dark tans, as well as black shoes, in all the 
new lasts and patterns. Truly a wonderful 
line,” said he. 


William H. Porter, formerly with Ira J. 
Webster Company, and Witherell & Dob- 
bins Co., selling the jobbing trade, now 
has the Cincinnati Shoe Company’s line 
and will make his headquarters at Cincin- 
nati. Mr. Porter succeeds the late Ralph 
H. Mears. When Mr. Porter is in Boston 
he will make his headquarters at 139 Lin- 
coln street during the Boston market 
season. 

Harriss with Gregory-Read 

John E. Harriss, who for the past four 
years, sold the wholesale and large retail 
shoe trade for J. H. Winchell & Co., Inc., 
has joined the salesforce of Gregory & 
Read Co. Mr. Harriss enjoys a wide 
knowledge of the shoe business and shoe 
buyers, from many years spent in the foot- 
wear game. He left Boston last Sunday 
night, June 8, to cover his territory, which 
is South of Philadelphia. Just now, he is in 
New Orleans. He is calling on the whole- 
sale and big retail trade, as formerly. 

Mr. Harriss’ line consists of snappy 
novelty McKays, “‘withcut-outs and all the 
pretty fixings,’”’ said he, just before leav- 
ing for his territory. “A popular heel is the 
13-8 Cuban, and so I have brought along 
some new numbers with this heel. Patent 
leathers and black satins look good to my 
trade for fall.” 


Woodberry with Norway 


L. L. Woodberry, formerly with Geo. B. 
Leavitt & Co., is now with the Norway 
Shoe Company and covers the jobbing 
trade of the whole country for this house. 
Mr. Woodberry will have his office at 
Room 217, 139 Lincoln Street. 


Who moves picks up, who stands dries 
up.—‘‘Between Us.”’ 





BUSINESS REVERSES 

Oakland, Cal.—L. Arnold (5835 San Pablo avenue) 
shoes, reported assigne 

Pueblo, Colo.—H. Roth Clothing Co., Rosa Roth, 
proprietor, shoes, etc., reported petitioned or 
petitioner in bankruptcy. 

Bristol, Conn.—Antonio Puleio. Peerless Shoe 
Store, shoes and repairing, reported petitioned or 
petitioner in bankruptcy. 

Stamford, Conn.—Lewis Futterman, Futty Shoe 
Store, shoes, reported offering to compromise at 
50 per cent. 

Washington, D. C.—Aaron Blondheim (3418 14th 
street N. W.) shoes, reported petitioned or 
petitioner in bankruptcy. 

Bonifay, Fla.—F. M. McDonald, general mer- 
chandise, reported petitioned or petitioner in 


bankruptcy. 

Quitman, Ga.—H. F. Lilly & Co. (not incor- 
porated) shoes, etc., reported petitioned or 
elle in bankrupte y. 

itestone, Ga.—Cartrell Bros., general mer- 
chandise, reported petitioned or petitioner in 
bankruptc y. 

Chicago, Ill.—Sol Goldberg (318 W. 

street) shoes, etc., reported assigned. 
Sam Marcus (1448 Milwaukee avenue) shoes, 
epertes assigned 

Mason City, fil. —Samuel Ronder, Mason City 
Department Store, shoes, etc., reported peti- 
tioned or petitioner in bankruptcy. 

Alberta, La.—Henry P. Wardlaw, general mer- 
chandise, reported petitioned or petitioner in 
bankruptcy. 

Lake Charles, La.—Henry Ernest Harley, general 
merchandise, reported petitioned or petitioner 
in bankruptcy. 

Baltimore, d.—Max Shostack & Son (811 E. 
Baltimore street) shoes, reported offering to 
compromise. 

Boston, Mass.—Paul Karol, shoes, reported offering 
to compromise at 35 per cent. 

Cambridge, Mass.—William Tyburc, University 
Shoe Store, reported petitioned or petitioner in 
bankruptcy. 

Springfield, Mass.—Benjamin Robinson, shoes 
and repairing, ro, assigned and offering to 
compromise at 2 

Worcester, Mass. ~ Meinick Mendel, shoes, etc. 
reported petitioned or petitioner in bankruptc y. 

Detroit, Mich.—Ignatz Auslander (8571 Joseph 
Campau avenue) shoes, reported offering to 
compromise at 20 per cent. 

Epstein (2412 Hastings street) shoes, etc., 
reported petitioned or petitioner in bankruptcy. 

Minneapolis, Minn.—Frank W. Stanley (11 So. 
7th street) wholesale and retail shoes, reported 
assigned. 

Sunflower, Miss.—Isom & Hassen, shoes, etc.. re- 
ported petitioned or petitioner in bankruptcy. 
Tunica, Miss.—The Bargain House, general mer- 
charmdise, reported petitioned or petitioner in 

bankruptcy. 

Senath, Mo.—W. J. Reaves, general merchandise, 
reported petitioned or petitioner in bankruptcy. 


Division 
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Bertrand, Mo.—Bertrand Mercantile Co., general 
merchandise, reported petitioned or petitioner 
in bankruptcy. 

oo N. 4 —Homer J. Verville, shoes, re- 

Lechoatt, N. Oye Albert H. Utsinger, shoes, etc., 
reported petitioned or petitioner in bankruptcy. 

New York City—Aaron M. Schoen (481 Claremont 
Parkway) shoes, reported petitioned or peti- 
tioner in bankruptcy. 

South Ozone Park, N. Y.—Charles Pellicane, 
Pellicane Shoe Shop (141-148 Rockaway 
Boulevard) shoes, reported petitioned or peti- 
tioner in — 

Bristow, Okla.— A. Dubbs, Dubbs’ Bootery, 
shoes, ee petitioned or petitioner in 
bankruptcy. 

Waynoka, Okla.—Ben F. Farmer, general mer- 
chandise, reported petitioned or petitioner in 
bankruptcy. 

Carnegie, Penn.—Israel Gold, shoes, etc., 
petitioned or petitioner in bankruptcy. 

Catawissa, Penn.—All Wear Shoe Co., shoe 
manufacturers, reported petitioned or petitioner 
in bankruptcy. 

Morrisville, Penn.—Paul Gerber, shoes, etc., re- 
ported petitioned or petitioner in bankruptcy. 

Philadelphia, Penn.—Harry A. Swartz (Konqueror 
Shoe Co., 5947 Market street) shoes, repor 
offering to compromise at 22 4 per cent. 

Houtzdale, Penn.—John O’Connor & Son, generai 
merchandise, reported petitioned or petitioner in 
bankruptcy. 
ficKeesport, Penn.—D. Samuels Boot Shop, D. 
Samuels, proprietor, shoes, reported petitioned or 
petitioner = bankru 
filkes-Barre, Penn. ed Weisberger, Boston 
Sample Shoe Store, shoes, = offering to 
compromise at 20 per cent cash 

Providence, R. I.—Jack Kotlen (1849 Westminster 
street) general merchandise, reported meeting of 
creditors called. 

Memphis, Tenn.—A. Zini, shoes and repairing, re- 
ported petitioned or petitioner in haukkventer. 
Bettie, Texas—Reeves Bros., general merchandise, 
reported petitioned or petitioner in bankruptcy. 
Bennington, Vt.—Benjamin Shimlintkzy, shoes. 
etc., reported petitioned or petitioner in bank- 

ruptcy 

Roanoke, Va.—S. Wilensky (Boston Sample Shoe 
Store) shoes, etc., reported petitioner or peti- 
tioned in bankruptcy. 

Centuria, Wis.—Murphy & Co., general merchan- 
dise, reported pone oe f 


reported 


BUSINESS CHANGES 

Chandler, Ariz.—Charles Eckles, general 

chandise, recently commenced business. 

ena, Ark.——-Mena Mercantile Co., general mer- 

chandise, reported succeeded by Averitt & Co. 
Los Angeles, Cal.—Fred T. Coates (4667 York 

Boulevard) shoes, reported sold out to Charles 

Stauffer. 

Phil S. Earnest (3905 ! Vermont avenue) 
reported succeeded by S. Winboow 


mer- 
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B. Miller ow So. Western avenue) shor., 
reported su by J. Vitunni. 
Arthur, Ill.—Ri, on Haney, shoes, etc., report: d 
succeeded by Hartin H. Haney. 
Chicago, Ill.—Stanley Pokorski (4243) Archr 
avenue) s . reported succeeded by Catherine 
korski, his wife. 
Kirkwood, }ll—Howard Abbey McLinn, gener :! 
merchandise, di 
Mendota, Ii. —The Spurgeon Mercantile C: , 
meral merchandise, recently commenc: < 


siness. 

Princeton, Ind.—Rosson’s Shoe Store, shoes, r 
ported succeeded by Book Shoe Shoppe. 

Waveland, Ind.—Deere & Denk, general m« 
chandise, gepected 5 ~ dissolved, an! 
succeeded by Albert oD 

Decorah, Ia.—Fuson & Tene ick, general my: 
chandise, reported succeeded by F. O. Snad: 

Lebanon, Kan.—George F. Jackson, general mx 
chandise, reported succeeded by J. B. Byars (: 

Portland, Me.—A. H. Benoit & Co., department 
store, Arthur Henri Benoit, president, died. 

Avon, Mass.—Avon Leather Co. Inc., welting 
manufacturers, incorporated $50,000. 

Beverly, Mass.—Howard W. Hill Co., man- 
facturers, incorporated $100,000. 

Lynn, Mass.—T. J. Kiely Co., shoe manufacturer., 
reported oe LA 

Stoneham, Mass.—P. Cogan and Son Co., manu- 
facturers, incorporated $50,000 

Albion, Mich.—B. E. Ludwig, shoes, etc., 
sold or closed out business. 

Hobart, Mich.—Oscar T. Burke, general mer- 
chandise. reported succeeded by A. J. Yakes. 
Gladwin, Mich.—F. E. Burton & Son, general me: 

chandise, recently ¢ ed b 

Moorhead, Minn. ape a Co., shoes 
etc., reported oping oe d out. 

Jersey City, N. J ‘aul Rosenblatt (2 Newark 
avenue) shoes, reported succeeded by Citron & 
Rosenblatt. 

Brooklyn, N. Y.—Peter Durso (740 Myrtle avenuc 
shoes and repairing, reported succeeded by 
Joseph Durso. : 

Irving Lebow, Lebow Bootery (307 Roebling 
street) copartes sold or closed out business. 

George S. Hopkins (2166 Bath avenue) shoes, 
reported suc ded by Hopkins & Siller. 

Long Island City, N. Y. —Frank Pes! Inc., manu- 
facturers of shoes, reported filed voluntary 
dissolution. 

Millerton, N. Y.—C. F. Hawley, shoes, etc., re- 
ported died. 

New York, N. Y.—Bernard Swartz (1208 First 
avenue) shoes, reported sold or closed out 
business. 

Triffelman & Goldste!n (56 W. 14th street) 
(150 W. 25th street) reported succeeded by 
Triffelman, Goldstein & Weiss. : 

Marcus Zuckerman, shoes (2228 Second 
avenue) r ‘ted selling or sold out 

Salamanca, Y.—Eaton Dry Goods ‘Store, shoes, 
etc., Benjamin Eaton, proprietor, died. 

Marlin, Texas—Mark Levy, shoes, etc., died. 


reported 








as follows— 





An Appeal to Our Shoe Traveler Friends 
Send Us Names of New Shoe Stores 


You are a mighty good friend of ours. Will you do something for us? As you cover the various 
parts of this great country of ours, wherever you see a new store, or hear about plans for a Shoe 
Store about to be started, kindly do us the favor of sending on the name, with your name attached, 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


OSITIONS WANTED—Four cents - word for each insertion. 

Minimum amount accepted, seventy-five cents. For other ““Want” 

advertisements, seven cents per word for each insertion. Mini- 
mum amount accepted, $1.25. Ads under this heading will be received 
up to noon on Tuesday of week of publication date. When advertisers 
desire answers to come in care of this office, twelve words must be 
allowed in each advertisement for address. When advertisers desire 
replies forwarded direct to their address, each word of the address 
must be counted in the advertisement and paid for accordingly. Answers 
to ads must be sent under letter postage. 


_ Recorder rates for space less than one-eighth page per 

issue: 

7 times 13 times 26 times 52 times 
$4.00 $3.50 $3.00 $2.50 
8.00 7.00 6.00 5.00 
12.00 10.50 9.00 7.50 
16.00 14.00 12.00 10.00 





Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 
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red, ai medium priced McKays and Welts on com- i i and who will be 
mission in states of Pennsylvania, Ohio and has specialized in shoes : .- 

ral mi Illinois, Indiana, guy About 25 samples. available for a new connection after 

Snad: Reference required. Address E 852, care of t July 1. 

ral me and Shoe Recorder, 207 South Street, Boston, Mass. 

eee’ Reasons for leaving present position can 

a. } S ALESMAN for the Coast to carry side line of be readily explained and his present em- 

ied. 


welting 
man 
scturer 

manii- 


report 


al mer 
* . e 

akes. ESIDENT salesmen to sell line of children’s, 
oo misses: — growing ~ turns and welts in south- z Does This Mean Anything to You 

ern, middle west, and coast territories on a com- 
, Shoe mission basis to better retail trade. First class refer- ) Mr. Manufac turer? 
“ae ences required. Julius Altschul, 117 Grattan St., x 
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W ANTED bya manufacturer, sideline sal 
avenur to carry eight in-stock men’s oxfords. Write, 
ded by gine experience and territory. Box 7, Boston 21, 

ass. 

toebling ee G G 
= et Your Full Share of the Good 
, Manu- b4 99 
tuntary WANTED Business to Come. 
ptc., re- 
8 First : I have had seven years of thorough experience in selling on the road, retail 
ed out About Gro high clase ensiusive selling, sales promotion, sales management and advertising, both in assist- 


street 
ded by 


Second 


2, shoes 


~ York and Philadelphia, also New Jersey, to 
represent New York Distributing Department of a 
larve Tanner and M f . Line i of 
mea’s and boys’ Goodyear Welt and clinch-fastened 
dress, semi-dress and work shoes. Attractive 
osition to men of ability and experience. haben, 
E £50, care of Boot and Shoe Recorder, 127 Duane 
St., New York, N. Y. 


WANTED: Two salesmen to sell women’s 











very — Brooklyn Novelty Turns, fine 
quality and shoemaking; one who caters to first- 
class trade only, state commission, give reference 
first letter. Address E 853, care of Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 





GALESMEN wanted for New England to sell 
“ advertised line of in-stock shoes. Women's welts. 
Liberal commission basis only. Address E854, care 
of Boot and Shoe Recorder, 207 South Street, 
Boston, Mass. 
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This Is the Salary 
Chart 


of an advertising and sales executive who 


ployer will be given as a reference. 

He has no Magic Wand to wave, but gets 
results economically and practically. 
If you want to talk with him write to 
E-860, care Boot and Shoe Recorder, 207 
South’ St., Boston, Mass. 
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shoe salesmen to sell line of 
popular priced men’s dress 
welts out of Milwaukee. Large 
territories for the right men. Do 
not apply unless you can show 
A-1 records. Address E-857, care 
Boot and Shoe Recorder, 207 
South St., Boston, Mass. 




















Volume Sales for 
Children’s Line 


A new short line of infant’s, children’s 

and misses’ shoes offers immense sell- 

ing possibilities for six sideline sales- 

men with established trade in follow- 

ing territories: (1) Michigan, (2) New 

York State, (3) Pennsylvania, (4) New 

England, (5) Ohio, (6) Minnesota, and 

Dakotas. Nothing like it in the trade; 
mg over big. 

State territory, 

ences. Address ° 

Shoe Recorder, 207 South St., Boston, 

Mass. 














Boston, Mass. 





ant and executive capacities. I can help build business, develop territories 
and get full value for money and effort expended. Unusual references and 
qualifications. Address E-864, care Boot and Shoe Recorder, 207 South St., 








TITCHING Room Forelady long experience in 
high grade novelties wishes position. Quality 
and production guaranteed. Address E-830, care 
a and Shoe Recorder, 207 South Street, Boston, 
ass. 








SALESMEN WANTED 


ANTED—C« ission sal to carry a line 
of medium grade women’s turns and McKays 
that can be sold at popular prices. Southern and 
western territories open. Address E-855, care Boot 
and Shoe Recorder, 207 South St., ton, Mass. 











GALESMEN wanted to sell suede cleaner as a side 
line to shoe stores. Sample can be carried in 
pocket. Liberal comm 
week with little effort. K-656, care Boot and Sh 
Recorder, 127 Duane St., New York, N. Y. 


ission. One can earn $30 per 
oe 





ALESMEN WANTED—To carry manufactur- 
ers” snappy and popular-pri line of children’s 
itchdowns. lusive or side-line. California, Wis- 
consin, Iowa, and Northern Texas. Pride Shoe 
Company, 1627 Locust St., St. Louis, Missouri. 











SALESMEN WANTED 





ELL-KNOWN manufacturer wemen’s turn 

comfort shoes requires several salesmen. Side- 
line commission basis. Short line, carried in stock. 
Samples ready. Send details, references first letter. 
Confidential. Address, care E 863 Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


GALESMAN WANTED—Traveling Middle West 
including states of Indiana, Illinois, Michigan, 
Wisconsin, who can sell ladies’ line of good grade 
novelty McKays in connection with present line. 
This is one of the t known, and most popular 
eastern lines, and only a high-grade salesman with 
acquaintance with first-class trade will consid- 
ered. Address E-856, Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


ALESMAN WANTED—To sell high-grade line 
of turns, welts, McKays, and stitchdowas for 
infants, children, misses and you ladies in 
isconsin and upper Michigan. Must have experi- 
ence in this territory and drive car. SINBAC, 211 
W. Monroe St., Chicago, Ill. 

















BOOT AND SHOE RECORDER 


June 14, 19% 








SALESMEN WANTED 


FOREMAN WANTED 


FOR LEASE 





WANTED First-class salesman to represent 
factory line of men’s high-class dress welts, 6 
per cent straight commission. Must have at least 6 
—, experience. Age limit between 33 and 45. 
© that can furnish list of accounts sold in the 
tt two years. Must be able to finance himself. 
t of references required, none other need apply. 
Edmonds Shoe Company, Milwaukee, Wis. 


SALESM EN WANTED—With established trade, 

for Michigan, northern Wisconsin, Ohio, In- 
diana, Texas, California and Pacific Coast to sell 
our line of turn shoes and sandals on 7 per cent 
commission, can be sold with other non-con- 
flicting lines, carry 40 numbers in stock. Address 
with reference. The Rehr Shoe Co., Orwigsburg, Pa. 


Z<ALESMEN WANTED to sell extensively ad- 

vertised line of window display fixtures on the 
side. Liberal cx m; no to carry. Sell 
from our catalog. Every store a prospect. Address 
E-820, care Boot and Shoe Recorder, 207 South 
Street, Boston. Maas. 


ws NTED—Experienced salesman to show, as a 
side line or otherwise, some thirty samples of 
popular-priced women's arch support shoes to 
retail at $5.00 and $6.00, also novelty shoes. 
Quick selling. All shoes in stock. Eight per cent 
commission paid weekly. References necessary. 
Westcott Whitmore Co., Svracuae. Y 


IDELINE OPPORTUNITY—Hard ——s con- 

sistent producers to sell a popular ap ine of 
children's stitchdowns and women's ~ 4 com- 
fort shoes. Only 25 samples and most of the num- 
bers carried on the floor. Attractive commission 
plan. Write today. Wobst Shoe Company, Mil- 
waukee, Wis. 























Salesman Wanted 


Salesman for all six New England 
States to carry about twenty samples 
of a well-known Cincinnati woman’s 
arch shoe, as a side line. Established 
trade and first class recommendations 
mecessary. No expenses advanced, but 
liberal commission paid. Applicant 
must be willing to come to Cincinnati 
for a day or two at his own expense for 
instructions. Send complete informa- 
tion in first letter. 


ARCH TRIUMPH SHOE CO. 
808 B. F. Keith Theatre Bidg., 
Cincinnati, O. 














BE A * BOOT ”’-LEGGER! 


With our three special numbers. Val- 
ues in misses’ and children’s Milwau- 
kee quality, all solid school shoes. One 
hundred men wanted, all choice terri- 
tory. Write today while territories are 
still open. 

THE PHENIX SHOE MANUFACTUR- 

ING COMPANY 
Milwaukee 
Makers of the famous Black Cat shoes. 
The shoe with nine lives. 




















Exceptional opportunity for exception- 
al salesmen to sell the Ogden line of 
men’s medium-priced Milwaukee dress 
shees in several territories on the most 
exceptional compensation plan ever 
offered. Inquiries invited. Ogden Shoe 
Co., Milwaukee, Wis. 

















LINE WANTED 


~ALESM A N—Eleven years’ experience callin. 
New England trade, wants line for all of of New 
ane = Massachusetts, Rhode Island, end 
t present employed, ready for change 
ry July 1. Address E-851, one. Boot and Shoe 
Recorder, 207 South St., Boston, M Mass. 
LIN&S WANTED—Manufacturers ular- 
i line of women’s novelty footwear. Estab- 
lished trade e oe Pennsylvania and southern 


New J references will be given. 
Pt ey Pt t and Shoe Recorder, 
Boston, Mass. 














Treeing and 
Packing Room Foreman 


Wanted, a high-calibered man to take 
charge of treeing and packing room in 
shoe factory, making high-grade 
women’s welts and turns. Must under- 
stand treeing and repairing of all kinds 
of leather. Write, giving full informa- 
tion and salary desired. Address E-861, 
care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 























FOR SALE 


I EALTH SEEKERS—Fashionable Bootery sac- 

rificed, $3500 in health resort city 100,000: 
Address E-862, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 








LEAN Shoe Stock for sale. Invoice about 

$9,000 in hustling town of 8,000 in southern 
Michigan. Address E-345, care of Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 





WANTED TO PURCHASE 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 
596 BROADWAY, NEW TORK, N 
bt | Sur SURPLUS STO STOCKS , 


Bargains in shoes always on 4 for special 
sales and bargain basements 








HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy your 
surplus or slow sellers. Quantities no object. 
Retail or wholesale. Short term leases taken 
off your hands. Wire or phone us. Corre- 
spondence confidential. Established 1890. 

MAX GLAUBERG 
313 Church Street, New York City 

We also purchase comsiee. hats, furnishing 
goods, etc. Phone Canal 8764-582 








CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over 
We will send a representative to investigate 
and make offer upon request. 

Kalter Cerf. Mercantile Co., Inc. 


591 Broadway, New York City 
Phone Spring 5160-5161-5162 








CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 
622-624 Broadway. New York, N, Y. 
Phone Spring 1443 








We buy and highest cash price 
for retail Pomehe of of shoes or any 
“— terchandine Quantity no object. 
‘or our ty. 
ty tt + 


BROOKLYN PURCHASING | SYNDICATE 


Phone Stagg 1757 











WANTED TO LEASE—Good s space for live wire 
shoe department. Velleman’s, Kalamazoo, Mich, 


—_—___ 





MISCELLANEOUS 


—_— 


=wy 
| os 98 Years of Seat-building 
= Behind This H-W Chele 





FE 98 years Heywood -Wakefield 
han apaetelinnd in seating. 

Shoe Stores and foot-wear depart- 
on find it profitable to avail 
themselves of our expert — 
in solving their seating 5 gene ol 
There is no charge for 

WAREHOUSES 

113 W. Comway St. 
Winter Hili 

Wells and Carroll Sts. 


SAN h . 
ST. — MO. Sixth and O'Fallon Sts. 


veal 1-Wiakef efield. | 


G. U.S. PAT 


L JOT agar ah 





Winpow DIsPLay FIXTURES 
ASK FOR CATALOG 


THE OSCAR ONKEN CO. 


11 WT. 4™ ST. CINCINNATI,.O. | 


are made 
in many 
styles and 
to fit all 
kinds of 
shelving. 


log giving 
description 
and prices. 


THE BICYCLE 
STEP LADDER 








14, 192% 


w live wire 
z00, Mich. 





)DERS 


made 
many 
les and 
it all 
ds of 


siving 
jription 
BICYCLE 
LADDER 
MPANY 
,dolph St. 
ago, Mil. 
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New and Used Chairs Always on Hand 


Prices from $2.00 each up 
CROWN MOTION PICTURES SUPPLIES, 138 W. 46th Street, New York City, N. Y. 
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Boot and Shoe Recorder 


PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT 


by the 
BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 





ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates for 
Wants, For Sales, etc., see Want Page. 

Every precaution is taken by the BOOT AND 

SHOE ECORDER to avoid printing =~ 

t likely to mislead its readers. 











Metal Shoe Fitting Stools Neatest, strongest, lightest and most 


convenient fitting stool on the market. 
and Floor s 


Mirrors 


No. 141 


grit J° THE CHICAGO 
and Prices WIRE CHAIR CO. Carried in stock. Available for shipment any- 





h b 1 t ‘ 
621 N. La Selle Street, Chicago, Ill. nel a deta oer 





MILBRADT MFG. COMPANY 





2416 N. 10th Sz., St. Louis, Mo. 





Milbradt Rolling For Milbradt Rolling Step Ladders 


Step Ladders 
are made in a great many 
styles to suit all kinds of Where to Buy 
stores and shelving. ey 
will enable you to get Wanted Styles 
along with less help, save 
a — A. A. An extra Editorial Service to 
namin of oan ““Recorder”’ readers, free for the 
store. Shipped subject to asking. Write and tell us what 
approval and satisfaction you would like to know. 
guaranteed. 
Write for our latest cata- 


eae 2 oe e No matter what policy you may 


ladders as well as other 


store fixtures. pursue in selling to the shoe trade, 
Milbradt nevertheless, you need the 
Manufacturing Co. 
ae : Boot and Shoe Recorder 


2416 No. 10th Street 
ST. LOUIS, MO. ALL THE TIME 





























publishers reserve the right to reject a 
advertising or reading matter which is not in 
line with this policy. 





OFFICES IN 


BOSTON OFFICE: 207 South Street. 

BROCKTON OFFICE: 224 Moraine St. Geo. 
W. R. Hill, Manager, Telephone 507. 

CHICAGO OFFICE: 189 West MadisonSt. Tele- 
phone Maine 1089. B. C. Bowen, Manager. 

ST. LOUIS OFFICE: Leather Trades Bldg. H. 
M. Bowen (B. C. Bowen, Manager). 

NEW YORK OFFICE: Room 101, Graham Bldg. 
127 Duane St. H. Walter Scott, Manager, Tele- 
phone Whitehall 7454. 

PHILADELPHIA OFFICE: Suite 1420, Widener 
Building, H. Walter Scott, Manager. Te lephone 
Rittenhouse 3437-38. 

HAVERHILL OFFICE: Chamber of Commerce 
Rooms, Haverhill National Bank Bldg. Geo. 
W. R. Hill, Manager. 

CINCINNATI OFFICE: Second National Bank 
Bldg. H. M. Bowen (B.C. Bowen, Manager). 

ROCHESTER OFFICE: 626 Powers Bldg. Ro- 
siter L. Seward, Western New York Repre- 
sentative. Telephone Stone 1133. 

LYNN OFFICE: Fred A. Gannon. 

MILWAUKEE OFFICE: Leonard E. Meyer (B. 
C. Bowen, Manager), 405 Broadway. Telephone 
Broadway 1827. 

WASHINGTON OFFICE: William L. Daley, 26 
Jackson Place N. W. 

PARIS OFFICE: 2 Rue des Italiens. L. Hubbard, 
Manager. 

LONDON OFFICE: P. Curtiss, Manager, 
11 Haymarket, London, 3. W.. 1 England. 

AUSTRALIAN OFFICE: 439 Lit. Collins St., 
Melbourne. G. Jervis Manton, Manager. 

CONTINENTAL OFFICE: William Salzman, 
Manager I. Adlergasse 12, Vienna, Austria 

ARGENTINA: Buenos Aires, Rivadavia, 2721. 
P. Sabazzini, Gerente. 

BRAZIL: Gerente, John S. Fitch, 33 Rue General 
Camara, 88 Sob. 

CHILE: Santiago, Las Rosas 1123-1127. Otto- 
Fuhrimann, Gerente. 

CUBA: Mr. H. Gomez, Corrales 2A, Havana, 
Cuba. 

JAPANESE OFFICE: Yokohama. J. F. Wager, 
Manager. 

SPAIN: Gerente, Leoncio de Miguel, Librere 
Editor, 20 Fuencarral, Madrid. 











GROPING IN THE 


these figures were unreliable. 


are audited by the Audit Bureau of Circulations. 





Time was when the purchase of advertising space was a “blind groping in the dark.” 
Advertisers had no means of checking a publisher’s statement of circulation and often 


In six years the Audit Bureau of Circulations has solved this perplexing snabhenn. 
By a systematic analysis of distribution and methods this organization is able to supply 
just the data an advertiser needs. The darkness is dispelled and the bright light of veri- 
fied facts takes its place. Space buyers no longer find it necessary to grope in the dark. 
There are no dark spots in the Boot and Shoe Recorder circulation. Our records 


DARK 
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Since 1873 Tanners Exclusively of High-Grade Calf Leathers 
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Pe the color 
limit his stock. 


‘4 


SAFER BUYING 


PoesiE big problem of the Shoe 
‘Ke | Retailer today is to meet all 
Sas demands and still 


50% of smart merchandising is in the 
choosing of right colors. Follow the ex- 
ample of the leaders who pick these two 
shades as satisfying the Fashion and 


Making the Mode. 


““Sunset’”’ 


The most popular calf 
leather on the market. 
A beautiful shade with 
the sunset undertone 
that meets every de- 
mand of fashion. 


“Sunset” is a leather 
that sells well all year 
round. 








‘‘Dundee’’ 


The finest calf leather 
in the world. Ideal for 
shoes for men and 
women. 


A leather of real quality 
and distinction. 


Mellow, silky, but 
heavy. It issupplanting 
the imported* leathers. 


PRODUCED IN WEIGHTS FOR MEN, WOMEN AND CHILDREN 





These two ‘‘ Little Fall Leathers’ can be safely depended 
on. The live merchant will appreciate their ‘‘salability.”’ 
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Barnet Leather Co., Inc. 


360 MADISON AVENUE, NEW YORK CITY 


; Boston Distributors 
Tanneries BARNET LEATHER CO., 
LITTLE FALLS Inc., of Mass. 
New York Sir Dee, 98-100 South Street 
: EO Boston, Mass 


b Barnet feather Go, NS ewe tL 


KEZSES @ Ee Fa 


—<?)|| 


—I ses 
= 


bead 
ae 

= 
we. 


3!;| 





‘ : o | 
SSS 


( 











BOOT AND SHOE RECORDER June 14, 1924 








i SUMMER NOVELTIES 


BLACK -- RUSSIAS -- WHITES 


‘* The Season’s Best Sellers ”’ 
White Shoes for 
Graduations, 
Weddings and 
Vacations. 


B 4zi4—Patent Leather Imitation Turn, Russias and Patents 
13/8 Cuban Covered 

B 4216—As one gon za B ond < for street wear 5/8 Coverel Had. i see 
RB 4217—As illustrated. Light Russia Calf. adapted to the new © 5te—A8 Witte Ee: Re C 

B and ( $3.90 B 4664—Light Russia Calf. A to C 


B 4225—As illustrated. All Black Kid. shades of Hosiery B 4665—All Black Ooze Calf. A to C.. 
S ie illustrated. All Black Satin. 








for immediate delivery 


Patterns that Sell Extra 
Pairs for You. 
Priced Right. 
Terms: 2% 10, net 30. 
F. O. B. Boston $ 
25 cents per pair less in 
36 pair lots. 
References required on new 
accounts. B 4654—Black Satin, Black Ooze we 
Imitation Turn, 13/8 Cuban Heel. A S 
50 











B 4681—Black Satin Imitation Turn, Biack 
=. cue. © Cut Out, 16/8 Full Covered oe ey 08 Patent Leather, Gun 
—— ‘ = B 4659—As illustrated. “All White Kid. A 





B 4666—As illustrated, Black Satin, Black 
Suede Trim, 8/8 C overed Heel. A to C. .. $4.50 


. 
B 4725—Patent Leather Loop Sandal, Imi- 
tation Turn, 6/8 Leather Heel. C Width. $3.00 
B 4726—As illustrated. Black Vici Kid. C 
Width 3.00 
B 4727—As illustrated. All Gray Airedale. B 4221—Black Satin, Imitation Turn, 13/8 
C Width $3.25 Cuban Covered Heel. B and C $4.00 
B 4730—All White Kid, also Red, Green en ty at ed, All Black Kid. . 


B 4683—Patent Leather Imitation Turn. 
16/8 Full Covered Spanish Heel. B toC. .94.60 “4 Blue Kid. C Wikith as B 4227—As illustrated. All Patent 
B 4684—As illustrated. Black Satin. B and C B 4228—As illustrated ‘in Light any 


B 4685—As illustrated. All White Kid. IN S I Or K B 4229—As illustrated. All White Kid. . .$4.10 


= ——— 
ROGERS BROS. SHOE CO. 


59 LINCOLN ST. BOSTON MASS. 


PACIFIC COAST BRANCH, 135 BUSH STREET, SAN FRANCISCO 


a TE 


—E 






































gS 68 <8 4 


